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THE THE 


TRIPLE TRIPLE 
MOTION + MOTION 


~~ cream made the 
ight way with a 
ite Mountain 
Freezer is easier 
to make than a 
pudding ora pie. 


The Triple Motion’ 
does it. 





HE above phrase answers effectively the only 
real argument that has ever been offered 
against the making of ice cream at home. 

The statement is true and can be put to the test by 

anyone. 

It is the Triple Motion that has taken the drudgery 
out of ice cream making, and unlike most short cuts it 
has improved the quality of the result. 

The Triple Motion is the vital feature of the White 
Mountain Freezer. It is the White Mountain Freezer. 
It originated in the White Mountain Freezer and has 
never been successfully imitated. It put the White 
Mountain Freezer at the top and has kept it there from 
the beginning. 





Pride We take much pride and pleasure in the representative 
and list of jobbers and dealers handling White Mountain 
Pleasure Freezers in every section of the country. 


Come and Join Us 


THE WHITE MOUNTAIN FREEZER COMPANY 


NASHUA, NEW HAMPSHIRE 
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The dealer who handles Thermoid Brake Lining can’t help but rake in the 
bulk of this business in his locality, because Thermoid is the only guaranteed 100% 
Brake Lining—the brake lining that always has an all-friction surface—known 
through merit to the automobile world and advertised on a national scale. Such 
a product must bring you bigger profits and sure repeat orders. 


Hhermos 


: HYDRAULIC COMPRESsep 
| Brake Lining -100% 


Thermoid is remarkably dense—it is built under powerful hydraulic pres- 
sure into one solid homogeneous mass—not a stringy substance of loose particles 
that soon wear down and become friction shy. 











For Safety’s Sake—to get your customers’ good 
will, neighborly recommendation and increased profits— 


handle Thermoid Brake Lining. And push it. 


Therinoid Rubber Compa 


TRENTON, N. Bd Cannot be burned out nor 


° ; ‘ , affected by oil, heat, water, 
Play Up This Guarantee—Thermoid will make good or we will. gasoline or dirt. 
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Ten Years of 
Marvelous Success 





In 1906 the Stewart No. 1 Clipping Machine, shown above, 
was first offered to dealers. It was an instant success and 
has always been the most satisfactory clipping machine on 
the market at any price. 


At $7.50 to the user it is superior value 
—no advance to you at present, but we advise 
early purchase of your spring stock. 


Have your jobber ship right away. The profit is good. 
the sale is certain. 





CHICAGO FLEXIBLE SHAFT 
COMPANY 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 
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Have You Customers 
Who Own Sheep? 


____If so, do not overlook the possibilities of profit in the sale of Stewart Shear- 
ing Machines. Every ounce of wool is worth money and there is no way to 
take it off so evenly or so quickly as with a Stewart Shearing Machine. 





Stewart No. 9 Gall Bearing) 
Machine 


Sells to the user, with three extra sets of cut- 
ting plates, for only $11.50. Especially 
suited to the owners of small flocks. 


The profit is right and every one you sell 
will make a pleased purchaser. 








Stewart Little Major Shearing 
Machine 


For flocks up to 500 head. This is our half horse power 
engine equipped with shearing attachment, and is a splendid 
outfit. Has latest model wide cut shearing head. When shear- 
ing is done shearing attachment can be taken off and engine 
used for operating any kind of hand machine about the place. 


Write for prices. 








Stewart Little Wonder 
Shearing Machine 


Our best two horse power engine equipped 
for two shearers. On the market ten years and 
extensively used in all sheep countries. 

Fine for flocks from 500 to 3,000 head. A 
splendid outfit. 








Corral the sales in your community on all Stewart Shearing Machines. It will pay you. Write 
for special catalogue and prices. 


Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 
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Are You Selling This Marvelously 
Practical Combined Tool— 


The Stewart Handy 
Worker? 


This big, strong, sturdy, everlasting, combined tool weighs 90 
pounds, boxed, and sells to the user for $12.50. Here’s what it 
includes: 

A strong and powerful steel-faced vise, up to 41%4 inches; width of 
jaw, 4 inches. 
Cutting hardie. 
Steel pipe vise for pipe up to 144 inches. 
Two-speed drill press. , 
Strong, sturdy anvil. 


Corundum grinding wheel, 5in.xlin. Three speeds: direct, 4 to 1, 
and 16 to 1. 





The most satisfactory thing we can say about it is that purchasers every- 
where like it. ' 


There’s a very satisfactory profit t2 you in every sale. 
From your jobber or direct. 


Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 












February 10, 1916 HARDWARE AGE 


THOROUGHBRED 
SMALL ENGINES 


The Biggest Engine Values to 
Date are the Stewart Engines 

















To one dealer in each locality we offer an exclusive 
agency on these engines. It is a money maker. 


There’s a big difference between a thoroughbred horse and a scrub. It’s 
the same with engines. - STEWART ENGINES are thoroughbred in design, 
materials, workmanship and finish. They always deliver the goods. 


Stewart 3 H. P. Engines 


* No one has ever seen a Stewart three horse power 
engine in operation without marveling at the smooth, 
silent manner in which it runs. It is not only a beauty 
in design and finish, but has all those qualities that 
appeal to the man who knows real quality and merit 
when he sees it. 





Complete with high tension magneto............ List, $125.00 
Stewart Little Major [22 P 
6 H. Puss Air Cooled Stewart Little Major ) H. P. 


Just the thing to run a blower, drill, grindstone, 

3 cream separator, bone mill, washing machine, small 

Stewart 3 H. P. ress, etc. Runs any machine that can be worked by 

soe and at a cost of less than 10 cents a day. Cheap- 

est help on earth. The biggest little engine ever 
offered. 

ORE Oe PERL REE MOO $27.50 

With high tension magneto......:...........eeeeee- 37.50 


Stewart 2 H. P. Engines 


Air or Water Cooled 

Our two horse power engines have been on the 
market for ten years, and have made a remarkable 
reputation for efficiency and economy. They never 
fail to satisfy the most exacting purchaser. There’s as 
much difference between Stewart two horse power 
engines and the usual two horse power engine offered 
as there is between a high grade watch and the 
cheapest watch on the market. 














Pele CE, WEEE TUNIS TORE odd cc ki viv ce dcnvccceevehéuds $40.00 
Air cooled, with high tension magneto, list........... 50.00 
Water cooled, with battery, list. . mynd oasdeor 45.00 
Water cooled, with high tension magneto, list. becnavar 55.00 
— > S 2 9 Cooled 
Stewart 2 H. P., Air Cooled rata ca 2: ta ccm Te ee 





Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 
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Are You Selling This Marvelously 
Practical Combined Tool— 


The Stewart Handy 
Worker? 


This big, strong, sturdy, everlasting, combined tool weighs 90 
pounds, boxed, and sells to the user for $12.50. Here’s what it 
includes: 

A strong and powerful steel-faced vise, up to 4144 inches; width of 
jaw, 4 inches. 

Cutting hardie. 

Steel pipe vise for pipe up to 14% inches. 

Two-speed drill press. 

Strong, sturdy anvil. 


Corundum grinding wheel, 5in.xlin. Three speeds: direct, 4 to 1, 
and 16 to 1. 


The most satisfactory thing we can say about it is that purchasers every- 
where like it. 


There’s a very satisfactory profit t> you in every sale. 
From your jobber or direct. 


Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 
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THOROUGHBRED 
SMALL ENGINES | 


The Biggest Engine Values to 
Date are the Stewart Engines 
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To one dealer in each locality we offer an exclusive 
agency on these engines. It is a money maker. 


There’s a big difference between a thoroughbred horse and a scrub. It’s 
the same with engines. - STEWART ENGINES are thoroughbred in design, 
materials, workmanship and finish. They always deliver the goods. 


Stewart 3 H. P. Engines 


* No one has ever seen a Stewart three horse power 
engine in operation without marveling at the smooth, 
silent manner in which it runs. It is not only a beauty 
in design and finish, but has all those qualities that 
appeal to the man who knows real quality and merit 
when he sees it. 

Complete with high tension magneto............ List, $125.00 





Stewart Little Major See. 
16 H. P., Air Cooled seni amis itiiees 1 te Bi 


Just the thing to run a blower, drill, grindstone, 
3 cream separator, bone mill, washing machine, small 
Stewart 3 H. P. pee etc. Runs any machine that can be worked by 
and and at a cost of less than 10 cents a day. Cheap- 
est help on earth. The biggest little engine ever 
offered. 
i ccueeahons Skin aac $27.50 
With high tension magneto......:...........eeeee: 37.50 


Stewart 2 H. P. Engines 


Air or Water Cooled 
Our two horse power engines have been on the 
market for ten years, and have made a remarkable 
reputation for efficiency and economy. They never 
fail to satisfy the most exacting purchaser. There’s as 
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if 
a a) much difference between Stewart two horse power 
pet engines and the usual two horse power engine offered 
; a. as there is between a high grade watch and the 
F y | cheapest watch on the market. 
4 Aig coated, wits Dettery, Tet. oo... cic ce ccccccenccectes $40.00 
: Air cooled, with high tension magneto, list........... 50.00 
' Water cooled, with Battery, Tet... ...ccccccticccoscces 45.00 
Water cooled, with high tension magneto, list........ 55.00 
Sonne ot & ie Collen WRITE US TODAY ON THIS LINE Stewart 2 H. P., Water Cooled 


Chicago Flexible Shaft Co. 


606 No. La Salle Street, Chicago 


New York Branch: 16 and 18 Reade St. 
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Then You Can Find 
The Warren Page 
When You Want It 





This is a big number of HARDWARE AGE and 


we don't want you to pass by our page and forget it. 
For it’s too important a page to forget—too important 
to overlook. 


So turn down that red corner—now. Then when 
you re through looking over the other ads that inter- 
est you, it will be easy to come back and find this 
page—the Warren Page. 


Of course you have seen Warren Hardware Fix- 
tures—they are to be found in progressive hardware 
stores all over the country. And you probably 
admired them and determined to find out more 
about them. 


© =o ee eee * : 













~~ 









That’s what we want you to do now. We want 
you to write that letter—a postal will do—that you 
meant to write before. Just say, “Send me Cata- 


logues Nos. 65 and 212.” 





bus 






a 













thine ras 


Warren Fixtures do not cost as much as you 
think. Our new price list will prove an agreeable 
surprise. 







The J. D. Warren Mfg. Co. 


MASONIC TEMPLE 
Chicago : - : Illinois 


Eastern Display Room: 253 Broadway, New York 3 
The Largest Manufacturers of Hardware Store Fixtures in the World 
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QUALITY 
COUNTS 


For over 50 years “DIA- 
MOND EDGE” Tools have 
been the standard of 
America. 


Constant improvements 
in quality, finish, package 
and original ideas have 
made “DIAMOND EDGE” 
the foremost tool line in 
the world. 


The perfect color scheme 
of package and label im- 
mediately attracts atten- 
— and assists in their 
sale. 


Selling hints to assist 
retail clerks printed on 
cover of every box. 


SEND FOR SAMPLES 





ebruary 10, 1916 
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HANDLES — Db EDOn 
Shears are fitted with a 
double lock, double shoul- 














QUALITY COUNTS 
Highest Quality; American Made; Malleable Iron Frames with Best Quality High Carbon Steel Cutting Edges, 
Attractively labeled and packed in individual boxes, making a convenient retail dealers package. 
Recognized as the Shear of Quality by the United States Government and other large users. 
Our large stock is your assurance of prompt and complete shipments for either Domestic or Foreign use. 
SEND FOR SAMPLES 
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QUALITY 
COUNTS 


For over 50 years ‘“‘DIA- 
MOND EDGE” Tools have 
been the standard of 
America. 

Constant improvements 
in quality, finish, package 
and original ideas have 
made “DIAMOND EDGE”’”’ 
the foremost tool line in 
the world. 


The perfect color scheme 
of package and label im- 
mediately attracts atten- 
tion and assists in their 
sale. 


Selling hints to assist 
retail clerks printed on 
cover of every box. 


SEND FOR SAMPLES 
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HANDLES — Deawow Apes 
Shears are fitted with a 
doub! ble shoul- 


e , dow 
der, double right hand 




















QUALITY COUNTS 
Highest Quality; American Made; Malleable Iron Frames with Best Quality High Carbon Steel Cutting 
Attractively labeled and packed in individual boxes, making a convenient retail dealers package. 
Recognized as the Shear of Quality by the United States Government and other large users. 
Our large stock is your assurance of prompt and complete shipments for either Domestic or Foreign use. 
SEND FOR SAMPLES 
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This Low-Priced Juvenile Bicycle 
Will Increase Spring Profits! 




















HERE itis at last—just what every alert dealer has been wanting— 
a real-for-sure juvenile bicycle that you can sell at a low price. 


Every boy and girl from 4 to 8 years old would like to have a bicycle. But 
juvenile bicycles heretofore have represented more of an investment than most 
parents care to make. 

Now, however, you can supply the boys and girls of your community with a low-priced juvenile 
bicycle—The Little Hummer—and make a good profit. 

The Little Hummer is made to retail at $8.75—a price that will appeal to fathers and mothers 
everywhere. And our price to you is unusually low, allowing you a margin of profit that is 
. very attractive. 


Spring will soon be here—when parents will want their youngsters to play out of doors. And a Little Hummer 
will appeal ‘to fathers and mothers particularly, since it will keep the “kiddies” in the air and sunshine and will 
develop health, grace and self-reliance. Be first to offer the Little Hummer in your community—and get the 
profit it will bring. Write today for descriptive folder giving terms and unusually low prices. 


Not a Toy but a Real Bicycle 











SPECIFICATIONS. 


HEIGHT—Saddle to ground, highest adjustment, 
27 inches. 

HEIGHT OF FRAME—14 inches. 

WHEEL BASE—31 inches. 

FRAME—%3 inch tubing, forks unbreakable oval 


steel. 

WHEELS—Of steel, 16 inch diameter. 20 spokes. 
Ball bearing. 

TIRES—%X inch cushion rubber. 

SADDLE—Leather top, full spring, cushion com- 
fort type and adjustable. 

CHAIN—Regular bicycle type 3/16 by 1 inch, 
tempered steel. : 

HANDLE-BAR—S% inch bar, nickel-plated, regu- 
lar motorbike type. 

FINISH—Frame, bright red enamel; wheels, 
‘black enamel; other parts nickel-plated, in-. 

cluding handle-bars, seat-post, seat trim- 

mings, sprockets and cranks. 














Write today for descriptive folder, terms and prices. 


T. B. Laycock, Son & Co., 126 Industrial Bldg., Indianapolis 
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MACHINERY 
FOR 
BOYS 


MADE IN U.S.A. 





ENGINEERING 
FOR BOY A 











At this time of the year—now—the Young Engineer is busy 
building countless New Models and adding to the Structo he 
has already purchased. 


And now comes new demand—extra profit—for you. Write 


to us. 
We Make Prompt Deliveries 


STRUCTO MANUFACTURING CO. 
FREEPORT, ILL., U. S. A. 
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“sefton’ 


OU’LL find this new word in the progressive 
business man’s dictionary: 


sefton (sef-ton), v. t.; to pack merchandise for ship- 
ment in Sefton Corrugated Fibreboard boxes, 
thus insuring its safe delivery to the consignee. 


All your shipping problems have been considered in making 
Sefton Corrugated Fibreboard Shipping Boxes; loss, breakage, 
shipping rates. Sefton Boxes will carry your goods safely, 
and will cut down your shipping bills; they take up less 
storage room. 


Sefton Folding Cartons are made to contain anything that 
goes in boxes. Tell us about your product and we'll make a 
box to carry it, and carry it safely and cheaply. 


You’ll be interested in the new rule of the Freight Classification Committee which 
permits you to ship 90 lbs. in Sefton Corrugated Fibreboard Shipping Boxes. 





Here is a real demonstration. 
If you ship your goods in wooden 


cases, just tear off the lower part of 
this page and paste it on a case of 
your product; send it to us at our 
expense ; we'll ‘‘sefton” it back to you, 
and quote prices. 
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The Pittsburgh Idea 


A NAME 4boptep with PRIDE 
The American Hardware & Supply 
Company was organized Nov. 11, 1910 


We are a wholesale hardware house which is owned by 
retail hardware merchants. These members do not buy 
goods at cut rate prices. Their profits are the legitimate 
jobbing returns from their wholesale investment. 


Jan. 1, 1911, the number of purchasing stockholders was 75 
Jan. 1, 1912, the number of purchasing stockholders was 75 
Jan. 1, 1913, the number of purchasing stockholders was 85 
Jan. 1, 1914, the number of purchasing stockholders was 123 
Jan. 1, 1915, the number of purchasing stockholders was 145 


Our cost of doing business is 7% per cent.’ These are the auditors’ figures. 
We have never failed to take advantage of a cash discount. 


On top of this we turned our capital five times during the past year without 
borrowing. 


We did not charge off a dollar this year for bad accounts. 


The main lines of the Pennsylvania, Wabash, B. & O. and New York Central 
railroads run right into our building. 


We haven't a horse, an auto truck or a dray of any kind. Our business building 
is so located that we absolutely eliminate such expenses. 


One retail merchant bought $11,719 worth of goods from us last year. His 
store is located in a small town 600 miles from Pittsburgh. 


All orders are shipped within 48 hours of the time received. 


We are a jobbing house with a foundation that is 
laid on bed rock. Our record is not equalled by 
that of any other wholesale hardware concern in ERIC Ic 
the United States. Write those who sell us goods ' a 
or to those who are our customers. The replies will = 
give you first hand information regarding a clean- “a =) y\\ ¥ 
cut service. You will be a welcome visitor at any © oy ‘ il 
time you want to see how and why we continue to pee ti 
prosper. WY; 


; 
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Mh r 
The American Hardware & \x onl <— 
Supply Company La 


43 Terminal Way, Pittsburgh, Pa. TRADE MARK 


Registered April 6, 1915 
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H. Bakalar & Co. sharpens safety : 
razor blades at a profit of $10.00 to 
$12.00 aday. Metropolitan Razor 
Sharpening Co. reports $7.00 to 


YOU Can Make 


the Same Success 


There is no reason in the world why you cannot duplicate 
the many hundreds of cases wherein owners of HATFIELD 
. RAZOR SHARPENING MACHINES are literally 


coining money. 









Resharpening razor blades is a side line that takes little 
capital, involves an insignificant amount of detail work and 
yet pays enormous profits. 


50,000,000 new blades are made and sold every year. 
Think of it! Think of the fraction of this total which you 
could lop off to your advantage! Blades re-sharpened by 
the Hatfield process are as good as, and often better than, 
new ones. 


The Hatfield can sharpen Jack Razors, too; all makes. 
Also scissors—shears—knives—any kind of small edged tool. 


Prices range from $60 to $450. The installment plan suits 
us if it suits you. 


Hyfield Mfg. Company 


48 Franklin St. New York 


Geta Hatfield 
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Keep Informed on Transportation 


Next in importance to an intimate and constant touch with 
matters touching the hardware business, it is necessary 
that men engaged in this line keep constantly informed 
on subjects relating specifically to thei hauling and 
delivery. 


Transportation in almost every business is of second importance 
to the actual buying and selling of the product. 


Most transportation is local. It must be done by some form 
of road vehicle. Local transportation is the most expen- 
sive kind. Every progressive businessman should be 
vitally interested in enconomizing on local transportation 
costs. : 


Motor trucks, when well applied are the most economical as 
well as efficient local transportation vehicles. “Io oper- 
ate them efficiently requires that one be informed as to 


The right kinds of trucks 
The right work for them to do 
The correct method of use 
The proper facilities for their use 
The proper care to keep them in operation 


The subject is so important that it warrants thoughtful and 
intelligent study. It requires precise and up-to-the-minute 
facts, presented in a manner easily grasped by the busy 
man. It requires expert treatment. It requires definite 
knowledge of what motor trucks are doing and what 
they can do. 


The place to get this sort of data is in the pages of a paper 
devoted exclusively to motor truck efficiency. 


The unquestioned authority in this field is 


| Published at 239 West 39th Street 


New York City | 
Published on the first and Subscription price: two dollars 
fifteenth of every month per year; 20 cents a copy 





Your time should be distributed among the different phases of your business in proportion 
to the capital investment and running costs involved in each. Write for 
a sample copy and see if we haven't what you need. 
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pays for itself but earns money for its ownef. 











FIREPROOF and Seller 


BALING PRESS 
REG. U.S. PAT. OFF. 








The Schick is compact, requires very little space, 
is easy to operate, so simply and strongly con- 
structed that it does not get out of order and 
will last practically a lifetime. Made in five 
sizes and sells at prices that are night. 


We have a mighty Interesting proposition for 
Jobbers—and for salesmen outside of jobbing 
territory and in unassigned territory. Write 
today for full details. It will be well worth 
your while. 


Davenport Mfg. Co. 


Dept. H. Davenport, Iowa 

















Brass Bound 


PRICE 
CARDS 


Time Savers — Energy 
Savers— Money Savers 






There are nine styles, all with 
heavy cardboard body, linen bond 
facing and brass edging for pro- 
tection. 10 per cent. discount on 
orders for 2 doz. cards—Send for 
descriptive circular showing rul- 
ing and use of cards. 








Hardware Age Book Dept. 
239 W. Thirty-ninth Street, New York 

















JOBBERS AND GOOD 





The Schick All-Steel Fire-proof Baling Press is the easiest, surest, 
safest means of converting waste paper into profit and avoiding fire risk 
by eliminating dangerous piles of waste. It’s a machine that not only 


The Schick is needed in every store, shop, office and factory through- 
_ out the country ; also in all nublic buildings, schools, hotels, apartments, 
railway depots, etc. The selling field is unlimited because the Schick is 


A Money Maker 
for Both Buyer 


 Micge” 





muh 


PRT) jay 
patil adda 


BEY? 
Hl j 






















SALESMEN 









/ SHELF BOXES 


Have been giving satisfaction in thousands 
of Retail Stores throughout the U. S. 


Write for price list 


The A. H. GREEN CO. 


101 Warren St. 


New York 














one of our Eclipse 
Nail Bins and one of 
our Eclipse Bolt Cases 
you will surely regret it. 


[ you do not order 


There is no other device 
ever invented so perfect 
in every particular. Try 
one of each. If you do 
not like it you can re- 
turn it. 


Send your order at 
once to 


Eclipse Mfg. Co. 


Wellston, O., U.S. A. 
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| HELLER’S 


PIVOT DOOR CABINETS 





SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 


W. C. HELLER & CO. 


MONTPELIER . - OHIO 





I'm a Salesman 


I carry prices, blue prints, 
photographs, and all the in- 
formation re- 
garding my 
line in a 
Pu 
Price Book— 
a handsome, 
compact loose 
leaf binder . 
that fits my pocket and is 
always available. 

There is no dead matter 
in this book because when 
prices change it is easy to 
remove the dead sheets and 
put in fresh ones. 

I can arrange the leaves 
to suit my convenience, 
and the index enables me to find what I want instantly. 
I can get fresh sheets anywhere in the country and 
woos J-Przar sheets always fit. 

Many of my customers have admired the design and 












_ workmanship of the book and I feel perfectly safe in 


recommending it to them, because it bears the 
= |-Pia mark. 





All first class stationers sell 036 ]-P14Fl Books and Forms 
Send for Catalog 37 


Irving-Pitt Manufacturing Company 
Largest Loose Leaf Manufacturers in the World 
Kansas City, Missouri 3 











Give Goodsa Chance 


Piqua Adjustable Shelf Brackets 
| occupy the minimum of space and 
permit you to arrange and display 


30% More Goods 


than when sticks and props are used. 
Beautiful in appearance, strong enough 
for any line of goods, and the most 
durable of all shelf brackets. All stores 
are possible customers for them. Nat- 
urally you'll sell more goods yourself 
and consequently more Piqua Shelf 
Brackets if you use them in your store. 
Send for Catalogue H. 


Piqua Bracket Co. Piqua, Ohio 











BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 


Send for catalog giving full 
description and prices. 
THE BICYCLE STEP 


LADDER COMPANY 
62 W. Randolph St., Chicago, Il. 























MILBRADT LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 
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Speeding Up 
sales and Service 
with a HERRICK 

Tool Rack 


Are your shovels, spades, pitchforks and 
other agricultural tools properly displayed? 


How do you expect your customers to know 
you carry these goods if you hide them? Why 
not show them to advantage on a Herrick 


Ball Bearing Tool Rack? 


It’s a silent salesman in a four foot space. 
Revolves easily when fully loaded, for good 
display. .Made of malleable iron and steel— 
absolutely guaranteed against breakage! 


Holds 15'4y doz. tools which can be changed 
from time to time. Portable, too; you can 
shove it into the handiest corner. 


Ask your jobber for a Herrick Tool Rack. 


The F. A. Herrick Co. 


4040 Detroit Avenue Toledo, O. 
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BUFFALO 


CLE VELAND 


Rates from $2°°%a day 
300-room adJitivn now building 
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800 Rooms 800 Baths 
Rates from $132 a day 
200-room addition building 





For Every Guest 


The extra-good variety of hotel service 
which we’ve developed at Hotels Statler 
is for every guest, no matter how little 
or how much he spends. 


Yes, it’s for the non-tipper, too. 


The patron of a hotel has just as much 
right to expect courtesy and a gractous, 
thoughtful service from employees as he 
has to expect his change. 





He gets it every time at a Hotel Statler 
—or as nearly every time as humanly 
rendered service can make it. 


A good bed in a clean, light, pleasant 
room; a private bath roem; circulating ice 
water; a well-stocked writing desk; a morn- 
ing paper before you wake; cheerful restau- 
rants, serving good food; extra-comfortable 
lounging rooms—these things are but the 
background of that complete, courteous, in- 
terested service which we call Hotel Statler 
Service. 


Your satisfaction guaranteed, whether 
you spend $1.50 or $20 a day. 
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Established 1881 


The purpose of our new trade mark is to emphasize this fact— 


Every package put up by us represents full value both as to quantity and 
quality— 


Full count, full measure, the best of materials and workmanship are guar- 
-anteed to be found in every package bearing our mark— 


Place the “Full Value’’ line on your shelves and be assured of giving full 
value to your customers. 


OUR PRODUCTS 


Bird Cage Springs Egg Beaters Kitchen Forks : Sink Brushes 
Carpet Beaters ishes erfection Door Springs 

Clothes Line Wire Garment Hangers - Pokers and Lifters on 
Coat and Hat Hooks Hammock Hooks Potato Mashers Towel Rods 
Corn Poppers Jack Chain Screw and Cup Hooks Wrought Staples 


“Wire CSsaz hat Many Kinds” 
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Department 1 


Cooking Utensils; Enamel, Aluminum and Earthen 
Ware; Table and Silverware; Clocks and. Watches: 
Stoves and Ranges; Refrigerators and Freezers; Porch 
Furniture; Laundry Equipment; Gasoline and Elec- 
trical Appliances; Household Miscellany. 
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ANNUAL SPRING BUYING NUMBER 
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ERE is the new “VIKO” Tea 
Kettle—just another example of 
what you can expect in the way 
of trade-winning and profit-mak- 

ing Aluminum Cooking Utensils and 

Household Articles. This kettle is one 

number from a line of over 750 styles 

and sizes. 






N the illustration above you will note the improved method of attaching the 
spout. The spout is large and very heavy and is welded to a sleeve drawn 
from the body of the kettle, making a joining as strong, as hard continuous 
usage will ever demand. The opening in the spout is large enough to permit 
filling the kettle direct from a faucet. The cover of the kettle has a safety | 

notch which prevents the cover from falling off when the kettle is tipped. The 
large ebonoid handle may be easily replaced, if burned off in time, by simply 
loosening the screws at each end of the handle. 





This kettle has, in addition to the features listed above, a sturdiness of con- 
struction, beauty of design and fairness of price that will appeal to wise merchants 
and discriminating housewives alike. Shall we send a sample? 


Aluminum Sales & Manufacturing Co., Inc. 
483-5 Broadway, New York City 














A Model Kitchen Equipped Complete with ‘Viko’’ Aluminum Ware 


VERY housewife takes pride in the fitting up of her kitchen. She is 
always looking for utensils which will make the day’s work more pleasant 
and the foods she cooks more delicious. Aluminum ware stands pre- 
eminently above all other wares. Housewives everywhere recognize 
this fact and are buying “Viko” cooking utensils and household articles 


in great quantities. 


For the cooking of meats there is nothing equal to an aluminum roaster, combi- 
nation cooker or casserole. Cereals taste better when cooked in a double boiler. 
Aluminum fry pans are ideal for frying. There are aluminum pots and pans, 
kettles and pails, coffee percolators, teapots, spoons, knives, salt and pepper 
sets—everything in aluminum ware in the “Viko” line. 


If you show a complete assortment of “*Viko”’ wares you will be able, not only to sup- 
ply every demand, but to suggest new and better ways in cooking. This will 
mean more sales in aluminum utensils and household articles and a steadily in- 


creasing prestige in your community. 


Let us give you further information about this, the largest and most complete 
line of aluminum ware in the world. Our catalog will give you an idea about the 
styles—a few samples will convince you as to quality and salability and variety. 





Aluminum Sales & Manufacturing Co., Inc. 


483-5 Broadway, New York City 
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Look Over the | 
Voss Line ef High 
Grade Washing 
Machines 


Voss Bros. Mfg. Company 


Davenport Iowa 











February 10, 1916 HARDWARE AGE 27 











= ra lt tin sat ° eee 
Ae ee ie ae Ase egaone 5 
~ eae - Spm Pte di a a 
oetomthenanageaee s Sh eee 
es ~ Malin - 














OSS Washers have more than lived up to 
expectations wherever they have been sold 
and used. Our line covers every requirement 
for power and hand operated washers. | 


More than that the individual types which we 
produce are proving themselves far and above any 
other washers of the same general type. 


They render dealers a more satisfactory profit; they give the 
purchasers longer and better service. Voss Washers are cer- 
tainly worth all the publicity and sales effort you can give 


them. 





| We have done our part in making the best machines pos- 
| i sible. We have spared no pains in the production of the 
: highest attainable quality. 


NOW it is. your move. Write for our proposition and 40 
page descriptive catalogue giving all necessary information. 
It’s mighty interesting, we assure you. So write today. 
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Gibford’s Stroppers 











Every Man 
A Razor 


The Gibford Stropper will put a hair 
edge on any kind of a razor. It may be a 
safety or it may be an old style razor. It 
makes no difference to the Gibford 
Stropper. 


Every man in your town, whether he 
owns an old razor or a new, actually needs 
a Gibford Stropper. The use of a “‘Gib- 
ford’"’ means keen edges and smooth 
shaves. Those are the things that appeal 
to every man who shaves himself. 


The Gibford Stropper De Luxe and 
I X L Automatic Stropper are so designed 


Who Owns 


Needs One 


that any person can get a perfect edge on 
the razor blade. The operation is simple 
—insert the blade in the machine, pull 
the strop back and forth, and the edge is 
there. 


The De Luxe Stropper is made of strop 
grain leather of special tannage. Sold 
to the retailer at $8 per dozen, retails at 
$1.00. The I X L Stropper is a lighter 
weight model with a canvas strop. $6 
per dozen to the retail trade. Retails for 
$.75. Quick sales. Ask your jobbers 
for details. 


Edward B. Gibford, Inc. 


MAKERS 


Adrian 


Michigan 
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PATENTED JULY 12, 1904 


When a customer walks 
in be prepared to show 
him Acme Mats. 


Acme Mats are durable be- 
cause made of steel. 


Galvanized to prevent 
Rusting. 

Will not break on edge be- 
cause strongly reinforced. 


Don’t Slip—Don’t Scratch—Re- 
versible—Flexible—Sanitary. 


Made in nine regular sizes and 
in rolls. Special sizes made to 
order. : 


Now is the Time to Sell Them. 


FILL IN and MAIL THIS CARD 


BRINGS INFORMATION THAT BRINGS BUSINESS 
emer 


Acme Steel Goods Co. 
Chicago, III. 


Gentlemen: 


Please send full information prices and 
discounts on Acme Steel Mats, etc. 


Watch Your Step 
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Noiseless! 


‘Silence is golden’’. That is the principle on 
which these casters work. They do not speak, pre- 
ferring to allow their good points and features to 
do it for them. 

Their frictionless bearings prevent noise. They 
cannot scratch or mar highly finished floors. The 







roller axle is three times the size of ordinary wire 
rivets used in other casters—built extra strong to 


stand a heavy strain. 


They Sellas Easily 
as [They Roll 


and that is saying a whole lot. 
Tell your customers how easily 
and noiseless the Diamond Vel- 
vet Casters are, and they will be 
interested. Just examine a 
sample Diamond Velvet Caster. 
It will appeal to you. We will 
send that sample on request. 








X 


M. B. Schenck 
1. Vulcanized cotton bearing, weight 


Company centers here. 


2. No metal contacts. No wearing of 
metal against metal. 
3. Hub shape bearing distributes friction. 


Meriden, Conn. 4. Vulcanized cotton bearing. 
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THE NEW FAULTLESS 
PLATE CASTER 


The latest addition to the FAULTLESS family 





retainer 






FULL SIZE CUT 
PLATE 5-8 






The perfect FAULTLESS construction of this plate 


caster allows free and easy turning. 


Not complicated, but simple, yet 
neat in design and DURABLE 


Packed one set in the box with a neat label on one end for YOUR convenience 


FAULTLESS QUALITY 


MANUFACTURED BY THE 


FAULTLESS CASTER COMPANY 
EVANSVILLE, INDIANA, U. S. A. 


There’s a sample here, waiting for you 
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FOSTERS AGATE 


UR new all cast-iron range made in three sizes and eight styles. 
Beautiful in appearance, attractive in price and in action a 
regular “‘ biscuit humper.”’ 








The flue arrangement is such that heat passes under all six of the lids 
regardless of whether you are cooking on top, baking in the oven or 
heating water in the reservoir, making it very economical in the use 
of fuel. Can be furnished with a plain cast oven door or a nickel- 
plated door frame and name plate with blue steel panel. All sizes 
have square ovens and large nickel plated towel bar. 


The high closet is made of 26 gauge rust-resisting ‘‘Armco’”’ iron 
and handsomely ornamented with smooth surface, nickel-plated trim- 
mings. 


This beautiful range 
fills the only gap in 
‘The Foster Line’”’ 
and makes it one of 
the few real good 
ones for the stove 
merchant. 
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Our customers accuse us of making the best stoves they can buy for the price, and 
we try to justify the charge by using only the best materials in their construction. 


If you are losing sales by failing to have in stock the beautiful plain patterns so 
much in demand it will surely pay you to investigate the merits of ‘“‘Foster’s Agate” 
and ‘‘The Foster Line.”” Donot take our word. Ask any of our customers, or better 
still, get our catalog and prices, select the pattern best qualified to stop the gap in 
your line, order a sample and inspect it yourself. Put it on the scales, use your 
yardstick, examine the fitting and make your decision. _ If it fills the bill carry it in 
stock and push the sales vigorously. You have nothing to lose as you have our guar- 
antee that it will give satisfaction in use. Jf you are disappointed and do not con- 
sider it good value for the money, you may return at our expense. Should you 
decide our proposition is worthy of investigation write promptly to 


THE FOSTER STOVE COMPANY 


IRONTON OHIO, U. S. A. 
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Largest Manufacturers 
of Clothes Wringers | 
in the World 
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New Catalog No. 
of Anchor Brand Wringers 


is Now Ready 
No. 8 is the 1916 Text Book on Wringers 


Lovell Manufacturing Co. 


Erie, Pennsylvania 
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Penn 
“The Dealer wins 


999 


who repeat! 


| Penn Safety 
5, Blades 


is the 


How the Penn pulls for the Dealer 


Penn’s angle on the safety razor proposition is: A safety razor 
must give shaving satisfaction. If not, three parties are eventually 
out on the sale—the manutacturer, the dealer, the customer. 

The Penn dealer sells his customer a high grade cutlery item. The Penn 
razor is simple, easily cleaned, beautifully finished in triple silver plate. 

The working end of the Penn razor—the end which tells with the customer 
—is the high quality steel blades. They are guaranteed to give shaving satis- 
faction—or “money back.” 


This means a contented customer. He gets shaving satisfaction and he 
repeats on blades—while he passes the good word along to his fellow-shavers. 


Penn Blades are never given as premiums 


either for coupons or trading stamps. You keep the 
Penn blade business. And it comes to you three differ- 
ent ways—Penn Sheffield Blades fit Penn, Enders and 
Mark Cross Razors, Three chances of sale for one cut- 
lery item. 


[+ Bluebeard were alive today 6 b 

He wouldnt hes beanl that wey. e 
sonaozespenaeem al ye a * nn, 
Hed get himself a little PENN, 

Hed shave those whiskers off and then 


iin wale or. 100 Lafayette St. 


He'd love his wife and never beat her: 


SNA 


— 
amen 
orm 
— 
neta 
(rene 
tere 
mene 
— 
| eer 
emer 
mE 
mca 
(oun e 
i meetiiedl 
i otiomtetaeall 
— 
cee 
ee 
— 
eee 
eee me 
— 
eaten 
— 
— 
Nemec ere 
= 
i chentietetenadll 
i teeieatinell 
ee 
cenmetettinnadll 
(a mee 
— 
| ees ree 
mene warm 
ee 
ener meme 
— 
aT eemntenteelll 
— 
name 
i oneeheienntll 
owen 
eee ema 
re ramen te 
nn 
etude 
i omental 
i nenenintetell 
ee 
Sr mteteeel 
i meeennenall 
a aeitememenel 
iS omeaaenntenll 
Re 
aeinamannal 
 demeteaneel 
i catenmle 
eeeemnennell 
i aotemeneneiel 
rn 
a iatedeneentll 
meetin 
lc ntattemnemeall 
mere 
i eeiabeieeeel 
eae 
orereren 
etme 
ieonteneaieial 
omen 
=—S 
eeaianeniall 
en 
(ee 
ee 
Deedee 
A tC 
i mentindl 
— 
i eee 
ten ename 
Dae 
eer 
i oneteeiateetill 
meee 
ee 
ne 
| remem sr 
oem 
ecmemmenmanll 
aenenieieetll 
alee 
ee ee 
meena 
(eee 
em eeea 
sere 
pememrowe 
T tniaatiniell 
| ee 
a eeetetinmeetl 
cme 
i eettiaienieal 
etna 
— 
eae 
| errant ne 
i tiadeenienale 
mene 
Sennen 
5 neem se 
eeeutenteanell 
ae 
— 
i ottereeaheldll 
T omenneenealll 
SA orn 
rm ree 
em 
eee care 
ee 
enn 
eeenmmenel 
a eeeneamenenalll 
i teteteeiemal 
ee 
on taeeieane 
Semen 
Ronee 
ere 
miami 
i aneetinenendl 
Satna 
—_— 
ee ee 
a sheet 
merece 
ere 
me 
neem 
LR 
i coeneituntanelll 
adelaide 
a omeemienell 
— 
_———ee 
i ooatusenenetll 
i eneiteeeniendl 
rey 
S omemntthheeill 
eee 
en 
nee 
———o 
— 
naan 
remem 
| een 
(Serre 
i oceaumieanelll 
ee 
eae 
i leeenetienteelll 
eee ce 
t oteenetatelll 
i emeeenteenlll 
termemee 
een 
ree 
—_— 
eee 
Te enemntecm 
mene 
et Renee 
ee cece 
ee 
S oemeetamanel 
ee 
ene ere 
mmm 
ee mee 
eens men 
mean n 
S meettanetell 
i nteemenatl 
ee 
enemas 
i aemeienell 
coerce 
(emer 
— 
ee 
i ntteeetnaneelll 
oeiameamenndll 
memati 
— 
meme 
Semen 
 cmmntetieentall 
 aeneneene 
ree 
He 
serene 
nena 
S oonmeneainll 
i mennashteal 
D oneenemeninll 
eceemmneil 
ieee 
(eee 
reer eer 
i laenemeneel 
S emianteatll 
nomeeneenenlll 
i cnthintetateeeell 
iS cmeeiinneal 
(mn 
a eenememmnellll 
i eteeeieell 
—_————— 
Smtemeneell 
Semel 
eee nas 
S eameeneieell 
i atennineeaall 
Secmemiastendl 
ee 
iS eeeeetenteall 
ommnadineeill 
me meme 
S aatemaeneel 
iS aepaeneneelll 
= 








6 —~ February 10, 1916 HARDWARE AGE 37 
QML UNLNAINAUANHINII LULA 





; 
; 





Says— 
on customers 










Razor with $ 
that Shave 


proof 


How “Money Back” helps the Dealer 


“Money Back” creates confidence on the part of the customer 
—it wins his good will. He risks nothing. Neither do you—you are 
not out when you refund on Penn Razors and Blades. Penn refunds 


n | the full amount to you—you get your profit anyhow. 

Penn can afford to do it because Penn Razors and Blades give 
shaving satisfaction. 

Try “Money Back” on customers and see how it makes sales. 


J, ™ 





The Satisfied customer Repeats! 


“Penn Helps” for the Dealer 


To help you tell the Penn facts to your customers, we 
have convincing booklets, store cards, window displays 
and display cases. They have the business-building spirit 


about them. 





Write today for complete information. 
Tris is Clarence 


Cithbert Clay. 
He shaves himself 


Incorporated aes 


other men 


New York City ee 
LM 
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PAINTS 
STAINS 








profitable popular priced trade. 


MonJAuK PAINT Mere. Co. 


174-176 Second Avenue 
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Dealers’ Spring Assortment 


360-10 Cent Cans. 29 Colors. 


This is the original DI-MEL-INE Assortment without a change. 
It has made good with the Hardware trade for over three years. 
This Assortment has started hundreds of Hardware retailers on 
the road to 10-cent sales and profits. It gives you a complete “Little 
Paint Department.” There’s an average of only a dozen cans of 
a color—a moderate quantity for any Hardware store. This As- 
sortment will make a fine display on your counters, tables, shelves, 
or in the store window. With the goods you get Enameloid Dis- 
play Color Chart 9” x 12”, with easel and brass chain hanger; out- 
door metal signs and a set of eight window posters. Packed in two 
cases; shipping weight 275 Ib. 


Costs You $23.52, Retails for $36.00 


Jobbers’ Assortment 


144-10 Cent Cans. 29 Colors. 


The outfit that jobbers have used with success to start retail- 
ers toward getting the profit-dimes out of DI-MEL-INE. This 
Assortment is complete; it comprises every one of the 29 
DI-MEL-INE items and there’s no more than six cans of any 
one color. It’s a small quantity—almost too little for a regular 
Hardware store, but a good entering wedge for getting into the 
popular-priced end of the paint specialty trade. For a try-out, 
where space is limited, or for a general store, it is just the right 
thing. Celluloid Color Show Card with easel and hanger; out- 
door metal sign and a set of eight posters. Packed in one case, 
shipping weight 1oo Ib. 


Costs You $9.60, Retails for $14.40 


-— 





Screen Enamel—Special Offer 
Black and Green. Half-Pint Cans. 


There’s always a big Spring sale for Screen Enamel. It will be 
greater than ever in 1916. People will decide to fix-up the netting 
of screen doors and window screens rather than pay the high prices 
ruling on bronze, copper, galvanized or even plain painted wire 
cloth. At 10 cents for a full Half-Pint can DI-MEL-INE Screen 
Enamel is a self-seller and a strong repeater. It gives a glossy, 
durable, rust-preventing finish and doesn’t clog up the netting. 
Black and Green; sales mostly on Black. The Special Offer prices 
show you an Extra Profit. 




















Standard Price......se+esee% $9.60 Gross 
Full Case, 1 Gross....-e-eeeee. 9.00 Gross 
5 Gross in one shinment.....-..-.-. 8.55 Gross 
10 Gross in one shipment...... -.-- 8.10 Gross 


Regular Freight Allowance and terms. 


(This offer applies only to DI-MEL-INE Screen Pnamel 
and expires May 1, 1916.) 


Show Card and Window Posters included. Cases of one gross and 
fiber shipping containers of 1% gross as illustrated. Weight 90- 
100 Ib. to gross. Write for special leaflet on Assortments carried by 
jobbers. 


Booklet ‘‘The Five and Ten Trade in Hardwafe’’ contains many points about the 
It’s free to you. Use the coupon in southeast corner. 





BROOKLYN-NEW YORK 
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1QIS. 
is getting it. 
you turn your money often. 
on other goods; 


Your share belongs to you. 


A good deal of it was in Hardware items. 
PROFITS average 50% of cost; sales are quickly made; 
That’s the secret of the popular priced business. 
brings new customers into your store. 


Quick Dime Sales 


Will Make Your Profits Grow 


One concern did a retail business of seventy-five million dollars in five-and-ten cent merchandise during 


This trade is everywhere; somebody in your town 


It helps to hold trade 
All sorts of people buy such goods and will 


get into the habit of going elsewhere if you don’t sell them. 


The Line for Your Store 


There’s no better seller at 10 Cents than DI-MEL-INE, 


the one complete, compact, distinctive line of Home 
Paint Specialties in 10-Cent cans only. Think of a full 
Half-Pint of good Prepared Paint, Varnish Stain, 
Screen Enamel, etc., at a dime! These items “sell like 
hot cakes” at Spring “Clean-Up and Paint-Up” time. 
People who would never want a gallon or a quart of 
Paint, Stain or Enamel will often buy a few 10-Cent 
cans. Many will pick out six or eight cans of different 
colors at one time and soon come back for more. 
There’s no real “season” for DI-MEL-INE. It’s used 
mostly for indoor work about the home and sells from 
January to January again. 


Quality Plus Quantity 


DI-MEL-INE has never failed to give entire satisfac- 
tion to users. It combines the right balance of quality 
and quantity for a dime—that’s value. People who are 
in the habit of buying 10-cent goods won’t be satis- 
fied with a little sample size can put out just to meet 
the 10-cent price; they want something for their money 
—a good big can for to Cents. DI-MEL-INE sales 
and profits grow from home-fixing and house-cleaning. 
It brings you that part of the paint trade that has been 
going to another class of stores. It doesn’t interfere 
with your other paint lines, but will help your business 
on higher, priced goods in larger packages. 


Get Ready for “Clean-Up and Paint-Up” 





$9.60 Per Gross 


is the factory price of DI-MEL-INE less 2% Freight 
Allowance and 2% cash 10 days F.O.B. New York. 
Jobbers quote a slight advance at distant points to 
cover freights. The price is the same for Assort- 
ments or open stock of any color. 


Color List 


PREPARED PAINT, Flat White, Gloss White, Pea Green, 
Dark Green, Red, Brown, Olive Green, Colonial Yellow, 
Gray. Sky Blue (10 Colors ). 

be STAIN, Dark Oak, Light Oak, Cherry Red, Wal- 

Ma hogany, sewood (6 Colors). 

SCREEN ENAMEL, Black, Green (2 Colors). 

STOVEPIPE ENAMEL, Iron Black. 

mee VARNISH. 

Above in Full HALF-PINT Cans, 20 Colors.) 

ENAMEL PAINT, White, Bright Red, Light Green, Light 
Blue, Dark Green, Dull Black, Jet Black (7 Colors). 

(Full QUARTER- PINT Cans. ) 

GOLD PAINT. 

ALUMINUM PAINT. 

(Full BIGHTH-PINT Cans.) 











WESTERN DISTRIBUTORS: 


Townley Metal & Hardware Co. 


KANSAS CITY, MO. 
Pewif 0. B. Kansas City $25.20 
PACIFIC COAST DISTRIBUTORS: 
Pacific Woodenware & Paper Co. 


OAKLAND, CAL. 


F.O.B. Oakland, $10). 80 


Per Gross, 


Assortments and open stock of all colors carried 
t both points 
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A Hardware Merchant’s Experience 


The Harry Mead Hardware Co. of Wichita, Kan., oper- 
ate seven stores in different Kansas and Oklahoma 
towns. Read their reply to a So. Dakota firm that had 
written to them for advice as to stocking DI-MEL-INE: 


‘“‘We put in a stock of DI-MEL-INE in a full assort- 
ment of colors about 10 months ago. I/t has been the 
best selling paint epecialty we ever had. Our stock is 
clean; we accumulate no old, dead or undesirable stock 
and they have no unsalable numbers. We have opened 
a can and tried the quality, and, from the best of our 
knowledge, we cannot see any difference between it and 
higher priced paint. We are sure that if you will put it 
in that you will like the line and that it will prove to be 
a ready selling line with you, and we believe you will 
turn your stock quicker than with any other line of smal! 
paint you might put in.’ 


The Mead people have been selling DI-MEL-INE for 
three years. When they open a new store they at once 
order a Dealers’ Assortment. They know that the goods, 
the packages, the variety, the price, the PROFIT and the 
turnever are all right. 


Use This Dealers Coupon 





Brooklyn-New York 
$23.52 


Montauk Paint Mfg. Co., 
[ |]. ship Assortment DI-MEL-INE, 


| | §hip 


Dealers’ 


Assortment DI-MEL-INE, $9.60 


Ee) RR ee jross DI-MEL-INE Screen. 
Enamel, Biack, Green, 

= Send DI-MEL-INE Color Card, Booklet and de- 

= scriptive matter. 


Jobbers’ 
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plant worthy of the superior product it produces. — 






| The “‘Universal’’ Line embraces an immense variety 
| of casters (for every conceivable purpose), Philadel- 
| 
i 







| 
| 
| are made in a modern plant, the largest of its kind, a 


phia (6 styles), Grip Neck (4 styles), Oblong Plate, 
Metallic Bedstead, Metallic Furniture, Truck and 
| Special Casters—‘‘Universal’’ Furniture Slides, Stove 
Truck, Ball-Bearing and Non-Ball-Bearing Casters. 

In each and every pattern we insist upon the per- 
fection which has given the trade name “Universal” 
the supreme place it now holds. 

Our Ball-Bearing and Non-Ball-Bearing Casters each 
stand at. the head of their grades. 


: 
| 
| _ If your mind is open to betterness, no matter what 
| 
| 
| 
| 















kind of casters you have been getting, or what your 
experience with them has been, you can't help seeing 


the superiority of ‘‘Universal’’ Casters. 








Our catalog No. 105 H. A. shows the comprehensive line 
of casters manufactured by us. Write for a copy. 










| sot ORL 
| Puryour "S uptous 


| Universal Caster & Foundry Co. 


| General Offices and Factory 
574-600 Ferry Street Newark, N. J., U.S.A. 
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Aladdin An 


Aladdin Utensil 
for Every 


Need 


Keep this list handy if 
you haven’t our catalog. 
Better still, send for the 
book. It’s one of the 
most complete and hand- 
some ever printed, and 
covers each of the fol- 
lowing lines in detail: 


Double Roasters 
Double Boilers 
Cast Tea Kettles 
Sheet Tea Kettles 
Tea Kettle Insets 






You’ll Want 





: Cast Griddles 
this Ad for Sheet Griddles 
Ready Cast Skillets 

Sheet Skillets 
Reference ania aiinin 
all this Year. Taper Tea Pots 


Taper Coffee Pots 
Preserving Kettles 
Berlin Kettle 


ERE’S a condensed catalog—just the few big 
facts about the Aladdin Line. Stop and look ie 
ac : p Vegetable Cooker Kettles 
it over now and then. Combination Cooker Sets 
. ; : a Bread Pans 
Save it. Before this ‘‘Buying Number’”’ is out of iit Bien 
date you'll want to know why housewives are so Dairy Pans 
enthusiastic about Aladdin. It’s for the following Sauce Pans 
reasons—and many more: Pie Pans 
Bake Pans 
Aladdin rounded handles fit the hand. They fit snug— Cake Pans 
are stronger—don’t come off. . Berlin Sauce Pans 
Aladdin utensils have rounded corners—easy to clean. Wwedeer Sones Fans 
Vegetable Cooker Pans 
Aladdin ware is beautifully finished—an ornament to Pudding Pans 
any kitchen. Pie Plates 
Aladdin utensils have big, tight-fitting beads—stronger, Measure Cups 
easier to clean. Colanders | 
ae : Soup Strainers 
Aladdin utensils hold full measure—no skimping—size Dinner Pails 
marked on the bottom. Food Trays 
Aladdin bails and handles stay cool. vine coe 
a oa rinking Cups 
a — fit snug—save heat—upturned beads etc., etc. As they say on 
ciean eCasily. the sale bills, “other 
Aladdin metal is extra heavy and uniform in thickness items too numerous to 
—heats evenly, lasts longer. mention.” The com- 


plete catalog is free. 


Aladdin novelties are new—useful—and there’s a fresh 
one every month. 


Sooner or later you'll handle Aladdin 
Aluminum. Get full information 
now and be ready to satisfy the 
next customer. 





The 

Cleveland 
Metal Products 
Company 














Cleveland, Ohio | 
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For Dealers Who Want the 
“Best” 


For you who are tired of handling kitchen 
utensils of cheap make—you who appreciate that 
the only sure way to build up trade 1s to sell 
satisfaction with every article—you who have a 
reputation to sustain and who are looking for 
reputation goods should handle 


— 
WEEN 


‘‘From Generation to Generation’’ 






The only line of Aluminum Ware that was 


awarded the 
GRAND PRIZE 


at both the San Francisco and San Diego Ex- 
positions. 

Our Ware is advertised in all of the leading Women’s 
Magazines; you will have calls for it. 


Write quick for further information and illustrated cata- 
logue. 


The Wagner Mfg. Company 
| SIDNEY, OHIO 
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STEEL and CAST 


ENAMELED WARES 


EIA 


To those aspiring to the better class 
of trade and seeking permanency in 
business we offer Vollrath Steel and 
Cast Iron Cooking Utensils—a most 
carefully selected and manufactured 
line. 


Vollrath ware has no superior 





THE VOLLRATH CO. 


SHEBOYGAN, WIS. 
NEW YORK CHICAGO 
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AN NOUN CEMENT EXTRAORDINARY 


ENGMAN MATTHEWS RANGE COMPANY 


Two Generations of Malleable Range Builders 


SOUTH BEND, INDIANA 
——and—— 


THE A. B. GAS STOVE COMPANY 
BATTLE CREEK, MICHIGAN 

















Have united forces to build a 
Combination Coal and Gas 
Range. 


This new range combines all the 
distinctive features of ~“ THE 
RANGE ETERNAL” and A. 
B. Gas Range into a perfect 
range for gas and coal. 


: It is the first malleable range 

COMBINATION COAL AND GAS RANGE built with an interchan geable 
coal and gas oven and with our Reverse Range and Full White 
Tile Equipment, goes far toward giving our dealers the most 
complete malleable range line on the market. 


ENGMAN MATTHEWS RANGE COMPANY 


Two Generations of Malleable Range Builders 


SOUTH BEND INDIANA (mee 








Any RANGE ETERNAL 
can now be equipped with 
porcelain enamel parts at a 
small extra charge. 


The only range equipped 
with ETERNAL METAL 


FLUES (amalgamated cop- 
per and steel). 





All of which stands for com- | 
plete kitchen service. iis 
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~ | | The Globe has a Practically 
Solid Steel Frame — /7¢ 
1s Electrically Welded 


a | eine 


. i All Globe Ranges the |j-—— 


Ingot Iron Line—are elec- 





























Here’s the Regal - 














: | trically welded. We spent 
. practically two years devel- Globe — Style K 


oping a welder to suit our 








particular requirements in | 
making range bodies. 


This Electric Welding Process— 


—gives the Globe a practically solid 
steel frame. 


5 —makes the bodies smooth and sani- 
tary. 


—makes each joint absolutely air tight. 








‘ —wunites the joints perfectly, making 
separation impossible. 


—insures durability. 





—improves the general appearance. 


A Representative Member 





The Globe Dealer has this marked ad- 








vantage—he has a wider range of choice of the Globe Family— 
than with any other one stove and range the Ingot Iron Line. 
line on the market. We manufacture 
P {It is an ornament and trade-winner in any 

Ranges, Base Burners, Heating Stoves, store. 

: fit attracts attention, invites inspection, 
Furnaces and Electric Stoves and elicits admiration, and induces possession. 
Ranges. (Quality, appearance, and price considered, 


it is the cheapest stove ever made, and will | 





outsell anything in stovedom. 


Let us send you the Globe Catalog—a | 
post card will bring it. = 
f. \ 


The Globe Stove & Range Co. 




















Kokomo — Indiana 










































Wringer Swings in 
Any Position 


Safety Hand 


Wringer 
Control 









10 Sheet 
Capacity 
Hose "1 
Connection gatety 
Wringer 






Control 


ASK THE WOMAN WHO 
USES ONE 


The Oscillator Vacuum Washer 


KIEL MANUFACTURING COMPANY 











A Demonstration Means a Sale 


No woman who dreads wash-day as a day 
of drudgery can listen to an explanation 
of the workings of the 


Oscillator Vacuum Washer 


without buying one. 


One sold creates the strongest kind of mouth-to-mouth adver- 
tising because it gives its users 100% satisfaction. 


We make Hand, Electric and Engine Power Washers com- 
plete with 3 Tub folding bench. Sold on 30 days’ trial and 


positively guaranteed. 


Write for prices and our exclusive agency proposition. 






Albert Lea, Minn. 
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What One 
DealerFound 
Out About It 


A prominent firm in Wisconsin— 
dealers in Hardware and Household 
Specialties—decided to close a contract 
with the Maytag Company for a 
large quantity of Multi-Motor 
Washers. However, before plac- 
ing the order they decided to 
‘play safe,”’ and wrote to a num- 
ber of Maytag dealers for their 
experience with this new washer. 
Out of dozens of replies not a 
single criticism was received. 
Every report was enthusiastically favorable 
as you will see by reading the following 
extracts from some of the letters they re- 
ceived. 
















Different Men—Different Locations—But 
Their Experiences Are All The Same With 


Te Maylag Multi- Motor Washer | 


“No trouble to sell these washers. The trade is 


“Can’t keep one on the floor for demonstrating 
crazy over them.”—C. V. Hubbard, Henry, S. Dak. 


purposes. As soon as they are uncrated they are 


— l .. Minot, N. , ; 
sold.”—Cook Implement Co., Minot, N. Dak “Have sold twenty-five of these machines the past 


“We exhibited one at the State Fair this year and 
it held a crowd the entire week.”—Seery & Morton, 
Topeka, Kans. 


“Best thing I have ever seen in the washer line.” — 
H. M. Clancy, Newman Grove, Nebr. 


“Is a dandy good seller. Beats anything else in 
the washer line.”—W. E. Smith, Milan, Ind. 


“They give perfect satisfaction. Have not been 
able to get machines fast enough to supply the de- 
mand.”—C. De Young, Crystal, Mich. 


four months and have not had a single complaint.”— 
C. F. Berg, Northfield, Minn. 


“It’s the slickest washer we have ever seen. All 
customers are well pleased with it.”’—D. D. Hughes 
& Son, Spring Hill, lowa. 


“They are wonderful business getters and never 
fail to go.” —Geo. B. Wiemer, San Jose, IIl. 


“Most complete thing of the kind I have ever 
seen.”—W. H. Adams, Macon, Ohio. 





You are offered the same kind of opportunity as these men had— 
Why don’t you accept it and build up a good profitable business, too? 


This is just what you have been looking for, Mr. Dealer—The Maytag Multi-Motor Washer. It’s 
equipped with a light, powerful, compact two cycle gasoline engine, mounted right on the frame of the 
washer beneath the tub. Uses gas, gasoline, kerosene or alcohol—about 5c. worth for the family wash. Used 
wherever electric power is not available and in many homes where electricity is also used. Guaranteed for 
Three Years Continuous Service. 


Write immediately for descriptive literature, prices and our Special Proposition to Dealers. 


THE MAYTAG CO. “x Newton, Iowa 


Branches: Kansas City, Mo.; Minneapolis, Minn., Indianapolis, Ind.; Fargo, N- D-; Winnipeg, Man.; Madison, Wis.; Lincoln, 
Neb.; Portland, Ore. Warehouses: Philadelphia; Detroit; Peoria, Ii.; Sioux Falls, S. D. 
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THE TWO-IN-ONE 
ALASKA FREEZER 


The ALASKA is two freezers in one. It freezes 


With or Without Work 


Rich and expensive creams and mousses require no work or 
turning of dasher if beaten before pouring into freezer can, 
but will freeze smoothly in 30 minutes in an ALASKA 
freezer by simply packing with ice and salt. But remember 
this: sherbets and plain custard creams can not: be frozen 
smoothly without a fast revolving dasher, and those are 
the kinds of frozen desserts that most housewives make. 

Every woman knows that the more air she can whip into 
eggs, creams, meringues and batters the lighter and more 
delicious they are. That's why she uses the slotted mixing 
spoon. In like manner the ALASKA dasher with slotted 

- spoon floats beats air into the rapidly freezing mixture. The 
t is a marvellously delicate flavor, a finer texture and 
an exquisite blending not equalled in any other freezer. 

Use your horse sense and order TWO-IN-ONE ALASKA 
freezers for your stock and we guarantee you will please 
every customer. 

We sell the dealer direct. You get all the profit from 
factory to kitchen. Write today for prices and terms. 


THE ALASKA FREEZER CO. 


WINCHENDON, MASS. 
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Dull Season? ee 
There Won't Be Any If You Sell 


the Auto Vacuum Freezer 


Do you want to make money in the summer’ ‘Then you want 
to handle goods that meet summer needs—ice-cream freezers, tor 
instance. And of all the freezer propositions you ever heard of, 
you'll find the Auto Vacuum Freezer proposition the most inter- 
esting and the most profitable. 

Get your copy of the big bulletin shown above. See how we 
help Auto Vacuum Freezer dealers—get our story of how to make 
big profits and quick turn-overs during the so-called slack season. 





Take the first step toward summer sales now—write. 


AUTO VACUUM FREEZER COMPANY 
10 Wall Street New York 
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Order Your Knives From 


Murphy’s Catalog 


A copy of the Murphy Catalog automatically protects you 
against costly errors in shipping the knives you need. We 
make sure that your orders and instructions are followed 


precisely and the goods shipped ON TIME. 


We make a full line of Shoe knives, Kitchen knives, Oyster 
knives, Paper Hangers’ knives, Rubber knives, Manual 
Training knives and knives for other purposes. 


Sixty-five years of experience stand back of Murphy Knives. 


You will realize a good profit. The knives stay sold and will 
satisfy your customers. Write TODAY for a copy of our 
catalog. Order direct or through your jobber. 


Robert Murphy’s Sons Co. 
Established 1850 AYER, MASS. 
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Most People 
Are Honest— 
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Despite the pessimists and the joke- 
smiths you know and we know that a 
dishonest grocer or a dishonest butcher 
is the exception rather than the rule. 


Honest men want honest scales. a 
That’s why Chatillon dealers find it so . 

easy to sell Chatillon Scales to local % » 
merchants. That’s why grocers, es 
butchers and other store keepers who hea 4 
know what’s what in weighing appa- pare, >" 
ratus insist on Chatillon Scales. 


We'd like to tell you something about tS eg 3 
Chatillon sales possibilities. cbt ee N. 


JOHN CHATILLONE SONS Ta. Kf 
(Scale Makers Since 1835) | 
85-93 Cliff Street, New York City 4 


Sole Distributors of Foster Bros. & Chatillon 
Company Products 
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New Sizes—1 and 2 Gallon. 


Dazey Dealers Can Talk 
Value Convincing Features 


~The DAZEY incorporates those essential features of a perfect butter- 
maker—-those that are becoming more universally demanded every day. 


Apologies are never necessary—but facts always. 

There is REAL satisfaction in pointing out— 

—the dasher which produces such powerful agitation that butter is made 
in 3 to 8 minutes— 

—the all-metal receptacle which assures perfect sanitation— 

—that in cleaning receptacle only has to be handled, and how convenient 
this is— 

—then too that the DAZEY is substantially built of steel and 1 iron which 
will last for years. 

It is this combination of vital details of construction which goes to make up 
the DAZEY that appeals to the butter-makers, and that will sell a 
DAZEY to his neighbor. 

National conversion to the “DAZEY SYSTEM” of making better butter 
means that enterprising dealers are profiting by the demand. 

We are anxious to tell you more about the DAZEY and ask that you send 

for new catalog showing Glass churns, I to 4 quart sizes, and Metal churns. 

1 to 28 gallon capacities. 


DAZEY CHURN and MFG. CO. 


Warne and Carter Avenues ST.LOUIS, MO., U.S. A. 
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Style Size 
78” | 
No. 171 a 14? deep 
72” high 





Extra Large Refrigerators 


Many styles and sizes. Some have mirrors and drop doors, 
some have slides and swinging trays with back to close the 
opening. Interior arrangements to suit the requirements of 
grocers, restaurants, florists, small hotels, etc., also show case 
refrigerators for candy stores, druggists, etc. 


We carry these goods constantly in stock, and if you have our cata- 
logue you can supply your customers’ wants very quickly. Better send 
for it right now and be prepared. Our National Advertising creates an 
enormous demand every year for our famous 


Leonard Cleanable 


One-Piece Porcelain Lined Refrigerators 


And our dealers’ helps aid you in selling them. For your cheaper trade buy LEON- 
ARD’S POLAR KING, galvanized or white enamel lined. Not a “box,” but a perfect 
working, dry cold air Refrigerator, with 8 walls to save the ice and food. 


These goods are for sale by the leading jobbers throughout the country, assuring 
you of quick and satisfactory service through your usual channels. Write us for the 
address of your nearest jobber. 


GRAND RAPIDS REFRIGERATOR CO. 
58-208 Clyde Park Ave. GRAND RAPIDS, MICH. 
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10c Fly Swatter 
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No. 122 


5c Fly Swatter 











Spark Guards No. A 











Keep the Five and Ten 


Trade in Your Store 


Hardware merchants find that they can com- 
pete with the Five and Ten Stores if they sell 
the Atlas Line. They are all useful articles, 
used by everybody every day of the year. 
They are well made and easy to sell with a 
substantial profit to the dealer. 


Our brackets are the lowest priced on the mar- 
ket and at the same time the strongest. 


Our Hooks are strong and well finished—the 
wires being held firmly by the “‘metal clasps.”’ 
Our 10 cent Wire Cloth Fly Swatters have a 
green felt border which protects the finest fur- 
niture from being scratched. The handle on 
this swatter is 10 inches long. 


The 5 cent Wire Cloth Fly Swatter, made 
without the felt, is strong and neat. The best 
5 cent swatter on the market. 


All our goods are durable and dependable, 
being the very highest and best quality for the 
money. Write for our catalog. Drop usa post 
card with your name and address. We will do 
the rest. 


THE ATLAS MFG. CO. 


123 Water Street, New Haven, Conn. 
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Atlas Hook Coat and Hat Hook 





No. 153 


No. 103 
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No. 3269-—54” 
Nickel Plated Towel Bar 











No. 3714—34” 
Opal Glass Towel Bar 
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No. 5932—1'/4” 
One Piece Wrought Brass Knob 
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No. 3482 
Opal Soap Dish 





No. 3426 
Nickel Plated Soap Dish 
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ITEM ATAU 





ey No, 3579 
No, 5933—1'/4” Nickel Plated Combination 
Soap Holder Opal Glass Drawer Knob Tumbler and Soap Holder 





No. 3483 


Combination Opal Tumbler and 
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AMERICAN RING CO. 


FACTORIES 


WATERBURY, CONN., U. S. A. 


SALESROOMS: 
Chicago 
507 Heyworth Bldg. 
San Francisco 
116 New Montgomery St. 


SALESROOMS: 
New York 
2 Hudson St. 


Boston 
170 Summer St. 
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: High Grade 
| Bathroom and Furniture 
: Fittings 


Write for Catalogues 
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Sty'e No. 570 


Water Coolers 


Supply the ie Sued 


For Sanitary 
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| 6 Beton insistent public demand for purity in drink- 
ing water drawn from cleanly, sanitary con- 
tainers has created a big field of sales for sanitary 
water coolers among hotels, 
rooms, clubs, offices and: stores. 
cooler in stock you can get this business by going 
after it systematically. 


restaurants, lunch 


With an A-No. | 


“XXth Century” Water Coolers 


have many great selling points to help you get this 
business. They keep ice bills down, the ice con- 
tainer being made of sanitary indurated fibre ware 
—a non-conductor of heat or cold. They save 
their cost in ice each season. Another thing— 
the ice does not come in contact with the water, 
removing the danger of germ contagion. They 
are the easiest of all coolers to clean and are very 
durable. Yet they are not expensive. They draw 
water of just the right temperature—never dis- 
agretably or harmfully icy. 


These coolers are impervious to moisture, proof 
against rust or decay, non-shrinkable and abso- 
lutely hygienic, with a patented faucet that works 
better and is more sanitary than any other. 


Go after cooler sales on the basis of the fore- 
going advantages and you will get it. 


‘“XXth Century” coolers are furnished with stand 
or in counter types, with or without legs, described 


in our new catalog. Write for it today. 


Sell “C & H” Coolers and Dispensers 


For Drug Stores, Lunch Rooms, Restaurants, Etc. 


Buttermilk is having a big sale and milk, iced coffee and tea 
Simple fruit 


are sold in lunch rooms, restaurants and hotels. 


juice drinks are made up and sold in many places. 


Sell “‘C & H” Coolers and Dispensers to these people. They 
are absolutely sanitary, easy to keep clean and very durable. 
The “C & H” patented non-corrosive, sanitary faucet and the 
fact that the liquid does not come in contact with the ice, are 
“C & H” Dispensers greatly increase sales. 


big features. 


Write for Catalog and Prices 


HUVTILLUUUOGLUUUARAOUEORCLA TATRA ACA AREA 
WHIT AUUAAETE TATA 
HUUNLUUUAUEAURAETAENUAT EAU ETT TRA a 


AYES 


& —: 
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OOLER 





New York, N. Y. 
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Style No. 1157A 
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MORE PROFIT TO YOU 


The Hugro De Luxe Combination Vacuum Sweeper 





The Blue Bird a Clothes Line Reel 
INTERESTS EVERY HOME 
Are you getting your sharelof this business? 


IF NOT, WHY NOT? 


The day of haphazard housekeeping is gone—gone for good. Scientific household 
management is here. Labor-saving devices are getting the call everywhere. Let us 
tell you how to place these two labor-saving Hugro specialties in the majority of the 
homes in your territory. 


BLUE BIRD DUSTLESS CLOTHES LINE REEL THE HUGRO DE LUXE COMBINATION SWEEPER 





Carries 36 ft. of tightly-braided rope of best quality. 
Can be fastened with a screw driver to the woodwork. 
Ideal for sick room, nursery, kitchen, bathroom, back 


porch. Made of heavy stamped steel; nickeled handle 
attachments. Guaranteed indestructible. Furnished 
complete with hooks, ready for attachment. Retails for 


50 cents. 
one-half gross. 


Dealers’ prices $36.00 ig gross, $19.50 per 
Each Reel packed in separate carton. 











(With the “Wonder-worker” Automatic Brush Adjust- 
ment). 

A feature never before offered in any Vacuum Sweeper 
or Carpet Sweeper. Meets every requirement of the 
exacting housewife. Patented March 2, 1915; other 
patents pending and licensed under Kenney Patent. 
Guaranteed absolutely for five years. Sucks out the 
dirt and sweeps the surface in one operation. The only 
Combination Sweeper that operates as easily as the old 
fashioned Carpet Sweeper, but it does a hundred fold 
better work. It is our latest model and we would like 
to tell you more about it. Dealers’ price, $46.80 per 
dozen; retails for $7.50. 


The Hugro Mfg. Co. 


VAN BUREN & LA SALLE STS., CHICAGO 
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Lamp 


No matter whether 
you have a regular 
Lamp Department 
or not, you can sell 
The Wallace Elec- 
tric Portable Lamp 
in almost any part 
of the Store and 
selling it, you make 
an unusually liberal 
margin of profit. 
The Wallace is the 
Lamp that hangs, 
sticks, clamps, or 
stands anywhere, at 
any angle. 


will light 
your way 


to more 
Prof its. 


Wallace 


























It can be folded into 
a compact ball when 
not in use. 


Retails for 
$2.25 


We guarantee the 
Wallace Electric 
Portable Lamp un- 
reservedly and you 
may refund _ pur- 
chase price if lamp 
is unsatisfactory for 
any cause whatso- 
ever. 


WALLACE NOVELTY COMPANY 


19-25 EAST 24th STREET, NEW YORK CITY 
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THE OSBORN FLY SWATTER 


Cy STEEL WIRE SCRATCH 
BRUSH NO.I779 ff 


BOTTLE BRUSH - 
NO. 162 
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TUMBLER BRUSH 
NO. 18 


HARDWARE AGE 


WINDOW BRUSH N0.43 _ 


SASH BRUSH O42 


What Are YOU Getting? 


ARE you getting the brush business in 
your town? If not, why leave it to the 
other fellow? 


Hardware stores all over the country 
are doing a steady, profitable business in 
household and office brushes. There’s a 
big market, but the dealer who supplies 
this demand is the dealer who has the 
goods. 


An occasional window display, some brushes 
in sight of the customer inside the store— 
these two things are enough to start a profit- 
able brush business for any dealer who has the 
right brushes. 


You don’t need a big quantity or a big assort- 
ment. You do need Osborn brushes and the 
Osborn service. A small investment in the 
most-used brushes will start you toward a 
highly profitable and satisfactory brush busi- 
ness. 


About Osborn Brushes 


Osborn brushes, made by brush specialists, 
include every type, style and size of brush 
which has general use. The hardware dealer 
is interested in but a few types of brushes, but 
in these he does need the high quality, con- 
venience and full value that is in every Osborn 
brush. 

The end. re: shows a few of the kinds of brushes 


which d ready sale in hardware stores. Each kind 
is made in many styles and sizes. 


Write for catalog and full information. We will 
gladly suggest assortments of the best sellers if you 
wis 


Tue Oseorn Manuracrurine Co. 


Cleveland, San Francisco, New York, 
5401 Hamilton Ave. 61 First St. 204 Centre St. 
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> KITCHEN BRUSH 
~ > NO. 187 





SINK BRUSH NO.91 


DECK SCRUB NO.370 


RUSSIA BRISTLE FLOOR BRUSH NO.5I 
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“CANCO” 
GARBAGE CANS 


Canco Garbage Cans are 
guaranteed equal to the 
best and superior to 95 
per cent. of garbage cans 
on the market. With ordi- 
nary care, a “Canco” will 
last a lifetime. 


It is built to last. 
No better con- 
struction possible 


It can not get out of shape. 
The top rim is welded, not 
riveted. (Note: Examine 
the makes you have for 
comparison. ) Cover is 
easy fitting, but tight, mak- 
ing it animal proof. Canco 
Garbage Cans are made in 
three sizes. 


any business. 


“CANCO” 
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“CANCO” FLY,TRAPS 


The Canco is an all metal trap. 


or rip off; it must wear. Joints are all electrically welded. 


No wood pieces to warp 


It is made on strictly mechanical lines and after a careful 
study of* other makes and their operation. It nests easily, 
without danger of jamming. And it sells at the right price. 


We want you to consider this page as merely an announce- 
ment and introduction of three of the best specialties ever 
marketed. We would prefer to talk or correspond with you 


further and give more details. 


yi 





uality Specialties of Unusual Merit 


A staple article with novelty selling features will help 
Will you try these and boost yours ” 


RUBBISH AND TRASH BURNER 


This is practically the only burner on the market that will 
withstand heat without warping, the body being made from 
ONE PIECE OPEN HEARTH SHEET STEEL. 


Owing to its peculiar 
construction it is prac- 
tically’ indestructible. 
All joints of the burner 
are welded; no rivets 
to become loose. There 
is no soldering on any 


part of the _ burner. 


The burner is heavily 
galvanized after being 


made up. 


The Canco Burner is 
the only burner which 
has a solid bottom, de- 
tachable base or pan, 
which gathers the ashes 
and prevents their be- 


ing blown about. 





AMERICAN CAN COMPANY 


NEW YORK, N. Y. 





CHICAGO, ILL. 


TOLEDO, OHIO 
With offices in all principal cities 


SAN FRANCISCO, CAL. 
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Our 
Packages 
Are 


Unequaled 





Get This Extra Value— 
You Pay For It Anyway 


If you are not using ATLAS tacks and small nails you are 
paying for something you do not receive: FULL VALUE. 
ATLAS PRODUCTS cost no more than inferior goods, yet 
our packages do contain “The Greatest Quantity of Quality 


at the Price.” 





This has been proven time and again for the benefit of uncom- 
prehending hardware men. May we submit the proof to you 
individually? 


We are the LARGEST and OLDEST manufacturers of 
TACKS and SMALL NAILS in the world. 


Nearly TWENTY THOUSAND different kinds and sizes in 
iron, steel, copper, brass and zinc—electro-plated, galvanized, 
tinned, enameled and japanned. 


Our line includes iron and copper rivets, copper burrs, staples, 
wire nail specialties and numerous other packaged products. 
We guarantee full net weight. 


ATLAS TACK COMPANY 


FAITRHAVEN, MASSACHUSETTS, U. S. A. 
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Some Manufacturer Who Reads 


This Has Been Considering 
Export Trade Possibilities 


He has been hearing much of organized effort to ‘make trade follow 
the flag’ — 


Of American banking branches being established in South America 


and abroad— 


Of “open doors” in Brazil, Argentine, Chili, South Africa and 
Australia. 


He has come to be conscious of the opportunity that he as an 
, American manufacturer has to enter the export business without the 
handicap of “Old World’’ competition. 


To Such a Man the United Export 
Bureau can be of Invaluable Service 





The United Export Bureau, affiliated with Hardware Age, has been 
established with the object of assisting American manufacturers in 
matters of foreign commerce. 


Right now it is busy— 


Informing manufacturers of opportunities in the export 
field, assisting them with accurate information about the 
countries which may be convenient for the export trade— 


Receiving reports of trade opportunities from foreign 
countries, which are gladly referred to manufacturers 
interested in export— 


Translating letters, catalogs, etc., from and into any 
language. Its staff is fully conversant with foreign affairs, 
customs and languages and are equipped to prepare and 
print catalogs and circulars in any language— 


Supplying, without charge, information service of any kind 
dealing with foreign affairs. 


“Welcome” is hung over the doorway of this Bureau. It is willing and anxious 
to serve American manufacturers for the ultimate good of our national 
export life. 


Stop guessing. Be sure. Let us help you. 


Write, Phone or Call 


UNITED EXPORT BUREAU 


243 West 39th Street New York City 
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How French chefs make ice cream 





Information that will help you sell 
Peerless Freezers quickly and easily 


by the old French Pot method. A big pot was turned round and round 

in a vat of ice. A man with a paddle stood over it. As the cream froze 
on the sides he scraped it off and stirred it into the center until all the cream 
was frozen. The result was wonderfully delicious ice cream. 


r | YHE French chefs in the best establishments used to make ice cream 


The French chefs in the best catering establishments today use the modern French Pot 
Method—The Peerless Freezer—and the results are equally remarkable. 


The can revolves rapidly in the ice. 
The dasher stands still, and its 
blades are so shaped as to scrape off 
the cream as it rapidly freezes on 
the sides of the can, and stirs it into 
the center. The result is that women 
can make home ice cream as perfect, 
as tasty, as delicious, as that which 
makes French caterers famous. 





What’s more, they can make such 
cream in three minutes with the 
Peerless. It doesn’t need _ the 
strength of a man to churn—a child 
can do it. 


When you point out such facts about 
the Peerless to a prospective cus- 
tomer, the sale is made. The Peer- 
less is remarkably easy to sell. 
All dealers who carry them say so. 


Forty years of advertising have 
made the Peerless known to every 
woman—to your customers. And 
we furnish you with up-to-the- 
minute dealer helps, which still 
further assist you in making sales. 





“As easy to grind 
Order now from your jobber. A : a om ob + wind.” 


The Peerless Freezer Company 
WINCHENDON, MASS. 


J. C. McCARTY & CO., 29 Murray Street, N. Y., Eastern Sales Agents 
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More Value for the Money 


All aluminum wares are not 
alike, as it has been the sad lot 
of certain women to discover. 
“REAL SOLID” Aluminum is 
refined to the maximum degree 


—it is 99.93% pure. 


And so 


light! No trouble at all to handle 
it in the kitchen. Always shiny; 


requires little cleaning. 





“Real Solid” 


The Buckeye 
Aluminum Co. 


WOOSTER - 











“REAL SOLID” Aluminum 
Ware is stamped into many 
attractive shapes. Seamless; the 
spouts are welded in place ; crack- 
ing or leaking is an utter impos- 
sibility. Another thing: “Real 
Solid’’ does not chip or chalk or 
blister like enamel or iron wares. 
There is more real value for the 
money. 
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“Wear-Ever” 


Aluminum 


Ware 


WEAR-EVER 





ALUMINUM 
° 
TRADE MARK 


The Aluminum Cooking Utensil Co. 


New Kensington, Pa. 


Warehouses: New Kensington, Pa., East St. 
Louis, Ill, Portland, Ore. 


Branch Offices in principal cities 
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Triangle Mop 


Your Profit is Largest on Wool Wall Brush 
Satisfactory Merchandise 







Wool Yarn Brush 


When you want satisfactory Dust-Mops, 
| Dust-Cloths, Dustless Brushes or Dusters 
Write Us. Remember We Make Them. 


DEARBORN DUSTER COMPANY 


550-552 W. Harrison St. - CHICAGO 
Taped 

Feather 
Duster 








Wool Yarn Duster Polisher Mop 














DRY , 
BALDWIN ‘ain REFRIGERATORS 
ASH, OAK AND SOFTWOOD. 
150 HANDSOME STYLES. Metal, White Enamel and Porcelain Lined. 
Baldwins are thoroughly made from start to finish. The designs are 
attractive; the goods are rightly proportioned, and present a solid, sub- 


stantial appearance. The line is large and complete, and includes styles 
for every purse. 


Wire shelves; Strong Casters; Baldwin Lever Wedge Lock, and many 
other excellent selling features. 


Send for 1916 Catalogue 


The Baldwin Refrigerator Co., Burlington, Vt. 


H. E. STURTEVANT Cc. H. SMITH 
38 East 2ist St. 817 St. Andrews Place 
New York Los Angeles, Cal. 
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immediate shipment at any time. 
Stores. 


phones and Elsctrical Supplies. 


310 & 312 North Eleventh Street 





Headquarters for ‘‘Everything Electric’ Sold in Hardware 
Flash Light, Heating Appliances, Electric Lanterns, Tele- 


We compete for delivery to any point in the U. S. 


CENTRAL TELEPHONE and ELECTRIC CO. 


ST. LOUIS, U.S. A. 


HARDWARE DEALERS—ATTENTION 


YOU CAN’T PLACE YOUR FAN ORDERS TOO 
EARLY AS THE PRICES ARE BOUND TO ADVANCE 


GET OUR 
HARDWARE DEALER'S 


Cee 


We carry in stock a complete line of all sizes and can make 


PROPOSITION 



































He Can’t Keep 
It To Himself 


That Korry-Krome Soles have out- 
worn by two to four times any 
other sole leather he ever had, 
and only cost a trifle more, hence 
was more economical. 


In addition they have been per- 
manently waterproof and did not 
slip on wet walks. 


If not at your Jobber’s, write us. 


J. W.& A. P. Howard Co. 


LTD. 
CORRY PENNSYLVANIA 


KORRY KROME 
SOLE LEATHER 
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Show Me the Highest Quality 
and the Lowest Price! 


It’s the universal clamor when it comes to buying 
scales. 

Today, more than ever, people are buying care- 
fully, making sure that they get the most for their 
money—can you blame them? 

Every “J. B.” Scale is guaranteed even beyond 
the requirements of the law as regards accuracy. 
They are honest scales in every respect. 
aa Whichever type or size you sell—and we have an 
st unusually complete line—you can heartily recom-. 
mend the purchase. 

Send for catalog—today ! 


The Jacobs Bros. Co., Inc. 


78 Warren Street, New York 
















The J. B. Slicer 




















Black Silk Stove Polish 


“A Shine In Every Drop” 


pects, 2 : oe 
It’s Different! 














Try it and see for yourself. It is put up in 5 Ib. cans for dealers’ use and in domestic 
packages to retail. 


Buy Thru Your Jobber 
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HARDWARE DEALERS—ATTENTION 





YOU CAN’T PLACE YOUR FAN ORDERS TOO 
EARLY AS THE PRICES ARE BOUND TO ADVANCE 





Headquarters for ‘‘Everything Electric’ Sold in Hardware 


Stores. 


Flash Light, Heating Appliances, Electric-Lanterns, Tele- 
phones and Electrical Supplies. 


We compete for delivery to any point in the U. 5S. 


GET OUR 
HARDWARE DEALER'S 


Cee 


We carry in stock a complete line of all sizes and can make 
immediate shipment at any time. 


PROPOSITION 





CENTRAL TELEPHONE and ELECTRIC CO. 


310 & 312 North Eleventh Street 


ST. LOUIS, U.S. A. 





























He Can’t Keep 
It To Himself 


That Korry-Krome Soles have out- 
worn by two to four times any 
other sole leather he ever had, 
and only cost a trifle more, hence 
was more economical. 





In addition they have been per- 
manently waterproof and did not 
slip on wet walks. 


If not at your Jobber’s, write us. 


J. W.& A. P. Howard Co. 


LTD. 
CORRY PENNSYLVANIA 


KORRY KROME 
SOLE LEATHER 
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Show Me the Highest Quality 
and the Lowest Price! 


It’s the universal clamor when it comes to buying 
scales. 

Today, more than ever, people are buying care- 
fully, making sure that they get the most for their 
money—can you blame them? 

Every “J. B.” Scale is guaranteed even beyond 
the requirements of the law as regards accuracy. 
They are honest scales in every respect. 

Be Whichever type or size you sell—and we have an 
cit unusually complete line—you can heartily recom-. 
mend the purchase. 

Send for catalog—today ! 


The Jacobs Bros. Co., Inc. 


78 Warren Street, New York 
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Black Silk Stove Polish 


“A Shine In Every Drop” 
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It’s Different! 











Try it and see for yourself. It is put up in 5 Ib. cans for dealers’ use and in domestic 
packages to retail. 


Buy Thru Your Jobber 
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Your 
Customers 
will want 
this Dryer! 


It appeals to every housewife who hears of it. 
She can see instantly the big saving it means to her, 
in timé and labor. You can show her that it not 
only dries clothes snow-white, but ventilates, steril- 
izes and protects them from dust, soot and odors at 
the same time. 


_ Only about half the time is required for drying— 
and rainy wash days make no difference. The 
clothes are easily hung on the sliding racks, and dried 








February 10, 1916 


The 
Scientific 
Clothes 

_ Dryer 





as they are washed. No delays waiting for the 
clothes to dry—no exposure to the weather. 


This great convenience shortens wash days and 
allows more time for recreation. It is sanitary— 
easily and economically operated—and strongly and 
durably made. 


Get our prices—circularize your customers— 
write today. 7 


THE SCIENTIFIC HEATER CO., Cleveland, Ohio 
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Plan Now For Bigger Profits 


o 


» nd > 





Dealers who sell the Royal Self-Heating Iron find that 
profits are cumulative. 
borhood start a demand for others. 
stocks and displays the Royal, each season is a bigger 
and more profitable season. 

This is true of all meritorious merchandise and wise 
dealers know it. 

The Royal Self-Heating Iron for gasoline has twelve 
years of success behind it. 
pounds in weight. 


A tew Royal Irons in a neigh- 
For the dealer who 


Perfectly balanced—6% 
Simple in construction—handsome 


in appearance. 

The best and largest selling self-heating iron made and 
the lowest priced. 

The new Royal Gas Iron embodies all of the features 





ail 


ROYAL GAS IRON 





























that have made Royal gasoline irons so successful. 
Royal Irons are made by the oldest and largest 
exclusive manufacturers of self-heating irons in the 
world. Every iron guaranteed. 


We help you sell the ROYAL IRON 
Write for details and prices NOW 


Royal Iron Manufacturing Co. 
552 Wayne St. 


Big Prairie, Ohio 
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Announcing! 


Lady Torrington: 


Many little touches—refinements of design—added con- 
veniences—increases of utility are found in this. Lady 
Torrington; yet it offers no radical innovations from the 
undisputed goodness of preceding models. . 


Retail $7.50 ($8.00 extreme West and South). 


NATIONAL SWEEPER COMPANY 


58 Norwood St. Torrington, Conn. 
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Manufacturers of 


Butchers 


Table 
Kitchen Ste els 


Carving 












Selling agent, Wiebusch & Hilger, Ltd., 106-110 Lafayette St., New York, N. Y. 





Hoftman Bell Brand 
Butchers’ Steels 


Specialization has made our slogan, “Known 
wherever Steels are used,’ possible. We are 
the only exclusive Butchers’ Steel manufac- 
turers in the World. 


Practically every butcher knows the merit of 
these tools. They have been the standard for 
35 years. 


Write us today for information and prices. 


C. & A. HOFFMAN 


FRANKFORD, PHILA., PENN. 
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Ties Blades 


for a Dime 


-The Boston Razor, itself re- 
tailing at ten cents, with three 
blades for a dime, meets the 
demands of a certain class of 
customer whose wants you 
cannot ignore. 


It gives the man who cannot 
afford a higher priced outfit, 
satisfactory shaving service at 
a very small cost. 


Boston Razor Blades are 
carefully made from a special 
steel; every one tempered and 
hair tested. 


Three blades for a dime is 
the popular price. Be you 
wholesaler or retailer, ask for 
our proposition. 


Factory Sales Co. 


120 Broadway, New York City 
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Progressive Dealers! 
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Your 


Are on the constant watch for new 


articles. 


The Bluffton Rapid Slaw and 


Vegetable cutter is what you want. 


One cutter does the work of five 


knives. 


With one motion, a woman can 


cut five slices. The knives are guaran- 
teed to remain sharp for five years. 
Anyone can use the cutter without 
danger of cuts. Sanitary, safe and rust- 


proof. 


Write for prices. 


Bluffton Slaw Cutter Co. 


BLUFFTON, 
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Make The Muddy Day 
Your Money Day 


by displaying the Glen Steel Door Mat 
—a household necessity with an un- 
usually strong appeal to women: saves 
hours of sweeping drudgery—keeps 
snow, slush and mud outdoors—saves 
carpets and rugs. 


Made of toughest wrought steel and 
galvanized. Flexible, sanitary, and self- 
cleaning. Each mat packed in a neatly 
labeled carton. Write now for prices 
and details in regard to selling helps. 


McKINNEY MFG.CO. 


PITTSBURGH, PA. 








Advertising 


“Advertising is the educa- 
tion of the public as to who 
you are, where you are, and 
what you have to offer in 
the way of skill, talent or 
commodity. The only man 
who should not advertise is 
the man who has nothing 
to offer the world in the 


way of commodity or serv- 
ice.’—Elbert Hubbard. 
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Be Your Own 


Customer 


Put yourself in your customer’s place. 
Wouldn’t you prefer to buy the Food Chopper 
with a national reputation for quality, efficiency 
and long wear? You would invariably ask for 
“Enterprise” Food Choppers. There are many 
reasons for this, but here are four good ones 
that always make sales. 








(1) For Chopping (8) For — 
ea 





Bread d Ora 
read an ck- 
Fine ers for Crumbs, etc. 


(2) For Chopping 
Scrap Meat for 
Poultry, Scrapple, 
h, Corn 
fritters, etc. 


Medium Nut Butter Cutter 


The Four Knives in 


“ENTERPRISE” 
Food Choppers 


offer the housewife widest utility. With one 
Chopper she can prepare all kinds of dainty, 
delicious foods in the quickest, easiest way. 


A (4) For making 
@ Butter from Nuts 
y of an oily nature. 











Three Sizes 





Chops 2 Ibs. of meat 
per ——_. Weight, 





Chops 2% Ibs. of meat 
per minute. Weight, 
4% Ibs. 


Parts are double 
coated with block tin; 
the knives fit the plate 
perfectly and give 
that shear or draw cut 
which never mangles 
or tears the meat. 

Stock the friend-making, business-building 
“Enterprise” line. You can then meet all com- 
petition and make a good profit. 


The Enterprise Mfg. Co. of Pa. 


Philadelphia, U. S. A. 


Chops 3 Ibs of meat 
per minute. Weight, 


8 Ibs. 

















DUMACO Specialties! 


We make a great variety of popular specialties 
adapted to the hardware trade, high quality prod- 
ucts, every one of them. Sink, basin and bath stop- 
pers—rubber washers—union washers—fuller and 
tank balls. 


An Improved Force Cup 


' THE DUMACO SPECIAL. One of our most 
popular items and deservedly so. An improved force 
cup made of the best flexible red rubber. Produces a 
powerful and positive vacuum action. Guaranteed, 
as are all our products. 


Sanitary Milk Bottle Cap 


No household should be without one. Made of 
flexible red rubber. Fits all milk bottles. A valuable 
safeguard against germ-laden atmosphere. Can be 
inserted and removed in a second. Packed one dozen 
on a display card. 

Get our prices. You'll find them interesting. 


The Durst Mfg Co., Inc. 


NEW YORK 
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THE HOUSEKEEPER’S FRIEND 


Le Blanc Wringer Mop 
and Detachable Brush 


It saves hands and knees, time and temper. 
It can be used just for mopping or it can be 
used for scrubbing and mopping. To wring 
mop cloth, simply tuin the crank. It is an 
endless cloth. 

here is a demand for it in every home. 
“Once used, always used.’ Satisfaction 
337 $22; guaranteed. Show it and sell it to your cus- 
oho gEh: tomers. Mops retail for $1.00; brushes, $0.25. 
e385 %: If your jobber doesn’t handle them, write us. 





} 
; » 


° 






Fmt ads 


See our advertisement on page 372 


arent SCHOENER MANUFACTURING CO. 
Ay ahy As hg byRIP HF 

Said 7 ST. CLOUD, MINNESOTA 

Position for Wringing Cloth Position of Brush for Scrubbing 























a 
PROTECT-A-LITE 


Horse-Shoe Brand 
Wringers 


Warranted as to quality 
Warranted to give satisfaction 
Warranted as to price 





Registered U.S. Pat. Office 


GLOBES 


ANOTHER ECONOMY FOR 
GAS LIGHTING 


Remember these four facts: 
Protectalite Globes 


PREVENT damage caused by the falling of red hot 
particles of incandescent mantles or tips. 


PREVENT insects from breaking mantles, a frequent 
occurrence during summer months. 


PREVENT the constant replacing of globes and sub- 
sequent expense. 














7 1 Plain 
p36 0F Ro ie Bearings 
MURINE 2 and 
et i " Steel Ball 










Bearings 


PREVENT § ceil- 
ings and _ walls 
from becoming 
smudged with 
carbon deposits. 


Are you making 
all you might on \ 
fly traps? Our pai 


roposition on = — _— 
CO UM BUS ree See. heal Dall eee Size of Rolls 


Enclosed 
Cog 
Wheels 


i 





— 
—_. 
ae 


SANITARY | FLY No. 8415 No. 3612 11 = 19 inches 
your profits up a WE MAKE THE LARGEST VARIETY OF 
ee es BS’ WRINGERS IN THE WORLD 

Send for our new Price List 

The Safety 1 5; 

Wire Gas The American Wringer Co. 
Globe Co. 


Columbus, Ohio NEW YORK mee 6 U. S. A. 





























A Sale Every Few Minutes 


This selling record is possible if Dealers will point out the 
many good features and a few sane reasons WHY their cus- 
tomers should use an 


EAGLE MOP WRINGER 


and Bucket Combined, for washing and mopping their floors. 

With its use, mopping is done in a healthy standing posi- 
tion. Does away with wringing a dirty, filthy mop by hand. 
Hot Soapy Lye water can be used, the hands never come in 
contact with the water. Floors quickly made immaeulate with 
very little effort. 

Show your customers an EAGLE MOP WRINGER—explain 
to them what a labor-saving device it is—its Sanitary features, 
- a a Ba eT Rae ong Bey A Pas e ¥ The — is 

: “ made o ‘*The ernal,’’ will never rot. 
Made in three sizes, 10, 14 and 22 Qt. ki Endorsed by thousands of users and by the same number of 
ealers. 


The Eagle Woodenware Mfg. Co., “chic” 


SOLE MANUFACTURERS 
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“White Mountain” Refrigerators 
‘*The Chest with the Chill in it”’ 


The “White Mountain” is the preferred Refrigerator of to-day, because 
of its many attributes of superiority. It is an artistic and mechanical triumph 
—the master-work of over 40 years by the World’s greatest refrigerator 
manufacturers. 

The “MAINE” Duplex Ice Grate guarantees rapid Duplex circulation of 
cold, dry, purifying air into every nook and corner, producing infallible re- 
frigeration with the smallest ice consumption. 


Send for our catalogues and booklets. 


MAINE MANUFACTURING COMPANY, Nashua, N. H. 


BRANCH OFFICES 


Boston, Mass. Dallas, Texas 
Denver, Colo. Scranton, Pa. 


New York City 


N Atlanta, Ga. 
San Francisco, Cal. 


Melbourne, Australia 








DIFFERENT 





THE WiRE Goons 
Worcester Massachusetts USA 


OVER 





ANY MADE wi 





At Last 


A Sanitary 
Fly Swatter 











Here is the swatter that 
is absolutely sanitary— 
Made of light rubber and 
flexible — Can be washed 
and kept clean—Will not 
injure the finest furniture 
or fabric—Gets the fly on 
all sorts of uneven sur- 
faces—Can be operated at 
any angle as the rubber 
will adapt itself to the sur- 
face—Stands the salt air 
along the coast as there is 
no wire to quickly rust. 
There will be a big demand 
for the “Sanitary” Flexible 
Rubber Fly Swatter. Bet- 
ter write us to-day. 








**The Swatter That Made 
Killing the Fly a Sport’’ 


Packed in one gross cor- 


Standard Vending 


rugated fibre shipping = 
iting 12 ce fang Meet Machine Co. 
weight 16 lbs. per gros, | Hazleton, Pa. 









































Tips For Hardwood And Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather re-inforced with metal bushing. The chair 
is able to move about freely without noise or scratching the floor. 
The felt washer acts as a cushion. 
big sellers. Write for catalog. 


Elastic Tip Co. 


This line is only one of our 





370 Atlantic Ave., Boston, Mass. 
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Emm EVERWEAR secs CHAIR SEAT 


Made of Two layers of Fibre with a Metal Sheet be- 
tween. Has a beautiful leather finish. 


The strongest and best looking seat made— 
—Guaranteed not to break through. 
















PAT. PENDING 
ssiaialiniablliatadiaitasiaeeemeen 


We also manufacture a complete line of all grades of 


Fibre Seats and Upholstered Seats 


WRITE FOR BOOKLET AND PRICES. 


UNITED CHAIR SEAT & NOVELTY CO. 
51 East 10th Street NEW YORK 



































ONE 
MILLION 
WORN OUT 
NEEDLE-POINT 
IRONS IN SCRAP PILE 










ON TOP OF THEM ALL 
WHY? 


ist. IT IS NOT A NEEDLE-POINT IRON. 

2nd. It produces better combustion than any other 
iron made. 

3rd. It is the simplest iron made. 

4th. It is the most attractive iron made. 

5th. It will last six to ten times longer than any 
needle-point iron on earth. 

6th. We sell it through dealers only. 

7th. We guarantee it to give satisfaction. 

8th. But four years old, yet 100,000 more than satis- 
fied users. 

9th. It is the iron that will stand your test. 

10th. Write us for prices or ask your jobber. 


The Ideal Sad Iron Mfg. Co. 


CLEVELAND, OHIO 




















Size of cut 1 Inch to 4 


Parker’s 
National Side Mill 


An easily attached, out of the way, 
Coffee Mill. Made with detachable re- 
ceptacle for the ground coffee and a 
conveniently adjusted thumb screw in 
front. 













All iron construction—very durable. 
A quick, steady selling Mill the whole 
year ‘round. 


Send for Parker’s Special Catalog of 
Coffee, Drug and Spice Mills. 


The Chas. Parker Company 


New York Salesrooms Factories 
32 Warren St. Meriden, Conn. 








YOU CAN 








industrious, capable clerks, salesmen or managers, by 
advertising for them in the Opportunity Exchange of 
Hardware Age. This Department receives the earnest 
consideration of many ambitious men who aspire to more 
responsible positions. $1.00 pays for one insertion of a 
fifty-word advertisement. Try this department, now. 


HARDWARE AGE, 239 West 39th Street NEW YORK ~ 









SECURE 
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Three 
Enemies 


of Dust 


= ae 
ee 


PERFECTION 
OILER 






\ 


>_> 


| 
| 
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yi 


This trinity of dust chasers insure cleanness and 
sanitation. They do their work evenly and cleanly. 

Perfection Oil, in addition to being used in a 
Perfection Oiler, can be used on floors of hard or 
soft wood, furniture, automobiles, etc. 

There should be a Perfection Outfit in every 
house. Why not write for more particulars about 
handling this line? 


Perfection Oiler Co. 


406 Hume-Mansur Building 


Indianapolis Ind. 











Clark’s Swive 
Bed Cas 









Thousands Sold 
to Hospitals 


The noiselessness of Clark’s Swivel 
Bed Casters has rendered them excep- 
tionally popular in hospitals. Also in 
hotels, colleges and private residences. 

They are rubber-tired casters, run- 
ning smoothly and silently on ” 
wheels, furnished 3, 4 and 5 inches in 
diameter with various sizes of sockets. 

Surely your town has 
its prospects for these 
unique casters. Write 
concerning our propo- 
sition AC 12. Remem- 
ber we make other 
types of casters, too. 


The 
Geo. P. Clark Co. 


WINDSOR LOCKS, 
CONN. 











3 ce: Electri d 
AutoMat ic ii icne: 


THE QUALITY WASHER 100 
IT HAS NO EQUAL 


Embodies EVERY desirable 
FRATURB, including our new 
Reversible - Swinging Wringer 
with Quick Safety Release. 
Highest Class, Medium Price. 
Best Materials and Workman- 
ship, Simple, Convenient, Ef- 
ficient, Strong, Versatile, 
Durable, Perfect in Operation 
and has Splendid Finish. 


Built in 

SIX DIFFERENT MODELS. 
A Washer for EVERY Fam- 
ily need. It’s a Business 
Builder for YOU, Mr. Dealer. 
Send for our Good Book No. 
99. It’s FREE. Sold ONLY 
through the TRADE. 


Automatic Electric Washer Co., Inc., Newton, lowa, U. S. A. 























Hundreds of 
Thousands of 
White Mop 


Wringers 
have gone into use. 
They sell quickly 
because they are 
without an equal. 
They wring easily, 
thoroughly and 
neatly. Satisfied 
customers every- 
where. 

TRY THEM 


WHITE MOP 
WRINGER CO. 


Fultonville, N.Y. 























A hardware firm in your city to sell a 
new style fireplace damper. 


Some dealers sell as many as 150 dome dampers 


in a season. 


out doors, ash-trap-doors, etc. It runs inte volume, 
the profit is good and it is a nice, clean-cut business. 


GET READY FOR THE SPRING DEMAND 
by sending for our Catalog No. 1550. 


showing dome dampers, ash-trap doors, clean-out 
doors, cast chimney thimbles, also andirons, fire e 


That means an equal number of clean- 





baskets, fire sets, fire screens, etc. oo 
¢ 
WE ALSO MAKE oy 
Waffle Irons Gasoline Engines a < 
Sink Brackets House Numbers oe ff .: 
Saw Vises Watches . <¢° o® 
Harness Hooks Chest Handles oo . 
Wind Millis Foot Scrapers sf 
Ensilage Cutters Feed Millis & e s 
wv ¢ a 


Stover Mfg. Co. Cote fs 


710 East Street 


y ee fa Pe a .* afi 
Freeport, Ill. |. tO a a 
oe 3 A Po oe oo ae 
oe EFF PE oo! 
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A Long FELT Want 


The new Electric Portable 
Billiard Table Cleaner ab- 
solutely will not injure the 
cloth. Also used for Auto- 
mobiles, in Barber Shops, 
General Stores, etc. Best 


selling novelty on the mar- 
ket. 


Get your agency and ter- 
itory quick. Ask about the 
DUPLEX, JR. 



















THE RAMEY COMPANY 
CHILLICOTHE OHIO, U. S. A. 




















Double Dasher Beaters. 
Dover Egg Beaters. 


The latest and most im- 
roved types of egg 

ters. A full variety 
of styles, sizes and 
prices, to meet every re- 
quirement. 


THE TAPLIN MFG. CO. 
New Britain, Conn. | 
New York Office: 
143 Chambers Street 





















Bells and Toys 


Hand, Door, Cow, Team, House, 
Call, Tea, Sleigh Bells, etc. 









Sterling Toy Builder 


the new construction toy; also 
a large line of Iron and Floor 
Toys. 

Send for catalogue and 
prices. 


The N. N. Hill Brass Co. 


East Hampton, Conn. 


























Long Winter Evenings 


bring thoughts of popcorn and of corn poppers. 


The Keep-Cool Handle makes the Delphos Corn 
Popper easy to sell. 


Want to know more about it? 


DELPHOS MFG. CO. 
Delphos, O. 


















Our Counter- 
Sunk Caster 


The hollow _ steel  ball—of 
chrome alloy steel—moves silent- 
ly in any direction without tear- 
ing the rug or carpet or marking 
the floor. 


*‘Acme” Ball Bearing Casters 








cannot rust or bind and they ab- 
A BALL— sorb all of the strain involved 
NOT A in the moving of furniture. 
WHEEL. Write at once for prices and 


particulars concerning our com- 
plete caster line. 


THE SCHATZ MFG. CO., Poughkeepsie, N. Y. 


Agents: J. C. McCarty & Co., 29 Murray St., New York City 














A NEW OUTLET FOR 
House-Furnishing Articles 


NE of New York's largest houses, with 
outlet covering United States, Canada 

and all Export Countries, is open to consider 
new and staple articles for HOUSEHOLD USE. 


Will pay cash and can arrange for exclusive 


Selling Rights. 


Address “OPPORTUNITY ” 
Care of HARDWARE AGE, New York 




















Keystone Boiler Handles 




















No : 
The clips of these handles are made from heavy sheet steel, 
a tinned, best quality and finest finish. Four different 
styles for boilers and four different styles for covers. 
Write for prices and samples. 
Made by 


Berger Bros. Co., 229-231 Arch St., Philadelphia 











The “‘Hustler’’ 
Ash Sifter 


In go the ashes. 
Down goes the 
dust. ut comes 
the good coal to 
use again. No dirt. 
No back breaking. 
Everything quick, 
sanit and eco- 
nomical. That’s 
what the “Hust- 
ler” does for your 
customer. Think 
what it will do for 
you! 


Hill Dryer Company 
316 Park Ave. 
\Worcester, Mass. 
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The Johnson Reel 
Knife Sharpener 


is a necessity wherever knives are 
used. Upon a convenient hook it 
occupies practically no space and is 
always easily found. The sharpening 
etrep ‘pulls down” when there’s a 
knife to be sharp- 

ened and automatic- 
ally re-rolls after a 
keen edge is on the 
knife. 

Circulars and Price 
List mailed on ap- 
plication. 


E. P. JOHNSON RULE MFG. CO. 


CHICAGO : : : ILL. 


E. J. CHUBBUCK, 
731 Market St., San Francisco, Cal. 




















Every Razor A Safe One 


The old naked razor is the best 
kind to use—if you want a “real” 
shave. Everybody knows that. And 
it’s why the Shavezy Razor Guard 
sells so readily. It makes every razor 
a safe one—it covers the blade to just 
the right degree. 


Retails at 50 cents—so sales come 
easy. Write at once. 


L. T. WEISS 


291 Taaffe Place : : Brooklyn, N. Y. 











The Empire Double Edge 
Grape Fruit Knife No. 10 


round end which prevents cutting the outer skin. 
for time-saving and handiness is a necessity. 








The popularity of grape fruit is growing so rapidly that this knife 
Sold throughout the United States by the Jobbing Trade, 


THE EMPIRE KNIFE COMPANY, Winsted, Conn., Sole Mfrs. 


Patented Nov. 30, 1915 


The blade of this knife is made from finely tempered, high quality, cutlery steel, curved so as to remove the center and 
to cut cleanly and quickly around the edge, dividing the fruit in segments ready for eating. An added feature is the 










pam BEST SBLOCK TIN KEY 
i MAPLE WOOD BODY HIGHLY POLISHED 


ONLY THE GENUINE ARE STAMPED IN TRE WOOD WITH 
, TRADE MARK MALTESE CROSS (a8 ‘Pca cur) 
BN ENR Towers 


BEWARE OF IMMITATIONS 
SUCH AS FAUCETS SIMILAR IN SHAPE WITH KEY 
MADE OF LEAD, IRON,OR OTHER INFERIOR METALS, TINNED OR NICKELED. 


JOHN SOMMER FAUCET CO. 555 Cenraat Ave, N 
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“ANSONIA” NAIL CLIP 10c. 


Made by the makers of the ‘““Gem”’ nail Clipper. Twelve 
in a box or 13 on a display card. Fast ten-cent sales. 


, Big Profit 
PBA NSON\AS Writ 
H. C. Cook Co. 


Ansonia, Conn, 














A thousand live mer- 
chants throughout the 
country are saving energy, 
time and money using 
this complete system. Let 
us send you our little book- 
let telling how to use the 
Card Index Record in in- 
creasing your profits. 


HardwareAge Book Dept. 


231-241 West 39th Street, New York City 





The Hardware Merchants’ 











Please send information regarding the 
Card Index Record 


| LLM tutte 
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HERE IS THE LINE THAT HAS MADE A 
REPUTATION THE WORLD OVER 








Cobbler Outfits 


Combination No. 1 


Shoe Lasts and Stands 


| . ge > il — 
Send W@W Your @ Order a Today 
_ a al e 


Empire Jersey 
Guaranteed 


/\ 


Look For This |S Trade Mark on Shoe Lasts and Stands 
V/ Which Denotes Quality 


Heel Plates 











WE MAKE THE FINEST LINE 








WRITE FOR CATALOG No. 14 AND PRICE LIST 


STAR HEEL PLATE CO. 


Hamburg PI.,’ Near Ave. L LOUIS SACKS, Prop. Newark, N. J., U.S. A. 
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Department 2 


Builders’ Hardware; Mechanics’ 
Tools; Metal Working Machinery; 


Iron and Steel; Heavy Hardware, 


ee 
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An Honest 
and Substantial 
Power Grinder 


at a 


POPULAR PRICE 








A Big Seller 
For Your 
Farm Trade 











HARVEST KING 
Cleveland Grindstone 


Sold Only to Hardware and Implement Dealers 


There must be a good market in your vicinity for a strongly 
built, medium priced grindstone like the Harvest King. 

The stiff frame of heavy angle steel, 1144”x1%4"x3/16", is braced 
against all vibration. The stone is our high grade standard 
Cleveland Grindstone, 24”x2”, on a 5%” steel shaft, which runs 
on heavy steel roller bearings. The pulley is 12”x234”. A hand 
crank and drip cup goes with every Harvest King. We can 
also supply a treadle, pitman and trough. 


Finished in green and black. Comes to you frame folded, stone 
crated. Weight about 125 lbs. 


Write For Trade Price. 


THE CLEVELAND STONE COMPANY 


LEADER-NEWS BUILDING 3 CLEVELAND, OHIO 
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GREYHOUND 
HAND MADE 
SAWS 


IMITATED 
BUT NEVER 


DUPLICATED 


Send for New Catalogue and Trade Prices 


QUALITY 
OUR PRIDE 


» QOH /ast 4, 

= ee N?> ay * «Nn : 

Lf ~~. NG ¢ < S ewe ——. > 5 was > 8 = . 
a ( = 


MAKERS OF FINE HAND MADE HAND SAWS 
LAWRENCEBURG, INDIANA. | 
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Chicago, Tll., Nov. 11, 1915. 


Mr. C. J. Benham, Pres., 
W. A. ives Mfg. Co., 
Wallingford, Conn. 


My dear Mr. Benham :— 

Replying to your letter of the 28th 
ult., relative to our experience with the 
Mephisto auger bits, I would say that / / 
my teachers have been using them now 
for over a year and they are more than 
pleased with them. A _ trial of the 
Mephisto bit will convince the most 
skeptical that for efficiency it is ahead 
of any bit in the market. 

I can only reaffirm the letter which I 
sent to your Mr. Thomas on June Ist, 
1915, and say that whatever success the 
fs W. A. Ives Mfg. Co. may have with il 
their various products is well deserved 
and due no doubt to the high quality of = 
material embodied in their tools. 

Yours truly, 
(Signed) R. M. SMITH, 


Supervisor Manual Training, High and 
Technical Schools. 
















































A significant testimonial from 
the Superintendent of the Chi- 
cago Public Schools, well known 
throughout the United States as 
a technical judge of tools. 











Want to Know Why 
People Praise Them? 


We'll tell you. 

Because ‘“‘Mephisto’’ Auger Bits have knocked precedent and 
custom into a cocked hat. They are made with only one side spur 
and one chip lifter. 

Because “‘Mephisto’”” Auger Bits will bore where no other bit 
will dare try. They are self-feeding bits and require no pushing. 

Because “Mephisto” Bits last fully three times as long as any 
other bit made; and because the bit can be honed by any novice. 

And on top of all these ““becauses’’ is the fact that ‘Mephisto’ 
Bits are absolutely and unconditionally guaranteed to please on a 
satisfaction-or-money-back basis. 

_ Write today and get the two “Mephisto” Easels illustrated. 
You'll find ‘‘Mephisto” a good proposition to tie up with. 


The W. A. IVES MFG. CO. 


WALLINGFORD, CONN. 


N. Y. Office, 37 Warren St.; Chicago Office, 56 East Randolph St., Room 608; St. Louis Office, 
1114 Pine St.; London Office, Quality Saw & Tool Works, Ltd., Norfolk House, Laurence 


Pountney Hill. 
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UNION 
CALIPER COMPANY 





Profit 





increasing your sales. 


to do likewise. 


the tools you sell. 


line will be of big benefit to you. 


Orange, Mass. 








When a discriminating customer asks for a 
certain tool and you sell him a “Union”’ prod- 
uct you are just taking the first step toward 
The next time he asks 
for a “Union” tool and he tells all his friends 








Correctness and durability are essential in 
When you sell a “Union” 
you can guarantee it to give satisfaction; we 
guarantee it to you. Every tool is of the high- 
est quality. Yet the price is reasonable. 


We will show you how the addition of this 





Union Caliper Co. 
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Satisfied Users Become 
Regular Purchasers 


In other words they come back to your 
store for more “Union” tools. So you profit 
as much as we do by having the “Union” 
products absolutely accurate and remarkably 


_ 


Me 













durable. Fs 

Remember we guarantee our line to both Be coe. 
dealer and the user. With every tool you a 
sell you can be assured you are laying the Thibhit S 


foundation for more sales. 


We make calipers, dividers, tap wrenches, 
nail sets, center punches, tempered steel rules, 
combination squares, hack saws, frames, key 
seat rule blocks, thread gauges, thickness 
gauges, a complete line of tool holders, screw 
machine products, etc., etc. 
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Union Caliper Co. 


Orange, Mass. 
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Our Great Line of 
Screw Cutting Tools 


Practically every need of the user of screw threads may be 
found in the product of the different divisions of this corpora- 
tion. We are not mere tap and die manufacturers—we are 
screw cutting specialists. Nearly 45 years’ experience is back 
of our claims of supremacy in this field. 



































Screw Plates 


for General Purpose Work 





Little Giant Die 


Adjustable, and when contained in its collet as shown 
above, is held in the firmest grip known to mechanics. 
The die-halves cannot, through use or wear, become 
loose in their sockets. The dies are made with a double 
bevel (a patented feature) so they can be reversed in 
the collet and thread cut from either side. A glance at | Assortments of small sizes %” to %” fractional and 


the illustrations above makes these points perfectly plain. | - im “Wi Oh a lag Lge Se Plug 











Trio Pipe Stock 


A wonderful pipe threading tool. Contains three dif- 
ferent sizes of Q&@Q@amt dies—all adjusted—ready for 


use. The internal guide with reamer point is the newest | Full Mounted Assortments 


improvement. There is a separate stock for each die. It is always 

ready for use. These assortments are especially useful 

where two or more workmen are called upon to use 

Be Broth c aaa ony — the same ag ae at the same 
. , time. any other assortments both with 

Get the New Wells rot ers ( atalog, No. 34. Get | gn gee A ae «Aly ny Little Giant 

in touch with the Little Giant Line. | Get our new Screw Plate Circular. 
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WHERE THE TOOLS ARE MADE 
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LOOK FOR THESE TRADE MARKS 


Viet =ZIGHTHIAG GREENRIVER 


KAMAN SAA 




















Only a few of the items of manufacture are illustrated here. 
The lines included: TAPS, every variety. DIES, every vari- 
ety. SCREW PLATES, for every purpose. REAMERS, 
with spiral flutes. GAGES, for screw threads, etc. PIPE 
STOCKS and Dies, etc. 
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Screw Plates aS 
for Automobile Repair Work | Mab iii ee 





Lightning Tap 


We are the original manufacturers of the 
machine-relieved tap—the tap which cuts friction 
down to the minimum. Lightning Taps have been 
famous for more than 40 years. 








A new set for Ford repairs. Contains besides 
taps and dies, two reamers, one a duplex. A 


Green River Reamers 


screw plate for any garage where there’s a Ford. | The reamers with the spiral flute. They cannot 


“hog-in.” The line includes many different styles 
of reamers for hand and machine use. 


Screw Plates in Leather Rolls 


Assortments of taps and dies that roll up com- | 
pactly for use on the road, etc. 


Acorn Die 


A wonderful machine die that has made a big 
place for itself in the short time it has been on the 
_ market. Let us tell you more about it. 


Combination Screw Plates 


Containing both S. A. E. and United States 
Standard taps and dies. Each die is in its own 
collet. Wonderful sellers. 





Greenfield Tap and Die Corporation 


Manufacturers of the celebrated Little Giant, Lightning and 
Green River brands of screw cutting tools and machinery 


Wells Brothers Company Division Wiley & Russell Mfg. Co. Division 
A. J. Smart Mfg. Co. Division 


GREENFIELD, MASS. 


New York Chicago Philadelphia London 
28 Warren Street 13 S. Clinton Street 38 N. 6th Street 149 Queen Victoria Street 


In Canada, Wells Brothers Company of Canada, Ltd., Galt, Ont. 
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Announcing a New 
Series of Bit Braces 


SWEEP—F orged Steel. 

HEAD—Polished cocobolo, steel clad; the ball bearings 
on which the head runs are enclosed in a dust proof 
compartment. 

HANDLE—Cocobolo: runs between two steel collars 
which can be adjusted to compensate for wear. 
CHUCK—F orged steel jaws. Malleable iron socket and 

shell. 

FINISH—AIll exposed metal parts are fully polished and 
nickel plated. 


SIZES AND PRICES: 


No. 6008— 8-inch sweep. List per dozen............ $19.20 
No. 6010—10-inch sweep. List per dozen............ 20.40 
No. 6012—12-inch sweep. List per dozen............ 24.00 
No. 6014—14-inch sweep. List per dozen............ 26.40 





Goodell-Pratt Company 
Greenfield Mass. 
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ENLIST TO-DAY 


In Mr.Punch's army of 
Progressive Hardware Dealers 
Getthe BIG RED tool Cata 
of 1500 Nationally Advertise 
Tools of Goodell- tt fame 


WE NEED MEN 
who can handle BIG BUSINESS 
men who can follow Mr.Punch in his 
drive for greater distribution and 
larger _ profits 
Good Pa 


for all recruits is ass . Mr. Punch 
will take all the work and worry on 

his own shoulders. He just loves 
hard work , Mr. Punch does 

He needs YOU and YOU need HIM 


Lo 


4 ply 
Goodell-Pratt Com pany 
Greenfield , Lootsmills, Mass. 

———S> Za ~ 
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46 Years Without 
A Repair 





Genuine Walworth 
Stillson Wrenches 


That's Service 


There is nothing like real service to prove the value 
of atool. The other day we received a wrench that was 
bought forty-six years ago and had never received a vaca- 
tion. Constant and hard usage had worn down the 
adjusting nut, otherwise it was as serviceable as when 
new. We put in a new nut and sent the wrench back to 
the satisfied user. 








Made to standard gauge as usual all repairs for 
wrenches bought years ago are interchangeable with the 
latest wrenches. Four parts only. Be sure you get the 
‘Genuine Walworth Stillson Wrenches.’’ Imitated but 
not equalled. Write your jobber and stock them. 


Walworth Mfg. Company 


Makers of Stillson Wrenches Since 1868 


BOSTON 





CHICAGO BRANCH: 
11-17 Des Plaines St., 


NEW YORK BRANCH: 
19-21 Cliff St. 




















New 
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Experience 
Is The Best 


Teacher 


XPERIENCE is the all-powerful Judge of a 
good wrench or a bad wrench, or a good 
or bad anything. What Experience says 

goes! 


Coes Steel Handle Wrench owes its popularity 
to Experience more than to any other one factor. 


The man who once tries a Coes Steel Handle 
Wrench will never want another kind. Indeed, he 
won't need it! 


Here is a durable wrench if there ever was one. 
A solid-backed wrench of six solid simple parts. 
Every part solid steel, hardened and tempered as 
only experts can perform the operation. 


It’s a Machinist’s wrench that won't absorb oil 
or water or become eaten away by acid-fumes. 


It’s a REAL wrench. And the price is a revela- 
tion. Order from your jobber. The sooner the 


better. 

Coes Wrench Company 
Worcester Mass. 
AGENTS 
J. C. McCarty & Co., 39 Murray St., New York 


John H. Graham, 113 Chambers St., New York 
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PANAMA PACIFIC INTERNATIONAL EXHIBIT 


SAN FRANCISCO~ - 1915 


THE EXHIBIT THE VERDICT 
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HIGHEST AWARD §f 
PIPE FITTING | 


TOOLS 


P-P-LE 


AN FRANCISCO | 





Send 
For 
Catalog 
133 








Be sure to ask for the TRIMO 
wrenches, both Pipe and Monkey. 
They are equipped with Nut 
Guards that prevent the accidental 
turning of the adjusting nut in 
close quarters, and with Steel 
Frames, in the principal sizes, that 
will not break. 


Place a magnifying glass over 
the above and increase your orders 
accordingly. 


TRIMONT MFG. CO. 


WITH FLAT-LINK OR CABLE CHAIN 55-71 Amory Street 
Trimo Chain Wrenches ROXBURY, MASS. ~ ~ U.S.A. 
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The hand that 
selects the wrench 
makes the sale— 
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Use this display 
board to boost 
your sales— 
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It is not always the hand of your clerk that 
makes the sale. It is not even necessary for the 
clerk to take the time to talk or argue. Your 
customer who may be waiting for other purchases 
to be tied up is attracted to this display board by 
its neat arrangement and the appearance of the 
goods exhibited. As his eye passes over this board 
he notices some particular wrench which he has 
wanted for some time, but has been unable to 
specify. Instantly he points out to the clerk just 
the wrench he wants and the sale is made. ! 
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OY ti, once. Notice how often the hand of the customer 
yp LM yy selects the wrench instead of the hand of your | 
pW W4 salesman, thereby effecting the sale in the least 
WRAY Y possible time at the least expense and in the most 
WGN aw satisfactory manner. This is only one of the many 
WY LAV ae | co-operative helps which the Billings & Spencer 
\ig y SS Company extend to you, and we wish that you 
W\Y would write us for full information to take advan- 
tage of every opportunity that we offer. 
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( The 
Billings © Spencer 


Company 
Hartford .=s«mYIY Connecticut 
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A Demonstration That Will Quickly Con- 
vince Shop Foremen of the Utility and 
Economy of this Tool 




















Show a shop manager one of these tools—then show him the picture above. He 
will promptly see the point. The sliding jaw of the vernier is set for the width 
of the point of the thread tool for the required pitch. The tool is ground so 
that the point bottoms against the hardened steel strip and the sides have 
a full bearing against the jaws of the vernier. This insures extreme 
accuracy in grinding or measuring thread tools—a very important 

point. In addition a 


B. & S. Thread Tool Vernier 


saves the trouble and expense of a large number 
of fixed gauges for measuring tools of various 
pitches. The handiness and economy of 
this tool will be readily apparent to 
a shop executive. It has a distinct field 
of usefulness and will sell readily to 
manufacturers in your vicinity. It 
is listed on page 115 of our 

No. 26 catalog and is made 

for 60°-29° and 55° thread 
tools. You should 
have one or more 

in stock. 


(|BS 





Brown & Sharpe Manufacturing Company 
PROVIDENCE, R.I., U.S. A. 


In addition to the stock at our works a line of tools is carried at our Chicago Store, 626-630 Washington Blvd., Chicago, Illinois 











Nat 
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OUR PROMISE 


(UR obligation to you is continuous. It does not cease 
when a ‘‘Cleveland’’ drill leaves your store. It is 
then that it begins in the fullest sense. 


<} 


WE promise to assume the fullest measure of responsi- 

bility for any imperfections of material or workman- 
ship appearing in ‘‘ Cleveland’’ drills throughout their 
long life. 


This promise is made that the service rendered your 
customer may reflect credit upon you and bring the cus- 
tomer back to you—mnot for ‘‘Cleveland’”’ drills alone— 
but for a// his quality tool needs as well. 


This is our promise to ‘‘ Cleveland ’’ Dealers and one of 
the reasons why ‘‘ Cleveland’ drills boost business. 


The €ee4e==~2 Iwist Drill Co. 


NEW YORK CLEVELAND CHICAGO 





Catalogue No. 378 describes and illustrates 
the ‘‘ Cleveland ’’ drills now almost univer- 
sally carried by hardware dealers who are seek- 
ing the better trade. It is yours for a postal. 
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CALDWELL 
The Bit 





TRADE 


CALDWELL 





























Cross Section 
View 


HIGH SPEED BIT 
“Z” TWIST AUGER 


How Marketed 
The ? Question 


of how to introduce a new tool is often most 
perplexing. Many articles of merit have been 
cast aside because of inefficient methods of 
introduction. 


A Standard article with a fixed price is cer- 
tainly a most desirable piece of merchandise to 
handle, from the dealer’s viewpoint. 


Bringing a tool of exceptional merit before 
the public quickly and at an established retail 
price is our aim. 


The Caldwell Auger Bit Company of 
Lebanon, N. H., on January 1, 1916, began 
marketing its product by the employment of 
this method. Briefly as follows: It is their 
purpose to advertise in the leading Popular 






































Magazines TRADE and Trade 
Journals, displaying 
the merits © | CALDWELL | of Cald- 
well High F Speed ‘‘Z”’ 
Twist Aug er Bits and 
the regular retail prices 
(at which purchases 
may be made di- 
rect from the factory 
until such time as the 
demand warrants 
the deal- er’s cooper- 
ation). 


As soon as the dealer becomes sufficiently 
interested to stock the Caldwell line, which will 
eventually embrace all wood boring tools, all 
inquiries from his territory will be referred to 
him. The price and the demand will have been 
established. 


A Caldwell High Speed “Z” Twist Auger 
Bit bores without pressure from the time the 
point strikes the wood until the hole is com- 
pleted. The chips pass freely through the 
twist, no matter how deep the hole, a most 
unusual feature in an auger bit. It will bore 
from two to three times faster than other 
bits. All Caldwell Efficiency Tools are fully 
guaranteed. 


Profits to the dealer are exceptional. 
Prompt and courteous attention will be given 
to all inquiries. 


aa The 


Caldwell 
Auger Bit Co. 


LEBANON, N.H. | 


Makers of Auger Bits 
That Will Not Clog 





MARK 
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Get Behin 
One Sure 


Here is an Auger Bit catalogue PLUS. 

In addition to showing a complete line of 
IRWIN wood-boring tools, it contains an illustrated 
guide. 


Can you show a prospective auger bit buyer the 
proper way to file a bit? Can you tell him what 


HARDWARE AGE 99 








controls the speed of a bit? Can you advise him 
about which style of cutting head to use in some 
particular work? If you cannot talk to him in 
auger bit terms you do your business an injustice 
by not asking for your copy of this up-to-date 
1916 IRWIN booklet. Send right now for cata- 


logue No. 10. 


The Irwin Auger Bit Co., Est. 1855, Wilmington, Ohio, U. S. A. 
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SNELL MFG. CO. 


Selling Agents: JOHN H. GRAHAM & CO., 113 Chambers Street, New York 
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SNELL MFG.:> CO. 


FISKOALE MASS.US.A 
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STOCK THAT 


You've got a hardware store, not a bake shop or a 
beanery. Stock hardware, sell hardware. Handle the other 
things if need be, but specialize in hardware—builders’ and 
carpenters’ hardware, bits, augers, chisels, files, screw 
drivers, etc. 

Snell carpenters’ tools don't linger longer, dilly dally 
on your shelves. For over 120 years they have been selling 
big to every carpenter in the land. They sell because they 
are known; you don’t have to introduce them. 

And the profit is big. Get our terms. 


LL MEG C0 





AND PAYS 


Fiskdale, Mass. 
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It Pays to Push Good Tools 


Good tools yield good profits. They give your store a quality 
reputation and open the way for more business with mechanics 
and general users. 


If you haven’t made your tools a separate department already, put 
them in charge of a bright clerk who has a little mechanical ability. 


LET US HELP YOU 


Be sure to have your tool man use our Sales Service. It will help you sell more 
Millers Falls tools and other tools, too. Our book, “How to Sell Tools,” is full 
of real meat from cover to cover. Written:by a tool expert who holdsa leading 
place in the trade. It gives you pointers on tool selling, advertising, window 
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\ and store display, stock keeping and 
\\ ways of getting more business. 


If you haven’t done so already, be sure 
you send for “How to Sell Tools” and 
“Millers Falls Selling Helps,” two books 
that are worth a lot of money to any 
hardware dealer. 


NEW SELLING HELPS 


We’ve just added two Selling Help features, 
new window cards and newspaper ads. to ad- 
vertise your tool department. Whether you 
are using our other Selling Helps or not, you'll 
want these new features. 
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Descriptive sheet sent for the asking. ' 


Millers Falls Co. 


‘¢ Toolmaker to the Master 
Mechanic’’ 


Millers Falls, Mass. 
Bench Drill 216—our latest design. Two positive auto- 


matic feeds or fed by hand. Instant change 2 speed. e ‘ , 
Height over bench 22 inches. Net weight 30 pounds. N. b Office: 28 Warren St 
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Hundreds of Prospective 
Customers Have Written 


for this Book— 








Our advertising in the various trade and 
technical papers has brought hundreds of 
inquiries for this book—the Butterfield Gen- 
eral Catalog which describes our Screw Plates, 


Taps, Dies and Reamers. 


Some of the mechanical men we've sent 
this book to live in your neighborhood. They 
ought to be your customers. An easy way to 
get them into your store for the first time is 
to let them know you handle Butterfield 


products. 


Most of them will be particularly interested 
in the Reece Screw Plate. You ought to 


know about it— 


How about a copy of that Butterfield Cata- 
log No. 16 for yourself? 


Butterfield & Company 
DERBY LINE 
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The File That Makes a 
Good Man a Better One— 


Put a genuine NICHOLSON FILE in the hands 
of a good workman and you make him a better 
one because he has a better tool with which to 
work. The combination of a good mechanic 
and a NICHOLSON FILE cannot be equalled 
for producing work of the highest character. 


Good workmen know this; that’s why you’ll 
find NICHOLSON FILES in the most skilled 
hands and engaged in the most important class 
of work where quality and service count. 


NICHOLSON 


TRADE 


MARK 


SWISS PATTERN FILES 


The variations found in imported hand- 
cut files have been entirely eliminated 


from NICHOLSON ‘‘X-F’”’ Files. 


All **X-F’’ Files are guaranteed to be 
of uniform shape and cut, quality and 
temper of steel. 


TRETCE CPee ge Ths walk bee 4 


Prompt deliveries of any shape, size or cut from a stock 
which includes 6000 varieties. 


Send for a copy of ‘‘File Filosophy’’—a booklet on the 
use and care of files in general. 


NICHOLSON FILE CO. 


PROVIDENCE, R. 1, U. S. A. 


OF mOmnon wa 
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Durable because strongly built 
Practical because adjustable | 
Popular because serviceable 


—the new 











| DISSTON No. 56 
Plumb and Level 


Although but recently on the market, the numerous 
features of advantage combined in this Plumb and 
Level have already won for it popularity which is | 
rapidly developing into a strong demand. 

















In the Disston No. 56 Plumb and Level, your 
mechanic has the rugged durability possible only in a 
full brass bound tool. Continued accuracy in service 








is assured by the famous DISSTON adjusting fea- 
ture. Made of cherry in natural finish, with solid 
brass ends and brass-lipped side views. Fitted with, 
ground glasses. Assorted 24 to 30 inches. 


Capitalize the popularity of the Disston No. 56 by getting full particulars. Ask 
us about our free Level Display Stand, too. 












Henry Disston & Sons, Inc. uy 


Philadelphia, U. S. A. 
(Reg. U. &. Pat. Of.) | 
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We're Mighty Busy Turning 
Out the New Starrett Improved 
and Athol Vises 


It’s a vise with real improvements—improvements that any man with 
mechanical training will recognize instantly. 7 














And machine shop men all over the country have recognized the worth 
of these improvements. That’s why we're so busy now. Why every day 
sees the shipping platform piled high with outbound freight. Hardware 
dealers everywhere are beginning to get the benefit of the advertising cam- 
paign we are conducting in the “American Machinist” and other technical 
papers. 










You'll be hearing calls for information and demonstrations of the 
Starrett Improved Vise soon. 





Are you ready? 


Athol Machine Company, Athol, Mass., U. S. A. 







Pat. Dec. 19, 1911. 
Sept. 3, 1912. 





a 
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4 Solid Steel 
Exceptionally Well 
ished 


May be Purchased § " A 


dial Canvas Rolls or Fi fcy Wood Boxes 
: _. Made in All Standard Sizes 
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Who Pays ? 


Suppose—just suppose—you sell a Saw 
which you know at heart you cannot con- 
fidently guarantee. 











Suppose that Saw gives dissatisfaction for 
one reason or another—it develops hard 
and soft spots—it does not cut true to the 
line—it binds in the cut—or any one of a 
hundred other possible faults. 


Who pays? Who else but you? 


We believe it is the duty of every hardware 
retailer, in justice to himself, to find the 
manufacturer who can absolutely and with- 
out fail guarantee the Saws he makes. 


ATKINS SAW SERVICE is sold on this 
basis. The Saws either satisfy or they don't. 
And if they don't, we pay! 


Our whole proposition is so simple—and so 
profitable. We know you would find it worth 
your while to write for it. Ask for proposi- 
tion “H. A.”’ 


E. C. ATKINS & CO., INC. 


The Silver Steel Saw People 


Home Office and Factory, Indianapolis, Ind. 
Canadian Factory. Hamilton, Ontario 


Branches carrying complete stocks in the following cities: 


Atlanta Minneapolis Portland, Ore. Vancouver, B. C. 
Chica New Orleans San Francisco Paris, France 
Memphis New York City Seattle Sydney, N. S. W. 


John Shaw & Sons, Wolverhampton, Ltd., Wolverhampton, Eng., Agents for 
Great Britain. 





























HARDWARE’ AGE February 10, 1916 




































Sets of 9, 11, 17 bits are furnished 
in compact cases for the conven- 
ience of the user. 


Sell Them by the Set 


These sets-of-seventeen contain just the right size augers the carpenter 
needs most, arranged in convenient order. When he wants a “No. 9” he 
has it—in a second; no groping around the tool-bag or digging into jumbled 
boxes, wasting time and temper. 





Explain this advantage to the bit-buyers who come to you. They’ll most 
likely need the whole set before long anyway, so they may as well buy the 
seventeen at a throw and get the case in the bargain. 


Forstner Bits are the only bits not dependent on a center or a level to 
guide them. They cut from the outer rim—every bit of surface does a fair 
share of the cutting. The absence of jagged ends insures clean holes and a 
smoother, polished, unruffled surface. More selling points that will “take” 
with your trade. | 


Take this into account, too: a handsome display cabinet will come to you 
with your first order for a set of seventeen Forstner Bits. Write us or deal 
with your jobber, as you please. 


The Progressive Mfg. Company 


Torrington, Conn. 


QA 
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THE SIMONDS PRIZE CONTESTS ARE 
HELPING THE DEALER?SELL 
SIMONDS SAWS 


UR second prize con- 
O test for the boys who 
could make the most 
useful or ingenious thing 
with carpenters’ tools closed 
December 31st and the list 
of prize winners has just 
been announced. The num- 
ber of contestants was very ___ ---— -___ 
large and applications for specification 
blanks came from all over the country. 
Manual training instructors and their 
pupils in every state are becoming 
keenly interested in the Simonds Prize 
Contests and the name and fame of 
the Simonds Saws are being{/spread 
broadcast from Maine to California 
and from the Great Lakes to 
the Gulf. 
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have for years been re- Sas wg 
garded by expert tool 1 Fs 
users as unsurpassed for | ¢ 
every use and our object 
now is to make the great 
mass of people who 
are more or less un- 
familiar with tools 
acquainted with /g@) 
the merits of “ae 
Simonds y, q 


Saws. Our Z 
prize con- Gy 
tests in par- 4 


ticular Aare 
bringing 
Simonds Saws forcibly to the 

attention of the manual train- 

ing school world and are the 

entering wedge which will en- 

able you, Mr. Dealer, to reap 

good profits by selling our saws to hundreds of | 
schools. Let us send you specification blanks of 
the next prize contest to distribute to the boys in 
your town; it will draw trade to your store. 














“If you want saws that cut like diamonds 
Ask for saws that are branded Simonds.’’ 


WRITE FOR OUR NEW CATALOG AND LET US TELL YOU THE VARIOUS METHODS 
WE ARE USING TO BUILD A LARGE AND PROFITABLE MARKET FOR YOU. 


SIMONDS MANUFACTURING CO. 


‘“‘The Saw Makers’’ 
5 Factories FITCHBURG, MASS. 11 Branches 
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They Sell Because They Satisfy 


Robertson “Horseshoe Magnet” Hammers 
get first call among Bill-Posters, Undertakers 
and Casket Trimmers, Upholsterers, Paper- 
Hangers, Box-Makers, Window Dressers, etc. 
They are invaluable for general use in the 
house and shop. Each hammer is a fine steel 
forging. The magnet is strong and durable. 
There is a demand for a class of hammers 


ARTHUR R. ROBERTSON, Sole Mfr., Boston, Mass. 


Owner of the ‘‘Horseshoe Magnet’’ Trade Marks 


‘ thigh “4 ptbe sensed tea. hy Pe ee , : 
VATE REDO SSa RP Tete Bia leary ans She 5 





of this standard. Are you meeting this de- 
mand now with a line that is selling at a profit 
to you? 

Write us for our illustrated price-list and 
it will prove that you should stock the Robert- 
son “Horseshoe Magnet” Hammers. 

Silver Medal awarded at the Panama- 
Pacific Exposition. 


144 Oliver St. 
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Size 19 x 27 inches 


Show- Windows 
Inside Your 
Store 


It isn’t possible for most dealers to 
get more window space to display 
their goods. But every dealer can 
take advantage of empty wall or 
counter space to show his goods 
inside the store. 


The Pexto Snips Display and Brace 
Display fixtures in those 
empty spaces will convert 
dead loss into live profit. 


They put the best-selling 
numbers of two complete 
lines of hand-tools where they 
can’t be overlooked. 


Both fixtures are made of metal, 
handsomely finished in four colors, 
orange, blue, black and _ white. 
Equipped with easel back and chain, 








Size 13 x 36'% inches 


so they can be used to stand or hang. 


The Snips Display mounts six of the 
twenty styles of Pexto Snips, includ- 
ing the 1819 Original. Full informa- 
tion about the entire line, arranged 
so as to be easily read, is printed on 
the back. 


The Brace Display shows 
six styles, covering a wide 
range of prices and including 
the famous Samson Brace 
with concealed ratchet. 


To look at these tools is to 
want them; to want them is 
the first step toward buying. 


If your jobber can’t supply you, write 
us NOW. 


The Peck, Stow & Wilcox Company 


MFRS. Mechanics’ Hand Tools, Tinsmith’s and 
Sheet Metal Workers’ i and Machines, 


Builders’ and General 


Southington, Conn. 


ardware. 


Cleveland, Ohio 
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We would dispense with advertising 


IF 


users comprehended the full significance of this self-evident truth: 


TOOL ECONOMY IS PROPERLY MEASURED IN TERMS 
OF THE RELATIVE CHARACTER, AMOUNT AND COST 
OF TOOL ACCOMPLISHMENT. 


Quality and amount of work per- 
formed. 

Elimination of lost motion in per- 
forming it. 

Minimum maintenance charges. 

Adaptability to varied use. 

Safety insuring immunity from 
accident, breakage and delay. 


When these fundamental considerations influence tool purchasers 
their choice of 


Williams’ “Vulcan & “Asrippa_ Tools 


IS ASSURED. 
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THE NAME «eax; HAS WON THE 
CONFIDENCE OF THE PURCHASING PUBLIC 


For more than 40 years Corbin products have been steadily pass- 
ing over the counters of dealers in all parts of the country. During 
this period the public has come to know them and depend upon them 
and dealers have found them profitable, consistent and ready sellers. 


For 1916 follow the Corbin line. 


<rsin - Brown <n 


DUPLEX 
SPEEDOMETER 


COASTER BRAKE 
“The Speedometer of Absolute Accuracy”’ 


It is universally conceded 
Every year of the Corbin- 











among bicyclists the country over 


Brown’s life has been a larger 
year, a more successful year, a 
more profitable year. The num- 
ber of miles the Corbin-Brown 


that the Corbin-Duplex is the 
logical brake equipment. It is to 
be found on a vast majority of 
brake equipped bicycles. 


records increases with the sea- 
sons. For 1916 we have a com- 
plete and improved line of speed- 
ometers for both automobilists 
and motorcyclists. Speedome- 
ters with more real selling fea- 
tures than any speedometer on 


Every bicycle sold is a prospect 
for the sale of a Corbin-Duplex. 
And there are more bicycles sold 
today than ever before. 


The reputation behind the Cor- 
bin-Duplex means a steadily in- 


the market. creasing demand. Are you pre- 
. pared to meet it? Are you pre- 
F ord Special Speedometer pared for 1916? If not, get in 


Our special 
Ford Model 
has won in- 
stant recogni- 
tion. It is 
filling a long 
established 
demand. Your 
jobber will 
willingly fur- 
nish you with 
particulars or 
write to us for lit- 
erature, price lists 
and discounts. 


CORBIN SCREW PRODUCTS 


In the machine shop, factory, blacksmith shop, farm, etc., etc., Corbin Prod- 
ucts are always in demand. Let us furnish you quotation on your current wants 
or yearly requirements for: Wood Screws, Machine Screws, Jack, Safety and Lad- 
der Chains, Furnace Chains, Stove Bolts and Rods, Escutcheon and Hinge Pins, 
Special Screws milled from the solid bar. 


THE CORBIN SCREW CORPORATION 


THE AMERICAN HARDWARE CORPORATION, Successors 
NEW BRITAIN, CONN. 
New York Chicago 


touch with your jobber today. It 
is going to be the biggest year 
the bicycle has ever known. 
When ordering bicycles specify 
the Corbin-Duplex. All manu- 
facturers supply it. 






Catalog and 
price list 
on request. 





BRANCHES: Philadelphia 
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The New 


Favorite 


Lovers of fine tools are everywhere discrimi- 
nating in favor of this newest thing in PIPE 
VISES. 



















It is so obviously lighter and stronger and 
simpler than the bulky, unmanageable pipe vises 
heretofore sold. The WHITTINGTON Pipe 
Vise weighs less than four pounds and yet is so 
ingeniously constructed that it can perform even 
more difficult work than its giant predecessors. 


THE WHITTINGTON is a never-slip vise. 
It grips with a grip that cannot crush. The 
screw simply adjusts the powerful jaws to the 
approximate size of the pipe, without pressure. 
The real force is applied according as the tooling 
power is applied. In this way automatic allow- 
ance is made for every working position. Gives 
a ratchet action, too, when desired. 
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We have a little folder that tells why THE — 
WHITTINGTON is unlike any other Pipe Vise. 7 : 
Unlike in looks and actions as well as the way it @797" ee 
brings in the dollars. 7 | 


List price $3.50 Retails for $1.75 


hh i Nt a Nabe. Mund tite ate pee ne sariate edie nae 


Write for trade discount 


Marx- Whittington Co. 


EASTON, PA. 





rs MICS 3 i * > rs oe + . "7 
$s nk REET VCR. Rael tee Seat IN! Snctee, ~ adie rabelbee.s.* . mora = ; “ome 7 
a Ae AR wieewiabohhen, eke te ee ee eee eer 


116 HARDWARE AGE February 10, 1916 








lt Will Sell More 
Box-Strapping for You 


You can easily command the bulk of the sales of box-strapping in your 
neighborhood. There's no pet formula to follow. Show the Roldsafe 
Reel to prospective purchasers and explain what it is and how it works. 

The Roldsafe Reel—patented June 29th, 1915—gives you a very definite 
line of talking-points: exclusive features, every one of them. So simple and 
sensible are they you wonder no one ever “‘beat us to it’’ and adopted them 
before we did. 

The whole thing in a nutshell is that the Roldsafe Reel maintains an 
always-tight coil with no protruding ends or distorted lengths. Thus, it 
safeguards the men in the shipping room, and also economizes on strapping, 
every inch being usable. 

There is no complicated mechanism to get out of order, either. The 


Roldsafe Reel is simply forced down as the strapping passes thru it to be 
drawn out and cut to size. It slides down the hanger without a hitch; it 


can’t hold back! 


And with all these improvements DE HAVEN’S BOX-STRAPPING 
costs no more than the lesser-value kind. Put The Roldsafe Reel on the 
job today. Here's the address. 


The De Haven Mfg. Co. 


BROOKLYN, ‘ New York 
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Talking About Results of 
Advertisements in the Classified 
Sections of The Iron Age 


Over and above the many thousands of replies sent 
directly to the firms that have inserted classified advertise- 
ments over their own names, are other thousands of replies 
sent to us for those who use box numbers. 


Never before in the history of THE IRON AGE, or 


any other trade paper, as far as we know, have so many 
replies been forwarded from this office as during 1915. 





During the Year of 1915, 11,201 Letters Were 
Forwarded to the Advertisers 


The following table indicates the number of replies received from 
month to month to the advertisements inserted in the Clearing House 
Second-Hand Machinery Section—the Business Opportunities Section 
and the Weekly Meeting Place of the Employer and Employee. These 
figures do not include the letters received in answer to advertisements 
appearing over the names of the firms advertising. 
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Is it any wonder that THE IRON AGE is used regularly by the firms desirous 
of buying or selling second-hand machinery and equipment of all kinds. Such 
companies use the Clearing House Section. 


If they require additional capital, want to sell a plant, factory, manufacturing 
site, patents or advertise auctions, receivers’ sales, etc., they use the Business 
Opportunities Section. 


The Contract Work Section puts orders on the advertisers’ books if they have 
facilities for handling machine, press, die, tool, foundry work, machine designing 
and building to order. 


The Weekly Meeting Place of the Employer and Employee brings the 
employer and employee together every week. Good men and positions are 
obtained through this method. 


You will find it profitable to use these departments as your requirements 


demand. Results are assured for the classified sections of THE IRON AGE are 
regularly consulted for the opportunities offered. 


THE WANT SECTIONS 
THE IRON AGE 
239 West 39th Street New York City 
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Cary Quality Hardware 


HERE IS A GREAT COMBINATION 


Cary’s “Kris-Kros” Box Fasteners 


Quickly Aprlied. Made in Seven Sizes. Send for Samples. 


Require no Nails. 


\ a 4 \ Cary’s “ArRis—-Kros” 
ae —_ BOX FASTENER 
—— * 


Par.Appi'o FoR U.S. ANO FOREIGN COUNTRIES 





This is the Fastener you will appreciate above all others. The Prongs being arranged 
at different angles will enter the wood as well across as with the grain, no matter in 
which position the Fastener is placed for driving. Will also not bend over in driving, 
if struck a careless blow of the hammer. 


Cary’s Everlasting Flexible Steel Mat 






HAS A SCRAPING SURFACE IN ALL DIRECTIONS. 


For Entrances, Corridors and Floor Spaces Exposed 
to Hard Service, Dirt or Wet. 


SANITARY, SELF-CLEANING, 
RUST-PROOF, REVERSIBLE. 


Made in Rolls and Twelve Regular Sizes. 
Special Sizes Made to Order. 


The United States Government has contracted for 
our Mat to be used in all its Buildings through- 
out the United States. 


Cary’s Universal 
Box Strap 


f This Strap is made of 
au extra soft annealed 


Patented in the United 
States and Foreign 
Countries. 


Cary’s Superior Quality 
Corrugated Fasteners 
Saw Edge and Plain Edge 










steel of great tensile 
strength, through 
which nails can be 
readily driven with- 
out first punch- 
ing holes. 





Saw Edge Plain Edge 


Divergent and Parallel Corrugations 
Cut to Size and Put Up in Coils 


The Cary Corrugated Fasteners are every- 
; “ where given the preference for their superior 
Put up in coils finish, and they are warranted satisfactory in 


of 300 feet each, every respect. 
and packed 20 We carry large stocks of the various sizes, 


ats and all orders are filled promptly. 
coils in a case. We use only the highest grade cold rolled 
Made in four widths— 


strip steel in their manufacture. Divergent and 

Parallel corrugations cut to size and put up in 
Ya, ¥%, 34 and one oils with parallel corrugations for Automatic 
inch. Driving Machines. 


Manufacturers also of Flat and Twisted Wire Box Straps, Box Fasteners, Clasps, 
Seals, Corrugated Joint Fasteners, Hinges and Hasps, etc. 


Send for our Catalogs and state your requirements for lowest quotations. 


Manhattan Bridge Plaza 


Cary Manufacturing Co., noYou'prectn Boo 
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MACHINE 
SCREWS 


STOVE BOLTS 
RIVETS BURRS 








WOOD SCREWS 
TIRE BOLTS 





Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 











































SCREWS 


Weare manufacturers— 
that is our business. Quality 
is our aim. We-carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 


a 


. se . RES secssssaseet Mitt bh ~~ Reh ray esse le PETS be OPA SeMT ee ese eneeete sssse tee t rae enters sete te oe eects! sete: Rey 
seiiastaatsssiaeeestcssee SNM ss ae ae Fs sms ae ee eT ae eo Tt ees oad sao ae 
ae 


* 

‘) 

Ss ete ! . . 
SLES 





February 10, 1916 HARDWARE AGE 121 
& 















Lutherlool Grinders 
and Vises Put the 








Cash into Your fill 





e 
K EEP Luther Grinders and Vises prominent in 
your buying plans. Stock them and push 
them, carrying enough different styles to meet the 
many varied calls. The demand for these ma- 
chines is strong and growing—the Luther name 
and the Luther reputation are real sales clinchers. 
They have the improved features that impress 
tool users, and make good on the job in a way 
that keeps your trade feeling right toward you. 
Your profits are mighty good. 








=e 1] Do While 


see the whole big 
line. 


Others Dream 


It’s all well enough to plan for 
more business and better business, 
but when it comes to “castle-build- 
ing”’ the dreamer seldom has a look- 
in while the DOER is about. 









Best Maide 
N 


---No. 51. 
Handiest, light- 
est running of 
—_ power tool 
rinders. 

fe’ t's a big seller 
the year round. 






Which is a rather slangy way of 
saying that it pays to sell the right 
sandpaper at the right time—and 
‘that the right time is NOW! 


To prove that 


U.S. Sandpaper 


is the right sandpaper we solicit a trial or- 
der, placed thru the jobber you prefer to 
deal with. 





POWER BENCH GRINDERS 






Operate by any form of LUTHER HUMMER 
power—from above, below or The widely advertised foot- 
side. The prices make them power grinder—in a class by 
move fast. itself. 






You will surely hear it said by experi- 
enced customers that U. S. Sandpaper wears 
longer and cuts faster than any other. U. S. 
Sandpaper owes its popularity in great part 
to repeat orders from pleased people. 









veo—Clamp Vise with 
steel guides and 1% V71—Bench Vise with steel guides, 
inch jaws; weight, 88-inch jaws and special pipe jaws; 
1% Ibs. weight, 15 Ibs. 






This applies alike to jobbers, dealers and 
consumers. 





If you’re not selling “‘Luthers’’—start something 
by writing for our dealer’s proposition. 


Luther Grinder Mfg. Co. 


919 Point St., Milwaukee, Wis. 


LUTHER 




















The Line that Makes the Profits 
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‘are reading ads. like these in their favorite 
' trade papers. 


Every ad. emphasizing the fac that 
PARKER EXPANSION BOLTS can’t 
turn in the hole, as do other Expansion Bolts. 
Every ad. urging users in your city to buy 
from you. 


“Ads. like these ought to sell PARKER 





PARKES 






i) 


518 West 45th Street 


EXPANSION BOLTS,” you say? You're 
right! They are selling them. 


Get your share of the business we're creat- 
ing by keeping a stock of the fast-selling sizes. 


If you haven't our catalog and price sheet, 
this ad. returned to us with your name and 
address on the margin will bring them. 


PARKER SUPPLY COMPANY 


Makers of Parker Expansion Bolts, Screw Anchors, Toggle Bolts 


NEW YORK 








FROM 


NOW ON— 


Whenever You Think of Pliers 


YOU’LL THINK OF 


KLEIN PLIERS 





Look at this Variety! 


Literally a plier for every need. The demand is 
estab ed. The quality is unquestioned. The 
e sales helps are at 


profits are generous. 


your command. 


WRITE FOR CATALOG NOW 
Mathias Klein & Sons, Mfrs., Canal Stn. 21, Chicago 
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DETROIT TWIST DRILL CO. 


DETROIT IMICHIGAN 
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You,too,Can Recommend Them 


You can take the word of the Bricklayers’, Masons’ and Plasterers’ International 
Union of America with its 90,000 members that SAND’S LEVELS are levels worth 
owning. 


They know! They’ve investigated. SAND’S LEVELS are always called for— 
demanded—by experienced contractors and foremen! The spiral-glasses are carefully 
tested; guaranteed accurate. All the wood used is selected, air-dried White Pine. 
Our aluminum levels are made from 990% pure aluminum; ‘they won't warp, split, 
crack or rust. 


or] 
" 
> 
x 
a4 
> 
s 
x 


Order the levels you need from your jobber; and be sure you specify SAND’S 
LEVELS. 


J. SAND & SONS 


1023-29 Rivard Street 
DETROIT MICH. 


TRADE MARK 


at SANDE S> 
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PLUMBS & LEVELS 
LE TROT, WO 





Tools With Talking Points 
Morrill-Made 


The Morrill Nail Puller has a 
sliding fulcrum which changes its 
position so that nails are drawn out 
straight. The strain is automatic- 
ally distributed where it belongs. 
The teeth overhang scissors-like 
(like your upper and lower front 

Visa teeth). This gives a forceful “bite” 

aq” ee so that even headless nails can be 

SPECIAL extracted. A guard protects the 
ram from bruising the hand. 

This is the sort of talk that will 
pull profits your way. Write for 
details on Morrill Sawsets—our 
many types for all sorts of saws. 

Get our proposition. Ask us how 
we help you sell the goods. 


NOS 3&4 
SAWSETS 


CHAS. MORRILL, New York, 98 Lafayette Street 
STANT ATT TATE TE PATA 
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No. 10 *‘O. K.’”’ Half Size 


BOLT CLIPPERS 


LARGE AND SMALL—FOR EVERY REQUIREMENT 


H: K. PORTER Everett, Mass., U.S. A. 
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“STERLING” 





HACK SAW BLADES 


are what their name implies. They are in the literal sense of the word a 
“STERLING” product. They are made by one of the oldest and most repu- 
table manufacturers of blades. The material that goes into the construction of 
the “STERLING” Blades is the best that can be rolled by any mill in the 
world. Nearly twenty years’ experience in manufacture of this tool makes it 
possible to give the trade something that in its line has no superior. 


“STERLING” Blades are made with a different number of teeth to the inch 
which makes it possible for the consumer to select a blade that will be par- 
ticularly adapted for any and all kinds of work. If you are in need of Hack 
Saw Blades, call for the “STERLING,” which are handled by nearly all 
reputable dealers. 


MANUFACTURED BY 


Diamond Saw & Stamping Works, 


BUFFALO, N. Y., U.S.A. 























Rex Quality Sells Files 


The name Rex signifies the highest quality that can 
be used in describing files. The high grade workman- 
ship of Rex Files, their long life, their uniformity and 
keen cutting qualities are all features which make them 
easy sellers. 

Fix the name Rex firmly in your mind. Then when 
a customer asks for a file—hand a Rex File to him. He 
will appreciate its qualities and the next time he will 
specify Rex Files. 

Send for booklets, trade prices and full particulars. 
They will interest you. 


The Rex File & Saw Co., Newcomerstown, Ohio 
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THE SPRING’S THE THING 


in the Corbin Door Check that has removed a great source of door check trouble. Long, light 
and resilient and free from breakage. Not one in ten thousand fails to do its duty properly — 
a record that has no equal. Send for the Corbin Door Check Book for full particulars. 


P. & F. CORBIN 


The American Hardware Corporation Successor 


NEW BRITAIN, CONN., U.S. A. 
CHICAGO PHILADELPHIA 
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FOUR PARTS ONLY 


that move in a Corbin Door Check — the arm, the spindle, the rack and the piston. Little chance 
for wear or friction. Generously proportioned, scientifically correct, well made and finely finished. 
Has stood the test. Has no equal. 

The Door Check Book, telling all about it, will be sent upon request. 


' P. & F. CORBIN 


The American Hardware Corporation Successor 


NEW BRITAIN, CONN., U.S. A. 
NEW YORK CHICAGO 
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To Show It Is To Sell It 
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A Perfect Letter Box 


MADE of the best to serve the best. 

Select kiln-dried wood, ground plate 
glass and nickel-plated brass, assembled 
to last. Finishes to suit any taste. Sold 
by jobbers and dealers everywhere. 


"THE IN-VU PUSH PLATES are un- 

excelled. Polished and bevelled 
edges. All holes neatly bored. Packed 
with screws and rubber washers. Write 
for prices. 


IN-VU MFG. CO., Rochester, N. Y. 
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To Show It Is To Sell It 





A Staple Letter Box 


MADE in cream white, natural oak, 

light and dark mahogany and 
weather green finishes. This box is 
durable and serviceable and a sure seller 
at all times. 


‘THE IN-VU BOXES are specified by 
architects. Postal authorities admit 
the merits of these boxes. 
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Reg. U. S. Pat. Off. 


A New Wrought Design 


Furnished in Bronze, Brass and Steel 


Inside Door Set 


Sliding Door Set 


HE prospects for a steady increase in building during the coming months indi- 
cate that there will be a large demand for Locks and Hardware. 





Front Door Bit Key Set 





Front Door Cylinder Set 


The 


importance of being prepared for the increased business, which will come to 
all hardware merchants, is apparent and there is no better way in which this prep- 
aration can be made than by having in stock the new SW-Winslow Design shown 
above, and some of the other attractive patterns of 


Sargent Hardware 


ARGENT Hardware has been adopted as 
the standard by live merchants everywhere, 
by leading architects in all sections, and by 

prospective builders in every part of the country. 
This standard line includes locks and trimmings 
which meet every requirernent; it combines full 
security and protection with artistic merit and 
careful workmanship; it includes locks for every 
type of building—residences, apartment houses, 


hotels, office buildings, school and _ college 
buildings, churches, association buildings and 
hospitals. 

Sargent Hardware has been used on many of 
the most important buildings of all kinds, and is 
giving satisfaction to owners and occupants of 
buildings everywhere; Sargent co-operation with 
the dealer is helpful in securing business and 
results in pleased customers. 


Sargent & Company, Manufacturers 


New Haven, Conn. 


New York 


Boston Chicago 
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SARGENT 


Reg. U. S. Pat. Off. 


A Noiseless Screen Door Closer 
That Eliminates the 
Annoyance of Slam- 
ming Screen Doors 

















HE Sargent Liquid Screen Door Check 

and Spring No. 20, furnished in 

- Antique Bronze Finish, is a simple but 
effective door-closing device which can be 
easily applied by the house occupant and 
quickly regulated to suit the individual needs. 
Hardware merchants will find this a desirable 
article to push during the spring and summer. 


Five Latches and a Dead Lock— 
All Year Round Good 
Sellers— Effectively 
Displayed 


HE illustration shows both 
sides of a swinging board, 
intended to be attached to 
the front of the shelving ; each lock 
is mounted on a separate block 
ater a so arranged that its application to 
= eae \ See bs... — % the door and its operation may be 
Re a a 7 graphically shown. The board is 
attractive in appearance and offers 
to dealers a novel manner of dis- 
playing these goods and demon- 
strating them to their customers. 
The latches range from No. ]4250, 
a good serviceable latch at the 
. lowest price, to No. 4292, which 
es which has a dead-locking attachment and guarded 
latch bolt, combining the advantages of the night latch 
and dead lock. 
oS =F The hardware dealer can offer Sargent Cylinder 
es Day and Night Latches with the assurance that they 
Pant TH provide safety, security and strength and meet a large 
and steady demand from dwellers in apartments and 
other buildings in which adequate provision for 
” security has not been made. 
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Sargent & Company, | Manufacturers 
New Haven, Conn. New York Boston Chicago 
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Builders Har 









KNOX 





A WARNING 


Order Now before prices are 
higher and goods are scarce 











Cylinder and Bit Key Lock Sets 
Many Designs and Finishes 
Wrought Steel and Bronze Metal 
We Make Prompt Shipments 


We also make both large and small Grey Iron Castings machine molded and 
sand blast cleaned, Stove Pipe Dampers, Damper Clips, Oil Stoves, Hot Plates, 
Furnace Lamps, Stebbins Molasses Gates, Oil Can Faucets, Bungs, Etc., Etc. 


The Taylor © Boggis Foundry Company 
Ceyloud, OHIO 





errr iim mm mim mm i iim tT 








- ~* . " . 6 - “ . ~en” ~-- —-e «me . — -- Su a . a o ‘ 
i —_— 
ii titi PT | S 
itt i PePethGeiTTitiial Hil iis 





| need 


Depp 
a 


~ 


iia LULL 





February 10, 1916 


HARDWARE AGE 


133 








Ne 





One of the 700 


And it’s going to be a popular one this coming spring. 


We call it the Arcade No. 7/—a Hold-Back Spring Hinge 
that will never get out of order. The spring with which it 
is fitted is quick and powerful and so attached that the dead 
center between the hold-back and forward actions is prac- 
tically eliminated. 

The regular finish is a fine baked, black enamel but we 
can furnish them finished in bronze or oxidized copper at 
a small additional cost. 


Packed one pair in a box with screws, hooks, eyes and 
door pulls if desired. 

There are 699 other sales-builders in the Arcade Index. 
We'll be glad to mail you a copy. 


Arcade Mfg. Company 


420 Arcade Avenue 
Freeport 


Illinois 
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No. 300 
Spring Adjustable 


Show “KATZ” to 
Finicky Customers 


“KATZ” HINGES offer such exceptional values that the most habitual 
critics can’t complain. In fact, the more critcal the customer the better we like it. 
For it only goes to show how really enthusiastic a man can be when his eyes are 
opened to Quality. 

THE “KATZ” line of Screen Door Hinges offers a special opportunity for 
big profits. Made of wrought steel or brass; equipped with springs concealed in: 
a steel tubing axle. Can be hammered without fear of breaking. No. 100B, our 
new ball bearing screen door hinge, which without any exception, is the- best 
hinge on the market, and the only one of the Ball Bearing type. 


Carpenters and contractors who cater to high-class trade will not consider 
any other than the “KATZ” Hinge. Neither should you. 


Try an assortment of “KATZ” Hinges, the ones here pictured. Ask for 
catalog No. 19 while making out the order. 


LAWSON MFG. CO. 


CHICAGO ILLINOIS 








No. 100-B 


No. 100-B 


























qRadk MAR qRADE MARK 
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"KAT 2°? 


“KATZ” J amb Hinge Reg. U. S. Pat. Office 





Reg. U. S. Pat. Office 
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IME and again Chicago 
Spring Hinges have 
proved their excep- 
tional quality and uni- 
versal reputation. They 
are installed in more or 
less notable buildings 
in all parts of the 
world. 





One of the most recent compliments 


CHEACO 





AT THE 
Panama-Pacific International Exposi- 
tion. 


They were selected for the 
doors of the principal Exposi- 
tion Buildings, a few of which 
are the Palaces of 


Manufacturers Liberal Arts 
Varied Industries Fine Arts 
Mines Agriculture 
Transportation Horticulture 
Education Food Products 


The name CHICAGO speci- 
fied, where Spring Hinges are 
required, signifies standard 
goods of highest quality and 
universal reputation. 


Send for Catalogue K-32. 


Chicago Spring Butt Company, 
CHICAGO NEW YORK 
U. S. A. 
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ANNOUNCEMENT 
NEW 02 WATERSHED 


For Any Make of Hanger and 
Can Be Handled at Profitable Returns 








RIMARILY intended for 
use with No. 2 Hanger, 
as illustrated. 


Suitable for any make or 
style of barn door hanger- 
and-track equipment, mak- 
ing it weather-proof and con- 
sequently more durable and 
satisfactory in service. 











Recommended for use 
with flat, round and trolley 
tracks exposed to _ the 





No. 02 WATERSHED 











Suiprpinc' List 
No. DESCRIPTION Wr. Las. Price weather. 
02 Watershed Cover, per 100 ft.... 100 $10.00 
02 comet Brackets, per 100.......... 48 10.00 ° ° 
02E End Plates, per 100...........-. 23 5.00 Easily and quickly erected 
with nails. 


Minimum inside measurements of space for hangers and track: 
24 inches wide by 6 inches high, ample to clear any barn door hanger 
and extend down below top of door. 


Furnished in 6, 8 and 10 foot lengths. 


Standard finish, black japanned; galvanized finish furnished at extra 
charge. 


TAKE ADVANTAGE OF THE PRESENT LOW PRICES 
AND FILL YOUR WANTS FOR THE COMING SEASON 


DOOR HANGERS STORE LADDERS FIRE DOOR HARDWARE 
SPRING HINGES OVERHEAD CARRIERS HARDWARE SPECIALTIES 
“ALWAYS ON THE TRACK” GUARANTEED PRODUCTS 


ALLITH-PROUTY COMPANY 
DANVILLE, ILLINOIS 


CHICAGO : BOSTON LOS ANGELES 
NEW YORK PHILADELPHIA SAN FRANCISCO 
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No. 279 R-W Vertical Sliding Gable 
Door Fixtures 











BRANCHES 

New York Chicago 
Philadelphia Boston 

St. Louis Minneapolis 
Los Angeles 


R-W | 


Solves 
Another 
Door 
Hanging 
Problem 
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No. 278 R-W Double Sliding Gable 
Door Fixtures 











The proper hanging of the large gable doors ina 
barn is a problem. ‘These doors are in a hard 
place to get at, and must be properly hung to stand 
the strain and operate right at the right time. 


R-W Gable Door Fixtures 


No. 279 
R-W Vertical Sliding Gable 
Door Fixtures 


This fixture designed to meet the 
demand for a good, low-priced outfit. 
Only used with universal sliding door. 


The guides operate on a steel track. 


Door is counter-balanced by weights 
attached to a steel cable which passes 
over two cable pulleys, located above the 
door. Door can be lowered or raised 
easily, permitting the use of the entire or 
part of the opening as desired. 


San Francisco 





chards-Wilco 





MANUFACTURING Co. 


AURORA ILL.USA. 


No. 278 
R-W Double Sliding Gable 
Door Fixtures 


Fixtures designed especially to meet 
the demand for easy operating gable 
doors in barn for hay-lofts, etc. 


No. 20 R-W Gem Roller-Bearing 
Trolley Hangers with No. 31 Track. 


Track is mounted parallel with the roof, and 
the hangers are attached in the same manner 
as on any barn door. Each door is counter- 
balanced by weights attached to a steel cable, 
which passes over two cable pulleys located 
above each door. Doors can be lowered or 
raised easily, permitting the use of all or part 
of the opening as desired. 

Steel guide holds bottom of doors against 
building when closed, and also acts as guide 
and stop when opened. 


Any Door 


= That Slides’’ 





Richards-Wilcox Canadian Co., Ltd., London, Ont. 








‘‘A Hanger for 
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More Money For You 


Why Not Increase 
Your Profits? 


“ALBA” -and “SITAR” 
Brand Sash Cords are low in 
price and high in strength 
and quality. They are made 
for service. Nocordis more 
economical. 


They are trade winners of 
the highest order. There are 
quick sales, satisfied cus- 
tomers and more money for 
you in “Alba” and “Star” 
brands of sash cords. 


For further information 
drop us a line at once. 


Este 


Fall River 


Clothes Lines Sash Cords 


Wick ing 


on Sash Cord 





s Mills 


Mass. 


Mops 
Machinery Waste 
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SAMSON 
Specialties for Spring 


- For new buildings and repair work 
sash_Cord: Samson Spot Sash Cord is the best 


value. Its durability has been proved by long experience, 
and leading architects everywhere specify it. We make 
cheaper qualities also. Net weights. 


je ae 


' - After the winter season many lines 
Clothes Lines: will have to be replaced. We make 


fifteen different brands of cotton lines—solid braid, hollow 
braid and twisted. Full lengths guaranteed. 


: : - For new or old awnings—Solid 
Awning Line: Braided—will not fray, kink, nor 


ravel like twisted cord and will not wear out before the 
awning. 











th pare a Sa ae _—_— Seine F 
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Also: Garden Lines, Chalk Lines, Masons’ Lines, Shade 
° Cord, Solid Braided Rope for Dumbwaiters, 
Cotton Twines, etc. 


We make braided cord in all sizes and colors, for all purposes. 
Carried by all jobbers. 


Send for catalogue and samples. 


Samson Cordage Works 


Boston, Mass. 
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FULL 
LENGTHS 






NET 
WEIGHTS 


and wide distribution. 


SILVER LAKE SASH CORD is pos- 


itively guaranteed for 20 years, in sup- 
port of which the name is indelibly 
stamped on every foot. Once it is 
adjusted and weighted down, nothing 
will stretch it. Won't fray, roughen, 
break or catch on the pulley. Non- 
inflammable. Is being specified by 
architects of note everywhere. Look 
for our name on every foot of our cord. 


Sold by Net Weight Only and Guaranteed 
100 Feet in Each Hank 
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Silver 
Lake Sash 
Cord and 
Clothes 


Lines 


HESE are the Standard Braided Cotton Cords on which the gov- 
ernment base their specifications, and public attention is con- 


stantly being drawn to their merits by an advertising of strength 


SILVER LAKE CLOTHES LINE is 
the only one of the kind that does not 
roughen the clothes or the hands. No 
splinters, coloring, bad spots. The 
clothes are never stained and the 
clothes-pins hold tenaciously. Changes 
of weather do not affect it in any way. 
Long lasting. The trade mark label 
our Metal Name Plate on every line 
protects. 


All Lines Guaranteed 
Full Length 


Every reasonable dealer must see the advantages of the SILVER LAKE 


line over all others. 


help being. Write for prices and samples. 


Profitable they must be. Quick sellers they can’t 


And remember that among 


our products that you ought to sell are: 


Rope, Railroad Bell Cord, Trolley 
Cord, Masons’ Lines, Other Sash 
Cords. and Other Clothes Lines. 


Silver Lake Company 


FIRST MANUFACTURERS OF BRAIDED CORD 


Mass. 


Newtonville, 
WE ARE MAKING THE NAME 


“SILVER LAKE” 


MEAN 


GOOD CORD 
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COMPETITION 


in the various kinds of 


CORDAGE 


is becoming more difficult each season. 





A Coil of WHITLOCK All- Manila Rope. 
(‘As Good as it Looks’’) 


Jobbers and Dealers 


handling the “ WHITLOCK ” line of 
“hard fibre’” Cordage Products have an 


exceptional advantage in meeting com- 
petition, whether based on quality or 


price. 


Write for full information, samples, and 
interesting printed matter. 


WHITLOCK CORDAGE COMPANY 
Dept. C, 46 South St., New York 
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AJAX CHAIN 
The Chain That Never Fails 


| T doesn’t pay to buy cheap material—most 
buyers have learned that poor material is 
dear at any price. 


In Crane, Dredge or Derrick work there is also the factor 
of safety—for, aside from the humane issue, a workman’s 
life means a great deal to you. 


Specify AJAX—or HB—and insist on getting what you 
specify. It’s the one chain that is positive, sure, and de- 
pendable. Made from iron puddled in our own mills— 
tested and proof tested—it is guaranteed for every work 
for which it is recommended. 


Standard 
Chain 
Company 


Pittsburgh, Pa. 


New York City 
30 Church Street 


Telephone 
Cortlandt 3017 
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LUE RIBBON 
ELT DRESSING 


TRADE MARK REGISTERED 


Do You Know-- 


That your profit per pound or gallon 
on dressings can be increased by at 
least 25% and volume similarly en- 
larged? 











That despite this better profit, your 
resale prices are competition proof— 
“premium” and “direct” brands not - 
excepted? 





Note the classy, yet substantial packages—a 
variety of sizes. Then, too, the line is com- 
plete, including manila rope and wire cable 
dressing. 


Think what these things mean to you 
in dollars and satisfaction and then 
remember that quality is unsurpassed. 





TO DEALERS: Ask your “jobber” for prices. 
If he does not stock we will gladly ship to 
you and let him invoice. Samples and full 
information on request. Write us. 


TO JOBBERS’ SALESMEN: Here’s a live, 
quick selling proposition that will help you 
show profits. Tell your house you want it. 


TO WHOLESALE HOUSES: We want to 
distribute our products through you. They 
are not only the most profitable to you and 
retailers but are the best on the market. 
Your trade will be calling for them. At least 
be informed. 


The Jobbers Mfg Co. 


Chicago, 3 : - Il. 
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Why 

Heavier Gauges 
of Steel Roofing 
and Siding Are the 


Better Investment 


One. of 


A WAR of unbridled competition leaves its scars just 


as surely as does any war of nations. 


these scars is the widespread use of 29 and 30 and 
even lighter gauges in Steel Roofing and Siding. 


It is a child of the bad, old custom 
of selling Roofing and Siding by the 
‘‘square,’’ coupled with the typical- 
ly American craze for cheapness, 
and the willingness of sellers to in- 
dulge the public in its bargain- 
hunting mania. 


In both Great Britain and on the 
Continent, 26 gauge is the lightest 
steel roofing and siding used. 


That is the reason why some 
Americans— especially those who 
received their technical training 
abroad—sigh for the good iron or 
steel sheets they used to get in 
‘*the old country.”’ 


Now, as a matter of fact, well- 
made American Basic Open Hearth 
Sheets are purer and more highly 
corrosion-resisting than the best 
European products; but by skinning 
the weight (or permitting the trade 
to induce them to do it) American 
manufacturers of steel roofing and 


siding have come dangerously near to 
killing the goose that laid the golden egg. 


Let us hope that the practice of selling 
these products by weight rather than by 
the square will put an end to an evil in 
which the bargain-hunting consumers 
were really the greatest sufferers. 


And remember, that 26 gauge Roofing and 
Siding, whether painted or galvanized willlast 
twice to five times as long as the 29 or 30 gauge 
stuff that so many dealers have been selling. 


INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 


Works* Indiana Harbor, Ind. and 


Heights, IIL 


Branch Offices- ST.LOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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Usual Stock of Black and Galvanized 


Sheets Despite Steel Shortage 











Fifteen thousand tons of flat black and galvan- 
ized sheets and formed roofings are in stock at 
Wheeling and our centrally located warehouses. 


These sheets are for immediate shipment. 











Back of this stock are twenty modern sheet mills 
constantly supplied from an adequate stock of 
sheet bars; large and complete galvanizing depart- 
ment; and a factory of immense capacity for 
initalaiens iron and steel products. 


During the present pronounced shortage of iron 
and steel products of all kinds, our stocks offer 
distributors and consumers an opportunity to 
secure needed material without delay. 


Make your inquiries known at 
nearest store or sales office 


WHEELING CORRUGATING COMPANY, 
WHEELING W.VA. 


BRANCH OFFICES AND STORES: 
NEW YORK CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 








Manufacturers of 


Flat Black and Galvanized Sheets, Tin and Terne Plates, Long Terne Sheets, Corrugated 
Sheets and Formed Roofings. Conductor Pipe, Eaves Trough, Ridge Roll, Metal Lath. 
Steel Ceilings. Black and Galvanized Household Ware and Metal Containers. Metal Cul- 
verts, Concrete Forms, etc., etc. 


Sales Offices— 


Detroit, Mich. Minneapolis, Minn. 
Dallas, Texas. Richmond, Va. 
Indianapolis, Ind. Portsmouth, Ohio. 


Export Sales Office: 16 Desbrosses Street, New York City 
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A. New Inventory Record 


DESIGNED TO INSURE A TRUE VALUATION 
and ACCURATE COUNT of HARDWARE STOCK 





of their stock has long since passed and those 
who have had just one experience with the fire 


insurance adjusters know the true value of 
Pe) 3} 


71 HE time when merchants guessed at the value 





clean cut inventory records. 











The Hardware Age Inventory Record has been prepared to 
meet the demand for a form that will make it easier to take 
inventory in a hardware store. It is designed to insure ac- 
curacy in the count and a true valuation of the stock. Buff 
colored ledger paper has been used for the forms because 
that color is easier on the eyes which are usually strained 
by long hours at inventory time. : 


A glance at the sample form illustrated herewith will show 
how well the requirements of a good inventory record had 
been met. Note the wide space between lines and in the 
columns. This will enable the clerks to make all their en- 
tries in the quantity, number or size, article, cost, total and 
depreciation columns without cramping their writing. That is a feature which will insure 
greater accuracy in checking and footing the sheets. 





The three columns for percent of de- 


preciation, amount of loss taken and Age Inventory Record rs 


DEPARTMENT EXTENDED BY 




















memorandum, provide space for re- asin rine ne 

cording the full value of goods of old ati: shai ONAN nsdn 
pattern or damaged articles with de- rato Cate, Herma Cor Tet You De Mo Mi Your Sg Ue Wh Dao, Deen Wi Gram Quan 
tails of the depreciation and explana- ae me — 


tion. An inventory record worked out 
on that basis recently settled a fire in- 
surance claim in just 48 hours. 


The sheets are extra long (16 inches) 
for listing all the items and |00 sheets 
or 200 recording pages are included 
in each record. Any number of sheets 
may be inserted between the two 
covers of the binder and the extra 
sheets are sold at $2.00 per hundred 
postpaid. 


The binder is of heavy green canvas 
selected for its durability: It consists 
of two covers which fit top and bot- 
tom of the inventory sheets and the 
entire record is simply laced together 
as shown above. The price of the 
complete record is $2.50 postpaid. 








SENT PREPAID BY 


HARDWARE AGE 
BOOK DEPT. 


239 West 39th Street, New York City 
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Majestic 


Building Specialties 


Should be in the stock of 
every Hardware Dealer 


The Majestic line is a staple hardware line 
—enjoying a brisk demand and steady sale. 


Hundreds of thousands of Majestic Building 
Specialties are sold every year through the hard- 
ware trade. It’s the logical channel for this popu- 
lar line. Many are sold in your town—if you are 
not getting this profitable business someone else 
secures it—why not you? 


The Majestic line is well known to consumers. 
They call for these well-known specialties by name 
because of our extensive advertising in these maga- 
zines: 


Saturday Evening Post, Literary Digest, Country 
Life in America, Craftsman, Keith’s, Bungalow, 
House and Garden, House Beautiful, Architectural 
Record, McClure’s, American Carpenter and 
Builder, and others. 


Coal Chutes, Underground and 
Built-in Garbage Receivers, Milk 
and Package Receivers, Rubbish 
Burners, Street and Park Refuse 
Cans, All Metal Basement Win- 
dows, Metal Plant Boxes, Pipe 
and Pipeless Furnaces, Hose Reels 


Write for Catalog 


Every Hardware dealer should have our new complete 1916 
Catalog describing in detail the complete line of Majestic 
specialties. This is going to be a big year for the Majestic 
line because of the extensive building operations just opening 
up all over the country. Send for the Catalog Today. 


The Majestic Company 


613 Erie Street Huntington, Indiana 
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Coal Chute 


Keeps the careless coal man from 
marring the sides of the house. Saves 
lawn, walk, flowers and shrubs from 
being ruined by coal dust and stray 
lumps every time a load of coal is de- 
livered. 


When not in use for coal, the pro- 
tected glass door serves as a window 
and gives splendid light to the base- 
ment. The Majestic locks from _ the 
inside and is burglar-proof. It is extra 
durable and will outlast the building. 
It has a heavy steel body—cast-iron 
door frame and boiler plate hopper. 
When open, the hopper comes out auto- 
matically, catching all the coal without 
waste or scattering. They are endorsed 
and recommended by architects and 
builders. 





Underground 
Garbage Receiver 


The Majestic is placed underground 
in the backyard, close to the kitchen 
door, where it is handy—but never un- 
sightly. It is rain and frost proof and 
emits no disagreeable odor. It mini- 
mizes the fly nuisance and with the 
garbage can safely hidden dogs or cats 
cannot upset it and litter the yard. 
It is always closed, opens and shuts 
with the foot and lies flat when not in 


use. Can easily lift out for emptying. 





Milk Bottle and 
Package Receiver 


Can be built in the kitchen wall for 
receiving milk bottles and packages 
from the outside. This receiver locks 
automatically, keeps the contents safe 
from theft and from unsanitary ex- 
posure to the hot sun in Summer and 


. .from cold and frost in Winter. It also 


protects the milk, meats, ete., from 
flies, cats and dogs. 
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Specify Selflock Hangers on your orders 





Made from Bessemer Rod Steel, Strong and Durable 
Hot Galvanized after Formed 


SELFIGQLA HANGERS 


SAVE TIME IN APPLYING NO TOOLS REQUIRED 


We. 


Strap 
Electrically onan 


to Cross Bar \ | , 











Selflock Hangers Satisfy 
Others. Its Value is 
placing it in the lead 


The Hanger 


Is a recent, exclusive pro- 
duction of ours and is By 
Far the Strongest and 
Most Simple Hanger ever 


made. 


Once Used— 
Always Used 





Attaching Hanger to Trough 


The construction of the SELFLOCK Hanger is so simple that 
to apply, it is simply slipped around the trough, and the cross 
bar depressed under and into the locking catch—that’s all, ex- 
cepting to nail to roof. 








Stem can be easily 
bent according to 
pitch of gutter with- 
out using a bending 


tool of kind. 
Samples on Request ool of any kind 


MILWAUKEE 
CORRUGATING COMPANY 


KANSAS CITY, MO. MILWAUKEE, WIS. 
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It is still proving our many 
claims in many, many ways— 
earning a bigger, broader, self- 
enduring reputation the longer 
iia it is in service. 
And that word Service is the 
Keystone of Portsmouth Iron’s 
success, the reason for its 
growth year by year, from 
Coast to Coast. 
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Portsmouth Works 





What Portsmouth Iron has ac- 
complished for manufacturers 
of Culverts, Tanks, Roofings, 
Locomotives, Passenger Cars 
and countless important proj- 
ects, it can accomplish for the 
products that bear your mark. 
It will put a new mark of dura- 
bility and quality on sheet 
metal products you buy, make 
or sell. 


Black and Galvanized Sheets, Painted or Galvanized 
Roofings, Ridge Race, Eaves trough, Conductor Pipe 


WHITAKER-GLESSNER COMPANY 


Portsmouth, Ohio 
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Door Door Holder. Holds the door open at oe SCL), hi 
Holder any angle. Fits at the bottom of the door — iC iG —e rE 29 
, 2 —- : 
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—operated by foot pressure. Patented. pee rt SSN UR RSS 
Three sizes and all finishes. ’ 


Screen Door Check. Can be adjusted to 
close the door fast or slow. For either left 
or right hand doors. Guaranteed. 


Spring Hinge. A _ positive hold-back Screen Door Check 
when the door is at an angle of 90 degrees. 
Minimum friction and wear. Ball bearings 
placed at the top are free from dirt and 
water. Packed one in a box complete with Door Guard 
screws. Special finishes to order. ADJUSTMENT SCREW | 

Door Guard No. 9—automatically holds i 
door open; a slight push locks door quickly i ch 
and securely—is adjustable to different 
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thicknesses —holds door tightly against ne > a. Sm O i 
jamb—easily applied; all screws on inside. ;\\\\\\/\))\\g a Bil) | 
There is superior value in “Superior” ||) isis || a “D) I 
Goods. It will pay you to look at our cir- =|) |' aH PSs "4 i iW ii 1 q F Hil i 
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SPRING LOCK 


Superior Spring Hinge Co. 
136 W. Lake Street CHICAGO, ILL. 


New York Office - - 16 Reade Street 























“Grand Rapids All Steel” 
Sash Pulleys 


Why not reap the benefit of their reputation 
for quality and time-saving features by 
handling the “Grand Rapids” line? 


No other Sash 
Pulley is so widely 
known and used by 
the carpenters and 
window frame manu- 


No. 10 Ball Bearing. No. 110 Cone Bearing facturers. 





Made in a large variety of different styles. 
Any finish to match other hardware. Axle, 
cone or ball bearing. 

Your jobber can supply you. 

Write us for free samples and catalog. 


Grand Rapids Hardware Co. 


520 Eleventh St. Grand Rapids, Mich. siceuie Bearing. No. 105 Cone Bearing 
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~ McKinney 
Screen Door 
Sets 


Don’t put off getting your stock of 
McKinney Screen Door Sets—the warm 
days will be here before you know it. 


These sets are so practical and desir- 
able that to show them is to sell them. 
Saves time in hanging screen doors— 
Saves time in taking them down. Packed 
one complete set in a convenient, neatly 
labeled carton. 


A set consists of I pair of loose pin 
ornamental butts, 1 door handle, 1 spiral 
spring, hook and eyes, and the proper 
quantity of screws of the right size and 
finish. Made in two sizes: No. 1751 
with 3 x 3 butts; No. 1749 with 2%4 x 
2% butts. All finishes. 


Be prepared—get your order off today. 





‘How about your stock of 
No. 2714 Ball Tip Butts? 


McKINNEY MFG. CO. 


PITTSBURGH,* PENNA. 
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& INVISIBLE 
Wg “Out of — 


sight, ever in mind”’ 


Are you selling *‘Soss”’ Invisible rfinges? 
If you are, this advertisement is not for 
you, if you are not, then “Let’s Get Ac- 
quainted.”” Drop us a line and we will send 
you a sample along with our catalogue, de- 
scriptive of the best sellers you can handle. 


They “‘move’’ because they appeal instantly 
to everyone, no matter whether it be a cabinet- 
maker, builder, or ‘‘ busy around the house”’ 
customer. Made in 15 sizes, for all pur- 
poses where hinges are used. 

SEND FOR CATALOGUE L. 


It’s interesting, instructive and contains the 
‘*‘KEY’’ to more profit and larger sales. 
BRANCH OFFICES: 
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SOSS MANUFACTURING CO 


435-443 ATLANTIC AVE. BROOKLYN.N.Y 





It’s a Wonder—This 


New Phenix Screen and_ | 
Storm Sash Fastener! 


FOR years Phenix Products have established the 
quality-standard for Screen and Storm Sash Hang- 

ers and Fasteners. Now comes the greatest Phenix 

triumph—the Phenix “‘Nob-Lok”’ Fastener. 


Full Details in New Phenix Catalog 
of Hardware Specialties—Now Ready : 


Here is the simplest, strongest, most efficient fastener ever 
made. When sash is drawn up this fastener holds it absolutely 
secure. When sash is open for ventilation it cannot rattle and 
positively cannot release itself use the circular head, or : 
‘*‘Nob-Lok,”’ positively prevents sash from blowing free of 
fastener. With this device it is absolutely impossible 
to disengage fastener accidentally—yet when so de- 
sired, fastener head can instantly be pushed through the en- 
larged opening. 

Sash can be safely opened on darkest night as the notched 
arm automatically finds its own catch and locks itself securely. ; 

Write for free sample—and free copy of new catalog— 


I LJ 


Phenix Mfg. Company 
032 Center Street, Milwaukee, Wis. 
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PORTER'S “HUMMER” 


The Latest and Greatest of all the Barn Door Hangers and Tracks |} 





| The track is made of one piece of heavy steel and this 
forms a perfect watershed for the hanger and door. 


The shape of the rail gives 

| eee as the maximum strength. The 
RN citing PEt | hanger wheels are large and 
roller bearing and running in 
the V-shaped base of track 
practically does away with 
all friction, and this hanger 
and track will carry a door 
easier than any ever hereto- 
fore placed on the market. 


Track furnished in 6 ft., 8 
ft. and 10 ft. pieces and 
hangers packed each pair 
complete in carton, and one- 
half dozen pair in case. A 
trial order will demonstrate 
beyond question its worth as 
a trade hustler. Write to-day 
for complete details. 








| 
J. E. PORTER CO., Ottawa, ll. 








FILE HANDLES, BASE KNOBS METAL AND WOOD KEY 
SOFT WOOD TURNINGS FAUCETS ) 


HICKORY, ASH and OAK 
TOOL HANDLES 


WINDHAM HANDLE COMPANY 
SOUTH Witte mmee.. st tt st Sc ts. See eee eee 














Do you want a better position? 


Look over the Help Wanted Advertisements in the Opportunity 
Exchange of HARDWARE AGE. You will find many good openings 
listed there, but if you don’t find what you want, just ask for it, by 
means of a 25-word Situation Wanted Advertisement which we will 
insert for you for 50c per time. : 


HARDWARE AGE, 239 West 39th Street, N. Y. 


_ 
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Who sells your customers 


their ROSE Wide Heels? 


The handy Rose Wide Heel is 


superseding narrower brick trowels. 




























— 


SS 


As never before, advantage lies 


ROSE WIDE HEEL No. 221 with the superior make because 




















WRITE FOR CATALOGUE H greater width makes any forging but 
to either the most accurate feel awkward to 
Wm. Rose & Bros. Sharon Hill, Pa. skilled man. For this reason the 
or 110 Lafayette St. store of the hour is the store with 
WIEBUSCH & HILGER, Ltd. New York City a ROSE. 
Selling Agents 
MERRREERE COME! 
Two of 
As a Boon and a Blessing to men > . iS 
Grant Noiseless Riveters, when HAMMER & \, A 
output and finish are required the am 
never fail to give the service desired. Best Sellers 
A whole REGIMENT of 
GRANT NOISELESS RIV- . 
ETERS can be in operation at Hammer patented malleable iron hand 
the same time without the gt Fang ~ the best value on the mar- 
slightest Noise or Vibration. ew a anon We grove a grettae Rem te 


The Clamp is strong— built like an I- ~ 
Other exclusive features :— ‘ beam. Quick-action screw, universal- 


Will not mar surface in rivet- jointed face plate. Great seller. 
Hammer goods include many Specialties 


ing ; Spin highly polished rivet of Malleable Iron, including: Adjustable 
head; Rivet tight or loose; Clamps, Hand Lamps, Hanging Lamps, 
Riveting operation O NE Engine Torches, Oilers, etc. 

SECOND. Write. 

Send samples and let us show Hammer & Co., Branford, Conn. 





8 >», you what a GRANT RIV-. 
Si = ETER will do. 


The Grant Mfg. & 
Machine Company 
Station B-S. Bridgeport, Conn. 


























SAND PAPER FLINT PAPER EMERY CLOTH 


IN REAMS AND ROLLS GARNET PAPER AND EMERY PAPER ’ 


fu Take no nik on the Luabils 
$ te mens oly the Bol 







February 10, 1916 


HARDWARE AGE 153 











STANLEY JOINT FASTENERS 





No. 3300, Plain Edge 
Parallel Corrugations See page 249 





FOR MAKING STRONG 
AND TIGHT JOINTS 
IN WOOD WORK 





PACKED TO MEET DEMANDS 
100 to box. 500 and 1000 to box. 
And in bulk. 











NEW BRITAIN TICUT 
No. 3315, Saw Edge NEW YORK CHICAGO 
Paralitl Corrugations 100 Lafayette Street 73 E. Lake Street 
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Bolts 
Nuts 
Rivets 
Washers 


Picks 
Mattocks 


and 
Grub Hoes 


Crow Bars 
Wedges 
Forgings 
Telephone and 


Telegraph Pole 
Line Hardware 


Wagon Hard- 





Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President Wil- 
son says, you must be prepared. 

SOLD BY YOUR JOBBER 
MADE BY 


Standard Chain Company 
PITTSBURGH 























Chains—All Kinds 


STEEL, BRASS, COPPER 


Our Chains are made from HIGH GRADE 
material by AUTOMATIC MACHINERY, 
rivet heads SPUN, making a very SMOOTH 
finish, which will prevent chains interfering 
when hung side by side. Capacity of chain 
plant, 30 MILES PER DAY. We carry a 
large stock and can make PROMPT ship- 
ments. Send for Catalogue. 


THE SMITH & EGGE MFG. CO. 
BRIDGEPORT, CONN.. U. S. A. 
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Highest FUE CO. 


ancioc a 
i PHILADELPHIA 


Award for Files 
and Rasps 





GOLD MEDAL OF 
HONOR 








EXPOSITION 


SAN FRANCISCO 


| be00 ree | CALIFORNIA 


PANAMA PACIFIC 
INTERNATIONAL 


— —s- ~~ 











Buyers—Attention 





No. wig 
Our New Adze 


To meet the demand of the trade—this is 
our new adze. Lighter in the eye, shorter 
between eye and cutting edge. Get in touch 
with this if you want a sure seller. 


Write today 


THE L. & I. J. WHITE CO. 
65 Columbia St., Buffalo, N. Y. 











An Aid to Better 
Hardware Advertising 


FE, have a book ready to mail 

V V you (on receipt of $2.00) that 
is going to put an end to your 
advertising problems. You probably 
don’t like to write ads yourself and you 
may not feel justified in hiring someone 
to write them for you. But why worry 


over advertising when 


Hardware Advertising 


By William Borsodi 


can be obtained so easily ? It’s a collec- 
tion of selling phrases, descriptions, and 
illustrated ads as used by successful ad- 
vertisers. It will be a big help to you, 
and it’s yours for Two Dollars. 


Hardware Age Book Department 


239 West 39th Street New York City 




















by a short movement of lever at the side. 


saving tools. Your jobber will supply you. 
NORTH BROS. MFG. CO., 








An entirely new feature in vises, quickly appreciated by Tool Makers, 
Machinists, Electricians, Amateurs, and all users of high grade labor- 


PHILADELPHIA, PA. 


ag 
YANKEE” VISE No. 1993 
with Detachable SWIVEL BASE 
Quickly detached from swivel base by the turn of a set screw, and 
being accurately machined all over can be used in any position as a 
jig for special work on drill press, shaper, etc. 
Holds work rigid on any 
angle with use of the 
special grooved block. 


The swivel base is easily and firmly locked and released in any position 
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BLACK DIAMOND FILE WORKS 


INCORPORATED 1895 





ESTABLISHED 1863 . 


«ere 





MAR, 





Twelve Medals of Special Grand Prize 


Award at GOLD MEDAL 
| IN ape HOC AL Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned artd Operated by Nicholson File Co. 





































Why You Should 
Handle 





|'Sure-Shut Hose Mender 


: No Comp! aints About Colonial Panel No. 4056 
SURE-SHUT GOODS |] || Hezssesscseceee ee | 


Ceilings and cash in on their nation-wide 
You can place the utmost confidence in every Sure- reputation of being the most beautiful steel 
Shut Specialty. ceilings on the market. 


First:—They are fire retardant, cannot crack, chip 





Our hose menders are all brass; they can’t rust. 







Make a detachable, yet absolutely water-tight connec- or fall down. Their wide variety of designs offer 

tion. Made for %4” and 34” hose. decorative possibilities that compare favorably with 

; expensive moulded plaster, yet the cost is much less 
Mechanics buy ne in ee or and they are incomparably more durable. 

ITICS. ey are pressed steel, Second:—They are easily and profitably erected in 

Sure-Shut light and strong. all kinds and sizes of buildings. You save 25% to 

Discounts on these and other 40% in erection cost on every job, because our im- 

Sure-Shut items—milk bottle tops proved pressed bead and button construction does 

: away with tamping and calking. Joints simply can’t 


mouse traps, key ring hooks, book 


Straps, etc., sent on request. sag or open. 


Third:—Our Co-operative Department works hand 
in hand with the dealer, enabling him to get the 


F t. Dearborn lion’s share of the steel ceiling business in his terri- 
Mfg Co tory. This service brings results. 
Write for full particulars and a 
STERLING copy of the “Classik” Book D.H.A. 


ILLINOIS 


The Berger Mfg. Co., Canton, 0. 


Branches: Boston New York Philadelphia §_ Chicago 
St. Louis Minneapolis San Francisco 
Export Dept.: Berger Building, New York City, U. S. A. 
Berger’s Metal Shingles—fire retardant, lightning and weather 
proof—make the ideal durable and economical roofing. Would 

you like to handle them? Write. 
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l\~ssasssee-e.\ Tubular Rivets and Bifurcated Rivet 


«2 ei 


\ , pres L. eachTon RANE Ac TURES <e- 
Packed in CARTONS, Assorted rT A 1 | | A 


Lengths 50 and 100 Rivets to 
Box. 12 Boxes to Carton 


TUTTIITY 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. 




















156 HARDWARE AGE 















Refill is shown in position, 
securely fastened to 
Tongue 














K & E Metallic and Linen Tapes 


are now provided with a feature that greatly simplifies the removal 
of worn tapes and the insertion of refills into the tape cases. This 
new method appeals especially to dealers because our metallic 
refills (with the special new loop, as illustrated) fit both the new 
cases and the old-style cases, which are not fitted with the new 
“Tongue.” 


For full particulars, write for circular H 1348 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. J. 
CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL 
516-20 S. Dearborn St. 813 Locust St. 48-50 Second St. 5 Notre Dame St. W. 


DRAWING MATERIALS, MATHEMATICAL AND SURVEYING INSTRUMENTS, MEASURING TAPES 




















@hich Flod Would, 
You Rather Carry? = 


If you had to haul mortar for a living 
you certainly wouldn’t want to carry a hod Open” 
that dripped water all over your shoulder. 


You would choose a Never Drip Steel 
Hod with its one-piece ends. You would 
go whistling on your way while the other 


fellow sulked 


“It 

















PATENTED 


| | * 
There are lots of hod carriers in your GRIFFIN S 
town who are bearing the discomforts of 


carrying leaky hods simply because they 


have not been shown the sensible and betier Garage Door Holder 


kind. 


This open field of profit is yours for the 


asking. Write us at once for details. 


No. 1914 


ABOVE CUT SHOWS HOLDER IN OPERATION 


Che Cleveland Wire Spring © Co THE GRIFFIN MAN’FG CO. 
Cleveland 37 Warren St. ERIE, PA. 17 E, Lake Se 
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CATALOGUE ON 


EMPRESS erfase curs 


i ab. a 


BOWEN MFG. CO. 


AUBURN. N. Y. 











Style 


Style Style 
"A~ OC, “h” OC. - Ay “N" OL. 





: 














The Cups shown 
represent only 
a part of our 
Invisible Ratchet line. 
Leather Packed Short Pat. Marine 
Write for tull 
oo a RE Wieesocn’ *”formation. 
Ask 
3 Ld i ii tor Catalogue L. 
WOC. KOC COC GO _Wing Top 
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Quick Tension Door Brace 
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Get Our Prices on 


Screen Door Hardware 
and We Will Get Your Business 


We make the largest and most complete line of 
Pressed Metal Screen Hardware in the world. 


The Shelby Spring Hinge Co., Shelby, 
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We make Rim 
















We make 12 Styles . 
Screen Door Hinges - and Mortise 
Latches 
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The WR AY ci 
Floor Scraping 4 ItMakes — 
Real ° F " q = 
Genuine Machine riends — 
Merit has = a = 
made The = by being where it is wanted = 
WRAY Floor = | = 
Scrapin = Soldering flux is used at the critical moment = 
iM : hine = of an awkward job. Burnley Soldering Paste = 
i = _ Sticks like vaseline and follows the heat. It = 
a Favorite = cannot run away like a liquid flux, or blow = 
with the = away like resin just when you need it. = 
Hardware = = 
ye - BURNLEY — 
THE WRAY FLOOR, SCRAPING Pages yey = o = = 
the finest and best work on any Kin ’ = = 
t, and = = 
orld at’a moderate price-iess than most others. = SOLDERING PASTE 
mg neem ne oem , me te os emasiiliedl 
9 h floor— = makes e imrerence | 
Yes 40, ony One oc,» Donen, get Seam on ony Star. F eveca tn Sonia 
suggest; work them, watch them, and even abuse them = ' k nd y, q 
to the limit of anything you would ask = | pe rs a wie Kindly send me a free sample 
a good tool to stand. os label and get “BURN- can of BURNLEY. (Write onto 
Put a sample on your floor. We Guarantee its sale. = onl a nae the margin.) 
Write us for our work-with-the-dealer plan. Let us = packages. For a sam- 
help you get this business. Send for this booklet today. = ple can send _ the = ne ee 
= coupon ee 1. eee eee 
= IE ii isicbiiicic nn Seman 
S. W. WRAY MEG. CO. | BurnleyBattery |" 
Mechanics’ Tools Hardware Specialties = & Mfg. Co. aha Ee 
COLUMBUS, OHIO = NORTH EAST, PA. aR EE AE aE aes” TR 
LAN State... .. eee ee ketene eee eee 














Make two sales grow where only one grew before niiiciemiaaaaa 


“Red Devil’ Tools 


make money for the merchant because they save money and labor for the 
mechanic. They prove to your profit that a “pleased customer is the best 


advertisement.” 
Ask our Trade Help Department to swell your tool sales. 


SMITH & HEMENWAY CO., Inc. 
149 CHAMBERS STREET, NEW YORK CITY 
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BLISS 
HAND 
SCREWS 


84 YEARS THE LEADER 





Bam Soew 





Also Manufacturers of 


Cabinet-Makers’ Clamps. Foundry fon 
Clamps. Bench Vises. Carvers’ Too 
Handies. Auger Handles. Chalk Line nate. 
Special Wood Turnings. Mallets. 


J. H. O’NEIL, Jr., Successor to 


cae eeco. 
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TheyARE Round 


and will fit all standard con- 
ductor pipe. Made in all 
Your” sizes, “and angles. 

our jobber can get them 
for you. 


The Ferdinand Dieckmann Ce. 
Cincinnati 


Ohio 




























| RUSSELL JENNINGS’ 


} SOLID HEAD EXPANSIVE BIT 


i 
‘ r . 
¢ 
f 


Creeping of the bit cutter is absolutely pre- 
vented. Precise adjustment is remarkably 
easy. 
They are made with both SQUARE 
SHANK and PRECISION SHANK. 


i The Russell Jennings Mfg. Co. 


CHESTER, CONN. 














Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder _— dies %4, 
¥%, % in. R. or L. and 
bushings to match. 


; Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
2909 KNOWLTON ST., BRIDGEPORT, CONN. 











If its DROP FORGED 
WRENCHES you're 
after, remember 
that P- S Quality 
is Guaran- 


teed. 


Ask for 
aeme 










C5 


Page-Storms Drop Forge Co. 
CHICOPEE, MASS. 














The Harold McCalla Co. 


IRON AND STEEL 


Of Every Description 


PLAIN AND aanice can — HOOPS, ays 


R 

VANIZED. HAND POWER PUNCHES ‘AND SHEARS. 
Shipments from STOCK or mill 

LARGE STOCK OF GALVANIZED BABS, 


HOOPS, SHAPES, ETC. 
444-446-448 


BANDS, 


FAIRMOUNT AVENUE 
Philadelphia 











C. E. JENNINGS 6ssreers parent 
EXPANSIVE BIT 


1, 
SCRE ins eitren pee por" .2 ite 








~ —_ —— —_— 
mS Pere a a a ee 


4}. Note Micrometer Screw, by means of which, Cutter can be in- 
, stantly adjusted to a Thousandth part of an inch. 


C.E. JENNINGS & CO. sronsjocturers 71-73 Murray St., N.Y. 
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of Your Order 


Ferrules, Copper; Bars, Copper; Bottoms, Copper; OCop- 

ee: Conductor Pi Cop Pr: ‘Crimped Sheet, Popper ‘Baves 
rough, By ~i2 Elbo 8, pper ; Soot, ted Cop ; 

: Mitres, Copper ; 

of nee Gaaeer': Shoes, eee Sheet “1 

rs; Spikes, Copper ; Was ers, * Comps 

our selli needs are listed Fa ogg write at on 
ttsburzh Copper and Brass Rolling Mills 

Epttsbergh, Fa. 


Nails, “copper 7 oa 













E Prompt Shipment on Receipt | 





. G. HUSSEY CO. - 
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Goodell Mitre Box 


Made of STEEL—Cannot Break 


For years this Box has been recognized as being first 
in quality and improvements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 

Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELL 
MFG. CO. 


Greenfield, Mass. 




















srr 


ie 


TLD Theses 


| LOUDEN 


‘“‘Henry, I’m building a ‘Lou- good to me! But they tell me 
den’ barn. I’m buildi from you handle their line here, and 
plans furnished by the uden of course I'd rather buy what 





mpany, and believe me, I’m I need you than send for 
going to have SOME BARN! ! it. 
‘It’s going to be Louden ‘Can you drive out some day 


equipped from basement to next week and measure up the 

ridgepole, too; their stuff looks barn ?’’ 

Thousands of Louden barns will be built this spring. Are you 
prepared to equip them? Write for catalog and terms. 


THE LOUDEN MACHINERY CO., 4001 Court St., Fairfield, lowa 








Sells on Sight 
to Autoists 


A splendid auto wrench. Straight handle—adjustable 
jaws offset 22°—movable jaw drop forged. 

Fits nicely in a tool kit. Head is handsomely pol- 
ished, handle black japanned. Say ‘‘details quick’’ on 


a postcard. 
Bemis & Call Hardware & Tool Co. 
Springfield ~ - ~ Massachusetts 














Fresh Air ana Protection! } 


The Ives Window 3 
Ventilating Lock | 


A Safeguard for Ventilating 
Rooms, allowing windows to be 
left open at the top, the bottom, 
or both top and bottom, with en- 
tire security against intrusion. 


Descriptive circular mailed 
on application. 


THE H. B. IVES CO. | 


NEW HAVEN, CONN. | 





Sole Manufacturers 














Preparedness 


The Mechanic who is well 
supplied with Red-Hot Fife 
Pots and Torches is better 
prepared to compete with his 
competitors for he can do 
more and better work in less 
time, thereby pleasing and 
satisfying his customers, and 
also save money, as our tools 
use less fuel than other 
makes. 

Better look to your Torch 
and Fire Pot Stock and be 
prepared. All leading job- 
bers will supply at factory 
prices. 


Send for free Catalog. 


ASHTON MFG. CO. 





No. 61 Red-Hot Fire Pot, 








Copper Rod 
Brass Rod 
Hard Rolled Copper 


Rectangular Copper 


We can furnish any of this 
material at very close prices and 
make good delivery. 





Write us when you are in the 
market. 


The Eureka Compan ny 


NORTH EAST _ :: 











HARDWARE 
STORE 
FOR SALE! 











ERY simple matter—the 
Opportunity Exchange 
is read every week by 

men looking for the opportun- 
ity to get into business for 
themselves. It’s an easy and 
ecotfomical method of reach- 
ing them. 

50 words $1.00 
and the replies will follow. 


Opportunity Exchange 
HARDWARE AGE, 
239 W. 39th St., N.Y 





Price Each, $4.00 No. 19 Nevada St., Newark, N.J., U.S.A. 
; : E. H. TITCHENER & CO. 








STAPLES 


and WIRE SHAPES 
Binghamton, N.Y. Chicago, Ill. 
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Skilled Workmen 







The Perfection 


nation ool rest and 
chisel holder, the ‘‘Per- 
fection’’ is capable of a 
de range of work. 
Wheels are made of 
corundum or carbo 


Star Specialty Mfg. Co. 
227 West Erie St. Chicago, U.S.A. 





140 Years’ Continuous Business 





LARGEST ASSORTED STOCK IN THE WORLD 
Highest Grade Only 











JOB T. PUGH Phila., U. S. A. 
C-§ CO, a ll 
DRIVERS 
Over THE GHAPINA STEPHENS G9., 
40 Styles 
All Sizes Pine Meadow, Conn., U. S. A. 








YW The Speedy Stitcher 


Is the Best 
and is made only by 


Stewart-Skinner Co. 


17 Green St., 
Worcester, 
Mass. 


THAT’S AWL 












TACKS ‘exe’ NAILS se BOLTS 


Cobblers’ Nails, Bed Screws, Glazier Points 


Send for new illustrated catalogue, most convenient and 


SHELTON CO. (Estab. 1836) 








SHELTON, CONN. New York, 96 Warren St. 








**VICTOR’’ BOLT CLIPPER 


Send for Catalog 





ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 











RIVETS. 
ESCUTCHEON PINS 
SPECIAL WirRE NAILS 


Ciay ANO OaKcanod STREETS 
BROOKLYN,NY 





= 
. “JOHN HASSALL unc. 
g 
g 
a 


Sata | 
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BROOKS 


WIRE GOODS 


Bright Iron and Brass. Special 
Wire Goods Made to Order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 








STEVENS LINE LEVEL 


for mechanics, farm- 
ers, Masons, etc. 
Made of aluminum, 
weighs % oz., accurate 
and reliable. Write 
for further details. 


Frank B. Hall 


Newton Falls, Ohio 








VY JM 
Wy Vj yy ty WH Wy, 











Parker Wire Goods Company 


Manufacturers of 


General and Special Wire Hardware, 
Wire Goods and Stampings 


WORCESTER MASSACHUSETTS 








Morton's Cable Chains 
BRONZE AND STEEL 


For hanging sash and suspending doors, gates, 
weights, etc. Very easy to apply. Strong and 
durable. Some have been in use over 25 years. 








Thomas Morton, 245 Centre St., New York 











The Zimmerman Porch Base 


Prevents Decay and Saves Expense 

All Sizes for Round and Square Posts 

Pamphlet and Prices on Application 

S. CHENEY & SON 
MANLIUS, a Be 








“. High Grade Hand Made 

| STEEL 

| ALPHABETS 
AND FIGURES 

THE SCHWERDTLE STAMP CO., Bridgeport, Conn. 






























The Groos Metal Shear 


weianttie iim esl arop forvings uetah 
eel dro - 
out, Vanadium Steel bi ade, 


$7.50 delivered to any part of U. 8. 
Chicago Patented Tools Co.,1600 Owen Ave.,Racine, Wis 





J. S. DEUSE 


Manufacturer of 
Auger, Gimlet, Countersink, Screw Driver Bits, 
Gimlets, Countersinks, Reamers, Nail Sets, 
Punches, Ice Picks and Chisels. 





Write for Catalogue 








CHESTER, CONNECTICUT 
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Every Contractor Uses Tapes 
ELL him the DIETZGEN line. 4” attractive profit and repeat sales for you with 


practical advantages of simplified-reading, top graduations and black finish 
for the customer. Dealers protected by an absolute guarantee and benefited by 
broad advertising. Send for Catalog *‘H”’ 
Chicago New York Toronto 


Sevrnacsce Eugene Dietzgen Co., Manufacturers Pitizurch Philadelphia 























HORATIO KELSEY 


Incorporated 
Connecticut Hickory and Oak 


Axe, Pick, Sledge and Hammer Handles SUPERIOR CHISEL HANDLE 


Irreguiar Turning a Specialty We challenge the world to produce its equal 


. in beauty, durability and selling profit. 
CLINTON, CONNEGEMATS EARMAN & MUZANTE _Port Washington, N. Y. 




















Tapes and Rules 


Have a py a ~3-r- with users 
— being first all points of 
U0 o 

: ~~ alrite attest 









k lete ll 
MEASURING TAPES. ots, TAPES pate, slanlaneous Readings 
* SPRING-JOINT RULES. 

THE [UFKIN feULE (50, © SAGINAW, MICH. Send for Catalogue. 













ELEVATORS AND DUMBWAITERS DOWELS 


| Can be placed in position by any carpenter. 
eS 


Send for Catalog No. 24. All diameters from 3/16 to 1” 
Sr" 


All lengths from 6” to 72’ 
ENERGY ELEVATOR CO. 
214-216-218 New St. Philadelphia, Pa. Wm. P. M. Braun & Sons, Inc. 


Deering Junction, Portland, Maine 
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Diack and Galvanized Sheets <3 


APOLLO BEST BLOOM — KEYSTONE COPPER BEARING Galvanized Sheets 
Highest quality and most durable Galvanized Sheets manufactured—specially adapted for culverts, tanks, flumes, roofing, siding, and 
all forms of exposed sheet metal work. We also manufacture Black Sheets of every descri tion, Special Sheets, Form 
Products, Electrical Sheets, Copper Bearing Open Hearth Roofing Tin, Bright Tin Plates, Ete. 


Send for booklet on service tests. c 
_AMERICAN SHEET AND TIN PLATE COMPANY, General Offices: Frick Bullding, Pittsburgh, Pa. | “=== | 


WAGNER 














aw 
PITTSBURGH 























Does the Work of 


STUDDING SOCKETS Two Check Valves 


Easiest, simplest, best way to anchor The SMOLENSKY SUCTION VALVB 
tasers studding to cement floors. Approved has both inlet and outlet. Only three 
~ 4 architects and builders. Big demand— pieces in its construction. Self-cleaning 
fiberal profit. Write for complete —s of Door too. It pulls in the dollars. For you’ 
Hangers, Sleds, Wagons and Hardware Specialties. Yes, if you let it. 


WAGNER MFG. CO., Dept. D., Cedar Falls, lowa M. Smolensky Mfg. Co., Cleveland, Ohio 

















ESTABLISHED 1826 


Round and Oval Punches 


OF SUPERIOR QUALITY 


C. S. Osborne & Co. 
Newark, N. J. 








PLIERS 
NIPPERS 


AND 


PUNCHES 


Send for Catalog 











Rock Island Autovises 


Number 241 vise is swivel, weighing 80 Iib., and is adapted Ag 
automobile and heavy repair work. oO. 231 vise is same in des 

but is stationary, weighing 32 Ib., and is suitable for the individeat 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CQ. _ Rock Island, Ii. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 
COMPLETE LINE OF VISES MANUFACTURED 231—AUTOVISE 





241—AUTOVISE 
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Wiat Todis Do You Use? 


A GOOD workman can always do 
good work but he does his best 
work with good tools. [he conscienti- 
ous man always wants to do his best 
work. The inference is obvious. Good 
men always have good tools. Head- 
quarters for 


Starrett Tools 


AND INSTRUMENTS OF PRECISION 


























are always the buying centers for the best workmen. 
Wherever accuracy counts, you will find Starrett Tools 
widely used. 


We deal direct with hardware stores. Send for free Catalog 
No. 20-A, prices and terms. 










Sy 










London 
New York 
Chicago 






The L. S. Starrett Company 


‘* The World’s Greatest Tool Makers”’ 
ATHOL MASS. 
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=sall''|’ Hooks Up 


First Position 


Top of screen rests against blind stop inside 
of casing, which serves as a guide when sliding 
hanger up to engage hook on casing at top. 






































Second Position - 


Bottom of screen or sash is pushed out until 
frame on screen or sash slides over hook on 
casing and latches automatically. 

















Third Position * 
Hangers are so constructed that they hold 
the screen or sash firmly in place and prevent 


rattling. 
The National 


Screen and Storm 
Sash Hanger 












































will make an unusually strong appeal on 
account of its simplicity. It is no joke for the 
2 houseowner to struggle with old-fashoned 
tuted Position screen fixtures year after year. 








They come in either japanned or sherardized finish. 
We will furnish a free working model with your first order. 


‘From factory to you” is the familiar route. Write us at once. 


NATIONAL MFG. CO. 
STERLING, ILLINOIS 
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“d Meetings Full of 
~ ' Suggestions 


E. Barrott, elected president 


its seventeenth annual session at the German 
Hall, Indianapolis, Ind., Jan. 25, 26, 27, 28, and 
results would seem to indicaté that it was the most 
successful session in the history of the association. 
The association headquarters were established at 
the Claypool Hotel and the meetings of the execu- 
tive committee were held there, but the regular 
sessions were held at the German House, where the 
exhibits were in evidence. There was a new de- 
parture in the manner of displaying exhibits: For 
the first time in the history of the association there 
was a uniform decorative scheme for all the booths. 
The exhibits were in the same building as-the ses- 
sions, and were allowed to remain open during the 
business meetings. The sessions were of two-hour 
duration, one in the forenoon and one in the.after- 
noon, and one evening session was held at the Clay- 
pool Hotel. : 
A great deal of interest was manifested in the 


Tits Indiana Retail Hardware Association held 





O. S. Torbet, Columbia City, Ind.; BE. W. Jennings, 
Farmersburg, Ind.; E. Barrott, Lawrenceburg, Ind.; 
Milo Thomas, Corunna, Ind. 
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various questions which came before the conven- 
tion and much information relative to the labors of 
the National Association was furnished the mem- 
bers. Buying and selling, store arrangement and 
management, mutual insurance, liability insurance, 
credits, collections and the benefits to be derived 
from use of the Price and Service Bureau——-all 
came up for discussion, and able speakers presented 
the subjects from many angles. 

The sensation of the convention was furnished by 
the meeting of representatives from the State 
Board of Accounts with the convention, Wednesday 
afternoon. The impression was prevalent among 
the members in session that the book of prices pub- 
lished by the board of account, for circulation 
among township trustees, was in a measure unfair 
to the retail dealer. The representatives were called 
on to explain the attitude of the board on this ques- 
tion. Mr. Corey put the matter up very plainly to 
the board’s representatives and insisted on a defi- 





A group of National Association workers and souvenir 
hunters, headed by Mrs. M. L. Corey 











Left to iis H. M. Bahls, Lapupette, Ind.; QO. T. Eads, 
Peoria, Ill.; . Stone, Sturg gis, me C: 7 ‘Bertram, 
Indianapolis; W. L. Hubbard, Scottsburg, Ind., retiring 


pre 


nite outline of policy. The board was inclined to be 
perfectly fair in the matter, and suggested that the 
association appoint a committee to meet with them 
and go thoroughly into the matters in question, 
stating that the board would be more than willing 
to co-operate with the dealers. The representa- 
tives were roundly applauded as they left the hall 
and later reports revealed the fact that matters 
were very satisfactorily arranged in the meeting 
suggested. 

The exhibits were of a very high standard, and 
in order to assist the exhibitors none but dealers 
and association guests were allowed to enter the ex- 
hibit hall during the days the convention was in 
session, and no persons were allowed to solicit busi- 
ness unless they were exhibitors. Tuesday and 
Wednesday evenings the exhibits were thrown open 
to the general public, under an admission price of 
25 cents. 

The forenoon of Tuesday was given over to reg- 
istration, paying of association dues and distribu- 
tion of badges. The dealers were there in force 
from the start and the clerks behind the registra- 
tion desk had little time to swap yarns or whittle. 
It was one of the rush sessions. 


Tuesday P. M. 


The afternoon session opened with a song by the 
Plantation Quartet, who furnished music at all 





Left to right: Fred E. Weir, Ligonier, Ind.; H. C. 
Heldt, Oakland City, Ind.; N. R. Stoner, Rochester, 
Ind.; H. E. Romey, Columbia City, Ind. 
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the sessions, and added much to the enjoyment of 
the meetings. The invocation was pronounced by 
H. Ci Heldt of Oakland City, the president wel- 
comed the members and several of the prominent 
visitors addressed the dealers on pertinent ques- 
tions. 

L. S. Soule of HARDWARE AGE spoke in regard to 
correct buying of merchandise and the discounting 
of bills. Wright Marble told the dealers of the ad- 
vantages to be derived from the use of the tele- 
gram. Carl Jacobs, Steven’s Point, Wis., gave the 
dealers a clear insight into the Indiana employers’ 
liability bill, and explained the necessity for high- 
grade compensation and liability insurance. Vice- 
President Charles T. Woodward of the National 
Hardware Association gave a few sidelights on the 
work of the national association. Mr. Towne of 
the Bulletin sounded a warning along the line of 
credits and collections and Secretary Corey spoke 
at length on the attendance at the sessions and the 
benefits to be derived from association work where 
co-operation is the keynote of the meetings. 


N 





The By-Lo Bunch, left to right: 
of By-Lo Store, Anderson, Ind.; R. A. Peterson, Muncie, 
Ind., general manager By-Lo Stores; W. J. Williamson, 
Muncie, Ind., manager Muncie By- Lo Store; G. W. 
Green, Frankfort, Ind., manager Frankfort By-Lo Store 


D. D. Golden, manager 


Wednesday A. M. 


The Wednesday morning session opened promptly 
at 10 o’clock, with the president in the chair. Sec- 
retary Corey read a letter from the Van Camp 
Hardware Company calling attention to a firm 
handling a mail-order stock in Indianapolis and 
warning dealers regarding the concern. 

President Hubbard then delivered his annual ad- 
dress, touching on many questions vital to the retail 
trade. He told of the inception of the association 
with a total membership of thirty. One of the first 
questions to come before this small body of dealers 
was that of marking goods in plain figures. He 
spoke of the election of Mr. Corey as the associa- 
tion’s first secretary and gave to him the credit 
for much of the success of the Indiana Association 
as well as of the National Association. He urged 
dealers to use the Price and Service Bureau to a 
greater extent and to take advantage of the sav- 
ings to be derived from mutual insurance. He ana- 
lyzed the war situation, and spoke at length on the 
important subject of “Buying and Selling.” “Credits 
and Collections” came in for their share in the dis- 
cussion and Mr. Hubbard urged the members to 
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decide upon some definite plan for extending credit 
and collecting accounts when due. He closed with 
an appeal to the dealers to co-operate with their 
officers along the lines of association effort. 
President Hubbard was followed by Secretary 
Corey with his annual report. Mr. Corey took up 
the changes in trade policies to-day as compared 
with those of the past, and the great improvement 
shown among hardware dealers. He brought up 
the fact that 60 per cent of the dealers belonging 
to the association were handling implements, and 
urged the discussion of some of the problems along 
implement lines. The question of the hardware 
dealer carrying automobile accessories was touched 
on, and dealers were encouraged to stock this profit- 
able line. He referred to efficiency as the keynote 
of all successful business and intimated that there 
were more traveling salesmen covering the terri- 
tories than was absolutely essential. Cost account- 
ing, salesmanship, window displays, advertising, 
training of clerks—were all taken up and discussed, 
and special attention was given to the matter of 
dealers handling prison-made twine. The Yucatan 
Sisal Fiber Monopoly received its share of atten- 
tion and catalog schemes were strongly assailed. 
Mr. Corey lauded the Stevens bill, referred ‘to 
the Federal Trade Commission, and recommended a 





Left to right: H. P. Sheets, National Association ; M. 
L. Corey, Argos, Ind.; W. L. Hubbard, retiring presi- 
dent, Scottsburg, Ind. 


more uniform system of bookkeeping for retail 
dealers. He called the attention of the members to 
a book of prices, recently put out by the Indiana 
State Board of Accounts, and claimed that the 
price list system was unfair to retail merchants. 
He declared that our present credit system was 
wrong in many details and advised a more careful 
study of the credit problem. He placed the mem- 
bership of the Indiana Association at 1000 members 
and asked the co-operation of all present in increas- 
ing both the membership and the usefulness of the 
organization. 

H. C. Heldt, Oakland City, made a report for the 
delegates who attended the National Convention at 
St. Paul. The auditing committee reported the 
books and accounts of the association to be in per- 
fect condition. H. P. Sheets of the National Asso- 
ciation introduced the various national officers and 
employees to the members and made a few remarks 
on the work the National Association was doing 
for the individual members. 

The meeting then adjourned to the large base- 
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Left.to right: Carl Jacobs, Stevens Point, Wis.; R. A. 
Peterson, Muncie, Ind.; M. J. Thomas, Corunna, Ind.; 
O. S. Torbet, Columbia City, Ind. 


ment dining room, where the association had pre- 
pared a cafetéria luncheon, which was served free 
to all members and exhibitors. 


Wednesday Afternoon 


The meeting was called to order in the afternoon 
at 2 o’clock, and L. M. Kuene of the State Board of 
Accounts was introduced. He spoke of the forma- 
tion and purposes of the board and told of the many 
cases of graft uncovered by the board during its 
investigations. Secretary Corey interrupted the 
speaker at this point with a request for an explana- 
tion of the board’s attitude on the question of the 
price book issued by the board, and for a time the 
discussion was heated. The board, however, showed 
a disposition to be fair in the matter and suggested 
the appointment of a committee to confer with the 
board to arrive at a satisfactory solution of the 
problem. President Hubbard appointed the ad- 
visory board and the executive committee to act in 
this capacity. 

J. W. Fisk of Detroit then gave the members a 
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Plantation colored quartette. An African phonograph 
in a mahogany case 


























Left to right: W. W. Davison, Harrison, Ind.; Philip 

Smith, Richmond, Ind., Shapleigh Hdw. Company sales- 

man; W. A. Shafer, Booneville, Ind.; S. N. Davis, sales- 
man for Shapleigh Hdw. Company 


treat in a really practical discussion along the lines 
of “Store Management and Buying.” Mr. Fisk 
advised the dealers to buy their goods to match the 
merchandise of the catalog house. All merchandise, 
he said, should be bought with a definite purpose 
in view and be sold at a definite price. He advised 
dealers to refrain from “knocking” the mail order 
houses and to spend their advertising time boosting 
their own game. A dealer’s ideas as well as his 
stock, Mr. Fisk affirmed, should be kept clean and 
up-to-date. He closed with the statement that the 
mail order departments of all the large department 
stores were operated at an actual loss. 

Mr. Fisk was followed by Professor Pettijohn 
of Indiana University, who spoke on the value of a 
merchants’ short course, which it is expected will 
shortly be installed at the university. 


Wednesday Evening 


Wednesday evening the dealers assembled at the 
Claypool Hotel, where they were entertained with 
another address by J. W. Fisk on “Common Sense 
Selling Methods.” According to Mr. Fisk, selling is 
conducted in the mind rather than in the pocket- 
book. Forty per cent of sales are made by the sys- 
tematic arrangement of the goods. Customers like 
to think they are buying of their own volition and 
dealers should encourage them in this belief. He 
advised dealers to see that their employees were 
never prejudiced against any line. He dwelt on the 
fact that the sales we fail to make to-day are 
usually never made, and declared that 50 per cent 
of our needs are imaginary. He went into detail 
regarding the manner of approaching a customer, 
of arousing his interest and of closing the sale, and 
the dealer who missed this session missed one of 
the most valuable, from a practical standpoint, of 
the entire convention. 

Mr. Fisk’s closing admonition would make a good 
slogan for every retail merchant. It was this: 
“Sell goods that won’t come back to customers who 
will come back.” 


Thursday A. M. 


The Thursday morning session was called to or- 
der at 10 o’clock and the committee which had met 
with the State Board of Accounts reported that 
everything had been arranged to the satisfaction of 
the committee. On motion the president appointed 
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M. L. Corey of Argus, H. M. Bahls of Lafayette and 
H. C. Heldt of Oakland City a committee to revise 
the price list submitted by the Board of Accounts 
and refer the same back to them. 

H. P. Sheets then spent some time in an illus- 
trated explanation of the service rendered dealers 
by the Price and Service Bureau, and the differ- 
ent methods employed in getting the information 
used in the work. 

He was followed by Mr. Gray, who brought up 
the essential points of insurance and explained the 
advantages of mutual insurance. 

The question box was then opened by C. T. 
Woodward, first vice-president of the National As- 
sociation, and the following questions were dis- 
cussed. 

“What, when, and the amount to buy.” 

“From what do you get the most good at hard- 
ware conventions?” 

“What can be added to conventions to increase in- 
terest ?” 

At the close of the discussion a motion was car- 
ried to have the advisory board take up the matter 
of just insurance laws in the State. 


Thursday P. M. 


The secretary was instructed to cast the ballot 
of the association for the officers as nominated. 
The motion was carried. 

This concluded the business of the association. 
The executive committee held a further session 
that evening, and M. L. Corey of Argos was re- 
elected secretary with Charles E. Hall treasurer 
for another year. 

The Indiana dealers at this convention obtained 
results. The dealer who failed to attend the ses- 
sions has missed a great opportunity. 

The Thursday afternoon session opened with a 
talk by H. H. Riner on National Association ben- 
efits. He was followed by Secretary Corey, who 
brought up several of the problems confronting 
dealers who handle implements. Sharon E. Jones 
of Indianapolis took up the matter of stock arrange- 
ment and store management and gave a very able 
discussion of these important matters. 

The nominating committee reported the follow- : 
ing nominations for officers: President, E. Barrett, 
Lawrenceburg; first vice-president, R. M. Stoner, 
Rochester; second vice-president, T. L. McCarty, 
Fort Branch. 

Executive committee: H. M. Bahls, Lafayette; 
Fred Weir, Ligonier; A. J. Broadie, Williams- 
port. 

















Left to right: C. B. Frame, North Manchester; O. E- 
Lang, Mishawaka; Chas. E. Hall, treasurer, Indian- 
apolis; Albert De Prey, Shelbyville ' 
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Suggestion for a display of electric irons 


By G. DASKINS 


an hour for less than 5 cents. If it is a toaster, the 


66 ITTLE Helpers in the House” is what 
3 one of the largest distributors of electrical 
appliances in New York City has named 
the host of “Things Electrical” that make the 
housewife’s work an easier task, and no articles 
were ever more aptly named. Once considered a 
luxury, the widespread use of electricity has turned 
these appliances into almost necessities. They are 
really necessities to one who has become accustomed 
to the convenience attending their use. 

The manufacturers and the Society for Elec- 
trical Development have helped nobly toward bring- 
ing about this end, the former with their extensive 
newspaper and magazine publicity and the latter 
by the establishment of “Electrical Prosperity 
Week” and by expending their efforts to increase 
the use of electrical appliances. 

The old idea was that though devices operated by 
electricity were handsome and very convenient they 
were by far too expensive to operate with any 
degree of economy. That was in the days of high 
rates and appliances that were wasteful of cur- 
rents. Rates have been very much reduced, and 
the manufacturers have made such improvements in 
the heating elements of their appliances that now 
the disadvantage of the cost of operation is prac- 
tically overcome. 

But the average prospective customer does not 
know this. Unless she has used electrical appli- 
ances extensively the chances are that she is under 
the impression that they are expensive to use. A 
clerk may talk an hour on the beauty of the design, 
the handsome finish and the comfort to be derived 
from the use of some appliance, but if he fails when 
the vital question “How much does it cost to op- 
erate’ comes up, as it usually will, then his time 
and arguments are all wasted, and the sale is usually 
lost. 

The Cost of Operation 

On this one question often hangs the decision. 
The prospect may have been sold so far as appear- 
ance and utility go, and the original outlay may not 
be any objection, but it is the cost of upkeep about 
which most women have their doubts. She may 
readily see the advantages of making coffee and 
toast right on the breakfast table, and it is not 
hard to convince her that an electric warming pad 
is an immense improvement over the old-time jug 
of hot water or heated soapstone, but after she has 
admitted all this there is still the important ques- 
tion of the cost of operation, and it isn’t sufficient 
to make any vague assertions or ambiguous state- 
ments—she wants the real facts. If it happens to 
be an iron which she intends to purchase, what she 
really wants to know is that she can operate it for 


information that she can make twelve slices of the 
most delicious kind of toast for 1 cent will touch 
the vital spot, and if she is given to know that 1 
cent’s worth of electrical current used in a coffee 
percolator will make coffee for seven persons, the 
expense of operation will not be such a big item in 
her estimation. 
Getting at the Cost 


The original packages in which appliances are 
packed are usually marked with the wattage of the 
items. Be sure that this same information is trans- 
ferred to the tag on every item in stock. The num- 
bers of watts divided into one thousandth, repre- 
senting a kilowatt hour on which lighting bills are 
based, gives the number of hours that the appliance 
can be operated for 10 cents, if that is the rate pre- 
vailing in your locality. A toaster rated at 500 
watts can be operated 2 hr. for 10 cents, and a coffee 
percolator marked 350 watts costs 3% cents an hour 
to operate. This seems like very elementary in- 
formation, and, though it is one of the very first 
things that should be found out about any appli- 
ance, it is often the one thing that is never learned. 
The dealer or clerk who expects to make a success 
of the sale of electrical appliances must first of all 
be able to answer any questions of operating cost 
without hesitation and, in addition to giving the 
plain, actual figures, be able to compare these costs 
with other methods. 

A good many people, too, are under the impres- 
sion that electrical appliances are slow heating. 
They may be all right when one has an unlimited 
amount of time, they think, but when one wants to 
combine comfort, convenience and speed of opera- 
tion, the device operated by electricity is too slow. 
This impression was also gained when electrical ap- 
pliances had not reached the stage of perfection of 
the present day, and it is one question on which a 
clerk should be especially well posted. Test your 
appliances. Put cold water into one of your per- 
colators and find out how long it takes to bring it 
to the boiling point. Try out your egg boilers, 
toasters, water heaters and grills—test the length 
of time necessary to make toast—test every appli- 
ance and let your customers know that you have 
tested them and that the information you are giv- 
ing them was secured at first hand. 

It is the same with this line as with any other. 
The more a clerk knows about electrical appliances 
the easier it is to sell them. If he has on hand the 
various details of construction; if he can tell the 
customer offhand the various methods of insula- 
tion, the way the heating element is made, why a 
certain new design of attachment plug is safer to 
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use than the ordinary style; if he is so well in- 
formed that he can answer any question that comes 
up, then selling electrical appliances will be an 
easy proposition to him. There is one big funda- 
mental rule in selling anything, and that is “Get 
posted.” The man who knows his goods will find 
words with which to express himself. 


Display Possibilities 

Once all this knowledge is learned it should not 
be confined only to selling across the counter, but 
applied in making sales through window displays.- 
With “Things Electrical” the setting should be made 
as handsome as possible. Not so handsome that it 
will detract from the goods themselves, for most ap- 
pliances in themselves are beautiful in design and 
finish, and the window fixture should be used to 
enhance their beauty. Green plush or some cloth of 
dark rich color is excellent for floor covering and 
for draperies. 

Instead of merely showing the variety of appli- 
ances we have in stock, suppose that we make the 
display from an educational point of view. Suppose 
we build it with the idea of showing the public 
something about this class of goods that it does not 
already know. 

Let us take toasters first, and after making 
twelve slices of golden brown toast, arrange them 
on a plate in the window with one or two toasters 
and a little card reading, “Twelve pieces of beau- 
tiful golden-brown toast made right on the table 
for 1 cent.” We might take seven cups of coffee, to 
carry out the idea still farther, and arrange them 
around a coffee percolator with another neat card 
reading, “Seven cups of coffee for 1 cent.” Six 
eggs shown in connection with an egg boiler, and a 
little card giving the information that they can be 
boiled at a cost of less than one-half a cent, will 
carry a génuine appeal to the person who believes 
that electrical appliances are expensive to operate. 

The same idea can be carried out with other de- 
vices. On an iron there should be a card calling at- 
tention to the fact that it can be operated 12 min. 
for 1 cent; one on a vacuum cleaner stating that 
it can be used for an hour at the cost of 1% cents, 
and one that a curling iron for milady can be kept 
hot one whole hour for 1 cent. A display on this 
order will get more results than the mere showing 
of the various styles and sizes, no matter how well 
arranged or beautifully displayed. 


Glad Irons Versus Sad Irons 


To make a drive on electric irons alone, a very 
effective display can be made by painting a happy 
face on an electric iron and a mournful one on a 
common sad iron. Ir this connection be sure to use 
oil colors or colors ground in japan, and not water 
colors. If you use the latter they will both be sad 
irons when you remove their features. Label the 
latter with its true name, “sad iron,” and the elec- 
trically operated one with the title, “glad iron.” 
Arrange a number of electric irons around the sad 
and the glad irons, and display prominently the cost 
of operation of the electric irons. This idea has 
been used with very good success. 

Put an extra amount of sales energy into “Things 
Electrical.” Get all the helps you can from the man- 
ufacturers. They are extremely liberal and are 
willing to provide you with books of information, 
selling plans, window cards and entire window dis- 
plays and electrotypes for newspaper advertising. 
Feature electrical appliances as wedding gifts; play 
up in your windows and: in your newspapers the 
summer comforts to be derived from the use of 
electricity. Get a list of all the electric light users 
in your neighborhood—in most cases the lighting 
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company is glad to furnish this bécatise it will foster 
the use of electricity—and send a letter to everyone 
on the list calling attention to the department. Keep 
at it from every possible angle, and sales to-day 
will mean bigger sales in the future and a rapid 
growth of the department of “Things Electrical.” 

In some stores items such as valve lifters, grease 
guns, special wrenches, etc., are also shown on 
open display tables in wire baskets and plainly 
marked with the price. This gives the customer a 
chance to inspect the stock while waiting for other 
purchases or for change and will work out as well 
with automobile accessories as with other lines of 
hardware. . 
- How Manufacturers Help 


There is no line in which the manufacturers have 
come out so strongly with dealers’ helps in the form 
of display fixtures as in automobile accessories. The 
spark plug makers have designed cases that display 
samples of each kind and also carry the selling stock. 
Manufacturers of bumpers have provided some very 
attractive fixtures for the display of these objects 
that would otherwise be extremely hard to handle. 
Several brake lining manufacturers are ready to 
provide racks for keeping the stock in an attractive 
manner, and most manufacturers of lamps will fur- 
nish attractive counter and showcase displays that 
will assist the dealer in making sales. 

Tires have always been difficult to display. Re- 
cently a well known manufacturer of automobile 
accessories put on the market a neat tire display 
stand which holds the tire in an upright position 
without injuring it in any way, and which can be 
used in windows, on counters or near the door, 
keeping customers constantly reminded that the 
store sells tires. The manufacturers are doing their 
part nobly if the dealer will only co-operate with 
them. a 

A Brake Lining Rack 


If the brand of brake lining which you carry is 
made by a manufacturer who is ready to furnish you 
with an attractive rack in which to keep it, and 
if you have a space in your store to give to it, get 
one by all means. If you are cramped for room and 
must make every inch of display space count, then 
this simple method may appeal to you. It is being 
successfully used by several stores. It is built into 
the shelving as shown in the illustration. The en- 
tire fixture is less than 2 ft. long and is about 20 in. 
high. The divisions are made of galvanized iron, 
and the partitions are made just wide enough to 
accommodate the rolls. Near the bottom is a strip 
of wood 1 in. wide, across the divisions. The end 
of each roll protrudes from underneath it. This 
holds the rolls securely in place when the lining is 
being measured. The width and thickness of each 
roll is marked on each division, and, in addition, it 
is a good plan to mark the price unless a separate 
price card is used. 


Tire Rack of Pipe 


While tires occupy a good deal of space, there is 
no better method of displaying them than by carry- 
ing a good stock right in the store if space for it 
can possibly be provided. Madison Bros., New- 
burgh, N. Y., have an excellent one made of 3,-in. 
iron pipe. It was made by a local plumber, and 
the cost of the entire rack was less than $30. It 
is clean, neat and simple, and shows a stock of tires 
in a business-like manner. On the rear wall of the 
store is also an excellent rack for gaskets. 


Trimming the Accessory Window 


There are so many small items in a stock of ac- 
cessories that unless special care is taken in the ar- 
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rangement of a window display many of the articles 
will be entirely lost so far as the customer is con- 
cerned. The method of building up the floor of the 
window in the form of steps has proved successful 
in displays of almost any nature and unusually so 
in those featuring accessories. This method gives 
graduated height and allows the merchandise to be 
arranged in such a way that the onlooker can take 
in one step at a time and get a clear idea of the 
goods displayed. 

The accessory window should abound in small 
price cards with short wording, giving the use of 
each article. There are so many new items and so 
many improvements that it is often hard for the 
customer to tell at a glance just what some of the 
articles are for, and if it can be shown by a small 
card that some item in the window will meet some 
specific need of his, it helps the making of a sale. 

With the immense popularity of the Ford car 
a showing of accessories is incomplete without a 
suitable display of devices especially made for this 
automobile. It is often profitable to make a display 
entirely of Ford accessories, and many successful 
accessory stocks have been built around a stock of 
specialties for Ford cars. It is always advisable in 
every display of accessories of any kind to devote a 
corner to or to make a group of this special line. In 
this connection it is well to have on hand a number 
of small cards about 3 x 4 in. with the line “For 
Fords” printed in red at the top and a space left 
blank to be lettered in with the name of the article 
and the price. 

Movable Step Fixtures 

During spare time it will prove profitable to make 
a number of fixtures in the form of steps for use 
in the windows. They are useful in displaying 
almost any kind of merchandise, but especially so 
in this connection. They can be built straight or 
semi-circular in form, and the steps should range 
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from 6 to 9 in. in height. The size of the fixture 
and the number of steps must be governed by the 
size of the window in which they are to be used. If 
the window is large, several of them can often be 
utilized, and by different positions and different ar- 
rangements of stock some very effective trims can 
be made. 

A display of accessories should include as many 
items as possible without crowding. This seems 
contrary to the usual rule of window dressing, which 
is to confine the display to as few items as possible, 
but where the showing of five articles would give 
the idea of incompleteness of stock, unless an im- 
mense quantity of each one was shown, fifty differ- 
ent items each marked with its use and the price 
would tend to give him the idea that in this store he 
could get nearly anything he wanted. It is not 
that one item should be shown by itself, but a com- 
plete line of each item should be shown. A wrench 
by itself and in comparison with no other wrenches 
is a weak display, unless it happens to be of special 
design of which there is only one size, but a showing 
of a complete line of wrenches from the smallest to 
the largest carried in stock and arranged neatly in 
accordance with size will impress the customer with 
the range of wrench possibilties when he needs one. 
The same holds good with any other item. Show 
a cheap hand pump alone and it appeals only to 
the man who wants a cheap article, but show a com- 
plete line of pumps from the cheapest to the ezgine- 
driven variety and you interest every man who is 
in need of a pump. 

Don’t hide your light under a bushel! Let the 
people in your community know about your acces- 
sory department, through the newspaper and 
through your windows, but don’t make the mistake 
of letting them go on a still hunt for it after they 
have come in the store to see it. Push accessories to 
the front. 
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QANNESSSES 


Enterprise Mfg. Company Buys 
Business of W. T. J. Lowe 


T HE Enterprise Mfg. Company has just an- 
nounced that it has acquired certain of the as- 
sets, including the good-will, of the business of W. 
T. J. Lowe, Buffalo, N. Y., for the United States 
and all foreign countries excepting Canada. 

This company states that they are now in a posi- 
tion to furnish promptly Lowe’s Star and Buffalo 
brand baits and all other fishing tackle articles 
formerly made by Mr. Lowe. A new illustrated 
catalog, which will fully illustrate and describe this 
line of baits, will be ready for distribution in a 
short time. 


Pittsburgh Dealers Elect Officers 


f here final arrangements for the entertainment of 

the delegates to the convention of the Pennsy]l- 
vania & Atlantic Seaboard Hardware Association 
were made at a meeting of the Pittsburgh Retail 
Hardware Dealers’ Association held in that city on 
Friday evening, Jan. 28. The convention will be 


held in the Fort Pitt Hotel and there will be an ex- 
hibit of hardware goods in Motor Square Garden, 
practically all of the 200 booths having been sold. 
W. P. Lewis, secretary of the Pennsylvania Retail 
Hardware Dealers’ Association, spoke on Friday 
evening on the subject of “Convention Buying.” 
Officers of the Pittsburgh Retail Hardware Dealers’ 
Association were elected for the ensuing year as 
follows: J. W. Jones, Dravosburg, president; 
Charles W. Scarborough, Pittsburgh, secretary, and 
Samuel McKnight, Pittsburgh, treasurer. 


Mid-West Implement Dealers Elect 
Officers 


E. GALLAGHER of Coleridge, Neb., is the 

*new president of the Mid-West Implement 
Dealers’ Association. Mr. Gallagher has been in 
the implement business at Coleridge for five years, 
and has always taken an active interest in the af- 
fairs of the association. J. B. Morrisey of Shen- 
andoah, Iowa, was made vice-president; Anton 
Hanson of Upland, Neb., and A. E. Tunberg of 
Hooper, Neb., were elected members of the board 
of directors. 
































HOUSTON MEETING OF THE 


word on the pioneer’s trail. From the time 

when Moses Austin led his first colony of 300 
families into the State, the tide of emigration has 
been constantly increasing. With a population of 
4,000,000, the older sections of Texas are as thickly 
settled to-day as is. Illinois, Iowa, or. Missouri, and 
yet in the richest and most attractive part of the 
State there is a square mile.of land for every in- 
habitant. Texas is growing like a whirlwind, and 
the growth is built on a foundation so sterling that 
it will endure. People from every section of the 
Union are settling in the Lone Star State, and the 
development of its agricultural lands is truly amaz- 
ing. In its development are being used tractor en- 
gines, great gang plows, immense ditchers, and a 
score of other great implements that are the last 
word in modern farming. In a great State where 
nature is being made over in such vast areas it is 
but natural that good hardware stores should pre- 
dominate, and such is the case. 


T word for nearly a century has been a magic 


Houston the Convention City 


Texas probably has a bigger percentage of mod- 
ern hardware stores than any State in the Union. 
In that new country buildings are being specially 
constructed and specially equipped for the conduct 
of hardware business. All that is modern and all 
that has been gained from the experiences of the 
older States is reproduced and improved upon in 
Texas. Its State retail hardware association is a 
powerful factor in trade circles. Its annual meet- 
ing this year was held in Houston, Jan. 25- 
26-27. The story of this enterprising city itself 
would make a long, long chapter. A bird’s-eye 
view of Houston, which is reproduced at the top of 
these pages, gives a fair idea of its newness, its 
freshness and its vigor. Over 400 hardware people 
were in attendance at the convention, and over half 
that number are regular members of the associa- 
tion. The headquarters were in the Rice Hotel, 
which is a modern sixteen-story hostelry, well 
equipped to care for a large convention. It is said 
that Hotel Rice was built for a future Houston, but 
it was well filled by the 1916 hardware convention 
crowd. In connection with the association meet- 


ings, a hardware and implement exhibit was held in 
the auditorium. The exhibit was not quite as large 
as in past years, but what it lacked in size was made 
up for in the excellence of the individual display. 
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IMPLEMENT 


New Insurance Head 


Probably the most important work of the con- 
vention was the separation of the insurance depart- 
ment labors from the secretary’s office, and Glen 
Walker of Ft. Worth was selected as attorney and 
manager of the insurance department. The Tues- 
day afternoon’s session was addressed by R. V. 
Holland of Dallas on the subject of “Community 
Co-operation,” and by J. A. Craig of Janesville, 
Wis., on “Shorter Terms and Longer Profits.” On 
Tuesday evening the hardware merchants and their 
friends were entertained at a theater party by the 
Houston Chamber of Commerce. 


President Harrison’s Address 


S. T. Harrison of Memphis, Tex., and president 
of the Texas association, delivered his annual ad- 
dress, the feature of which was a strong plea for 
the standardization of farming implements and 
vehicles. He spoke in part as follows: 

“It is not enough that we become experts in the 
art of merchandising for the sole purpose of mak- 
ing money, for on such intelligence as is found in 
this association rests a far greater responsibility 
than making our particular institutions a financial 
success. It is our duty to look to the proper devel- 
opments of our respective localities—commercially, 
politically, morally. I believe there will be a great 
deal more satisfaction in turning over to our pos- 
terity an institution that has been a factor in the 
development of our country along all useful lines— 
one that has a reputation for helping its customers 
to help themselves; one founded on the broad prin- 
ciples of honesty, justice, and right—than could 
possibly come from leaving vast sums of money 
taken from the people by selfishness or exacting 
methods. Most of us are spending our best years 
in business, and we should so stamp our personality 
into that business and through it into the com- 
munity that our memory will be an honor rather 
than a reproach to those who succeed us.” 

President Harrison then spoke for stronger co- 
operation among hardware men, and told of the 
things being accomplished by the National Retail 
Hardware Dealers’ Association. Speaking on the 
subject of standardization, Mr. Harrison said: 
“Most factories have been making too many articles 
intended to do the same work. Each factory has 
been making three or four sizes of disc harrows 
when one size, 16 in,, would answer all purposes. 


A bird’s-eye view of Houston, where the convention of 














the Texas Hardware & Implement Association was held 
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Each factory has been making five or six styles 
of cultivators; one-half the number is sufficient. 
Each factory has been making four or five styles of 
planters, when two would meet all just demands. 
The same elimination can be carried through the 
entire implement and vehicle lines, with advantages 
to factory, dealers and consumers, as it would allow 
nice reductions in manufacturers’ costs, enable the 
dealer to carry less stock and lower the price to 
consumers without detracting one iota from the 
efficiency of the implement or vehicle. Dry goods, 
groceries, automobiles, and most other goods are 
sold to the farmers of Texas for cash on delivery 
or within thirty to sixty days, but implements and 
vehicles have been under the handicap of long 
terms, which, of course, means higher prices; and 
implements and vehicles have carried with them in 
this long-term method numerous items of standard 
hardware. There seems to be no good reason why 
these items should not be raised to the same stand- 
ard of other merchandise.” 


Secretary Marti’s Report 


Following President Harrison’s address, Secre- 
tary Henry Marti submitted his annual report. He 
reviewed the perplexing conditions which have 
faced hardware merchants during the past year, and 
said that many of these perplexities were reflected 
in the work of his office. However, the year re- 
sulted in a material increase in membership and in 
a decrease of complaint. 


Dr. Krebs’s Address 


On Wednesday morning Dr. Stanley L. Krebs of 
Philadelphia addressed the convention on “Psychol- 
ogy in Business.” Dr. Krebs said: “By poisoning 
your life with worries, you commit suicide by slow 
degrees.. Fears and worries that you yourself set 
up and do not know how to avoid do you infinite 
harm. Avoid them as you would a snake in the 
grass. It is good business to know yourself. Learn 
how to diagnose your own ills and how to dodge 
them in the future. Do this by reasoning with 
yourself. Deal in facts and forget theories. A 
small fact will explode a large theory into a million 
pieces. Our old friend Plato was a theorist; he 
used to see himself in an easy-chair and dream 
dreamy dreams and write of them. If Plato were 
to come to life again he would not know what to do 
if he were placed in a laboratory. It is in no sense 


a disgrace to make a failure at business as long as 
you have sense enough to apply that failure to what 
you do in the future. Reason with yourself, locate 
your troubie, and then take a fresh start. Liquor, 
lucre, and lus! are our three besetting sins; dodge 
them and you may call yourself a man.” 


The Perspiration Test 


Dr. Krebs told of a celebrated laboratory at 
Washington where all manner of psychological ex- 
periments are conducted weekly. There we can take 
perspiration, mix it with water, secure a precipi- 
tate by the use of acid, and tell what is ailing a 
person. If a man is beset by worries at one time, 
the precipitate will be dark and dingy; in another 
instance it will be light in color. Persons who are 
a prey to nervous ailments are going downhill rap- 
idly. Nerves are made up largely of phosphates, 
and worry removes the necessary phosphate from 
the system. Dr. Krebs then went on to explain 
how the immense battlefields of Europe are placing 
greater responsibilities on the people of this coun- 
try, and explained the duty Texas owed itself at 
the present time. 

At this meeting Roy F. Soule, Editor of HARpD- 
WARE AGE, conducted the Question Box, and at the 
close of a busy hour congratulated the merchants of 
Texas on their readiness to take part in the dis- 
cussion of the numerous store problems that were 
brought to light. 


Chamber of Commerce Dinner 


On Wednesday evening a dinner was given the 
hardware merchants in the banquet hall of the 
Hotel Rice by the Houston Chamber of Commerce. 
Numerous hardware celebrities were introduced 
after the merchants had partaken liberally of a 
Dutch lunch, and Roy F. Soule was requested to tell 
the story of his experiences at the Hotel de Gink 
last winter. His address made a deep impression, 
and. it was plainly evident that a bond of closer un- 
derstanding existed between a portion of the world’s 
fortunate and its unfortunate as a result. 

The program for the evening was delightfully 
balanced with things of a lighter vein. Four gen- 
tlemen of color were introduced and in a marked 
arena in the center of the banquet hall engaged in 
a battle royal. No one was killed, and when the 
smoke of the conflict cleared away it was discov- 
ered that in spite of the splendid opportunities 
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given to murder one another none of the colored 
gentry was even scratched. It was declared a draw, 
that these same colored performers might be in good 
condition for a buck-and-wing performance later in 
the evening. Cock fights and a colored quartet 
added to the amusement, and a series of songs by 
good cabaret performers ended a very pleasant 
evening. . 
_ Editor Soule’s Address 

On Thursday morning after the Question Box 
discussion, which opened all meetings, Roy F. Soule 
addressed the convention on the “Business Man’s 
Points of Contact.” Mr. Soule drew from simple 


_ store experiences many examples which were recog- 


nized as fundamentals in the art of building busi- 
ness. He cited selling experiences in a score of 
different States, and in every instance brought 
forcibly to the front the new point of contact which 
had developed the sale. 


New Officers Elected 


At this meeting officers for the ensuing year were 
elected as follows: — 

President, Phil Hobbs, Alice, Tex.; first vice- 
president, Joe Netzer, Laredo, Tex.; second vice- 
president, W. A. Helms, Decatur, Tex.; third vice- 
president, W. A. Clampitt, Kingsville, Tex. 

The following directors were also elected: 

To serve one year—Charles Chamberlain, San 
Angelo, Tex.; Oscar Rea, Clifton, Tex., and J. L. 
Swartwood, Vernon, Tex. 


Hardware Age 


To serve two years—H. W. Nagle, Cuero, Tex.; 
W. A. Wither, Bryan, Tex., and T. H. Jones, May- 
pearl, Tex. 


To serve three years—John Leslie, Sherman, 
Tex.; A. Jackson, Mexia, Tex., and J. A. Johnson, 
Esterline, Tex. 


Demand Repeal of Revolver Law 


A committee was also appointed by President 
Harrison to appear before the State Legislature 
and ask for a repeal of the obnoxious firearms laws 
of this State. The particular law to which the 
Texas merchants object forces Texas hardware mer- 
chants to turn over to the State one-half of all 
monies they receive from the sale of pistols or 
revolvers. A common method of evading this law 
is to rent revolvers at the full regular price of the 
weapon and to let the rental go on indefinitely. The 
hardware merchants of Texas do not like the idea 
of being forced into such deception or of losing 
their revolver business to catalog houses outside 
the State. A great injustice is undoubtedly being 
done there, and it is hoped that the legislative com- 
mittee will be successful in obtaining justice. 

It was also voted at this meeting to separate the 
offices of secretary and treasurer. The appointment 
of these officers is in the hands of the board of 
directors, and their appointments will be made 
known at a later date. 

Next year’s convention will be held in Dallas. 





AN ADVERTISER’S READY REFERENCE 


Hew do you plan your newspaper advertising— 

or don’t you plan it? We will take it for 
granted anyway that you are among those progres- 
sive merchants who have their spring advertising 
laid out before winter is over and who have most of 
the advertisements that are to appear in the sum- 
mer months written before the hot weather really 
arrives, that you never sit down about an hour 
before the paper goes to press and try to turn out 
a pulling ad in double quick time, and that you 
realize that it is impossible to get the best results 
from copy that is written under a time limit. We 
will presume that you keep a scrap book, in which 
you paste all your own ads and those run by other 
stores, and that you occasionally send copies of 
some of your newspaper notices to the editor of the 
“Publicity for the Retailer” department of Harp- 
WARE AGE and that you profit by the criticisms of 
them, but we’ll imagine that you are not getting as 
much benefit from this same department as you 
might, and that you are willing to adopt an easy 
method of taking full value from the publicity of 
your fellow hardware men. 

We believe this department has done a lot of 
good to retail hardware advertising. We can see 
that from the improvement in the ads we are re- 
ceiving. Usually these same ads need little crit- 
icism. They are very good examples of retail hard- 
ware advertising, and the dealer who uses any news- 
paper publicity can take many valuable ideas from 
them. 

Getting Full Measure of Value 


We know of one dealer who in our opinion gets 
the maximum of good from this department. He 
advertises fairly extensively in two city papers 
where the rate is rather high, and he contends that 
with his own ideas he couldn’t get his money back 
from the space he uses. He clips advertisements of 


dealers in his own and other cities and keeps some of 
the newspaper publicity of the department stores 
in his own neighborhood. They offer him unusually 
good examples of layout. But one of the biggest 
helps in his newspaper work is a loose-leaf book in 
which examples of hardware advertising clipped 
from “Publicity for the Retailer” are pasted. 

The book is arranged by seasons, commencing 
with spring. Any examples that this dealer thinks 
can be used to better his own publicity are clipped, 
pasted on a sheet and inserted into the book in the 
proper place to fit the season of the goods adver- 
tised. If any criticism is made it is also pasted in. 
These examples are from representative stores of 
the whole country, and many of them are models of 
hardware advertising. The ideas given in them 
can be profitably followed. 

This dealer has kept a record of this kind for 
several years, and he has now a book of information 
that is almost invaluable in the preparation of his 
own advertising. 

You know that there are times when it is a diffi- 
cult matter to know just what to advertise, and 
after you have racked your brain and brought forth 
sufficient seasonable items there is again the diffi- 
culty of securing an attractive method of presenta- 
tion. This book is always ready with seasonable 
suggestions. It gives layouts and even the copy. 
In planning publicity for some time ahead this book 
simplifies the work to a great extent. It helps in 
getting the proper cuts early enough so that they 
will be on hand in time. Too much stress cannot be 
put on the value of good illustrations, and the man- 
ufacturers are ready to provide you with any num- 
ber of electros if you will simply make known your 
wants. This book helps one dealer to determine just 
what he does want. 

One of the big advantages of using the ads from 
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Pages from a book of valuable advertising information. The left shows a page of summer advertisements; the 
center four attractive announcements for spring, and at the right are examples of publicity that 
dealers have given to automobile supplies. 


these pages is that they are in condensed form. 
They are much reduced in size, and while perfectly 
readable they take up very little space. By using 
a loose-leaf book, the pages of which should be 
about 8% x 11 in., the record can be made to last 
indefinitely and new pages added from year to year. 
Once started it soon becomes a concise encyclopedia 


Coming Hardware Conventions 


ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, IIl. 


NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 
11, 1916. Headquarters, Lindsee Hotel. Nathan 
Roberts, secretary, Lincoln, Neb. 


PENNSYLVANIA AND ATLANTIC SEABOARD HARD- 
WARE ASSOCIATION CONVENTION, Pittsburgh, Pa., 
Feb, 8, 9, 10, 11, 1916. Headquarters, William Penn 
Hotel. Exhibition floor will be at the Motor Square 
Garden, Baum Boulevard and Beatty Street. W. P. 
Lewis, secretary, Huntington, Pa. 


KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 


MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. F. X. 
Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 


NEW YORK RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Syracuse, N. Y. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. 


of useful advertising information. It saves time 
and makes for better results. It costs but little to 
start, and it takes very little effort to keep it up to 
date. If you are anxious to improve your advertis- 
ing or if you want to make the work of preparing 
it less of a task, a book of this kind offers a simple 
method of getting results. 


MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. . 


OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel. Exhibit at Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 


CONNECTICUT RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hartford, Feb. 23, 24, 1916. Head- 
quarters, Hotel Bond. Henry S. Hitchcock, secre- 
tary, Woodbury, Conn. 


IOWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 1, 
2, 3, 1916. A. R. Sale, secretary, Mason City, Iowa. 


CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 


ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May, 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 


AMERICAN IRON, STEEL AND HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretafy, Mar- 
bridge Building, New York. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 


NATIONAL RETAIL HARDWARE ASSOCIATION Con- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 
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PROFITS FROM CHIN-FUZZ AND 
EYEBROWS 


The Steps Whereby Father’s Razor Has Come to Fit Mother, and 
Brother’s Safety Lines Up with Sister’s Manicure Set 


By L. 8. SOULE 


IME was when man claimed a strangle hold on 
js at least three things: suspenders, claw-ham- 
mer coats, and shaving appliances. Alas, the 

hand of progress has put the dim-past sign on that 
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The rust spot on the blade of father’s pet 


erstwhile claim. Mother’s newest gown now drapes 
from her shoulders and is held in line with a web- 
like creation that infringes on all suspender pat- 
ents; sister’s spring suit does a fair imitation of 
the swallowtail, and, last but not least, since Dame 
Fashion has decreed a thinning of the eyebrows, 
both mother and sister have stretched forth their 
dimpled hands and copped man’s exclusive beard 
destroyer. There have been some maliciously in- 
clined persons who have insinuated that certain 
ladies of the fair, fat and forty stage have put the 
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At Bump & Skinner’s 
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ban on depilatories and pumice stone and are slip- 
ping up on the unwary surplus hairs that encircle 
their chins, with the Sheffield and the safety. No 
longer does the dullness of father’s trusty blade de- 
note a shortage in mother’s corns. No longer does 
a nick in brother’s gold-plated safety indicate the 
ripping-up of sister’s last year’s ball dress. Noth- 
ing of the sort. The rust spot °on the blade of © 
father’s pet foretells a glossy smoothness on 
mother’s double chin, and the dried lather on 
brother’s “pride and joy” speaks eloquently of the 
narrow arch that festoons the ridge above sister’s 
lustrous brown eye. The slanting gash in father’s 
treasured razor strop is only another indication that 
woman’s pitching and stropping arm is as yet un- 
developed. There is still hope for smooth leather in 
the bathroom and the boudoir. Mere man lives on 
in his hopes and the wreck of his illusions. The 
mask is off; there is no longer a veil of secrecy, 
Woman with traditional boldness is in the razor 
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What if the druggist does put up a howl! 


field, and her rights and privileges are no longer 
subject to question. Cast your eye over the late 
editions of woman’s favorite magazine. In promi- 
nent places in the advertising sections are adver- 
tisements calling the attention of feminine readers 
to the manifold advantages of the razor in putting 
stray hairs on the run and cheating Dame Nature 
on the eyebrow curve. Straight out-and-out bids 
for the fair one to hike to her hardware dealer or 
druggist and call for the daintiest form of safety, 
thereby heeding the early beck-and-call of tyrant 
Fashion. It’s not a joke; it’s not a Ford story—it’s 
real honest-to-goodness business being built up for 
some wide-awake merchant who keeps his weather 
eye peeled and his periscope in working order. It’s 
dollars to doughnuts that the druggist and the de- 
partment store are already there with the goods. 
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They have a faculty of getting in on the ground 
floor when fashion springs a trade-winning idea. 
The dainty little saleswoman at Bump & Skinner’s 
is already explaining the gentle art of easy shaving 
to interested groups of society’s favorites, and her 
nimble assistant is giving practical demonstrations 
of the slanting stroke and the once-over. Is hard- 
ware to sleep at the switch, while the beard and 
eyebrow business flourishes? Not so; “She lives, 
she moves, she seems to feel” will soon be quoted of 
our favorite line. The track is clear for the hard- 
ware special. 

It doesn’t require a new stock or an increased in- 
vestment to get in the game. It only needs a little 
elbow grease and polish on the old stock and a 
double-barreled fund of new selling ambition. Fit 
up a glistening showcase with razors and strops; 
decorate one shelf with shaving soaps and creams; 


177 


trim the edges with talcum power and face lotions. 
What if the druggist does put up a howl on your 
butting in to the drug game. Ask him what he’s 
doing with his window full of pocket knives, scissors 
and razors. If there is a profit in witch hazel and 
talcum, and they line up with the things your cus- 
tomers demand, then for the love of Mike put the 
hardware label on them and grab the profit. There’s 
a bunch of loose feminine coin waiting for the 
pioneer in the chin-fuzz and eyebrow campaign. 
Manicure your nails, scrub your grimy hands, if 
necessary wear gloves, but get the money. The 
one proof of financial success is the actual cash, 
and cash gleaned from the dainty archer of eye- 
brows has the same spending value as that squeezed 
from the carpenter and the builder. Here’s luck to 
the man who rings up profits from my lady’s razor 
and strop. 





FISHING POLES AND A PLACE TO PUT THEM 


‘4 HERE are still a few disciples of Izaak Walton 

who pin their faith to the old cane or bamboo 
fishing pole when the spirit moves them to take a 
shot at bass or catfish, and it’s up to the hardware 
man to meet the wants of this class, even though 
the profits on each sale seem hardly worth the trou- 
ble involved. A cane pole is one of the meanest 
articles to stock in the hardware line. If you put 
them on the shelving they are continually rolling 
off, and the projecting ends are always catching on 
whatever article of merchandise passes their way. 
If you stand them up in a corner, as some mer- 
chants do, they always seem to fall down at some 
inopportune time, and every single one of them 
gets warped and bow-legged in the effort to stand 
straight. 

Wilbur A. Cochran of Sprague, Wash., bumped 
up against this fishing-pole nuisance till it got on 
his merves. He side-stepped the issue for awhile, 
then got busy on a plan that would get back his lost 
sleep. The above diagram shows the result of his 
efforts. In the ceiling of his store he screwed a 
couple of hooks about 10 or 12 ft. apart and hung 
up a couple of small pulleys; through these he ran 
two pieces of sash cord, with an iron ring about a 
foot in diameter attached to each one. The other 
ends of the cords were united and hooked over a 
screw-hook in one of the posts in the store. The 
troublesome fish poles were run through the rings 
and drawn up near the ceiling where they were out 
of the way. When a customer demanded a cane or 
bamboo pole, the rings were lowered, allowing him 
to pick out the pole of his choice, and when the sale 


is over, the rings are hoisted to their out-of-the-way 
position again. It isn’t always the most expensive 
fixtures that give the greatest amount of satisfac- 
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A simple device for displaying fishing poles 


tion, and the 50 cents expended in this simple de- 
vice can bring as big a smile as a two-hundred- 
dollar gun rack. Mr. Cochran seems to have found 
a simple solution to one of the most vexatious of 
hardware problems. 





















BASEBALL DISPLAY WITH A PUNCH 


A Few New Kinks 


ton, Tex., installed a new sporting goods de- 

partment. Up to the time that Evers decided 
to take a hand, a stationery store had a monopoly 
on the game. Just now it is the hardware store that 
is on the baseball map of Denton. 

It’s no small proposition to launch a new depart+ 
ment and put it on a paying basis from the very 
start. It takes a whole-hearted, big-fisted punch 
to do it. The window display we reproduce is the 
punch that “started something” for Evers. It made 
his baseball supplies pay from the minute the um- 


T HE EVERS HARDWARE COMPANY of Den- 


pire called “Play Ball!” 


For less than a dollar he bought a gross of little 
dolls. As long as they lasted one was given to any 
little girl who would dress it and allow it to sit in 
the grandstand until the game was over. Then by 
calling at the store each girl could have her doll 
again. The youngsters came in so fast there 
weren’t enough dolls to go around. 

Every doll was tagged with the name of its 
owner. Every girl brought her family and all her 
friends and relations to see her dolly in the grand- 
stand. The display was brought to the attention 
of hundreds by means of the dolls alone. 

Nothing was left out. From the ticket office to 
the old familiar billboard and little darkey peeping 


through a knot-hole in the fence, the field was com- 
plete in every detail. 

The players were dressed in the colors of two of 
the local high school nines. The scoreboard gave 
the inning as the last of the ninth, two men out and 
two on bases, and the score 3 to 2 in favor of the 
team in the field. The batter had his feet securely 
planted for the wallop that would bring in the win- 
ning runs. Whether he struck out or whether he 
lost the ball over the left-field fence—the game was 
a winner for Evers. 

The sign just back of the grandstand offered a 
little service that made sales. “Buy your gloves 
here and this season we will keep them oiled for 
you—free. This will make them work better and 
last longer.” Simple but mighty effective. And 
the only cost of the idea was a little can of oil on 
a counter near the baseball goods. It made sales 
and kept the boys coming back. 

Evers says he is building up a reputation for 
good windows. It’s a reputation well worth work- 
ing for. It keeps the store in the public eye, and 
brings in sales long after a display has been taken 
out. Evers says he is building up a reputation for 
good windows. If his displays of other lines have 
the same ginger he puts into his sporting goods the 
reputation is well earned. 
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The Evers Hardware Company played ball to an accompaniment of crowds at its window and an increase of 
sales in sporting goods ' 
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GARDEN HOSE AND WHAT TO DO 
WITH IT 


Display Possibilities and Home-made Racks 
By THE ASSISTANT MANAGER 

















The Enterprise Hardware Company of Pasadena, Cal., 
The echo was distinctly heard in Boston, Mass. 


uindow last year. 


HE growth of business from the sale of garden 
ji hose is in size about as marvelous as the de- 
velopment of one of the world’s greatest 

trees from a tiny mustard seed. 

In rapidity of growth, however, the business has 
the tree so badly beaten that comparison would be 
about like running a hundred-pound wrestler up 
against Frank Gotch. 

It is estimated that four million dollars worth of 
lawn hose will be sold in the United States this year, 
and most of it will be sold through retail hardware 
stores. 

That makes it our business to key up our selling 
organization. We are probably entitled to more of 
this business than we landed last year, and the 
surest way to get it is to study the methods of 
men who have made real money on this class of 
goods. 

Preparedness in California 


The opening gun fired in California last year had 
nothing whatever to do with a Japanese invasion 
except that it put a few thousand Japanese 
servants to work keeping green the lawns of one 
of the most beautiful cities in the United States. 
The window display of the Enterprise Hardware 
Company of Pasadena, Cal., is one of the best I 
have ever seen. The real work in this_display is on 
the making of the cannon. That piece of ordnance 
has all the earmarks of preparedness. It put enough 
solid shots of hose publicity into Pasadena to start 
a buying movement that cleaned out the stock, and 
the echoes of that bombardment were distinctly felt 
as far East as Boston, Mass., where the Boston 
Woven Hose & Rubber Company fill orders for these 
progressive California merchants. There are a few 
pointers about that display worth copying. Note 
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opened a publicity bombardment with this hose 


the. knotted hose in the background. It is hung on 
a pipe sprayer. Another sprayer of this type is 
hung in two knots lower down in the background. 
This type of lawn sprayer is used extensively in 
the West. It is a live seller. The heavy coils of 
hose used in the Enterprise display are grouped 
near the back of the window, and the nozzles and 
light hose repairs occupy space near the front. 
That’s just about all there is to it. The display is 
so simple that we wonder why it hasn’t been used 
for the past ten years. Who is the man in our 
place of business who is going to use this idea when 
the hose season opens? I can’t tell you his name, but 
the chances are ten to one he is worth the boss’ 


- careful analysis. 


How the Moorhead Hardware Company Builds Up Sales 
in Garden Hose : 
When old Sol gets busy with his heat slants on 
the western Minnesota prairies there is a hurry- 
up call for hose and nozzles. There is plenty of 
dust that needs settling, and the grass takes on 
a yellow streak when the water is not forthcoming. 
It’s up to the busy hardware man in that section to 
wipe the perspiration from his brow and get the 
water sprinkling paraphernalia on display. If he 
doesn’t, some wise guy on the Dakota side of the 
river does a little overtime and beats him out of 
a bunch of hose profits. 


Ragged Edges 


Now hose is not an easy thing to display to ad- 
vantage, and for that reason the average hardware 
man has fallen into the habit of piling it up on a 
vacant table or throwing it in a miscellaneous heap 
in a convenient corner and waiting for some enter- 
prising customer to discover it and place an order. 
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Home-made hose rack. In the winter it is used as a 
display rack for sleds 


If he trims a window with the line it looks like the 
volunteer fire department’s layout the morning after 
Bill Hinkle’s woodshed caught fire. Somehow we 
have all failed to realize that hose is a profitable line 
and deserving of recognition. 


Stimulating Hose Desires 


This was the case with the Moorhead Hardware 
Company, Moorhead, Minn., up to about a year ago, 
when J. B. Granoske conceived the idea of putting 
a little punch behind the hose department, and stim- 
ulating hose desires among the residents of that 
pretty little Minnesota city. He got busy while the 
idea was hot. There was no pattern to work by, 
but the necessity was strong, and invention came 
across with results. There is an up-to-date shop in 
connection with the store, and Mr.. Granoske hit 
for it post haste. Several hours later he emerged 
with the attractive and efficient hose display rack 
shown in the accompanying illustration. 

The construction is extremely simple. It is made 
entirely of galvanized pipe and fittings carried in 
stock and holds, in addition to the one large reel, 

































































Hose rack used by a New York department store 


Hardware Age 


several coils of hose of various sizes on the cross- 
arms above. It is a fairly heavy piece of display 
machinery when filled to capacity, but there was 
plenty of strength and good nature in the sales 
force, and we shot it out on the sidewalk where the 
Graflex could get action on it. Incidentally every 
passerby stopped for a short “rubber” and a ques- 
tion, which yielded results in the form of several 
sales. 
When the Season Closes 


The rack occupies a prominent position in the 
store, and during the hose selling season makes a 
constant bid for sales and profits. The tools re- 
quired for its construction are to be found in every 
hardware store. A little ambition and effort on your 
part will add it to your sales force. 

The Moorhead Hardware Company is to be con- 
gratulated on its progressive method of handling a 
cumbersome but profitable line. We predict a bunch 
of green lawns for Moorhead and a short stock of 
hose in the Moorhead Hardware store when the 
hose season closes. 


» A Pennsylvania Fixture 


In a Pennsylvania store not long ago I saw a 
home-made hose rack that held not only the 25 and 
50-ft. lengths of garden hose, but the big 500-ft. 
reels of hose as well. This fixture was made of pipe, 
and the cross-arms, on which the reels and coils 
were hung, rested in a section of a 3-way L which 
had been sawed to make a support from which the 
cross-arms could be easily raised to slip on fresh 
stock. This fixture is substantially made, and in the 
winter months it is used to display sleds. It can 
well be used to show a dozen different seaonable 
sellers, and is another fixture which should start 
someone around our place to work with a wrench 
and pipe cutter, a hack saw, and a stock and die. 


A Department Store Hose Rack 


The trouble with a lot of home-made hose racks 
is that while they display well they look as bare as 
September Morn when a sale has been made, and 
the hose taken from the rack. In a big New York 
department store not long ago I saw a hose rack 
designed for business. It was made on a platform 
of 1-in. lumber resting on four castors. This plat- 
form was just the width of the diameter of a coil 
of hose. In the center, braced by four brackets, 
was an upright framework made of four three- 
cornered strips about 4 ft. in height. These were 
substantially cross-braced. The coils of hose were 
dropped over this upright and made a neat appear- 
ance. This rack held eight coils of hose, and sales 


were easily made from samples without spoiling 


the display. 
Rough Usage 


I. R. Bailey says that lawn hose is the “dog” of 
the household implement family. In spite of all good 
intentions you will abuse it. You yank it around 
sharp corners, over rough ground, through shrub- 
bery and around trees. Now this sort of treatment 
does not tend to add to the life of the average lawn 
hose, but it’s the very kind of treatment that the 
Goodyear lawn hose is built to withstand. Many 
a garden hose has died from “too much weather.” 
The average hose is on tap continuously during 
spring and summer. Sun and rain, dew and “tug 
of war” soon do their work. Then—a new hose. 


Take Your Choice 


When that new hose time comes, be on the job. 
Between now and the spring rush there is a spell 
when the weather man limits our activities to in- 
door work. On a lot of those days it is going to 
take a mighty hardy customer to venture down- 
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A hose rack made and used by the Moorhead Hardware 
Company 


town. In some stores the boys are going to gather 
in clusters to swap stories. Village gossips will join 
them. The weather man can’t keep a town gossip 
at home because he is usually a bore in his home 
circle. Laughter and loud talk will resound through 
those hardware halls until the sun shines again 
and people begin to come in to ask for things they 
are “out of.” 

In other stores those stormy days are going to 
be signals for work on stock and better methods of 
displaying it. Let’s give a little serious thinking 
to the business which follows the sale of garden 
hose, and some of these fixtures will become a 
reality in our store and credit the Spring Buying 
Number of HARDWARE AGE with another business- 
building idea that has more than paid for our sub- 
scription. 


Atkins Pioneers Observe Anni- 


versary 


ie Atkins Pioneers, composed of men who have 

been in the employ of E. C. Atkins & Co., 
Indianapolis, Ind., for twenty years or more, cele- 
brated the tenth anniversary of their organization 
Saturday night, Jan. 29, with a party at Keith’s 
Theater. 

The Atkins Pioneers is a social organization 
established by the employees in 1906 to promote 
good fellowship and a greater loyalty and zeal for 
the success of the firm. It began with sixty-two 
members and now has a roster of 118 employees 
who have been associated together for twenty years 
or more. 

The oldest member, John H. Wilde, has a record 
of fifty-one years of continuous service and has 
been elected honorary president for life. Another 
member, George Hollis, has been with the com- 
pany more than forty-six years. 


Has Benevolent Feature 


While primarily social in character, the organ- 
ization has benevolent and insurance features by 
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which members who are sick or needy are taken 
care of and by which members are assessed in case 
of the death of another member. 

Membership in the organization is open to all 
who are connected in any way with E. C. Atkins 
& Co., including the office and sales department as 
well as the factory. In former years it has been 
the custom of the organization to give a banquet 
in honor of its birth anniversary, but this year the 
members decided to give a theater party instead. 
The officers for the year 1916 are: President, 
Walter O. Williams; vice-president, Charles S. 
Bronson; secretary, C. A. Newport, and treasurer, 
Charles F. Aumann. 

The complete membership of the organization 
and the years which they have served with the 
company follow: 

Forty-six to Fifty-one Years—J. H. Wilde, George 
Hollis. 

Forty-one to Forty-five Years—C. F. Aumann, Nel- 
son C. Buch, Charles Fenton. 

Thirty-six to Forty Years—William H. Brennan, 
James T. Dowling, George Helm, Stephen A. D. Kessler, 
John Kuhn, John Patterson, Merritt A. Potter. 

Thirty-one to Thirty-five Years—Henry G. Atkins, 
Charles Bernhardt, Charles S. Bronson, Fred C. Gard- 
ner, Francis M. Hager, Sr.; Francis M. Hager, Jr.; 
Frank E. Kingsley, Robert Kirst, Theodore H. Lilly, 
Frank Norkus, James A. Reed, John D. Ryan, John 
Schneider, James B. Vaught, Gordon Waite, Walter 
O. Williams. 

Twenty-six to Thirty Years—Frank G. Atkins, Wil- 
liam Avery Atkins, Charles S. Barker, Fred M. Bauer, 
George Bauer, Raymond Boehm, Newton Braddock, 
Edwin C. Clark, J. Harry Conklin, Adam Cron, Arthur 
D. Culp, Jesse W. DeHaven, George W. Gladding, James 
W. Gladding, Nelson A. Gladding, Edward C. Helm, 
Herman Herrlich, Albert J. Hert, Meinert Huendling, 
Jacob Kleinfelter, Edward Meehan, Edward A. Mercer, 
Samuel A. Myers, Clarence A. Newport, William G. 
Perkins, John C. Quinn, Roy R. Roberts, Oliver P. 
Slack, Charles A. Small, Edward P. Schmedel, William 
Stafford, Frank Suher, George Van Blaricum, William 
Vaught, Ernest Viewegh, Thomas L. Wallace, Frank 
Wells, Elwin Wilde, Alonzo Wilson, Henry Zachech. 

Twenty-one to Twenty-five Years—Harvey Avery, 
Edward Badger, Willard Beattle, C. Bert Blue, Henry 
J. Brink, William L. Bryant, John Clifford, William 
J. Conway, John E. Copsey, James N. Graham, William 
L. Creasey, George W. DeHaven, Luther Deputy, Guy 
Dunnington, George Faber, Lotus Farmer, Jacob Fox, 
John Guedel, Don K. Hall, Charles Hartung, John E. 
Johnston, Charles Kappus, John W. Kappus, John M. 
Koser, Charles L. Leming, Alex J. Magness, William 
Marsischke, Harry G. Meyers, George Miller, Harry 
Mountain, Robert Neighbor, Robert B. Nixon, Albert 
T. Potter, Maurice Riley, Fred S. Reimer, Morton E. 
Rudd, Joseph R. Ryan, Thomas F. Seery, George Rix 
Stafford, William Suter, Hans J. Svendsen, Andrew 
A. Sweeney, James W. Thurston, Henry Walton, Harry 
H. Weber. 

New Members—Joseph Butler, Fred Cron, Walter 
Gregory, Charles Martin, William H. Reimer, Alvin 
Van Horn. 


Lorain County Dealers Hold Semi- 
Annual Meeting 


§ toe semi-annual meeting of the Lorain County 
Hardware Association was held recently in 
Elyria, Ohio. 

The meeting was well attended by members from 
all over the county, and a great deal of interest 
was displayed in the discussion of several matters 
of importance that came before the association. 

The following are the officers of the association: 
President, O. F. Dellenbaugh, Lorain; first vice- 
president, H. T. Winkles, Elyria; second vice-presi- 
dent, B. O. Wade, Oberlin; secretary, A. M. Hanna- 
ford, Elyria; treasurer, Hart Dickason, Wellington. 
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PUTTING THE $ IN $PRING 


How a Little Forethought Will Make Your Spring Publicity 
Roll Up Record Results 


By BURT J. PARIS 


pleasant outdoor days—the time when we shed 

the chrysalis of winter’s cares and unfold our 
winds for the flight back to nature. 

Spring is all this and then some. Were the writer 

a poet, he might fill this page, including the mar- 

gins, with the variegated and beatific emotions that 

swirl within us when we but think of lovely spring. 


GS pleasant outdo of summer—harbinger of 


The $ in $pring 


But, unable to take out a poet’s license, he must 
content himself with writing about spring as seen 
through the eyes of the prosaic business man— 
the hardware man in particular. This doesn’t for 
a moment infer that there are no poets, real or 
embryo, following the fortunes of hardware selling, 
but I know that poet or no poet, the real dyed-in- 
the-wool hardware man always sees the “S” in 
sprihg thus—$. 

And—he is right. Into the three months of 
spring, you can compress more sales through well- 
planned effort than into any other three months 
during the whole year. 


Realizing Your Opportunity 


You know why as well as I do—perhaps better. 
But if you glimpse some of the reasons in cold type, 
it might crystallize your understanding of the op- 
portunity before you and move you to marshall all 
your forces to the front during the spring cam- 
paign. 

Not being a Roger Babson, I don’t know all the 
reasons why, but here is an assortment sufficient to 
satisfy any reasonable-minded merchant. 


Six Reasons for Hustle 


First, the approach of spring means that the 
farmer and the gardener, professional and amateur, 
are all preparing to start the year’s work and that 
presages quite some activity. 

Second, spring is famous for moving and house- 
cleaning and the general brightening up of the 
home— interior and exterior. 

Third, consider that glorious spring is the signal 
for renewed activity in the building trades. 

Fourth, spring is the season when we prepare for 
summer. The average householder doesn’t wait for 


June days to provide summer comforts about the 
home—he gets busy in the spring, and those who 
don’t can be shown the error of their ways by your 
spring publicity. 

Fifth, spring marks an end to the period of auto- 
mobile hibernation and increased zeal on the part of 
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those hardy motorists who “kept ’er agoing” 
through the cold weather. 

Sixth, and by way of a final reason, think of what 
spring means to the athletic inclined and who isn’t 


so inclined in America? 
Sales Equivalents of Spring Activities 


All these activities resolved into terms of hard- 
ware selling shape up, roughly, like this: 

First, agricultural implements and farm equip- 
ment, garden tools and accessories, seeds and all the 
varied articles of hardware for agricultural use. 

Second, paints, oils, varnishes, interior finishes, 
enamels, vacuum cleaners, patent mops, wringers 
and other innumerable aids to home rejuvenation. 

Third, builders’ hardware; mechanics’ tools, roof- 
ing, nails, paints and everything required in 
building. 

Fourth, screens, awnings, porch and lawn furni- 
ture, hammocks, garden hose, mowers, electrical 
goods and other home comforts for hot weather. 

Fifth, automobile accessories, tires and supplies. 

Sixth, sporting goods in season. 


What Spring Publicity Will Do 


Some of these lines sell poorly in the summer and 
you can sell more of every line mentioned, with one 
or two possible exceptions, in the spring than at 
any time during the warm weather, provided you 
keep up a fire of carefully planned and rightly timed 
publicity. 


Creating the Early Buying Impulse 


One of the chief functions that your spring ad- 
vertising will have to perform is to fight procrasti- 
nation on the part of the buying public. Your 
publicity must urge immediacy, point out the ad- 
vantages of early buying, school the reader in 
summer preparedness. 

Experience has shown that the hardware mer- 
chant who maintains a lively spring campaign based 
on early buying, forces a far heavier volume of 
business than that done by his competitor who 
waits for his customers to take the initiative. And 
this is a particularly propitious season to talk pre- 
paredness. 

March is just around the corner and Father Time 
seems to have the same old “punch” he acquired 
aeons ago, so jump on the job of apportioning your 
publicity. You’ve got six full-fledged, seasonable 
lines to cover, to say nothing of additional lines and 
individual specialities you may wish to edge in. 
Each line, of course, will be given a share of your 
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newspaper publicity and you should supplement 
your newspaper work with direct advertising. 


Shaping Up a Newspaper Schedule 


To get down to a definite schedule which each of 
you will have to work out individually, take your 
average spring advertising and divide it by six— 
the six lines before mentioned. If you use an ad 
every day, you can hit each line once weekly, and 
hit it hard. If you run three times a week, you can 
still hit each line once a week by doubling up in 
each ad—that is, by featuring two lines in one ad. 
And if you are located in a rural community, let 
your weekly ad be arranged in department store 
style, enabling you to feature each line. Many ef- 
fective ads of this type have been shown in the 
“Publicity for the Retailer” department in past 
issues Of HARDWARE AGE, and others appeared from 
time to time. The desideratum is to touch each line 
once a week, at least, which means that from March 
1 to June 1 you will have placed before the public 
at least eighty appeals on separate lines, without 
increasing your newspaper appropriation provided, 
of course, it at present represents an amount con- 
sistent with your sales figures. 


Arranging a Direct Advertising Schedule 


There is so much leeway in direct advertising, 
sO many occasions where a quick shift in plans is 
desirable, that it is difficult. to map out a schedule 
to fit the varying conditions of each locality. But 
we suggest here a schedule that will give you a hint 
as to the manner of planning your direct advertis- 
ing effectively. 

If you issue a store paper you are using the most 
effective unit of direct advertising, although you 
will want to reinforce it, for you are conducting 
an intensive three months’ campaign. In this con- 
nection, we refer to the monthly store paper. If 
your paper is issued weekly, you can dispense with 
circulars almost altogether. 

Once weekly, the farmers in your territory should 
receive a broadside circular on agricultural. im- 
plements and farm equipment—gas engines, sepa- 
rators, silos, etc. They should be invited to store 
demonstrations of new farm accessories. 

Manufacturer’s folders, booklets and mailing 
ecards mailed to your customer list and to a select 
list of prospects will greatly assist your newspaper 
advertising in selling the housewife bent on spring 
cleaning and brightening up. 
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Direct Work on Building Supplies 


To cash in on spring building activity, you should 
supplement your newspaper advertising with direct 
work on lists of contractors and builders, architects 
and owners. You will require some circulars and 
folders of your own to properly cover these lists, 
but a great portion of your building supply lines 
is advertised very effectively by manufacturer’s 
literature with which you assiduously bombard 
your lists. The frequency of mailings will, of 
course, be governed by the material at hand as far 
as manufacturer’s literature is concerned, but your 
own circulars ought to go out at least twice a month. 


Combining Several Folders or Booklets 


Featuring home comforts for the summer is best 
done through the store paper and newspaper adver- 
tising. Many attractive pieces of manufacturer’s 
literature, however, can be used to advantage. We 
suggest combining several pieces in each mailing 
to reduce wastage, as where the recipient would not 
be interested in porch swings or shades, he might 
be in garden hose. Here, also, is your opportunity 
to get out some effective circulars of your own on 
beginning the “swat the fly” campaign early this 
year. 

Automobile accessories are most effectively fea- 
tured by the frequent mailing of large circulars 
listing your full line and by consistent newspaper 
work. Individual manufacturer’s folders and book- 
lets are best used where the accessory involves the 
expenditure of a considerable amount, as the pre- 
sentation is invariably worked out in a thoroughly 
convincing manner. 

We are of the opinion, based on intimate experi- 
ence, that direct work will not bring results com- 
mensurate with the expenditure in the matter of 
sporting goods unless a most carefully selected list 


‘is used. The newspaper will serve you best here. 


Backing Up Your Spring Publicity 

Your store ought to back up all this publicity. 
Window displays, store demonstrations, carefully 
arranged stock with plenty of attractive show-cards 
will make your newspaper and direct publicity im- 
mensely more productive. 

If you follow out our suggestions, wholly or in 
part, let’s have the samples. Send in your ads, cir- 
culars, store papers, booklets, store window photo- 
graphs, etc., so that we may discuss them when we 
are in the thick of this spring hustle for business. 








The Cash Discount 


AM the backbone of the dividend, the mainstay 

of the profits and the foundation of achievement. 
I am the difference between success and failure, the 
indicator on the business and the speedometer of 
progress. I can eliminate mercantile failure, sub- 
duct the word chance from the commercial lexicon 
and take the gamble out of the game of business. 
No man who has used the opportunities that I offer 
ever went to bankruptcy court. I am insignificant 


to consider for one day, but take care of me 
through the passing years and I will pile profits 
mountain high. I have put solid foundations under 
great businesses, brought prosperity out of failure 
and made merchant princes out of bootblacks. I 
have made preferred customers from dangerous 
risks. I have builded commercial ratings of the 
strength of Gibraltar. I am the salvation of the 
modern business world.—I AM THE CASH DIS- 
COUNT.—Southern Pharmaceutical Journal. 
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Display Methods that Have Been Used in the Building of Successful 
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OCATION is extremely important to most re- 
tail businesses. This can be verified by the 
tremendously high rentals that are often paid 

for a tiny store on a busy city corner when a place 
three times as large, perhaps two blocks off but away 
from the crowds can be had for half the sum. 
Usually the rent is in proportion to the number of 
people that pass the store. It has become common 
knowledge by this time that those in charge of a 
chain of stores often go so far as to count the num- 
ber of people that pass certain corners when choos- 
ing the location in which to establish a new branch. 
" When a dealer installs a new department, such as 
automobile supplies, he can profitably apply the 
same method in his store. 
department a store in itself and the store proper a 
section of the city. Then we have the front of the 
store as a busy corner and the rear as a side street. 
A store on a side street must generally make un- 
usual efforts in order to get trade to come in its 
direction. These efforts as a rule take the form of 
more extensive advertising than would be necessary 


were the store located in a busy spot and a depart- . 


ment situated in the rear of the store needs a great 
deal more effort to make it a success than one that 
is in the front where it is constantly brought to 
the attention of everyone who enters. 

If there is a large department store on a side 
street that draws thousands of people daily, the 





department of the Wilson Hardware Company, Beaumont, Texas. 
by the manufacturer, is shown on one corner of the show case 


Suppose we call each 
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A spark 


stores in the neighborhood profit by the presence 
of the crowd and a location nearby is often as val- 
uable as one on the main thoroughfare. Rentals in 
such a district are usually high. If the staple lines 
for which there is a constant, well-established de- 
mand are kept in the rear of the store it brings 
more people back there and increases in a like man- 
ner the value of the display space of the entire 
store. 
Bringing Accessories to the Front 


A hardware dealer who has been unusually suc- 
cessful in building a big, prosperous business from 
an old establishment that was threatening to die 
of dry rot, and who is constantly on the lookout for 
new lines to add to his already extensive stock de- 
cided about three years ago to take on automobile 
accessories. Before this there were occasions when 
he picked out from the regular stock such items as 
could be used in automobile work and used them in 
window displays. The results were usually satis- 
factory, but no attempt had ever been made to 
group these goods in the store. 

When it was decided to introduce automobile sup- 
plies, the line was stocked in a complete way, so 
that it would be on a par with the other depart- 
ments of the store. Much effort and money were 
spent in newspaper advertising and in circularizing 
the automobile owners of the vicinity. But the 
business seemed to come very slowly and it was 
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not until about a year after the opening of the de- 
partment that the real cause of its apparent failure 
was discovered. 

In the beginning the stock was kept in the rear 
of the store. At the time it seemed the only place 
available. A show case was kept well trimmed and 
constantly lighted, but it was so far back that very 
few people ever saw it. Though it had hardly been 
expected that the new department could be put on 
a paying basis from the very start, still the sales 
for the first year fell far below expectations. 

In the beginning of the second year several 
changes were made in the store. Two departments 
that were well established were moved farther to 
the rear and the second show case from the front 
was given over to accessories. The reason for 
choosing the second case was that most people pass 
the first without noticing it, and the second case is 
generally the most prominent. The selling stock 
was brought to the front. The start that the ac- 
cessory department had gained during that first 
year must have had some influence on the results 
from that time on, but most of the credit is given 
to the change in location. The department to-day 
is one of the best in the store, and it pays a bigger 
profit on the amount invested than many of the 
others. 

A 4-Ft. Accessory Case 


The Carlisle Hardware Company, North Adams, 
Mass., is a hardware store in a hustling city. Step 
inside and the very atmosphere of the place makes 
you say, “Here is a live hardware store.” A little 
over a year ago this store put in an initial stock 
of automobile accessories, though for some time a 
small stock of automobile tires had been carried on 
hand and a good trade in this line established. The 
store is narrow and there was some difficulty at 
first in finding a suitable location for the new de- 
partment. 

There is a row of open display tables down the 
center of the store, commencing some 20 ft. from 
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the door. Across the end of one of the front tables 
and at right angles with the aisle a 4-ft. show case 
was installed facing the door. Though this case is 
rather small for a line which includes so many 
items, still by keeping it neatly trimmed and by 
constantly changing the displays in it, it has been 
able to do some excellent work in the selling of 
motor accessories. It is as wide as could be placed 
crosswise of the store in that manner without seri- 
ously handicapping the aisle space on each side. 


Small as this case is it has an advantage over a 
longer one placed lengthwise of the store. It faces 
everyone who comes in the store and is the most 
prominent of all the show cases. It is an ideal loca- 
tion for the beginning of a new department. The 
boys in this store have made it a point to make the 
acquaintanceship of practically every car owner in 
the vicinity and many sales are made through per- 
sonal contact, and though this case is not given the 
entire responsibility for the success of this depart- 
ment, it is still recognized as one of the most influ- 
ential factors in putting automobile accessories in 
this store on a paying basis from the very start. 
The sign on the top of the case calling attention to 
automobile supplies, the tire which is given such a 
prominent place in the center of the store and a 
large sign across the entrance have all done their 
share toward making sales. 

A small board into which screw hooks of proper 
length for the various sizes are driven is used for 
displaying and carrying the stock of gaskets. Each 
group is marked with the size and the price of all 
sizes is given in one corner. The board is hung by 
two screw eyes. 

In the store of Abbott & Co., Derby, Conn., the 
same idea is carried out still further. Instead of 
being hung by screw eyes, this board, which is al- 
most square, is hinged to an upright in the shelv- 
ing by means of screw hooks and screw eyes so that 
it can be swung like a door. The stock is carried in 
the same manner, and round, metal-bound tags are 
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A view of the store of the Carlisle Hardware Company, North Adams, Mass. The small show case in the center of 
the store is used for accessories 
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An attractive accessory salesroom with an especially good tire rack. The fixture for gaskets is on the rear wall 


used to price the various sizes. The board swings 
back against the wall and occupies no space that 
could be utilized for other purposes. Yet at the 
same time it displays the entire stock of gaskets. 
Pet cocks and small joints and fittings are shown 
in the same manner. 

Griswold, Richmond & Glock, Meriden, Conn., 
started selling automobile accessories at an early 
stage of the game. In 1908 they began with a $40 
stock and gave half a show case to the line. To- 
day the accessories are practically a business in 
themselves. The tire sales alone last year amounted 
to over $30,000, and this on one standard brand 
without price cutting. 


A Unique Display Method 


Accessories in this store are shown on a fixture 
made by Goldberg of New York. Though this fix- 
ture is not intended primarily for automobile sup- 
plies, it shows how excellently it can be adapted 
for this purpose. 

The fixture itself consists of a number of doors 
or leaves hinged in much the same manner as a 
book. It is set back into the shelving and the stock 
is sampled on both sides of the leaves. Wire and 
cable is hung on special hooks and liquid accesso- 
ries are displayed on special brackets. Even auto- 
mobile jacks have been given a place in this fixture, 
one door being devoted to them exclusively. 

Each item is priced and numbered and the stock 
is kept in drawers underneath and on the shelving 
above. Looking over the accessory stock of this 
company is like turning the pages of an interesting 
well-illustrated book. In addition to this fixture 
several show cases are used for the more bulky 
stock and these are given a prominent place in the 
very front of the store. 


Open Display Tables 


Oils, greases, motor and hand soap, tire talc, 
rubber cement and such supplies that are packed 
in cans can be shown usually to best advantage on 
open display tables. This arrangement permits of 


a good stock being shown, which cannot be done in a 
showcase, and it saves time in making sales. In 
some stores items such as valve lifters, grease guns, 
special wrenches, etc., are also shown on open dis- 
play tables in wire baskets, and plainly marked 
with the price. This gives the customer a chance 
to inspect the stock while waiting for other pur- 
chases or for change, and it will work out as well 
with automobile accessories as it has done with 
other lines of hardware. 


How Manufacturers Help 


There is no line in which the manufacturers have 
come out so strongly with dealers’ helps in the form 
of display fixtures as in automobile accessories. The 
spark plug makers have designed cases that display 
samples of each kind and carry the selling stock. 
Manufacturers of bumpers have provided some very 
attractive fixtures for the display of these objects 
that would otherwise . be extremely hard to 
handle. Several brake lining manufacturers are 
ready to provide racks for keeping the stock in an 
attractive manner and most manufacturers of lamps 
will furnish attractive counter and showcase dis- 
plays that will assist the dealer in making sales. 
The manufacturers are doing their part nobly if the 
dealer will only co-operate with them. 


A Brake Lining Rack 


If the brand of brake lining which you carry is 
made by a manufacturer who is ready to furnish 
you with an attractive rack in which to keep it, and 
if you have a space in your store to give to it, get 
one by all means. If you are cramped for room 
and must make every inch of display space count, 
then this simple method may appeal to you. It is 
being successfully used by several stores. It is 
built into the shelving as shown in the illustration. 
The entire fixture is less than 2 ft. long and is about 
20 in. high. The divisions are made of galvanized 
iron and the partitions are made just wide enough 
to hold the rolls. Near the bottom is a strip of 
wood 1 in. wide across the divisions and the end 
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of each roll protrudes beneath it. This holds the 
rolls securely in place when the lining is being 
measured. The width and thickness of each roll is 
marked on each division, and in addition it is a 
good plan to mark the price unless a separate price 
card is used. 

Tire Rack of Pipe 


While tires occupy a good deal of space there is 
no better method of displaying them than by carry- 
ing a good stock right in the store, if space for it 
can possibly be provided. Madison Bros., New- 
burgh, N. Y., have an excellent tire rack made of 
34-in. iron pipe. It was made by a local plumber 
and the cost of the entire rack was less than $30. 
It is clean, neat and simple, and shows a stock of 
tires in a business-like manner. On the rear wall 
of the store is also an excellent rack for gaskets. 


Trimming the Accessory Window 


There are sO many small items in a stock of ac- 
cessories that unless special care is taken in the 
arrangement of a window display many of the 
articles will be entirely lost so far as the customer 
is concerned. The method of building up the floor 
of the window in the form of steps has proved 
successful in displays of almost any nature, and un- 
usually so in those featuring accessories. This 
method gives graduated height and allows the mer- 
chandise to be arranged in such a way that the 
onlooker can take in one step at a time and get a 
clear idea of the goods displayed. 

The accessory window should abound in small 
price cards with short wording giving the use of 
each article. There are so many new items and so 
many improvements that it is often hard for the 
customer to tell at a glance just what the use of a 
certain article is, and if it can be shown by the 
use of a small card that some item in the window 
will meet some specific need of his, it helps the 
making of a sale. 

With the immense popularity of the Ford car, a 
showing of accessories is incomplete without a suit- 
able showing of devices especially made for this 
automobile. It is often profitable to make a display 
entirely of accessories for the Ford, and many suc- 
cessful accessory stocks have been built around a 
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comprehensive stock of specialties for Ford cars. 
It is always advisable in every display of acces- 
sories of any kind to devote a corner to or make 


a group of this special line. In this connection 
it is well to have on hand a number of small cards 
about 3 x 4 in. with the line “For Fords” printed 
in red at the top and a space left blank to be let- 
tered in with the name of the article and the price. 


Movable Step Fixtures 


During spare time it will prove profitable to make 
a number of fixtures in the form of steps for use 
in the windows. They are useful in displaying 
almost any kind of merchandise, but especially so 
in this connection. They can be built straight or 
semi-circular in form and the steps should range 
from 6 to 9 in. high. The size of the fixture and 
the number of steps must be governed by the size 
of the window in which it is to be used. If the 
window is large, several of them can often be 
utilized, and by different positions and different ar- 
rangements of stock, some very effective trims can 
be made that will not only look well but that will 
really make sales. 


A display of accessories should include as many 
items as possible without crowding. This seems 
contrary to the usual rule of window dressing, which 
is to confine the display to as few items as possible, 
but where the showing of five articles would give 
the idea of incompleteness of stock, unless an im- 
mense quantity of each one was shown, fifty dif- 
ferent items each marked with its use and the price 
would tend to give the customer the idea that in 
this store he could get nearly anything he wanted. 
It is not that one item should be shown by itself 
but a complete line of each item should be shown. 
A wrench shown by itself and in comparison with 
no other wrenches is weak, unless it happens to be 
of special design of which there is only one size, 
but a showing of a complete line of wrenches from 
the ‘smallest to the largest carried in stock and ar- 
ranged neatly in accordance with size, will impress 
the customer with the range of sizes carried and 
make an appeal to him if he has any possible use 
for a wrench of any kind. The same holds good 
with any other item. Show a cheap hand pump 

















This unusual 





method of displaying an accessory stock is used in the store of Griswold, Richmond & Glock, 
Meriden, Conn. 
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alone and it appeals only to the man who wants a 
cheap article, but show a complete line of pumps 
from the cheapest to the engine-driven variety and 




















Display rack for gaskets. The same idea can be worked 
out in a number of ways 


you interest every man who jis in need of a pump. 

Don’t hide your light under a bushel! Let the 
people in your community know about your acces- 
sory department through the newspaper and through 
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Simple method of handling a selling stock of brake 
| lining 

your windows, but don’t make the mistake of let- 
ting them go on a still hunt for it after they have 
come in the store to see it. Push accessories to 
the front! 


THE RICHARDS-WILCOx Mrc. CoMPANY, Aurora, IIl., 
held its salesmen’s convention recently, which was con- 
sidered one of the best that the company has ever 
had. Three days were taken up with talks, demonstra- 
tions and general business discussions. Speeches were 
made, and the salesmen related many experiences which 
added to the interest and helpfulness of the meetings. 
An enjoyable banquet was served. 


WALTER B. SNoOw and staff, advertising agents and 
publicity engineers of Boston, have recently added to 
their organization, Charles W. Burrage, formerly of the 
instructing staff of the Massachusetts Institute of Tech- 
nology, and associated with the F. W. Dedge Company 
in connection with the preparation of Sweet’s Index. 


WILLIAM E. SMITH has been elected secretary of the 
Southington Hardware Mfg. Company, Southington, 
Conn., to fill the vacancy caused by the resignation 
of J. Wilder Howe. 
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May HardwareCompany Reports 


a Successful Year 


WASHINGTON, D. C. 
To the Editor: 


You may possibly be interested in the advice 
that before the close of last year we set aside 
one day, Dec. 30, for a formal convention of our 
entire selling force. 

The day was started with a private moving- 
picture show at one of the local theaters, after 
which we returned to our general offices. Our 
program was then divided into three parts, the 
first being our “troubles” session, the afternoon 
the educational session, and in the evening we 
had our “booster” session. 

There was a very healthy show of enthusiasm 
displayed at each meeting, and we feel that it 
cannot help but exert a strong influence for good 
on our work during the year. We were very 
pleased to be able to advise our traveling force 
that 1915 had proved the biggest year in our 7 
history. We enjoyed a substantial increase over 
previous records, despite the unfavorable influ- 
ences that were at work in some respects and 
notwithstanding the fact that we were obliged 
to overcome the loss of our retail department, 
which was eliminated when we moved into our 
present business home a little more than a year 
ago. Yours very truly, 


F. P. MAY HARDWARE COMPANY, 
A. J. May, President. 











“One Hundred Hardware 


Windows” 


a Book Department of HARDWARE AGE has 
recently issued a new book of valuable window 
trimming suggestions, entitled “One Hundred 
Hardware Windows.” 

This book is novel in the fact that the displays 
are arranged for each month of the year. There 
are times when it is a hard matter to know just 
what to show in the windows and how to handle the 
display, and this book is published as a calendar of 
ready reference to which the merchant can turn for 
suggestions and ideas for any season. The displays 
are shown on the left-hand pages of the book, and 
the descriptions on the opposite pages. Displays 
are included from stores in all parts of the country 
covering practically every kind of merchandise car- 
ried in a hardware stock. 

The table of contents is arranged according to 
months, and in addition the index lists the displays 
by subjects so that the window dresser can find 
trims on definite subjects if he desires. 

This new book is well printed, and is bound in 
a handsome green cover, attractively lettered in 
gold. It contains 205 pages. The price is $1.50. 


ARTHUR A. HADDEN has resigned as the head of the 
piecework department of the P. & F. Corbin division 
of the American Hardware Corporation, New Britain, 
Conn., to accept a position as hardware manager for 
the John Thompson Press Company, Long Island City, 
ie 


ALBERT J. MAHEU, who was recently made superin- 
tendent of the Morgan Spring Company, Worcester, 
Mass., was presented with a gold watch at the third 
annual banquet of the employees of the company, 
Jan. 22. 











TURNING WHEELS FOR PROFIT 






How a Denver Hardware Dealer Makes Fifty Per Cent of His Gross 
Sales on a Bicycle Stock Representing Twenty 
Per Cent of His Investment 
By T. M. CADEY 

















A pipe rack for the display of bicycles. The rack is set up in the store of L. A. Maedel and is easily made. 


affair. Two wheels with a connecting frame, 

solid tires and a flat seat. Not a single 
ball bearing to ease up on the athletic end 
of the game and shy pedals and every other 
sort of propelling device. When a dandy of 
the old school hit out for a century run, it 
meant about the same thing as starting on a 
100-mile hike with a 60-lb. handicap. The opera- 
tion of the contraption was simplicity itself. You 
grabbed the handle bars, straddled the frame, took 
a 50-yd. run, and then slid another fifty on the 
cushions. It was a good deal like working your 
passage on a canal boat, leading the mule. That 
sort of wheel didn’t stay in fashion long. The short- 
trousered, frock-coated fop with his high hat, lacked 
ambition for the running start, and the village 
blacksmith couldn’t raise the price of a machine. 


Shar first bicycle must have been a mighty crude 


The Rise of the High-Boy 


The next thing in the bicycle line that hit the 
market, and the first real speed accumulator, was 
the old high wheel of our own boyhood days. It 
was some classy affair. There was one 5-ft. wheel 
with wire spokes and solid rubber tires and a little 
12-in. runt that did its best to follow the big boy in 
a straight and narrow path. The handle bars were 
low and rigid. The seat was about as comfortable 
as the soft side of a rock, but it had a pair of 
straight action pedals, and if your legs held out you 
were reasonably sure of getting somewhere. No 
Western broncho had any edge on the old high-boy 
when it came to bucking. It had a system all its 
own, and it got action from the very start. Climb- 
ing aboard was ticklish business. You grasped the 
rigid handles, put your right foot on the step, took 
a hop-skip-and-run, then jumped for the saddle. 
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That jump had to be gaged to the fraction of an 
inch. If you fell short, you lit on your back with 
the fool thing sitting on your stomach. If you 
were too ambitious the front wheel stood still until 
you had sailed over and were standing on your ear 
in the road, then it kicked vou while you were down. 
However, if you did manage to hit the right spot and 
get your feet on the pedals you could fairly burn 
up the road and were the idol of every other kid in 
the county. 
The Advent of the Safety 

Finally the expense of medical attention got on the 
nerves of the public, and there was a demand for 
something in the bicycle line that rode a little 
nearer the earth. The manufacturers got busy, and 
for a while the weird and wonderful contraptions 
they turned out gladdened the heart of P. T. Bar- 
num. Finally, through a series of evolutions, they 
struck the safety model, with its two wheels of 
even size, and the bicycle business got on a paying 
basis. There is class to the wheel of this day and 
age. It rides as easy as a pullman, covers the 
ground with neatness and dispatch, and gets you 
to your destination with plenty of strength left for 
the day’s work. 


Onee a Plaything—Now a Practical Necessity 

For a long time the practical qualities of the 
bicycle were overlooked. It was regarded as a 
vehicle of pleasure. Bicycle clubs sprang up all over 
the country, and every ambitious youth who could 
raise the price got in the game for the pure joy of 
it. It seemed as if that was surely the money- 
making period for the makers of wheels. However 
that proved to be a fallacy. The fad of pleasure 
cycling gradually died out. Wheels were built along 
more practical lines. The price dropped till it was 
within the reach of the day laborer.. Nobody to-day 
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buys a wheel as a mere toy or plaything. The clerk, 
the banker, the baker and the blacksmith find it 
the reasonable common carrier in going to and from 
work. It means to each of them an extra half hour 
at home in the middle of the day, an extra 15 min. 
sleep in the morning and a quick trip to mother 
and the kids when the day’s work is done. It means 
exercise in the open air, better health and a better 
appetite. It’s a necessity these days, like a razor 
or a toothbrush, and they can’t keep house without 
one. 
Hardware Store the Natural Bicycle Outlet 


The hardware store is the natural medium for the 
sale of bicycles. They line up naturally with the 
sporting goods, and their reasonable price makes 
them a ready seller. They are purchased by the 
class of man who comes most often into the store— 
the common, every-day man—and their sale nat- 
urally paves the way to the sale of other lines. The 
profits are above those of your ordinary hardware 
items, and the stock is easily displayed and handled. 


Denver Firm Demonstrates Bicycle Possibilities 


L. A. Maedel of Denver, Col., carries bicycles in 
connection with his hardware lines. The above pic- 
ture gives some idea of his stock and method of 
handling. The pipe rack for display purposes is 
easily made, neat and durable, and reduces space to 
aminimum. The following letter from Mr. Maedel 
tells his bicycle story in a nutshell: 


To the Editor: 

As you requested, I am sending you a photograph 
of the bicycle corner of my store, showing the racks 
we made to hold bicycles. I was a bicycle dealer to 
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start with, afterward putting in a hardware and 
paint stock. Now my bicycle business occupies 
about one-fourth of my store or less, and I have 
about one-fifth of my investment in this line. My 
sales in bicycles and sundries amount to 50 per 
cent of my gross sales for the year. 

There is a larger per cent of profit to be made 
out of a bicycle department than out of any of 
the regular lines of hardware. ) 

For a hardware store to succeed with this line, 
standard nameplate bicycles should be handled, and 
the same enthusiasm used as in selling other lines. 
I handle what I believe to be the best line of bicycles 
made, and when I talk bicycles to a customer I can 
just feel the reasoning of my argument filling my 
customer with a desire to have that wheel and no 
other. Just bicycles won’t do. You must have the 
best bicycles. 

There is no time like the present for the hard- 
ware dealer to start in the bicycle business. With 
the aid of the “Million Bicycles” committee, selling 
in this line is made easy, and I look forward to 
one of the best seasons in a long time. 

Yours very truly, 
L. A. MAEDEL, 


Mr. Maedel is on the trail that leads to bigger 
business and bigger profits, and it’s up to you, Mr. 
Hardware Dealer, to hit the trail with him. There 
is good, clean money to be gleaned from bicycles. 
They are easy to handle, easy to sell, and add to 
the attractiveness of your store. 

Here’s hoping that a thousand other dealers will 
follow Mr. Maedel’s lead and pedal toward profits! 
You won’t find a single tack in the whole road. 





SELLING AND DISPLAY 


f eeprenccaraper nothing that puts the kinks in a hard- 
ware man’s temper like a measly half-used roll 
of wire cloth, with the spring still in it. He starts 
to unroll a yard and before he knows what has hap- 

















Home-made fixture for handling wire cloth. Used by 

Adams County Mercantile Company, Ritzville, Wash. 

It is arranged so as to carry all sizes of wire cloth and 

is fitted with castors. It can be easily moved to any 
part of store 


pened he’s got one whole end of the store filled with 
inflated wire cloth and cuss words. Now Ray Chen- 
worth of Sprague, Wash., is opposed to cuss words 


RACK FOR WIRE CLOTH 


on general principles, and in order to stem the tide 
of profanity and ease up on his temper he evolved 
the little scheme for handling wire cloth. 

This rack is about 5 ft. high and 6 or 7 ft. long, 
and will accommodate all sizes of wire cloth from 
18 to 48 in. The frame is made of inch boards 
strengthened by braces at the ends, and the open- 
ings which hold the wire cloth are lined with tin, 
as are the slot-like openings through which the 
cloth is drawn out to be measured for a sale. What 
appears to be a shadow on the face of the rack is 
in reality the projecting ends of the wire cloth, 
which were drawn out at the time the picture was 
taken to show the method of handling. The rack 
is fitted with roller castors and can be easily moved 
to any part of the store. If a long piece of screen 
is to be cut off, the rack can be turned the long way 
of the store, the required amount drawn out and 
cut off, and the rack returned to its place. The 
smooth tin lining allows the wire cloth to move 
freely, while the printed sizes on the face of the 
rack make the finding of the required size a very 
simple matter. 

The picture was taken at the back entrance to 
the Adams County Mercantile Company’s store at 
Ritzville, Wash. The rack was made by the boys in 
the store from a pattern of the original one which is 
still holding first place in the store of the Farmers 
Supply Company of Sprague, Wash. 

By neatly painting these racks they can be made 
an ornamental fixture for any hardware store, and 
they certainly solve a knotty problem that has put 
gray hairs on many a hardware man’s dome of wis- 
dom. There’s no patent on the idea, and there’s a 
handsaw and hammer in every hardware store. 
Get busy! There will be less wrinkles on the 
boss’ brow when he sees the results. 
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By L. S. 


day when the horny-handed tiller of the soil 

and his poultry-raising wife hit for the busy 
marts of trade to swap butter and eggs for a 
weekly supply of sugar and beans. It’s the day 
when the sporty coon sharpens his trusty 
“Barber’s Pet” prospective to a round of social 
activities and a cut in dark meat. It’s the day 
when the active brain of youth takes a vacation, 
forgets the multiplication table and concentrates 
on the joys of life. It’s an off day for the mother 
of future presidents and a busy day for the strap 
in the woodshed. Last, but not least, it’s the day 
of the weekly clean-up, when the bath towel, the 
brush and the big bar of soap have their inning 
and clothing once more gets next to nature—when 
even the excuse of headache or sore toe fails to 
get by the censor. There is never a show to slip 
one over on the day of the weekly bath. We all 
yield obedience to the unwritten law of the great 
unwashed. 

I still have visions of my boyhood’s weekly 
baths. Even the porcelain tub of a Chicago flat 
fails to erase the memory of that childish night- 
mare of cleanliness. There was neither porcelain 
tub nor running water in our home-bath accessory 
department. There was no smooth-walled room 
with tiled floor—no shiny soap tray or big fluffy 
sponge. On Saturday nights the parlor was de- 
serted for the kitchen. Mince pie and cookies 
were relegated to the pantry, and the aroma of 
fresh baked bread gave place to the odor of soap- 
suds. The hired girl acted as scene shifter, while 
mother was everything else from prompter to 
“supe.” The old cook stove was red hot; the wash 
boiler full of cistern water did a fancy boil, and 
the teakettle simmered on the side as a reserve 
stock. Dad beat it for downtown; the weekly bath 
had no charms for him, and he had no desire to 
spoil his good humor through any attempt to 
referee the weekly water tournament. Take it 
from me, he wasn’t needed. He could handle the 
check book and rule the roost for the balance of 
the seven days, but from 6 p. m., Saturday, till 
bedtime Sunday night mother held the keys to 
the roll-top. She didn’t exactly originate the mat- 
ter of Saturday night baths, but she copped the 
idea as soon as it came out, and kept up with all 
the improvements. 


Under the Old Regime 


The festivities started as soon as the supper 
dishes were washed. The youngest kid in the 
bunch drew the first lot, and the rest of us sat 
back and sulked as he went kicking and yelling to 
the plunge. The old wooden tub that served on 
Mondays as a part of the hand laundry became on 
this night of nights the bath tub. A cracked 


Gay whe has ever been a busy day. It’s the 





SOULE 


saucer that had seen better days served to corral 
the soap, and the back of an old kitchen chair took 
the leading part as a towel rack. Mother took an 
active part in the bathing ceremonies. She led us 
gently in by the ear as our turn appeared, made 
sure that we got a real immersion, massaged our 
spinal columns with soap and rag, gave us the 
final examination, and passed judgment on the re- 
sults. The man of science who could find a dirt 
spot after mother had put the pure food stamp 
on us would be in line for a top notch job at 
the Lick Observatory. It couldn’t be done. 


The Modern Way 


The kid of to-day faces no such problem of 
make-shift equipment as fell to our lot. No doubt 
the good mothers of to-day are just as insistent 
on the weekly bath and the thoroughness of the 
job, but the implements of torture are no longer 
so severe. The kid hangs his knickerbockers on 
a nickel-plated hook, fills a porcelain tub with 
clear warm water, coaxes the dirt from his trilbys 
with a perfumed sponge and agitates the clogged 
pores over his spine with a soft-bristled brush. 
There’s a bunch of nice shiny fixtures to take his 
mind off the disagreeable features of the game, 
and when it’s all over he can pull a rubber plug 
to lose the surplus water, instead of packing it 
out to the alley in a tin pail as we did in youth- 
ful days. The Saturday night bath is still with 
us, but scientific appliances have so changed its 
aspect that boys are now found at intervals wish- 
ing for Saturday night to come in order to try out 
the new tub. So the good old world changes. 


Woman Still Mistress of the Bath 


Not many years ago the man who yearned for 
the requisites of a real bath was doomed to hunt 
a plumber and take a pot shot at whatever appli- 
ances that festive gentleman carried in the musty 
back room of his shop. If he wanted a new shower 
arrangement, a glass shelf or a soap tray it was 
up to him to wait till the pesky thing could be 
ordered from the factory. Not so to-day. When 
that itchy feeling which precedes a bath room gets 
noticeable, Mr. Man hies himself to the hardware 
store and finds in neat array just the equipment 
his dainty little wifie has insisted on—for woman 
is still Mistress of the Bath. 

Perhaps you haven’t tried the stunt of handling 
bath accessories in your hardware store. If you 
haven’t it’s time you were focusing your mind on 
the profits of this line and getting your share of 
the coin that makes possible the Saturday night 
bath. 

Just the other day I saw a display of bathroom 
accessories in the store of the Orr-Lockett Hard- 
ware Company of Chicago. Glass wall cases, 30 
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Bath-room fixtures in their natural element. 


The floor is used for an effective showing of the various lengths 


of towel-bars 


ft. of them, filled with everything that goes to 
take sharp edges off the bath. Glass shelves, 
towel racks, mirrors, wall cabinets, soap trays, 
toothbrush holders, bath brushes, tub seats, 
sponges and bath stools. Every article was marked 
with a sticker that carried the stock number, the 
name of the article and the retail price. Out in 
front was a small show window that is kept 
trimmed with bath room accessories nearly the 
year around. “Dees the line pay?” I asked the de- 
partment manager. He smiled; “It’s one of the 
best paying lines in the store,” he said. “If it 


wasn’t it would never get the valuable space it 
does in the Orr-Lockett store.” : 

Give-the line a chance in your stock. It. isn’t 
necessary to carry everything made in the bath- 
room line, but at least a line that has made good as 
this has deserves some recognition. Remember 
there are thousands of kids, who are booked for 
a bath every Saturday night, as well as the grown 
up ones who take their daily plunge. Some of them 
are in your territory. There’s a profit for someone 
to be gleaned from the Saturday night bath. Make 
it a point to be that SOME ONE. 





The Toys I Used to Know 


ITHIN the shopping center here 
I stand, a waif and stray, 
And watch the throngs of women dear 
Who pay and pay and pay. 
Wide-eyed, I look about, but oh! 
Where are the toys I used to know? 


WIFT an aeroboat goes by, 
To boyhood’s marveling 
And fascinated eyes rove high 
To watch the wonder thing. 
But, heart of mine! Across my sight 
There floats a little home-made kite. 


Y boy demands a ‘lectric train, 
With fifty feet of track. 
His modern spirit skims the plain 
And brooks no holding back, 
O Christmas when I used to bless 
My key-wound fifty-cent express! 


Y little girl I must amuse, 
And so I buy at view 
A doll that wears French high-heeled shoes 


And silken stockings, too! 
Yet lo! a vision from above— 
My sister’s doll, of rags and love! 


DEAR, dead days that brought to me 
My earliest burst of speed 
When Santa placed beneath the tree 
My first velocipede! 
Yet my son tells the Christmas Czar 
He’s got to have a motor-car. 


TREE, long since decayed and dead, 
What joys you held apart! 
Gee! how those mittens, thick and red, 
Warmed both my hands and heart! 
But now my wife I have to buy 
A pair of auto gauntlets high. 


ERE, where the incandescents gleam 
Amid the costly show, 
I seem to see, as in a dream, 
The penny candles glow. 
Tree of my youth! my heart, grown new, 
Again hangs on a branch of you! 


—Ezxchange. 








SPRING PROFITS FROM BUGS AND 
BLIGHT 


Education of the Farmer Means an Increase in the Sale of Spraying 
Materials and Outfits | 


By I. D. FENTON 


days the humorous weekly and the Sunday 
comic supplements had him constantly beset 
by offers of gold-bricks at bargain prices. To-day 
the same publications illustrate him pestered to 
death by automobile salesmen and insurance solici- 
tors. In truth the farmer has a hard row to hoe. 

To make a success of farming in these progressive 
days the farmer himself must be progressive and he 
is becoming less of a “farmer” as the term is often 
understood and more of a business man. 

One of the most powerful and most persistent in- 
fluences that endeavors to take the profit out of 
farming is the presence of bugs and insects and tree 
and plant-infesting diseases. There was a time when 
the potato bug was practically the only pest to which 
the farmer paid any attention, and then only by the 
occasional application of a Paris green solution that 
he sprinkled on with an old whisk-broom. The va- 
rieties of bugs increased, and there entered the field 
a various assortment of diseases like the San José 
scale, Oyster Shell scale, Aphis, Scab and Bitter Rot. 
The farmer who would attempt to make a success 
of raising fruit or vegetables without spraying 
might as well try to dig a tunnel through a hillside 
with his finger nails. 


Te farmer has troubles of his own. In the old 


Getting Results from Spraying 


Spraying can be made to show the farmer, the 
gardener or the fruit grower a greater increase in 
profit than any of his other activities. The few dol- 
lars expended for materials and the few hours neces- 
sary for their application will show enormous in- 
creases in the final crop and in the quality of the 
produce. 

In proportion to the amount of labor and expendi- 
ture the increase in the price that can be secured 
for sprayed against unsprayed fruit is enormous. 
Not only is the fruit larger and of better quality, 
but the fact that it has been sprayed will enable 
the grower to demand a higher price for his product. 
In many localities unsprayed fruit cannot be sold. 
Such common use has opened a field that is especially 
attractive for hardware dealers. 

For several years a dealer in a small Eastern town 
has started his campaign on sprayers and spraying 
materials in the early part of the year. He calls 
personally on a number of farmers and, by letter 
or telephone, gets in contact with others who live 
some distance away. Many of them he can reach 
when they come in the store. 


Combining Orders 


He approaches each one on the advisability of 
ordering spraying outfits and spraying materials 
early. He combines orders until he has sufficient 
for a full car and secures the advantage of a quan- 
tity price. A special price is made to those who will 
take the material direct from the car. He gets 
a quick turnover on this deal and gets the material 
‘for his regular stock at a lower price than if it were 
brought in small lots. 


By this plan the dealer gets this business off his 
hands before the spring rush begins and he secures 
a lot of trade that would otherwise go to his com- 
petitors. Not only does he dispose of large quan- 
tities of spraying material, but he sells several 
power sprayer outfits each year and his business on 
hand sprayers increases annually. At the same 
time he lines up prospects for cream separators, 
farming machinery and seeds, and in the same man- 
ner several carloads of ground limestone for fertil- 
izing purposes are disposed of without any labor 
on the dealer’s part other than the solicitation of 
the orders and the unloading of the material into 
the farmers’ wagons. 


Year-Round Use 


If they could be used only for the prevention and 
cure of bugs and blight, selling spraying pumps 
would be a harder proposition than is the case now 
that the spraying of trees and plants is but one of 
a dozen ways in which a spraying pump can be 
utilized. It can be kept in use practically the whole 
year. 

When spring makes its first appearance there is 

















A good display stand for barrel spray pumps 


the orchard to be sprayed. Before warm weather 
arrives the same outfit can be used to disinfect the 
chicken coops and to spray them with insecticide. 
It means better fowls and a greater egg production. 
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Once the leaves begin to come out the outfit is kept 
busy until the last of the vegetation is gone. When 
flies are thick the horses and cattle can be kept 
quiet and content by frequent applications of a 























A simple rack that will accommodate six pail sprayers 


mixture that will keep flies away. Cows will keep 
their weight better and give more milk, horses will 
keep in better condition and accomplish more work 
than if they were neglected. When water pressure 
is not available the spray pump can be used for 
washing windows, wagons, fire-fighting apparatus 
and for sprinkling leaves and gardens. 

Whitewash and cold-water paint can be applied 
much better with a sprayer equipped with a proper 
nozzle and in a fraction of the time necessary to 
do the same work with a brush. 

These are big factors in selling these pumps. 
Your customer might be satisfied with a cheap hand 
sprayer were he allowed to think that the only use 
to which he could put it would be to keep down the 
bugs on his cabbages and potatoes. Show him that 
a compressed air knapsack sprayer that will hold 
8 or 4 gal. at one filling and which he can carry 
on his back will not only do his garden work better 
and in less time, but that it can be put to a dozen 
equally important uses with an equal saving in time 
and it is almost as easy to make a sale representing 
5 or 6 dollars, as it is one of 75 cents. 


Dealer Does Local Spraying 


With the coming of the elm beetle and other in- 
sects that attack shade trees in many localities, 
some dealers have gone so far as to not only sell 
the materials and the spraying pumps, but to do the 
spraying. One dealer in the East in a community 
where the elm beetle has to be fought continually 
every summer provides steady employment for sev- 
eral men, a horse and wagon and a spraying pump 
operated by a gasoline engine. It gives him an 
output for an immense amount of spraying ma- 
terial and pays him a handsome profit in addition. 


To make a success of the sale of spraying out- 
fits and spraying materials is almost an impos- 
sibility unless the dealer and his clerks are able to 
give the customer authoritative advice on the 
proper time to spray, the proper spray to use and 
the kind of an outfit that is best suited for the 
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work. The various State experiment stations and 
the spraying pump manufacturers have done a vast 
amount of experimental work in search of the 
proper mixtures and the most suitable outfits, and 
have issued valuable literature on the subject from 
which practically all the necessary information can 
be secured. 

The best results can be secured from personal 
contact, but where this is impossible circular letters 
will usually show good results. Spraying materials 
are seldom incorporated in a window display, but 
now that the manufacturers furnish practically every 
kind of spraying solution in small attractive pack- 
ages for sale over the counter, this stock, taken 
in combination with spraying pumps, can be made 
into a most attractive display and one that if in- 
telligently handled will be the cause of many sales. 


Displaying Bug Killers 

While the packages are in themselves often hand- 
some and lend themselves well to display the fact 
that such a showing should be educational and not 
merely of good appearance, must be kept in 
mind. Small, neat showcards giving the use of 
each spraying material can be used, and it is a 
good plan to price the various size packages show- 
ing the saving to be effected by the purchase of 
the larger quantities. 

On an open display table is perhaps the best place 
in the store for this class of goods. A table or 
counter with a shelf about 14 or 16 in. above it 
permits the material to be shown to excellent ad- 
vantage. 

Publicity for Spray Pumps 


But it has always been an extremely difficult 
proposition to display spraying pumps. The small 
hand pumps can be handled in a large box, but 
those pumps designed for use in a pail and the 
more bulky ones for use with a barrel are difficult 
propositions to most dealers. They can’t lie down 
and they won’t stand up. 

A very simple little stand made out of old box 
lumber solved this problem for Lockwood and 
Palmer, Stamford, Conn. It is often impossible to 
have a barrel in the store in which to show these 
pumps, and when several kinds are carried they 
would occupy an immense amount of space. This 
little display fixture occupies but very little space, 
and the pump can be worked in the same manner in 
which it would be in a barrel. An accompanying 
illustration shows how the rack is made, and how 
it appears in use. 

In the same store’is another little kink for pail 
sprayers. You know how hard these are to show in 
the store. If an attempt is made to place them on a 
counter the result is a jumbled mass of hose and 
pumps and they cannot remain upright without 
support. This rack is made of a few pieces of light 
lumber and a few broom holders. The base of the 
pumps rest on a V-shape trough and the broom 
holders keep them securely in an upright position. 
The affair is 3 ft. high, and the base is 14 x 26 in. 
It holds 6 spray pumps and shows them in a mighty 
attractive manner. 

The hardware man to be a successful retailer has 
to be an educator. The more he can teach his cus- 
tomers the more business will be the result. The 
selling plan for spraying outfits and spraying ma- 
terials should be based on an educational basis. It 
should be planned to teach the farmer and the 
gardener the value of extensive spraying and by 
putting the matter on a business basis show him 
how much spraying will mean to him in dollars and 
cents. It means real money for the dealer who fol- 
lows it to a finish. 








PUTTING TWINE INTO PROMINENCE 


An Underworked Opportunity That Will Show Big Results 
By LEONARD TINGLE 


uses, and hundreds of unusual ones. It is 

intended for the tying of bundles, but it 
figures as a “first aid” in more emergencies than 
the safety pin. 

There is not a home, or a factory, or a store that 
has not use for twine in some form. There is not 
an item in a hardware stock that enjoys such a 
universal demand, and yet the usual resting place 
for twine seems to be out of sight in drawers or 
bins. The fact that showing it would mean many 
additional sales seems in many cases to have been 
entirely overlooked. 

A ball of twine isn’t very handsome, but properly 
shown it can be made to present a neat and attrac- 
tive appearance, and it ought to have a chance to 
do something for itself. 

A display of twines, whether it be in the window 
or on a counter or show case, is something of a 
novelty, and in that fact lies one reason for the 
success that has attended the efforts of every dealer 
who ever made a decent showing of twine and cord. 
It is a conservative statement that during the win- 
ter sales of this kind of merchandise can easily be 
doubled. Where dealers have tried the effect of dis- 
play on the sale of twines the resulting increases 
have been in most cases remarkable. 


TY eos has thousands of ordinary every day 


Fixture Doubles Sale of Twines 


When J. R. Gladwin of Westfield, Mass., came 
to the conclusion that he was not selling all the twine 
he should, he built a simple little display rack that 
would accommodate a selling stock of all the twines 
he carried and that would keep twine constantly 
before every customer that came into his store. In 
a very short time it more than doubled his sales 
of twine. 

When I went into his store it was one of the first 
things I saw, but it was almost empty. I told Mr. 
Gladwin I wanted to get a picture of the fixture to 
use in a story in HARDWARE AGE. 

“Just a minute until I fill it up again,” he said. 
“T can’t seem to keep any stock on the thing,” and 
we refilled the rack and carried it out on the side- 
walk where the light was good. 

This little fixture is exceedingly simple. It is 
32. in. high and 32 in. wide, and is made of light 
lumber from an oil stove crate. The twine is dis- 
played on 3/16-in. iron rods that rest on cup hooks. 
A man with a hammer and saw could make the fix- 
ture in less than a half hour. Two narrow pieces 
along the top make a shelf on which a row of balls 
of cotton twine are displayed. A tag on the end 
of each rod gives the size and price 6f each ball, 
the number of balls to a pound and the price of a 
pound. It’s a real little sales maker. 

In another store which I visited some time ago 
several pieces of No. 8 galvanized wire about 2 ft. 
long are used to display twine. Each piece of wire 
is bent on the end in the form of a circle large 
enough to prevent the balls from falling off. The 
other end is bent in the shape of a hook. One wire 
is used for each kind of twine. The wires are hung 
on a row of nails against the wall. On each tag on 
the end of the wire is all the necessary informa- 
tion. This display method jumped the sales of twine 
to an astonishing degree. 


In a little hardware store on Seventh Avenue, 
New York City, where there is so little space that 
every article has to be shown in such a manner that 
it takes up as little room as possible, ‘just one ball of 
each size is used as a sample and the selling stock is 
kept in drawers. The balls are kept an a large 
spindle with the largest ball at the bottom and 
the rest graduated in the form of a pyramid with 
the smallest ball at the top. Each ball is tagged with 
the size and price and the drawer in which the 
selling stock is kept. Where space is at a premium 
an idea such as this works to very good advantage. 

A display of household articles is not complete 
without a suitable showing of twines, twine boxes 
and cord cutters. There are several household com- 
binations on the market of twine box, cord and cord 
cutter—or a set can easily be made up—that can 
be retailed at a price low enough so that even the 
most modest household can afford one. 


To Catch the Foreign Element 


In a community where there is a foreign element 
the results from a showing of colored twine are often 
immense. This brightly colored material is used in 
the making of certain kinds of fancy-work, and the 
store that shows a variety of colors can often secure 
a trade on this item that is well worth while. In 
this connection boxes of assorted colors find a ready 
sale. 

A ball of twine representing a sale of 5 or 10 
cents may seem a small and insignificant item and 
hardly worth the expenditure of much sales effort, 
but we have only to stop to consider the volume of 
business done on 5 and 10-cent items to realize that 




















Display fixture that more than doubled the sale of 
twines for J. R. Gladwin, Westfield, Mass. 


the time has come when we cannot confine our sales 
energy entirely to what seem to be the big things. 
We give twine a chance. There is not a case on 
record where it has failed to make good for those 
who opened the way for it. 
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NEWELL’S 
AXE RACK 


A Home-Made 
Fixture that 
Doubled the 


Sales of Axes 
By THE ASSISTANT 
MANAGER 


S ELLING axes is too 


often considered a 

simple proposition. 
Some fellows consider it 
such an A B C affair, 
that they rip a few 
dozen out of their boxes, 
shoot them into bins and 
trust to luck and time to 
send them out. I know 
a retailer who sells an av- 
erage of eight dozen axes 
a year, who confesses 
that he has never done a 
thing beyond that to in- 
crease his business. You 
know the fellow who 
just takes the top out 
of the boxes and litters up the floor with a row of 
them. In that sort of a store the sprinkling can 
usually splashes a few drops on the goods and rust 
streaks are more common than rush streaks or pay 
streaks. Axes are considered too common by too 
many of us. It is refreshing to occasionally meet 
a merchant who warms up to such everyday hard- 
ware in such a manner that he lifts it out of the 
commonplace. When a man does that he makes 
exceptional sales. 

H. F. Newell of Shelburne Falls, Mass., is in 
the exceptional class. His store is located in a coun- 
try town. The place isn’t big enough to require 
a traffic cop on the busy corner. It isn’t one of 
those New England towns where you can catch a 
train or a trolley to Boston every hour. His stock 
is just about as big as you would expect to find in 
a good country town. It invoices about $50,000, 
and the invoice sheets would probably tell you lit- 
tle more than that the stock was wonderfully 
assorted and bought at fair prices. Get out of the 
office and analyze that stock, however, and you begin 
to understand why every man in the place has a 
real pride in its appearance. 


Everything in Its Place 


The bolt bins are not filled with that triumph of 
cussedness and carelessness which trips the safety 
catch to the boss’s temper in most places. There is 
actually a nut for every bolt. 

The nail bins are not loaded with that messy 
accumulation of fine dust that makes the last pound 
the dirtiest transaction of the day. 

The rope stock in the basement is not a tangled 
mess, and the dry colors are not found at the end 
of a trail that emphasizes haste and careless weights 
and measures. 





Newell’s axe rack 


Hardware Age 


The wire cloth is filled with fresh looking screen 
and the remnants are not numerous, ragged or 
dusty. 

The oil barrels in that place do not stand in the 
center of drip-built invitation for a fire alarm, and 
the show cases and windows certainly have nothing 
in common with those stores where display is left 
to chance and the cub clerk. 

Before you get half way through Newell’s store 
you are keenly alive to the fact that this man loves 
hardware, and his boys are trained to show what 
they feel. 


Home-Made Rack for Unhandled Axes 


I visited this store not long ago and I saw more 
horse sense home-made fixtures in an hour than I 
could describe in a week. The prize of the lot, how- 
ever, was an axe rack. Now, like the rest of you, I 
have seen a few dozen home-made axe racks. They 
have ranged from battle-scarred monstrosities down 
to some pretty good racks for handled axes, but the 
unhandled axe has been neglected as badly as the 
Peace ship was after it palled on Henry the Wiser. 

Newell’s rack is for unhandled axes. It is 2 ft. 
square at the base, and is just 6 ft. tall. It holds 
60 axes, 15 on each of its four display sides, and 
each of those samples is securely fastened in place 
by a most ingenious home-made wire spring clip. 
The coil of this clip also acts as an eyelet by which 
to hand the axe to a cup hook. This clip works as 
well on double bitted axes as it does on single bits 
and completes a fixture that can be made in the 
wasted time of any store week. It jumped axe sales 
in Newell’s store over 100 per cent. It is good to 
look at and as substantial a fixture as any red- 
blooded man wants in his place of business. The 
day we took this picture we put an ordinary truck 
under the edge of it, tipped it up and rolled it out 
over a rough back door threshold into the sunlight 
without losing a single axe. If your axe sales are 
in a slump, or sales are just about running the same 
year after year, it’s high time some one with the 
interest of the store at heart started building a 
Newell axe rack. It may be the boss’s job and it may 
be the delivery man’s. Whoever builds it will get 
credit for putting some red hot selling strength into 
the store axe business. 

I went to the New York Hippodrome last night 
to watch the work of the world’s best skaters. Two old 
fellows from out in one of the Middle States sat just 
in front of me. As one of the skaters came grace- 
fully through a flying whirl the old chap with 
whiskers that would have been a credit in the 
Ozarks, said, “Gosh, she must have swallered a cork- 
screw !”’ 

“Nope,” said his lean-faced friend, who nervously 
nursed a cud of Climax in his cheek—“nope, Bill, 
she swallered a pin-wheel.” 

That suggestion is good medicine. Swallow a pin- 
wheel, and in the whirl that follows use the store 
saw, square and hammer. Cut your initials in an 
axe rack like this and you will build yourself a 
monument that will declare you a live wire for years 
to come. Do it now, and the Spring Buying Number 
of HARDWARE AGE will have caused you to buy more 
axes in 1916 than you ever have in any twelve 
months of the past. Here’s luck to you and thanks 
to Newell! 











POSSIBILITIES IN CORDAGE 


Three Displays That Brought Rope Out of the Cellar 
By G. L. GRANT 

















Rope and manila fibre shown by H. B. McCay, Bozeman, Mont. 


OPE, as we usually see it and think of it, 
R itasn' any alarming artistic symptoms nor an 

overabundance of hidden selling power. A 
coil of rope in the cellar or a few inches coming 
up through the floor won’t make the man on the 
sidewalk gasp for breath at its handsome appear- 
ance nor will it remind him of the hammock rope 
that gave out yesterday under the weight of seven 


of the neighbors’ children, or the pulley line his 
wife has wanted for the last three months. 
“Making a silk purse out of a sow’s ear” has 
been handed down from unknown generations as a 
physical impossibility—and most of us are inclined 
to put rope in the “sow’s ear” class. We may not 
be able to entirely explode this ancient theory but 
with a little labor in the right direction we can 

















A handsome showing made by Crocker & Ogden, Binghamton, N. Y., in which twenty-six distinct styles of knots 
were shown 
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Rope and twine display made by the H. W. Carter Paper Co., Springfield, Mass. 


at least make a very handsome lining for the 
purse. 

Rope never had a chance. It has been kept in 
the cellar or in a dark corner so long we have lost 
sight of any beauty it may have ever had. Give 
it an opportunity to see the light of a show win- 
dow and to hobnob with some of the articles that 
should be in its company and right away we have 
display possibilities that are absolutely without 
limit. 

The general impression is, with those who have 
never learned the true facts of the case, that a 
display of cordage cannot be made without an out- 
lay of a great deal of time and considerable ex- 
pense. This idea is all wrong, and the reproduc- 
tion of a window display made by the Carter Paper 
Company will prove it. 

It would be hard to imagine a better showing of 
rope and twine than the one made by the H. W. 
Carter Paper Company, Springfield, Mass. Differ- 
ent kinds of rope are shown in full coils, and many 
kinds of twines and cords in full packages and in 
single balls. Attention is drawn by means of little 
cards to the different steps in the process of the 
manufacture of “Columbian Rope.” The display is 
effectively balanced and gives prominence to the 
signs that play up both the manufacturers’ and the 
dealer’s names. The manufacturer furnished the 
raw material and the rest was taken from stock 
so that the cost of installing was practically noth- 
ing and the time involved was very small. 

The other illustration, sent us by H. B. McCay, 
Bozeman, Mont., shows a display of a different na- 
ture. Rope here is used as part of the goods dis- 
played and manila fiber gives a decorative effect. 


The display has almost the appearance of a stage 
with “drops” made of tufts of fiber, and wings and 
backdrop of the same material. The display is well 
balanced and built to appeal to the farming trade. 
The idea has been carefully followed out. The 
tackle blocks especially are excellent in combination 
with rope. There is one thing lacking, however. 
A plain showcard, placed in the background over 
the two pyramids of rope, would add to the appear- 
ance and give the window a real punch. 

Another display made by A. J. Ogden for Crocker 
& Ogden, Binghamton, N. Y., shows an excellent 
combination of twines and cordage. The display 
is excellently balanced. The border of rope and the 
decorative effect in combination with the manila 
fibre draped across the background, the arrange- 
ment of the coils of rope, and the balls of twine, 
the whole display in fact brings attention, as it 
was intended, to the centerpiece that plays up 
prominently the brand of rope in which the store 
has puts its faith. 

The main attraction of this display is the assort- 
ment of twenty-six separate knots shown in the 
foreground, each one numbered. A prize of five dol- 
lars’ worth of hardware was offered to the person 
guessing the exact names of the greatest number of 
the knots shown. The display attracted big crowds, 
and it brought in a very satisfactory business on all 
kinds of cordage. 

There is a powerful lesson in these three hand- 
some windows—a lesson that should teach us that 
no article in our stocks is so homely but that if 
it were given a little care and thought it could be 
built into a display that is at once a business pro- 
ducer and a source of unusual profits. 











SEEING THROUGH THE BOSS’ EYES 


A Few Things to Remember When the Temptation to Talk Against 
Your Employer Arises 


By FRED C. NORTON 


position and who thinks he could tell his 

employer how to run the store. He can 
discourse for hours on the way “he would run the 
place if he could have his say.” If you will listen 
to him he’ll spend an afternoon explaining to you 
why the whole system of buying used in the store 
is entirely wrong—and he never can understand— 
and he will express the ignorance on every possi- 
ble occasion—just why the man at the tool counter 
gets five dollars a week more than he does. He 
can tell you the salaries of every man in the store 
and the reasons why they are all paid more than 
they are worth. He is the kind of clerk who makes 
the acquaintance of every jobber’s salesman who 
comes in the store, and he asks him for a new job 
as if the salesman carried good jobs around with 
him on a ring like keys. He is one of the worst 
leeches that ever sucked the life blood of a business. 

I remember the period in the beginning of my 
working life when I was subjected to the influence 
of not only one of these parasites but a store full. 
I remember distinctly, too, that it was the most 
unhappy period of my life. 

My first position was in a small town store. The 
proprietor, two sons and myself worked in almost 
perfect accord. There was nothing underhand. If 
there was anything that did not suit the fancy of 
the owner he was not at all backward about letting 
it be known, but he never found fault until he could 
suggest a remedy, and then it was done in such a 
manner that there was no unpleasantness. 


Yo all know the clerk who holds some minor 


Taking a New Position 


From there I went to a big store in a thriving 
city. At first the position seemed too big for my 
ability, but I was determined to take the chance, and 
I took with me my small town ideals and the ex- 
pectation that the atmosphere would be the same 
in the larger establishment. 

At that time the opportunities presented by my 
new work looked big. At times I thought that it 
was more than I could handle, but I did not let that 
thought stick. It is poor policy for a man or a boy 
to think his job is too big for him—or the details 
of it too small for his consideration. 


Getting Confidential 


It was some time before the boys began to take 
me into their confidence. I was too busy at first 
to get very well acquainted with them. 

The first real advance was made one day while I 
was in the basement cutting several pieces of glass. 
Another clerk was down there, who was also com- 
paratively new. I had learned that he, too, had 
come from a country store, but he was an older and 
more experienced man. After a few preliminaries 
he swung around in his conversation to the man who 
had preceded me. 

“They tell me that Bronson who had your job 
was a good man,” he said, after looking around to 
be sure there was no one within hearing distance, 
“but he couldn’t stand Stevens.” (Stevens was the 
owner and manager of the store.) “Guess the boss 
didn’t like him very much. Everything went along 
all right until Bronson had been here about a month, 
and then he got called down so much he quit cold. 
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Same with the man who was here before him. I 
haven’t had much trouble yet with Stevens, but they 
say he’s a holy terror. I’m beginning to wish I’d 
stayed up country.” 

I had a rather close cut to make on one of the 
pieces of glass, and I bent over it a little more closely 
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“They say Stevens is a holy terror!” 


and said nothing. My fellow clerk started to say 
more but footsteps sounded on the stairs, and he 
took his can of paint and went up with it. I dis- 
missed the matter with little more than the thought 
that it was the gossip of a disgruntled clerk. 


A Practical Demonstration 


It was brought forcibly to my attention a few 
days later when Stevens discovered that a line of 
fly swatters that should have been displayed on one 
of the tables was still in the unopened boxes on the 
shelf in the basement. He went after the man re- 
sponsible, and the way he hauled him over the coals 
was a revelation. Incidentally it made my hair 
stand up straight and my knees shake and made me 
wonder if what I had heard was true. The man 
was to blame, but the offense hardly merited the 
punishment he received. 


All Eyes on the Boss 


Several of the clerks occasionally dropped a word 
about what a slave-driver and a tyrant the manager 
was, and I began to notice the fear of Stevens that 
seemed to prevail in the force. Instead of the feel- 
ing of good fellowship and co-operation that should 
be part of the stock-in-trade of any retail establish- 
ment the men seemed to be always on guard, and 
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I got the impression that nearly everyone was ex- 
pecting a reprimand at any minute. 
You would have said if you had gone into that 

















Stevens looked at the display and began to pick it to 
pieces 


store when Stevens happened to be on the floor that 
you had found a bunch of live salesmen. A beehive 
by comparison was inactive to that store when the 
Boss was on deck. When business took him away— 
usually three or four days a month—the boys seemed 
to take it for granted that those days were holidays 
and that no one need exert himself. And no one 
did. 


The Roll of Honor 


It was perhaps two weeks after my arrival that 
I was asked if I had put my name on the roll of 
honor. I proclaimed my ignorance of the existence 
of such a document. I was shown a number of 
names written on the wall in one corner of the 
washroom. There were perhaps fifty names there in 
this fashion: James H. Regan, “Toodles,” Jan. 24, 
1904—Aug. 5, 1904; L. L. Walter, June 10, 1904— 
Aug. 15, 1905, and so on covering a period of three 
years. I was told that it was customary for a new- 
comer to put his name and date of his arrival there. 
The names on the list were those who had come 
and gone in the three years since the present owner 
had taken charge. I remembered afterward that 
several men at the top of the list were still in the 
store and that they were the men who worked, and 
those who made the most complaints were the ones 
who had been there but a short time. 


A Discouraged Youngster 


I was a youngster trying to fill a bigger man’s 
shoes and found it a bad proposition. It was the 
first time I had lived away from home, and I was 
homesick. What I needed was encouragement, and 
what I constantly received from all sides was a 
string of instances of the hard-heartedness and 
the lack of appreciation of the man in charge. 

Among other duties I had charge of the windows. 
It was soon after the affair of the “honor roll’ that 
I put in a display, of which I thought mighty well. 
I had spent a lot of labor and extra time on it, and 
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I was pretty well satisfied with the result. Stevens 
looked at it and began to pick it to pieces. When 
he got through I was under the impression that 
there wasn’t a single good point about the display 
—and I resented his criticisms. 

Coming as it did when I was full of the other 
criticisms I had heard from the clerks, when I was 
tired, homesick and discouraged, it put me in a de- 
cidedly uncomfortable state of mind. Now I can 
look back and see where his criticisms were justi- 
fied. Had these come alone, without the prelimi- 
naries I had received, I should have taken them in 
good part, but the thoughtlessness and dissatisfac- 
tion of my fellow clerks had brought me to a point 
where I was almost ready to quit. It hurt per- 
haps the most to have my ideals so absolutely shat- 
tered. 


A Traveling Man’s Good Word 


I took my trouble to a traveling salesman who 
was a special friend of mine and who was very well 
acquainted with Mr. Stevens. I told him the whole 
story. In ten minutes he told me enough good points 
about my employer to offset five times the faults I 
knew of, and he told me of enough advantages to 
be gained by staying in that store, even though 
it wouldn’t at any time be a bed of roses, that I 
would have stuck it out if everything the boys had 
said had been literally and absolutely true. I began 
to see matters in their right light, and I took up 
my work with a light heart and a new under- 
standing. 

In the early days there I saw men come and go— 
many of them discouraged from the very start by 
the undermining talk of the clerks who lacked the 
moral courage to take their grievances to their em- 
ployer and profit by the mistakes they made. Grad- 
ually the disgruntled ones were weeded out and re- 
placed by men who knew the meaning of the word 
loyalty. There are no backbiting and basement 
grievance conferences in that store to-day. 

The man who talks in any way against the man- 
agement or against the store itself has no place in 
it. The man who cannot work entirely in accord 
with the policy of his employer—the man who can- 
not put his heart and his head and his entire efforts 
into his work—that man is doing both himself and 
his employer harm by staying there. The thing 
for him to do is to get out and find a new job. 


From the Boss’ Viewpoint 


Try to see through the eyes of your employer. 
He has probably his entire capital tied up in his 
store. It is everything to him because he has staked 
everything he owns in the success of his business. 
You get your pay envelope every Saturday night 
whether business is good or poor, but did you ever 
stop to realize that there are times when the man 
who gives you that envelope can’t figure out where 
his week’s pay is to come from? Do you wonder 
that it goes against his grain to see you leaning 
idly over a show case or sitting on a keg of nails 
in the basement talking to the delivery man? Can 
you blame him for criticising a display that is pull- 
ing only half the results that it could be made to 
bring if a little more time and care had been given 
to it, or for complaining when a customer buys 
only 50 ft. of hose when he would have taken a 
hose reel and a lawn sprinkler if his attention had 
been called to them? It’s a case of cold cash with 
him, and matters usually assume different propor- 
tions when they are reduced to a basis of dollars 
and cents. 


Your Advantage 
And your Boss is there to stay, remember that. 








February 10, 1916 


It is one of your privileges to be able to leave any 
time you wish, but your employer can’t follow your 
example. No matter how disagreeable things be- 
come—no matter how distasteful the work may be 
—you have this advantage that your employer never 
has. It is up to him to make his store the best he 
can. He has his own theories and his own methods, 
and it is on him that the responsibility of the store 
rests. If your ideas are in opposition to his tell 
him so in a straightforward manner. He is the 
man to go to—not your fellow clerk. If you think 
vou are ‘underpaid, tell the Boss about it, and give 
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him definite reasons why your pay should be raised. 
Simply because So-and-So gets more than you do is 
hardly a valid reason for your being given an in- 
crease in salary, and telling your troubles to your 
neighbor won’t raise you very much in the Boss’ 
estimation when he learns of it. 

If, after all, you feel that you can’t do your best 
work under the man you are working for—if you 
are absolutely sure that you are being held down— 
if for any reason you can’t give your every effort 
to your employer—there is just one thing to do— 
get a new Boss. 





TRIMMING THE TOOL WINDOW 


New and Unusual Items Should Be the Features of a Tool Display 


the hardware store of to-day that needs dis- 
play so constantly and persistently or that 
should be given so much window publicity as tools. 
It is not that tools are especially neglected. Most 
hardware stores have interior displays that are up 
to date and complete. But the fact that new tools 
appear almost every day—tools that are labor- 
savers or that make for accuracy, and that will sell 
if the mechanic can be informed of their existence 
—is the big reason why they should be given dis- 
play preference over any other line in the store. 
There is a hardware man in a thriving young 
manufacturing city who insists upon a display of 
tools once a month. He has a tool department of 
which he is justly proud, and he counts his windows 
as among his most valuable assets. His store is big 
and hundreds of items are constantly clamoring 
for window space, but he is satisfied that toois are 
not given a particle of display more than their 
share, and he is seriously considering more frequent 
showing of this line. 
Window trims in this store are not haphazard 
affairs. Each display is carefully planned and as 
carefully carried out and lines are chosen for dis- 


TT the is perhaps no single line in the stock of 


play that will respond the quickest and show the 
largest net results. 

Another dealer, who is fortunate in having four 
windows and who thinks very well of this display 
space, does not allow a week in the whole year to 
go by without a display of tools in one of the four 
windows. Often two windows a week are given to 
this line alone. But the results show that the idea 
is worth while. The sales of tools in that store are 
a very good business in themselves. 

One mistake is frequently made: too many times 
the articles shown in a tool display are the common 
staple lines that have been in use since tools were 
first invented. 

A tool display should be built around the newest 
and most unusual tools that the store can boast. A 
nail hammer is usually just a nail hammer and noth- 
ing to cause any amount of excitement, but if at- 
tention can be called by a good card to a hammer 
of new design—to a hammer with a double claw or 
one that will pull the finest headless nails, it will 
draw and hold the attention of any man who has 
any use for a hammer. 

There are so many well-dressed windows bidding 
for the customer’s attention that in order to get 

















Tool display of the Neyhart Hardware Co. Step fixtures and panels are used to show small tools to good ad- 
vantage 
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The neat panels and the graduated height of this display show carpenters’ tools in an unusually attractive manner 


his proper share the hardware man has to have 
something unusual in his windows. He may use 
elaborate decorations and fixtures. They will get 
attention even though it is at the expense of the 
goods displayed. But the object of a window dis- 
play is to sell hardware and not trimmings. The 
attention-getting features should be the goods 
themselves. There is nothing that will get more 
profitable notice from the up-to-date mechanic than 
a display featuring tools that are new and that 
will assist him in doing better or quicker work. 

Before you put in your next tool display make a 
list of the new or unusual items in your stock.. Use 
them as the most prominent articles in the display 
and call attention to the special features and to the 
price of these articles by little cards. Give this 
scheme a good fair trial and compare the results 
with some former showing of more common and 
ordinary tools. 





























be made in a few minutes. It 


This display fixture ma 
five hand-drills 


will ho 


The window of the Neyhart Hardware Company, 
Williamsport, Pa., shows an immense variety of 
tools. The panels and the step fixtures built around 
a triangular case of machinists’ tools allow the small 
items to be shown in separate groups. A transit is 
also given space in this display. 

The other display shows another treatment of 
panels and graduated height in the small tools. The 
background arrangement is unusually attractive, 
and the tools on the floor space have been neatly and 
carefully arranged. By building the back of the 
window in the form of steps the eye of the prospec- 
tive customer is gradually brought from the floor of 
the window, step by step, until it ends at the peak 
of the display in the plain bold signs that list the 
well-known standard brands that the company fea- 
tures. A number of small neat cards are used, and 
manufacturers’ display material is given a promi- 
nent position. The decorative effect of the cakes 
of carpenters’ chalk along the steps not only im- 
proves and enlivens the whole appearance, but is 
in keeping with the rest of the display, and is not 
used for decorative purposes alone. It is a window 
trim that could be easily and profitably duplicated. 


A Display Stand for Hand-Drills 


Hand-drills are rather difficult to display in an 
attractive way. One method is to drive a row of 
brads in the floor of the window and the hand-drills 
can be held upright by clamping the chucks over the 
brads. The simple display fixture illustrated, how- 
ever, may be used either in window displays or on 
the counter or show case. The base is 7 x 18 in.; the 
curved piece is 4 in. high and 12 in. long. Five 
nails with the heads filed off are driven as shown in 
the illustration. Small tickets should give the price 
of each tool. The fixture holds five hand-drills. 
Give this picture to your handy man. He can have 
the fixture ready for that next window trim. 








KMPLOYEES YOUR MONEY CAN'T HIRE 


Their Experiences Easily Procured 
By R. T. GEBLER 


N Eastern hardware man was discussing the 
A phenomenal success of an old friend. The 
latter had grown from a small neighborhood 
hardware dealer to be one of the biggest whole- 
salers in the country. He had started each of his 
four sons in the retail business in a big way and 
was even then financing about a dozen other stores 
around the country. 

And this big fellow and my friend started at the 
same time with about the same amount of money. 
What made the difference? 

Later in the conversation my companion admitted 
that K’s success was due largely to the specialized 
knowledge he was able to hire—the training he was 
able to get on his payroll. We all agreed with him. 

The third member of the party, a well-known 
banker, turned upon the hardware man at his refer- 
ence to specialized training, and this is about what 
he said—as near as I can recall it now: 


The Evil of Trying to Do Everything 


“It is true that K’s success is largely due to his 
ability to pick good men—and more to his willing- 
ness to trust this specialized training. So many 
men hire experts and then fear to trust them. So 
the high-priced man is reduced to the status of a 
clerk unless his self-respect asserts itself and he 
gets out. 

“And that is one reason why the average small 
store stays small. The owner tries to do it all and 
falls heir to the belief that he knows it all—that no 
employee could properly handle any department of 
the business. He puts a millstone of defeat around 
the necks of his clerks and chains himself to a post, 
from which he never moves except in a deadly 
circle. 

“But what of your big man. He realizes that he 
cannot do it all. He realizes too that his knowledge 
—his fund of ideas—will soon become exhausted. 
He knows that a too close application to all the de- 
tails of his business will soon make of him a human 
machine to grind out routine. He does work a 
clerk could do and denies the business the benefit 
of his directorship. 


The Burden of Detail 


“Consequently he divides his business into de- 
partments and places each in charge of some man 
who is capable of managing that department. That 
leaves him free for the big problems—for the big 
ideas that make and save money and time. It re- 
lieves him of the burden of detail. He gets his chin 
over the edge of the rut and takes a man’s size 
squint at the world. And why shouldn’t he? Why 
should any man let his business make a slave of 
him when his real purpose in getting into that 
business was to make money? 

“You have got to use the business. Your hands 
and mind should be free to guide—to steer—to 
push. The detail of your business and mine is nec- 
essary, but it shouldn’t have too great an interest 
for either of us. We measure our success by the 
money we make, and since our success depends on 
profits, that one factor should engage our atten- 
tion. And involved in that factor is service, quality 
of merchandise, location, reputation, management, 
credit sales ability, advertising ability, and a hun- 
dred and one others, and the details of these should 
not worry us too much. 
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“The big mind should direct, think and conceive. 
You can hire men to carry out orders. You can 
pay men to take the monotonous, back-breaking and 
soul-stifling details away from you—you cannot 
make a statistical organization out of your head 
and use that same head where it belongs. There, 
my friend, is the distinction that makes the big 
man big and keeps the small man small. Your 
friend K is no genius. He is not endowed with 
supernatural powers. He had no more money than 
you—no better education—no better home training 
and he has the same twenty-four hours a day and 
no more than your allotment of seven days a week. 
He merely took advantage of opportunities that you 
did not see. 

“He used what he could of the experience of 
others. He realized that his own lifetime would be 
far too short to learn all he should know through 
personal experience. He capitalized the training of 
others. He——” 

“That’s all very well,” interrupted the hardware 
man, “but I cannot hire specialists. I do not have 
the money to bring these valuable men into my 
business——” 


The Best Experience Easily Bought 


“Wait a minute,” replied the banker, “I was just 
getting around to that. You say you cannot afford 
to hire these specialists. I say you cannot afford 
not to hire them. They are essential to your busi- 
ness. My dear fellow, don’t you realize that the 
experience of the brainiest men in the business 
world has been reduced to a matter of paper and 
ink that you can buy for a dollar or two at any 
book store in your town? 

“Don’t be like the hen that starved in the midst 
of plenty. What man has done is a matter of rec- 
ord. His failures—his successes—his experiences 
—his discoveries he has put on paper. These ex- 
periences cover every State—every country and 
town, while your personal experience has never 
crawled over the boundary of the town of your 


birth. 
The Value of the Trade Paper 


“Take your own trade paper—HARDWARE AGE. 
What does it mean to you? Do you know how to 
read it? Do you know what it is? A magazine? 
Yes, it is merely a magazine to the man who does 
not use it. To your friend K. it is very much like 
a mirror held up to the entire hardware field, in 
which he can see at a glance what the world is 
doing—not in one town—but in store and factory 
the world over. 

“It is a sales manager, handing him weekly a 
writen report of the most efficient and effective sell- 
ing methods—selling ideas—sales management. It 
is a sales manager that never sleeps—an employee 
that works everywhere and is always on the job. 

“It is an advertising manager—a credit manager 
—a store helping him to find and train employees. 
It is a market barometer forecasting storms—pre- 
dicting prosperity. It is a secretary that sorts the 
best from every line of activity—picks out the big 
news items and brings them to his desk. In fact no 
secretary could equal that service at ten times his 
salary and at a thousand times the subscription 
price and get the news so accurately, so promptly 
and half so interestingly presented. 
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“Ever get that slant on the situation, my friend? 

“Your trade journal is departmentalized and 
covers every phase of your business. You can turn 
to any department and get in a few words and fewer 
minutes information that you could not get per- 
sonally in a year. And all this information is the 
sifted gold of a thousand dealers’ experiences. Do 
you use it? If you did—every issue of HARDWARE 
AGE would come to you like an army of experts. 


Fundamentally All Business Is Alike 


“Because I am a banker and have no direct in- 
terest in hardware, don’t discount what I am telling 
you. We bankers do other things than count 
change. If we did not a wooden Indian could hold 
down my job as efficiently as I do myself. Your 
banker can help you. He gets that broad outside 
angle that you fellows with your nose down to your 
desk very often miss. He does not fall into the 
habit of interpreting his own opinions as the opin- 
ions of the public at large, and his general knowl- 
edge of all business enables him to bring a great 
deal of experience to bear upon the business of each 
particular client that seeks his advice. 

“But your own business is never enough. There 
is the broad field of business in all lines. Where do 
you stand in your relation to the whole? You can 
learn much about selling from the man who sells 
drugs. There is much in his business, that with a 
little revision can be made to work in yours. Fun- 
damentally all business is alike. The fundamentals 
are similar. Details only are different. 


Eight Books for the Retailer to Read 


“T have been asked on several occasions by hard- 
ware men to suggest lists of books for home read- 
ing. I don’t mind repeating that list now. To get 
this list, which contains but eight books, I consulted 
225 business men, and the books they read to sift 
out this list totals exactly 460 separate and differ- 
ent titles. Right here the experience of others is 
going to help you. It has selected the eight books 
on the subject of selling that you should read. 

“Take first Dr. Marden’s “The Progressive Busi- 
ness Man.’ This wonderfully inspiring volume is 
entertaining. Read one chapter and you'll read it 
all—because you can’t help it. Dr. Marden offers no 
‘get-progressive-quick’ plans. He simply takes the 
factors that have made many men big and tells you 
all about it in a homely cozy way. That is a book 
for you to read, and for the employee under you he 
has written ‘The Exceptional Employee.’ If I had 
a store to-day—hardware, drugs or pet fish—lI’d 
hand a copy of that book to every man I had. 

“These books do not preach. They point no 
morals, but they put their hands on your shoulder 
when you are alone and, like a good friend, hold 
the mirror up to your pride—your. ambitions—your 
shortcomings—your possibilities and you leave them 
with a better understanding of that inner self and 
a firm resolve to put some of those idle powers at 
work. 

“These books will get you warmed up for the 
fun. They are intellectual appetizers that lend zest 
to the feast. You have made a great start. Now 
take up Dr. Katherine Blackford’s “The Job, the 
Man, the Boss.” Now don’t back water—for you 
will get as much help with your shop of three men 
as the Bethlehem Steel Company with their thou- 
sands. 

The Psychology of Selection 


“The big men of the day owe their success 
largely to their ability to surround themselves with 
the right men. You can’t have an efficient organiza- 
tion unless you have efficient men—and the search 
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is long and hard. It is a problem in selection. It 
is a problem in resolving the job into its details and 
finding the man who is mentally and physically built 
to take care of them. The man must fit. The man 
must be placed where he can develop and have full 
range for his powers. The work must be congenial, 
and the reward must be worth while. Dr. Black- 
ford shows you how the job is analyzed. She shows 
you how men are selected. And since your business, 
too, is a problem of man-making as well as sales- 
making—get it and read it. 

“Now next to a conception of what selling is and 
the possibilities of your store—is system in han- 
dling salesmen and sales. In fact system is essen- 
tial to efficient selling, and that system extends 
from the making out of sales slips to the training 
of the salesmen who make them out. The sales ma- 
chine should move without friction. Customers 
should not be kept waiting, and they should leave 
the store pleased, satisfied and resolving to come 
in again. Lack of system starves the goose that 
lays the golden egg. System enables you to raise 
more of that breed of goose. 

“There is no abler authority than my friend 
Corbion of Gimbel’s and Wanamaker’s. He trained 
their salespeople, and he helped them devise their 
systems—and you get the benefit of this vast ex- 
perience, research and expense, in Corbion’s book, 
“Salesmanship, Deportment and System,” in a book 
that costs you about $1.50. In other words, you 
get Corbion’s assistance for that much money. You 
could not personally hire him for two hundred times 
that amount. 

“How much would you pay William Maxwell of 
the Edison Company to work for you? Could you 
pay him more than he gets from Edison? Wouldn’t 
his experience be worth a great deal to you any- 
way? Well, Maxwell is a master salesman. He 
knows people—how they think—how they buy, and 
he knows how to handle a sale. Perhaps you do, 
too. In that case Maxwell’s experience plus yours 
makes yours that much better. I suppose you will 
be surprised when I tell you that Maxwell’s experi- 
ence ean be brought into your organization at the 
price of a handful of cheap cigars, $1, and yet the 
world is filled with men who would let a dollar 
stand between them and this bigger, broader under- 
standing. 


Retail Selling in Book Form 


“By all means read some book that analyzes the 
entire retail situation just as the old school physi- 
ology analyzed the human skeleton. Get the bones— 
the nerves—the blood vessels and the muscles of 
the business you are in. Professor Neystrom in his 
rather complete treatise, ‘Retail Selling,’ tells us 
nothing that is strikingly new, but since he takes 
what we already know in a harem scarem dis- 
organized way and arranges it in logical order, and 
in a form that invites reference and reading, he 
has accomplished a task that should forever endear 
him to all good retailers—and it will. 

“Neystrom has organized the subject of retail- 
ing. He in turn has drawn upon the experience of 
thousands. And there you have it in form for con- 
venient reading. Even though it offers no distinct 
sales plans, you should be able to extract hundreds 
from its pages. It has a suggestive value that 
would be hard to duplicate. 

“The big secret behind every business—behind 
the selling end—is the ability to influence others. 
In fact that is the real substance of all sales activ- 
ity—to influence others—to convince, to persuade 
and to sway. The ability to do that involves an 
understanding of the mind and how it works. Now, 
don’t look frightened. It isn’t as bad as that. Read 
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Walter Dill Scott’s ‘Influencing Men in Business.’ 
It is not a treatise on psychology, although the ele- 
ment of psychology is there—shrewdly concealed. 
You can’t dodge its human interest. 

“Those of us who do become successful salesmen, 
who do seem to develop an unusual ability to carry 
through big details, fall upon certain fundamental 
truths unconsciously. There is no hocus-pocus about 
it. The ability to convince is a fine art. It may 
develop in the sons of ignorant parents. It is not 
a birthmark. But why flop and flounder through 
life without these things because we do not fall 
upon them as a matter of course. We save time and 
money by anticipating our personal needs and then 
preparing for the possibilities of them. Read ‘In- 
fluencing Men in Business.’ You can do it in one 
evening easily, and you’ll get a lifetime’s benefit 
from it. 

“IT want to recommend just one more book. My 
list is a short one. You can clean it up in a month. 
But don’t make the mistake of forgetting what you 
have read or let those books accumulate dust on 
your desk. Read them often, and add a few others 
every month. Now this final book I am going to 
submit is Higginbotham’s ‘The Making of a Mer- 
chant.’ You know that Higginbotham was Mar- 
shall Field’s big man—a self-made man—a man who 
began at the very bottom of the traditional ladder 
and got to the top with a vengeance. Most of his 
talk concerns the things or conditions that make the 
successful merchant—and then a few admirable 
chapters on credits. 

“It is often inspiring to learn how other men 
reached the top in the face of seemingly insur- 
mountable obstacles—but such reading leaves no 
lasting benefit unless we take some of their experi- 
ences to heart—unless we seek to avoid their pit- 
falls and to capitalize their successes. Read Hig- 
ginbotham in that fashion—read all your business 
literature that way. Make it pay you. 
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“How to Sell Hardware” 


“And there is another hardware book. Roy F. 
Soule of HARDWARE AGE wrote it. There is a man 
who makes his living by thinking hardware all day 
and most of the night. A man who has traveled 
much and read much—who has called and talked 
with hardware men everywhere, and in his book, 
which is really a crystallization of all this rich ex- 
ploration and discovery, ‘How to Sell Hardware,’ 
there is an endless variety of sales ideas: window 
displays, counter displays and advertising stunts 
to fill your heart with joy for numberless years. 

“It is a book you can read for a few minutes and 
lay aside, and you are bound to extract some fruit- 
ful idea from its pages every time you do read it. 
In short, Soule’s book is a good pal in print and a 
mighty inspiring little chum to have around. 

“Have I told you much? I have told you noth- 
ing if I have not convinced you that systematic 
reading is a big force you can tie up to your busi- 
ness. Don’t read from a sense of duty or as a kill- 
time. Read because you want to—because you want 
to put more thought into your business and get 
bigger results out of it. And you wiil get them. 
Read in a receptive mood. Read with a resolve to 
extract every last ounce of good from every page. 

“You owe that much to your business. You can’t 
get all the experience yourself. You probably can’t 
hire the men who wrote these books, but you can tie 
their experience up to your problems—you can get: 
the eight men I have mentioned working for you for 
less than the price of a cheap suit.” 

The party broke up a few minutes later, and 
when I next heard of my hardware friend he had 
the biggest smile I ever saw on the face of mere 
man, and he confided to me that his little neighbor- 
hood store had grown into two, and a third was 
in prospect. 

The moral seems to be: Hitch your wagon to the 
right star—and let it go! 





AN INTERCHANGEABLE FIXTURE 


Especially Suitable for Hardware Displays—The Value of Securing 
Graduated Height 


planning work ahead, no matter what it is. 

Work well planned is more than half done. 
Window plans should not be put off until the 
eleventh hour. 

“Procrastination is the thief of time” is a fact 
that the hardware merchant who looks after the 
show windows should always remember. 

Any close observer must know that the beautiful 
windows in the large cities were planned months in 
advance of the time they are placed. 

To the hardware merchant who wants to get 
ahead and out of the beaten track, we say “work 
ahead,” “make your plans now, and get through 
with them so as to lighten your work, and make it 
more effective later on.” 

In this article we illustrate and describe a method 
which, if carried out, will accomplish your work 
easily and effectively—-work which you have been 
dreading and putting off until the last minute. 


TT ptann is a distinct advantage to be gained in 


Graduated Height in Display 
One reason why many store windows are not ef- 
fective is the fact that the merchant fails to secure 
a graduated height in his display. The entire ar- 


rangement has a flat, unattractive appearance. 
Such an effect naturally calls for a fixture or 
method of trimming that will eliminate, in a prac- 
tical way, this inartistic arrangement. The accom- 
panying interchangeable design, for this reason, 
should be welcomed by every hardware retailer. 

It is an acknowledged fact that a retail hard- 
ware store may succeed or fail according to the at- 
tention paid to the show windows. In short, it is the 
storekeeper’s closest connecting link with the public, 
and the store is judged according to the general ap- 
pearance of the show windows. 

The merchant who considers the goods he buys 
must also consider their successful selling, and to 
sell goods it is necessary to present them in the 
most pleasing way—this is the mission of your 
show windows. 


Tendency Toward Lighter Trims 


The tendency of leading retailers, especially the 
better stores, is to place a limited number of well- 
selected articles in the window at the same time. 
This statement holds good particularly in a showing 
of high-grade lines. Not many pieces are displayed, 
but what are shown attracts more people and they 
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No. 1—The nineteen fixtures that make up this interchangeable fixtures set 


are strongly convinced of the fact that you have 
some mighty snappy hardware. By following this 
plan you can effectively place your merchandise 
banquet in courses instead of trying to put the 
whole meal on the table at once. 

The displaying of only a few articles in the win- 
dow means that the window should be changed quite 
often and this too has an advantage in that it con- 
tinues to attract attention, leaving the impression 
that there is always something new to be found in 
hardware lines in your store. 


Interchangeable Fixtures 


Illustration No. 1 shows nineteen fixtures which 
make up an interchangeable fixture set, especially 
suitable for a display of hardware. 


With this setting, the merchant will be able to 
secure the desired graduated height in his mer- 
chandise showing. He will also be able to secure a 
distinct advantage in readily changing the entire 
effect of his show window arrangement, and there- 
by readily impressing the public with a change in 
the window decorations and also a change in the 
merchandise exhibit. 

This fixture can be readily made of composition 
board by your local carpenter or cabinet maker and 
permits a variety of changes in the decorative 
treatment or covering. These we describe in detail. 

This entire set consists of nineteen separate 
pieces, many of these pieces, however, are dupli- 
cated, so there are only eight entirely different 
pieces in the lines of construction. These eight 
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No. 2—Made with two pieces of No. 1, two pieces of No. 7, and one piece of No. 4 
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pieces are described in detail, giving the sizes. 
However, in arranging a fixture of this character 
for your own window, you must bear in mind that 
the size of the completed set must be governed by 
the size of your show window. 

In other words, the proportions must be in har- 
mony, so that you may secure the best and most 
practical artistic use of your designs. 

It is interesting to note that with these inter- 
changeable parts over one hundred practical ar- 
rangements for clever merchandise showing may be 
had, each one being entirely different in its con- 
struction. Further changes may be secured by 
foliage and other material, suggesting the season 
or event. A great advantage of a set of inter- 
changeable display fixtures of this kind is that 
by their use a merchant can save a great deal of 
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and 7 in. high. Two of these pieces are necessary 
to complete the fixture. 

No. 5 shows a pedestal or box arrangement that 
is 18 in. high, 7 in. wide and 7 in. deep. Two of 
these pedestals are used in the design. 

No. 6 shows a flat board cut 11 x 11 x 1 in., which 
is used to assist in the decorative and artistic ar- 
rangement. 

No. 7 is 27 in. high and 11 in. wide, having a 
thickness of 3 in. Two of these pieces are used in 
completing the fixture. 

The last piece is No. 8, which is a block 5x 5x 4 
in. Four of these pieces are necessary in complet- 
ing the set of nineteen pieces. 

The pieces, having curved lines, such as Nos. 3, 
4 and 7, are made of bendable wall board. Wall 
board can usually be bent into circular form by 


























No. 3—Made with two of the No. 1 pieces, three of the No. 2, two of the No. 3, two of the No. 5, two of the No. 6, 
and one of the No. 4 pieces 


the time usually needed in placing or planning new 
fixtures and decorations. 


Measurement of the Fixtures 


The following is a complete list of the meas- 
urements of the various pieces included in this 
nineteen-piece set. 

As before stated, in designing your own fixtures 
the measurements must be governed by the size of 
your display space. 

No. 1 is 34 in. long, 32 in. wide and 3 in. deep. 
Two of these pieces are necessary to complete the 
set. 

No. 2 is 30 in. long and 25 in. wide and 3 in. deep. 
Three of these pieces are necessary to complete the 
set. 

No. 3 is 22 in. long, 18 in. wide and 3 in. deep. 
A portion of this slab is finished with a curve. The 
measurements on both sides to the beginning of 
this cut-out is 7 in. There are two of these pieces 


necessary. 
No. 4 shows a semi-circle, 23 in. long, 4 in. wide 


dampening it a few minutes before applying the 
carpenter work. 

The method of finishing the various pieces will be 
governed by the amount of money that you wish to 
spend for this work. Without question, the most 
effective and best way for covering these pieces is 
to use velour or plush of a suitable color to contrast 
or harmonize in a pleasing way, with the perma- 
nent background you now have in your window. 

Probably the most inexpensive way to finish these 
pieces would be to paint them with good cold-water 
paint. This makes it possible to retint the pieces 
whenever you want to have them worked up in dif- 
ferent colors. By this method it is possible for you 
to apply relief work and other decorations to this 
fixture. 

With cold-water paint it is also possible for you 
to use stencil designs in order to carry out the pe- 
riod decoration. 

A number of other good coverings for the pieces 
are marble paper, onyx paper, wood paper, burlap 
and cotton flannel. Of course, all of these finishes 
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No. 7—Made with two pieces of No. 1, three pieces of No. 2, two pieces of No. 7, one piece of No. 8, one gece of 
No. 5, one yiece of No. 6 


are a great deal cheaper than velour or plush. Prob- 
ably the next best finish to velour or plush would 
be felt, as felt can be easily applied and it now 
comes in a great variety of colors that will show 
up hardware to good advantage. 

With the use of felt it is also possible to stencil 
the fixture or appliqué decorative designs thereon. 

There is practically no limit to the way in which 
these pieces may be decorated. This not only gives 
the merchant a variety of changes in the arrange- 
ment of the pieces, but also permits of changes in 
the decorative treatment of the setting. 


Artificial Foliage 


There is nothing that will enhance the appear- 
ance of a window with more telling effect, and that 
will be in better taste, than the use of artificial 
flowers, provided they are in harmony with the sea- 
son. In fact flowers of the season aid greatly in 
suggesting the timeliness of the merchandise shown 
and in giving an air of newness to the display. 

Artificial flowers, if artistically employed, will 
add rather than detract from the merchandise ex- 
hibited. They are economical, as they may be pur- 
chased from houses that make a specialty of them 
at a cost so small that it will hardly pay one to 
make them or use the natural. 


Use Few Colors Only 


In constructing backgrounds with the use of arti- 
ficial flowers, remember that the most effective and 
artistic results can be achieved by the use of only a 
few colors; perhaps three at the most. Some very 
artistic effects can be had with the use of only two 
good colors in the window. 

Simplicity should be the keynote in the arrange- 
ment of the merchandise. 


Illustration No. 2 


Illustration No. 2 gives one of the many possibili- 
ties for an artistic arrangement of this fixture. 

As a centerpiece we have used two pieces, No. 1, 
standing one upright and placing the other on 
the floor. On either side of piece No. 1 in the back- 


ground you will find both pieces, No. 7, placed in an 
upright position. On the top of our slab No. 1 you 
will find fixture No. 4. 

In front of this background arrangement you will 
find piece No. 2 placed on top of another No. 2 and 
the semi-circle piece No. 4 on top of this. 

In either side of this pyramid arrangement you 
will find both No. 3 pieces. 

For a small window this centerpiece alone will 
make an attractive and artistic arrangement which 
will assist you in securing that much needed grad- 
uated height in your display. 

In each corner we show another grouping which 
consists of pieces No. 2, No. 5 and No. 6. These 
pieces are further embellished over an ornament 
placed on the front of piece No. 5 and an ornament 
wreath of piece No. 4. 

Flowers and foliage can also be used to assist in 
calling attention to the season. 


Illustration No. 3 


If you will refer to illustration No. 2 you will 
note that the reproduced window No. 3 shows an 
entirely new centerpiece unit which is made up as 
follows: Two of the No. 1 pieces, three of the No. 
2 pieces, two of the No. 3 pieces, two of the No. 5 
pieces, two No. 6 pieces and one No. 4 piece. 

The centerpiece No. 1 is further embellished with 
the aid of a small lithograph in natural colors. 
This is mounted in a frame covered with bark 





No. 4—Made with one No. 5, one No. 6, one No. 2 and 
two No. 3 pieces 
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paper. Five plaster or relief ornaments are also 
used to add grace and life to the setting. 

A vine of artificial foliage is used on the right 
hand side of the center setting. The arrangement 
of this vine, however, must be governed according 
to the merchandise displayed. If small articles are 
used it would be advisable to use small stem flowers, 
probably in a vase. 


Illustration No. 4 


Illustration No. 4 gives one of the many possi- 
bilities for a neat and artistic arrangement of this 
fixture. If you will study this design and the pieces 
numbered in our illustration No. 1 you will readily 
see that this unit is made up as follows: 

One No. 5, one No. 6, one No. 2 and two No. 3. 

For small windows, this centerpiece, alone, will 
make a simple and artistic arrangement. 

Flowers and foliage can also be used to assist in 
calling attention to the season. 

A relief plaster of paris or a papier maché wreath 
is shown in the upper center of unit No. 5. 


Illustration No. 5 


Illustration No. 5 shows another good unit which 
is especially suitable for a centerpiece display. Two 
No. 5 pieces were used, two of No. 6, two of No. 
3, two of No. 2 and one of No. 4. | 

The entire unit is given a decorative finish with 
the aid of a floral basket holding seasonable foliage 
or flowers. 

Illustration No. 6 

Illustration No. 6 shows an entirely different ar- 
rangement which is accomplished with the aid of 
two pieces of No. 5, two pieces of No. 6, one piece 
of No. 1, one piece of No. 2 and four pieces of No. 
8 used as legs for building up the plateau. 

Plaster of paris or relief ornaments are shown at 
‘the bottom of No. 5. It would be advisable to build 
these pieces in a substantial way, so they can stand 
a great deal of use. 


Illustration No. 7 


Illustration No. 7 is composed of two pieces of 
No. 1, three pieces of No. 2, two pieces of No. 7, one 
piece of No. 8, one piece of No. 5 and one piece of 


No. 6. 


The Understudy 


NE of the most important cogs in the modern theat- 

rical organization is the understudy. This despite 

the fact that the understudy’s name doesn’t flare forth 

in electric lights, or cause the bearings on the critic’s 
typewriter to get over-heated. 

Nevertheless, the understudy is the producer’s insur- 


ance that the play will go on, no matter what happens . 


to the star. Sometimes it is months, or even years, be- 
fore the understudy gets a chance in a big role. But 
if the understudy is worth the name, all the weary days 
of waiting have been improved to the fullest extent, 
and the star’s part as interpreted by the understudy 
loses not even the slightest gesture or inflection. It 
frequently happens that long study and observation 
enable the understudy to become, in a single night, a 
star of the first magnitude. 

Then again, a lot of people are just members of the 
company, content always to hold minor parts. The 
only difference between the understudy and the chorus 
is ambition and a capacity for hard work. 

Are you understudying the man ahead of you? Get- 
ting ready to handle the role in any emergency? 

The man ahead cannot always remain there. Time 
constantly works changes and the laws of progress are 
as immutable as Life. We must go forward or back- 
ward. 

You have a great advantage in being privileged to 
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No. 5—Made with two pieces of No. 5, two of No. 6, two 
of No. 7, two of No. 3, two of No. 2 and one of No. 4 





No. 6—Made with two pieces of No. 5, two pieces of 
No. 6, one piece of No. 2 and four pieces of No. 8 


see the faults of those in advance. If you can step 
aside and see yourself as you pass by, judging by the 
same scale that applies to the others, you must become 
more useful, more profitable, and hence more necessary 
to the organization. 

Are you getting the full advantage out of your pres- 
ent position? Can you place your “other self” outside 
the parade and, with fair, unbiased analysis, discover 
the little things which may have an untoward effect 
upon your success in a new, more important role? 

Have you the moral stamina to endure the “lean 
years” which precede recognition? Can you forget the 
depression of obscurity in the contemplation of work 
and its reward? 

If you can do these things, then you have the qualities 
of perseverance, of stability, and the things which make 
for success, and when the great opportunity comes, you 
will be able to draw out the applause which you have 
been earning during the weary period of waiting.—Ford 
Times. 


THE DIEHL Mrc. COMPANY, electrical apparatus, 
Elizabeth, N. J., has recently changed the location of 
three of its branch offices. Their new addresses are as 
follows: New York office, Singer Building, 149 Broad- 
way, room 916; Boston office, 201 Devonshire Street, 
room 234; Chicago office, 1641 Edison Building. In 
all cases these removals were betterments both as 
regards space and location. 
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THE BUSINESS BUILDING POWER 
OF SHOW CASES 


Attractive Interior Display as Important as Strong Window Trims 
By A. T. MOORE 

















H. A. Welton, Thomaston, Conn., utilized the waste space of his counter fronts by building cases in them 


miscellaneous stock that comes to hand is 
almost as sensible a proposition as putting a 
hundred-dollar frame on a fifteen-cent chromo. 

Windows have been often referred to as the eyes 
of the store. In reality they are the mouths through 
which the store talks about its merchandise. Show 
cases are interior windows, and neither one can 
talk very effectively if they are cluttered up with a 
mass of merchandise. It is like trying to deliver 
a convincing argument with a mouth full of pud- 
ding. 

But in instances where the windows are allowed 
to tell their story in a plain forcible way it often 
happens that the show cases are grossly neglected. 
There is a tendency on the part of a great many 
of us to put everything that happens to be in the 
way into the most convenient show case. The result 
is that there are a lot of hundred-dollar show cases 
that are doing the work of two-dollar bins. 

The most important rules in making for show 
case efficiency are that we must not crowd our 
show cases any more than we would our windows, 
and we must not get into the habit of using show 
cases as storerooms. If we want to store stock 
the best plan is to put it on shelves or throw out 
the show cases and build tables with drawers or 
bins in them. Show cases are intended for display 
purposes—shelving and drawers are meant for 


storage. 


| Oe a show case as a storage place for any 


A Dirty Face 


A show case with a spotted, greasy glass is as 
bad as a clerk with a dirty, unshaved face. The 
clerk may be such a smooth talker and have such 
a knowledge of his goods that he may divert atten- 
tion from his personal appearance, but a show case 


can neither protest against its appearance nor can 
it in any way counteract it. It is not enough to 
wash the cases just when the annual clean-up cam- 
paign comes around. Show cases should be thor- 
oughly washed at least once a week, and where they 
are really working hard and many fingers are passed 
over them in the course of a day a few minutes 
every morning at dusting time with a damp cloth 
and a chamois will keep them bright and sparkling. 
It is a good plan to thoroughly wash the inside of 
the cases at least once a month, and oftener if 
possible. 
Show Case Price Cards 


We have come to regard a window display as in- 
complete without the use of neat price cards. We are 
in the habit of comparing show case and window 
displays and yet it is very seldom indeed that goods 
displayed in a show case are plainly price-marked. 
Still there is no reason why the price ticket should 
not be given this opportunity. The mission of the 
window is to stop people. The show case gets in 
its good work after the customer has been stopped 
and brought into the store, and when he is in a 
buying mood. While the customer is waiting there 
is a big opportunity for the show case to carry out 
to a finish the work which the window began. But 
the case has to have selling power that is in no 
way behind that of the window display. 

It is a harder matter to keep articles in a show 
case priced and neatly arranged than it is those in 
the windows, but it is equally effective. The goods 
in the cases are taken out perhaps dozens of times 
during the day, and all clerks are not very careful 
about the method in which they are returned. If 
the importance of show case display can be im- 
pressed thoroughly upon every man who has occa- 
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sion to take goods out to show customers, the task 
of keeping the cases in presentable condition would 
be comparatively simple. Most clerks have spare 
time occasionally that could be profitably utilized in 
rearranging some show case display that had been 
disrupted, keeping in this way the cases fresh and 
attractive. 

Price cards individualize each item. You may 
show two hammers side by side, and they will be 
looked upon merely as two hammers. Put a 75-cent 
tag on one and mark the other $1, and you have two 
individual hammers, each one with more pulling 
power than the other two together unpriced. 


An Elevated Show Case 


Two years ago an experiment was tried in the 
store of G. E. Russell & Co., Holyoke, Mass. The 
main floor is wide, and down the center, dividing it 
into two aisles, was a big counter. The base was 
removed from an old show case, and the case 
mounted on the top of this counter. It brought the 
tools displayed in that case up almost under the very 
nose of every man who came into the store. It 
raised the goods to a position almost on a level with 
the eye, and sales on the tools shown in this case 
took a jump from the very start. The case worked 
so effectively that a big case was designed and 
built to further the same idea. 

The old counter had shelves under it that accom- 
modated a lot of stock for which space could not be 
found elsewhere. When this new case was built, 
shelves were provided in the rear of it to take care 
of all the stock that was formerly kept under the 
counters. This arrangement made possible an im- 
mense amount of display space in the front of the 
case. 
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A Big Salesmaker 


This case is 64% ft. high and 20 ft. long. It is 
equipped with glass shelves that are adjustable to 
any height. The case is kept constantly lighted. 
A great deal of the stock displayed in this case is 
high enough so that'a customer can get a close 
view of almost any article without stooping. 

The location of the case just inside the door is 
such that it cannot possibly be missed. This case 
is not used for any definite lines. It is a show 
place for the stock of the whole store, but the mer- 
chandise is never simply thrown in and left to its 
own resources. Attention is given to it every day. 
When a new tool arrives it is given a prominent 
place in the case and an old one taken out. It was 
in the beginning of the cold weather when the pho- 
tograph was taken that we reproduce and getting up 
in the morning was beginning to be a difficult prop- 
osition. Alarm clocks were featured in the case and 
in the window, and the results of the combination 
showed big on the daily sales slip. 


Doubles Bath Room Fixture Sales 


Although the assortment of merchandise shown in 
this case is large and varied, it is seldom in any 
way jumbled. One corner or one shelf may be used 
for tools, another for household articles or a corner 
as in this instance for clocks or similar goods. Bath- 
room fixtures from the very start were given large 
space at the far end of this case, and in less than 
a year the sales were more than doubled. In every 
instance the case has made remarkable increases in 
sales. In many stores such a case would be out of 
the question, though there are instances where the 
idea in some form could be adopted. It is a most 
effective follow-up for the window displays that 

















A big indoor window of G. E. Russell & Co., Holyoke, Mass. It more than doubled the sales on some lines 
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this company ever had, and it shows conclusively the 
results that show cases can bring. 


Show Cases from Counters 


H. A. Welton, Thomaston, Conn., runs a hard- 
ware store in a small town. His store is small for 
the amount of stock he has to carry, and display 
space is at a premium. Every inch of available 
space has to be pressed into commission.. On the 
left side are two wooden counters. Because the 
space underneath these counters is used for the 
storage of a great deal of bulky stock, glass show 
cases were never put in. The conclusion was 
reached that on the fronts of these counters valuable 
space was going to waste, and to remedy this shal- 
low display cases, equipped with sliding glass doors, 
.were built into the front of each counter. The tops 
of the counters projected a few inches, and by tak- 
ing advantage of this and building the cases a few 
inches beyond the counter tops it was possible to 
make the cases 8 in. deep without taking up any 
aisle space. 

The photograph hardly does justice to the ap- 
pearance. In the far case hooks are used to display 
the stock of hammers, hatchets, etc. In the front 
case during the summer months narrow glass 
shelves are used to show a line of bicycle supplies 


Hardware Age 


and fishing tackle. The cases are lighted by elec- 
tricity and have a background of red cloth. It 
was only a short time before they had entirely paid 
their way and were making real velvet for the store. 

The thing we must keep constantly in mind is 
the fact that a show case is an indoor show window. 
If you take care of your window don’t let your en- 
thusiasm play out before it gets to the show cases. 
You wouldn’t think of letting a display stay in your 
window for six months or a year. You get better 
results by changing them each week. The same 
plan will work equally well with show cases. Try 
occasionally changing the showing in your cases to 
different lines. If you want to keep the same kind 
of stock in the case try a different arrangement. A 
farmer learns to drive around a rock in the road, 
and the eye learns to pass without notice the articles 
that it is accustomed to see in the same place and 
in the same way. Try shifting things around oc- 
casionally. 

It will improve the appearance of your store as 
much as the spring housecleaning does your home, 
and it will bring items to the attention of your cus- 
tomers that have been entirely overlooked. Make 
a resolution to make your show cases real business 
boosters, and start to carry out the resolution when 
the store opens in the morning. 





At the Depot 


OOO-EE! I is de tiredest man in town, 
Jes’ wo’ down to a frazzle, dat’s a fac’. 
I got a sawt o’ gone-ness in mah back, 
An’ bofe mah arms keeps on a-hangin’ down. 
Seems laik as ef dey’s sho’lly made o’ lead. 
Cain’t keep mah mouf shet ’less’n I res’ mah head, 
Jes’ same’s a roostin’ tukey on mah bres’. 
I knows mah laigs is gone de wobblies’, 
No stiffeh dan er skeeter’s. I is slack, 
Jes’ plumb used up! Mah sperrit done bin rench 
In sweat o’ de brow ’twel I cain’t skasely see. 
Ef dey wuz boun’ to hang me ’less ’n I be 
At wuk—an’ comin’!—I jes’ could’n’ crawl 
Up offen dis hyah mizzehubul bench—Ise clean fagged 
out, dat’s all! 


Ee-ah! Ise tired as—QOoo-00-00-0-0! 

Although I ain’t bin zackly wukin’ none— 
Wuz jes’ ’gaged sittin’ peaceful in de sun, 

Not pestehin’ nobuddy, nor honin’ to; 

Jes’ bein’ sawt o’ ca’m an’ easified,— 

An’ two white men come chancin’ roun’ dis side 
An’ met smack on de platform an’ begun 

De foolest talk. De fust one up an’ say: 

“T’ll mos’ nigh git mah cistren dug today.” 
An’ toddeh sez: “Ise fencin’ in mah place. 
D’you ebber watch me shoot a pos’-hole, Mase?” 


Lawd’ bress us, livin’s curious! ’Tain’t no doubt 
Folks hunts de o’n’riest things to talk about! 

Dat wear’some chinnin’ whut dem white folks done 
Jes’ dreened mah strength, so I wuz ’bleeged to sit . 
Endurin’ of it,—an’ I ain’t moved yit! 


I wondeh ef when Numbeh Nine comes in 

De cyahs mought stop pas’ whar dey’s mos’ly at— 
De brakes not wuk, or sumpin’ laik o’ dat? 

’Spect I cain’t see who’s gwine an’ who’s bin. 
Dat’s whut I moseyed down hyah fo’ jes’ now. 
But I—ee-yaa-a!—-ain’t got no luck, nohow! 


Charles Campbell Jones, in New York Sunday Times. 


THE TOLEDO SPEED WRENCH & TOOL COMPANY, Toledo, 
Ohio, recently incorporated with a capital stock of 
$75,000, will establish a plant in that city for the 
manufacture of a special patented wrench and con- 
templates branch manufacturing plants in San Fran- 
cisco, New Orleans and New York. J. S. O’Connell 
is president and general manager; Charles P. Wilson, 
vice-president; John W. Raab, secretary,- and Carl 
Lindecker, treasurer. 


A Cartoon That Helped to Sell 
Ash Cans 


To the Editor: MADISON, N. J. 


I am inclosing a drawing which we used to good 
advantage in selling ash cans in our town. 

We have made it a rule to keep a certain number 
of snappy little signs and pictures similar to the 
inclosed, hung up in conspicuous parts of the store. 
These have brought many people into the store 
simply out of curiosity. After we get them inside 
the hard part is done, and we try and have the store 
sufficiently attractive to start sales. 

We try and have timely cartoons on various. ath- 
letic events, etc., as well as trophies and cups dis- 
played. 

I might suggest in closing that I have enjoyed 
Mr. Goeller’s articles on windows and show cards, 
but I wish he would show. us more of the “how” of 
making signs and not so much the finished work. 

Also I notice that most of his signs are made 
with an air brush. An air brush seems to be be- 
yond the scope of our small store, but maybe Mr. 
Goeller knows of some inexpensive ones that we can 
get. . 

Trusting this will prove of interest to you, I 


remain. R. H. HELLER, 
Madison Hardware Company. 


THE LUTHER GRINDER MrcG. CoMPANY, 285 South 
Water Street, Milwaukee, Wis., elected the following 
officers atthe annual meeting of stockholders: Presi- 
dent, C. J. Luther; vice-president, SS. Newton; secre- 
tary, W. W. Newton; treasurer, L. L. Newton; direc- 
tors, Franklin P. Mann, A. J. Benjamin and George E. 
Morton. The plant is operating at 100 per cent ca- 
pacity and has bookings to insure operations on this 
scale for at least twelve months. 


THE MCRAE WHOLESALE HARDWARE COMPANY, 
Helena, Ark., has been organized to conduct a whole- 
sale: hardwar eand implement business, with a capital 
of $50,000. Its officers are: H. E. McRae, president; 
W..-N. Straub, vice-president, and O. V. Luke, secretary 
agd ,treasurer. Catalogs and wholesale price lists re- 
quested on shelf and heavy hardware, implements, har- 
ness, guns, enameled ware, etc. 
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PUTTING A PUNCH IN NAILS 


How One Dealer Overcame Small Profits by a Special Service Feature 
C. L. BEAMS 


HE subject of nails is as staple a subject for 
i% conversation among hardware men as the sub- 
ject of what to eat for breakfast is among 
individuals in general. Start a conversation in a 
gathering of average Americans on the breakfast 














Simple arrangement used by a dealer to produce his 
own cement-coated nails 


problem and you’ll get a different theory from each 
individual. One man will give you eight good solid 
reasons why grapefruit and toast and coffee is the 
proper morning diet for any man, and the man next 
to him will protest for beefsteak and fried potatoes. 
The chances of any two opinions being the same are 
decidedly slim, and the subject of nails will bring 
forth as many differences of opinion. 

Whenever there is a gathering of hardware men 
sometime during the conversation the subject of 
nails is brought up. It is the opening wedge to dis- 
cussions of other subjects. 

Two dealers from different towns meet and one 
of the first questions after they have been intro- 
duced—if an introduction happens to be necessary 
is “How much are you getting for nails?” The 
subject is thoroughly gone over and the conversa- 
tion takes other courses. Another man joins the 
group and the subject of nails comes up again. 

The first dealer again ‘gives his reasons why he 
believes it is profitable business to sell nails on a 
margin of 25 cents a keg, and the second man in- 
sists once more that a dealer who gets less than 50 
cents a keg is losing money. The newcomer ad- 
vances his theory why he believes he is making 
money by supplying his carpenter trade with nails 
at an advance of 10 cents. 

It has always been a perplexing proposition how 
to solve the nail question. Should they be sold on a 
no-profit basis as the grocer does sugar, or is it a 
better policy to hold out for a price that will show 


a profit in keeping with other lines? It is too com- 
plex a problem to be settled by any individual. 
Many stores find it profitable to use specially 
made boxes for putting up nails in small quantities 
for quick delivery over the counter. These boxes 
are usually printed with the retailer’s name and ad- 
dress and the store slogan or a few words about the 
store—the ideas of service is an excellent one to 
play up in this instance. The advantage of boxes 
over the regulation bags is that they can be put on 
the shelf more compactly and that they make a 
much neater package for the customer to take away. 
The nails can be put up by a boy during spare time 
—if ever such a thing as spare time may be found 
around a hardware store—and should be weighed 
very carefully. A few ounces overweight soon 
makes away with what little profit usually exists in 
nails. The really progressive dealer includes one 
or two—never more than that—attractive little 
folders of seasonable merchandise in each package. 


Meeting the Demand for Coated Nails 


In most factory towns there is a strong demand 
for cement-coated nails. These nails—usually 6d 
and 8d box—are covered with a special kind of 
cement somewhat like a shellac which holds them so 
securely that once driven home it is almost an im- 
possibility to pull them out. They are used for mak- 
ing packing boxes especially secure. 

A well-known eastern hardware concern that is 
located in the heart of a thriving manufacturing 
section has built up a big profitable business in this 
kind of nails alone. In the beginning like its com- 
petitors this company bought the coated nails from 
the manufacturers and because competition was 
keen, sold them at a figure that left an exceedingly 
small margin of profit. To-day this company coats 
the nails it sells and makes a real profit. 

The head is removed from a keg of nails and 
the contents emptied into a tumbling barrel to- 
gether with a quantity of the special cement. The 
power is turned on and by the action of the revolving 
drum the nails are thoroughly coated and put back 
into the keg which is headed up again and marked. 
A stock of the ordinary sizes in most demand is 
kept on hand but when occasion requires any quan- 
tity of any special size can be coated at very short 
notice. 

This company has built up a big business with 
“service” as a slogan and the matter of coated nails 
is one of the features of the system, on which the 
store operates. It brings this particular dealer up 
above his competitors by enabling him to give his 
customers coated nails of any needed size at a few 
hours’ notice. If you happen to be on the inside of 
this little nail proposition the profit from it would 
probably make you gasp. 

But the tumbling barrel is not allowed to be idle 
when there happens to be a lull in the coated-nail 
business. This same company makes a sweeping 
compound and this same machine is used in the pro- 
duction of this product. 

It is easier to look upon every day merchandise, 
such as nails, as something to which no particular 
effort should be given. Occasionally some dealer 
with a longer range of vision than most of us gets 
busy on some of his “common stock” and puts it in 
the preferred class and gets a big dividend. 
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Automobiles Fail on Rural Routes—Urging Action on Price 
Maintenance Bill 


By W. L. CROUNSE 


WASHINGTON, D. C., Feb. 7, 1916. 
ONGRESS wants no economies at the expense 
C of its dearly beloved rural free delivery 
service. It has just given official notice to that 
effect. Dollars and dimes may be clipped off the 
salaries of other government employees, and sup- 
plies of ice water, soap and towels may be whittled 
down to the lowest possible limit, but not a cent can 
be spared from the R. F. D. 

Postmaster General Burleson, in his annual esti- 
mates for the coming fiscal year’s appropriations, 
asked for $48,500,000 for rural free delivery. This 
is $4,500,000 less than the amount allowed by Con- 
gress for the current year. Mr. Burleson didn’t 
mean to curtail the service anywhere; in fact, he 
meant to expand it more rapidly but more cheaply 
than ever by the use of automobiles. 

But the autocrats of the postal service are the 
House and Senate Post Office Committees, and 
Chairman Moon and his colleagues on the House 
committee have just reported the post office appro- 
priation bill with an item in big type of $53,000,000 
for the R. F. D., the exact sum provided for the 
present fiscal year. If the Senate concurs, Mr. 
Burleson will have to spend the money whether he 


wants to or not. 
Automobiles Fail on Rural Routes 


But here’s the secret. Uncle Sam’s parcel post 
jitneys are a failure. Word to this effect is coming 
in from every section of the country where the 
experiment in motorization has been tried, and a 
resolution has been introduced in the House of Rep- 
resentatives calling for a thorough investigation of 
the whole project with a view to the restoration of 
the little old one-hoss shay, which, while it couldn’t 
run as fast as a.“Tin Lizzie”—the facetious title 
the R. F. D. boys have given the autos—could 
negotiate roads that would ruin any buzz-wagon 
that ever ran on four wheels and do almost anything 
else short of climbing a tree. 

When the Post Office Department decided to 
undertake the transportation of mail-order mer- 
chandise by automobile, in order to provide for the 
recently legalized 50-lb. packages, and perhaps for 


the hundred-pounders soon to come, a statement 
was published showing the probable cost of each 
item of automobile maintenance, from which it 
appeared that he would be a lucky carrier indeed 
who should be called upon to swap his little horse 
and wagon for a gasoline buggy. In commenting 
upon this statement in this correspondence it was 
pointed out, however, that the figures were decidedly 
optimistic and evidently were not made by one at 
all familiar with the innate cussedness of the aver- 
age car on bad roads under certain conditions. 

Now comes a flood of protest against the further 
use of motor wagons from men who have had bitter 
experience with them since the department’s experi- 
ment began. They demonstrate clearly that, in the 
effort to make a showing for economy while at the 
same time taking care of the catalog-house freight, 
the officials have figured the problem too fine. 
Listen to this plaint from an Ohio carrier, read on 
the floor of the House a day or two ago by Congress- 
man McCulloch, who is now demanding an investi- 
gation of the service: 


Inside Figures on Cost of Maintenance 


“T have been in the service for 14 years and have 
traveled nearly every road in the county, and I 
think I know what is possible and what is not. I 
have used an automobile for four years and have 
used three different machines; that is, I have worn 
them out. 

“T understand that two routes are to operate from 
this town, one 52 miles and the other 56 miles; one 
pays $1708 and the other $1604; both are eleven- 
month routes. It cannot be done and be done right. 
Figuring from past experience and expense I find 
that the cost is going to be almost prohibitive. 
Gasoline here sells for 21 cents per gallon. It will 
take at least 6 gal. for a 50-mile route, which will 
amount to $31.50 per month for gasoline. Lubri- 
cating oil will cost $7.50 per month at least, which 
totals $39 per month. Tires for a Ford will cost 
$45 for each thirty days, which will bring it up to 
$84 per month for expense. Our roads will wear 
out a Ford truck on a 50-mile-a-day trip in about a 
year, or allow for a two-year life of the machine 
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and figure the original cost at $500 and allow a fair 
price for it at the end of two years, say $200, will 
mean a depreciating cost of $12 or more per month, 
thus bringing the total cost per month up to $96. 
Deduct that from $142, which is the highest salary 
to be paid here, will leave $46 per month, from 
which a substitute must be paid and horses must 
be hired and auto repairs must be made, as I have 
no allowance for repairs in my previous figures. I 
cannot see how a man ca nclear $1 per day, so I don’t 
want the job.” 

A high official of the department recently made 
up some figures from which it would appear that 
the average carrier operating an automobile made 
up his mail in an hour, covered his route in about 
two hours additional, and spent the rest of the day 
eating titbits collected from admiring patrons. One 
of the most experienced carriers in the service, in 
writing to Mr. McCulloch, paints quite a different 
picture. He says: 


No Sinecures on Automobile Routes 


“My best running time on the route with an auto- 
mobile is three hours, and I have a local reputation 
for speeding. The other carriers take from four 
and one-half to five and one-half hours running 
time, hence I figure the best any man can do is eight 
hours for running time and at the same time serve 
from 350 to 500 families and transact the business 
necessary. On bad days, such as rain, mud or 
snow, it will take from nine to ten hours on the 
road, hence the carriers stand to work from ten to 
fourteen hours per day. These figures are for good 
luck daily, and do not allow for tire or motor trouble. 

“I think I know the strong parts and the weak 
parts of any machine that can be operated on a 
rural route nearly as well as any post office inspector 
or post office official. Therefore, with these facts 
before me and with a knowledge of the work, I 
decline to submit myself to such an unholy sacrifice. 
Unless the Post Office Committee makes it possible 
to retain the present routes we are out of it.” 

Looks as though Mr. Burleson would have to 
spend that extra $4,500,000 to keep the rural car- 
riers good natured. 


Victims of Misdirected Zeal 


From our fool friends, O, Lord, deliver us, is the 
devout prayer of many a shrewd politician. The 


President and all his well wishers should breathe it - 


fervently these days in view of the grotesque per- 
formances of over-zealous understrappers in the 
Post Office Department. 

The latest exhibit of foolishness directly in point 
comes through the Department’s Press Bureau from 
Fourth Assistant Postmaster General Blakslee, who, 
in a closely typewritten statement of six long fools- 
cap pages, blows the Administration’s horn in a 
fashion to induce apoplexy on the part of the blower. 
The statement, which is a glorification of postal 
“reforms” accomplished by Mr. Burleson, is not only 
expressly intended for publication, but, fearful lest 
a single precious word should be blue-penciled by a 
thoughtless correspondent or editor, Mr. Blakslee 
leads off with this admonition: 

“It is essential that all, or no part, of this state- 
ment be used for publication, since excerpts would 
possibly mislead some readers and fail to completely 
contradict the many malicious misstatements that 
are being circulated to belittle the magnificent 
policies of the Administration in general, and to 
discredit the performances of the postal service in 
particular.” 

The italics are ours. It would be a pity if, as a 
result of Mr. Blakslee’s extreme modesty, the full 
force of his delicate tribute to his superior officers 
should be lost. Hence we emphasize. 


Hardware Age 


Following this promising introduction Mr. Blaks- 
lee declares that the Post Office Department, under 
its present head, has “recognized the value of the 
postal service to the people to a greater extent 
within three years than for any similar period 
during the last decade”; that “during this Adminis- 
tration mail facilities have been established and 
extended on rural routes alone in more than 10,000 
localities, to more than 2,000,000 patrons, heretofore 
denied the same’; that “the compensation of em- 
ployees engaged in the collection and delivery of mail 
on rural routes has been increased approximately 
$4,000,000 per annum”; that various efforts at in- 
creased efficiency have been made—which, unfor- 
tunately, have caused increased expenditures, but 
never mind about that—and, finally, that the depart- 
ment “is convinced that its first duty is to provide 
good service, and thereafter to improve and main- 
tain it so efficiently and economically that every 
postal patron shall receive identical treatment, and 
every individual employed in such service shall 
receive a fair day’s pay for a fair day’s work.” 

What carping critic of Mr. Burleson could ask 
more? What dyspeptic, disgruntled partisan of the 
small business men of the country could pick flaws. 
in such an aggregation of high ideals? Surely 
every retail merchant will join in applauding Mr. 
Burleson’s magnificent policies “for the postal 
service in particular.” 

As for us, our sole regret is that we haven’t 
space for the remainder of Mr. Blakslee’s six closely 
written pages of panegyric on his boss. Pressure 
of other matters—of less consequence, of course, 
but still demanding some attention—compels us 
regretfully to saw it off right here. 


Urging Action on Price Maintenance Bill 


Every day the petition calendar of the Con- 
gresstonal Record contains an item showing the 
great diversity of interests favoring the passage of 


the Stevens-Ayres price-maintenance bill. Here is 
a typical current entry: 
' “Introduced by Representative Meeker, of 


Missouri: Petitions of the Shepard Norwell Com- 
pany, Boston, Mass.; Electrical Supply Jobbers’ 
Association, of Chicago, Ill.; the National Cigar 
Leaf Tobacco Association, of New York City; the 
John Deere Plow Company, of Kansas City, Mo.; 
and the National Association of Piano Merchants 
of America, of Washington, D. C., all praying for 
the passage of the Stevens-Ayres bill; referred to 
the Committee on Interstate and Foreign Com- 
merce.” 

It is no exaggeration to say that thousands of 
similar petitions have been received by the Com- 
mittee on Interstate and Foreign Commerce in favor 
of this measure, and that the variety of interests 
urging its passage is even greater than would ap- 
pear from the extract quoted. In the face of this 
official evidence shall we hear anything further from 
the handful of gentlemen who, for reasons best 
known to themselves, are industriously circulating 
the statement that the Stevens-Ayres bill has no 
friends “except a few selfish manufacturers of 
trademarked goods”? It has long been apparent to 
observant retail merchants that the authors of these 
statements are fully qualified for the presidency of 
the North American Ananias Club. The Con- 
gresstonal Record is daily reeking with the proofs. 


Annual Convention of U. S. Chamber of Commerce 


A big business event will occur in Washington this 
week. The Chamber of Commerce of the United 
States opens its annual convention here to-morrow 
and will overshadow Congress for three full days. 


Continued on page 237 

















SAFETY FIRST IN SELLING SEEDS 


A Combination That Makes the Seed Department a Real Success 
By W. V. STANLEY 


class, ready-made opportunities for a poorly- 
posted clerk to destroy a customer’s confidence 
in the store. If you sell a hatchet and it fails to 


1 selling seeds there are any number of first- 

















A combination of seeds, garden tools and lawn fence. 
The wheelbarrow is filled with package seeds 


stand up to specifications you can give your cus- 
tomer a new tool and the incident is closed. Often 
your willingness to make good proves to be an 
asset. If, however, you sell a woman climbing 
nasturtiums when she wanted the dwarf variety, if 
you dispose of a peck of dwarf peas to one of your 
good customers and after they have reached the 
specified height of 12 or 14 in. they keep on grow- 
ing until they get somewhere near 5 ft., or if you 
guarantee a certain bean to be of a beautiful yel- 
low wax variety and it turns out to be a green pot 
bean, you will have some genuine trouble on your 
hands unless you are a born diplomat improved 
with age. 

It is a serious proposition to make even the 
slightest mistake in seeds. Your customer puts his 
confidence in your ability to provide him with good 
seeds of the proper variety, and if after he has dug 
his garden and planted it, and fertilized and culti- 
vated the seeds he finds that the plants have grown 
to something entirely different from what he wants 
he has a perfectly logical excuse for a vigorous com- 
plaint and for taking his custom elsewhere. It is 
a decidedly unpleasant and unprofitable stroke of 
business both to dealer and customer alike to dis- 
cover after several weeks of watchful waiting that 
the seed refuses to germinate and is evidently old 
stock that has been carried over. 

It is extremely poor business policy for a man 
who expects repeat business to put seeds over the 
counter from the previous season without thor- 
oughly testing them. Many dealers destroy all 
seeds of certain varieties that are left at the end 
of the season. Some seeds remain good for an al- 
most indefinite period, but most seeds deteriorate 
to some extent when carried over. Unless the seeds 
can be thoroughly tested it would in most cases be 
a profitable stroke of business to throw the seeds 
away and pocket the loss, which would be slight in 
comparison with the harm which the sale of poor 
seeds might do. 

Testing Seeds 


A simple method for testing seeds is to secure a 
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number of pieces of flannel about 2x 3 in. Attach 
a fairly large tag to each piece. Take a definite 
number of seeds of each variety, 10 in most cases 
is a good number, more than 10 in the case of small 
seeds, and fold them in the pieces of flannel, one 
variety to each piece, so that the seeds are entirely 
covered. Mark each tag with the variety, the num- 
ber of seeds and the date when they were put in. 
Then lay the pieces of flannel on a shallow pie plate, 
so that the tags hang over the edge and moisten the 
seeds with warm water. Keep in a dark place and 
moisten every day. In a week or ten days, the 
seeds will have sprouted and the percentage of fer- 
tile seeds should be noted on the tag. Those that 
come up to standard can be put in with the regular 
stock. The seed which fails to germinate to a suf- 
ficient degree should be either destroyed or sold at 
a suitable reduction. You might say to some cus- 
tomer who you know very well, “Here are some 
seeds I carried over from last year. I’ve tested 
them out and 5 out of every 10 germinate. I'll sell 
them to you at a third of the regular price.” Mix- 
ing old seeds with the regular stock, as is done in 
many instances, is poor policy. 


Rush-Hour Preparedness 


A store in a small New England factory town 
does a large business in seeds with both farmers 
and factory hands who have small gardens of their 
own. Most of the trade of the latter comes at noon 
or immediately after the factories have closed at 
6. p. m. At either time the men are in a hurry 
and the store where they can be served in the 
shortest time is the store that suits them the best. 

Early in February of each year the clerks in this 
store commence to put up seeds ready for quick de- 
livery when the business opens up. Stout bags 
especially printed for this purpose are used and the 
variety, amount and price is plainly marked. Beans, 
peas, corn, etc., are put up in half-pint, pint and 
quart packages. Suitable circulars of spraying ma- 
terial, spraying pumps, or fortilizers are included 
in every package. Smaller seeds, such as radishes, 
lettuce, and squash, are put up in ounce lots in 
stout little envelopes. 

The main part of the seed is carried and dis- 
played in galvanized pails on a fixture built up 
in the form of steps. The smaller seeds are car- 
ried in wide-mouthed fruit jars. The bags of seeds: 
are stacked in order on a low shelf of this fixture. 
By this preparedness the store is able to handle a 
large number of customers. The firm has learned 
that its customers measure time as carefully as 
the store measures seeds. The stock of packages 
is replenished during those hours of the day when 
trade is not so brisk. 

Some varieties for which there is not a constant 
demand are put up only on orders. To make the 
filling of the bag an easy matter and to prevent the 
various varieties from being spilled and mixed, a 
funnel with a wide mouth is fastened by a piece 
of strap iron to the edge of the seed rack. The 
bag is placed underneath and the measure full of 
seed poured in the top. It saves many a serious 
mix-up. 

The attractive manner in which package seeds 
are put up makes it possible to produce some hand- 
some displays. The box provided by the seed grower 
for the showing of package seeds makes good either 
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A simple scythe-rack. Boxes of scythe-stones can be 
placed on the low shelf 


on a counter or in a window. One dealer whose 
counter space is extremely limited was in the habit 
up to a year or two ago of displaying two of these 
boxes on the floor just inside the entrance to the 
store. But they did not seem to pull the expected 
results. He remedied the matter by making an 
easel for each one that brought the boxes up almost 
on a level with the eye and sales of package seeds 
took a wonderful jump. 


Information on Tap 


To make a genuine success of the sales of seeds 

means that the salesman must be able to give cus- 
tomers information about the proper varieties to 
plant and the amount of seed needed for a certain 
amount of space, the season of the year and the 
correct method of planting, the proper method of 
fertilizing the different varieties and the kind of 
soil in which certain seeds flourish the best. All 
this material can be gathered from a careful study 
of the catalogs which the seed men furnish. Many 
seed growers who sell their seeds through re- 
tailers will furnish charts giving all the necessary 
information. 
' It is a good plan to put as much of this informa- 
tion as possible on the pail, jar or bin in which 
you keep your seeds. In addition to the prices 
on the various quantities there should be the in- 
formation telling how long it takes the variety to 
mature, the height, the amount of seed required for 
a 10 ft. row, if the seed is to be planted in rows; 
if grass seed, the amount necessary for an acre 
and with lawn seed the needed quantity for 100 
sq. ft. In cases where this cannot be done, a chart 
giving this information should be kept in the seed 
department at all times. 

The time to do the most effective prospecting for 
sales of fertilizers in large quantities is before seed 
time begins but to the dealer whose trade is for 
the most part with towns people who have small gar- 
dens, and who sells fertilizers put up in small pack- 
ages especially for this trade, a sale of seeds gen- 
erally means an extra sale of fertilizers. 

Seeds and garden tools go naturally hand in hand. 
They are as happy a combination as lawn mowers 
and grass catchers. In the spring when everything 
breathes of life and energy the cut and dried dis- 
play has no place. It is the time to give to the 
windows a share of the life and the “springy” touch 
of outdoors. 

The Graves Hardware Company, Springfield, 
Mass., has a reputation for good window displays. 
Last spring seeds and garden tools were combined 
in a display that brought outdoors to Springfield’s 
main- thoroughfare. 


Hardware Age 


The imitation grass was made of excelsior, dyed 
green. We might digress a bit and tell you how it 
was done. A lot of it was spread on the cement 
cellar floor and sprinkled from a watering can with 
a solution of water and green diamond dye. To 
make imitation grass of this kind, a good plan is 
to secure some real grass or a plant and match 
your dye to correspond with it. The tendency is to 
get a “grass” that is more of a blue than green. 
It costs 20 cents to make enough for the whole win- 
dow. The walk was made of gravel borrowed from 
a neighbor who runs a poultry supply house. On 
the trellis artificial sweet peas were climbing. The 
wheelbarrow ‘was filled with package seeds, a few 
garden tools were carelessly placed, and a number 
of attractive cards completed the display. Sim- 
ple, but it pulled big results. 

As garden tools are used in display combinations 
with seeds so should they be .used in sales com- 
binations. .When you sell onion seeds call atten- 
tion to the new pattern of onion hoe, and the new 
little hand weeders. .When you dispose of a good 
bill of seeds to someone who evidently intends to 
have a garden of considerable size remember that 
the chances are, he could use one of your hand cul- 
tivators. He will at least be willing to look at it 
and usually welcome any suggestion that will make 
his labor lighter and more profitable. 

The subject of garden tools brings us easily to 
the matter of scythes. Among the neglected ar- 
ticles of a hardware store scythes perhaps receive 
as little display as any. The original box usually 
holds the scythes and prevents accidents even if it is 
pushed into a corner or back of a door. But though 
they are common and everyday affairs sales of 
scythes can be boosted by good displays. 


An Efficient Scythe Rack 


Lockwood & Palmer, Stamford, Conn., use a sim- 
ple rack that shows scythes and scythe stones, and 
that keeps the implements clean and prevents acci- 
dents—a happy combination of good qualities. 

The accompanying illustration shows the con- 
struction of this efficient display fixture. The whole 
affair is 3% ft. high, 244 ft. wide at the base and 
41% ft. in length. It is made of light lumber such 
as may be had by saving packing boxes. The 
shelf in which the cutting edges are held is made of 
boards taken from scythe boxes. The slots in 
these being already sawn saves some time in con- 
struction. The short bush scythes are hung from 
the cross piece. The shelf provides a place for sev- 
eral boxes of scythe stones. . 

Did you ever roll a snowball on a down-grade 
when snow was soft? You remember how it gathers 
headway and size at the same time. That’s the 
seed business to a T, and early spring is the down- 
grade month. 


























A funnel fastened to the side of a seed counter pre- 
vents the spilling of seeds when bags are being filled 














An Anticlimax 


UDGE MOSES WRIGHT, the eloquent good roads 

champion of Georgia, said in Rome: 

“After the roads of the Old World, the New World’s 
roads are a terrible anticlimax. In our elevators and 
typewriters and telephones we are far in advance of 
the Old World, but to pass from their roads to ours is 
to be let down like the new boarder. 

““*How’s the grub here?’ a new boarder asked geni- 
ally, rubbing his hands, at the dinner table of a Rome 
boarding house. 

“*Well, friend, we have chicken every morning,’ an 
old boarder grunted. 

“ “Chicken every morning.’ The new boarder posi- 
tively beamed. ‘Chicken every morning. And how is 
it served?’ 

“““In the shell,’ grunted the old boarder.”—Exchange. 


Unreasonable 


STRANDED traveler reluctantly took a room at 
a somewhat shabby village inn in England re- 
cently. He retired to rest, but ten minutes later came 
downstairs again, with anger in his face. 
“I must insist on having another room, sir!” he 
informed the innkeeper sternly. 
“What’s the matter with the one you’ve got?” asked 
the latter. 
“Matter!” snapped the angry man, “Why, there are 
a couple of mice fighting—actually fighting—in a cor- 
ner of it.” 
“Well, sir,” replied mine host coldly, “and what d’ye 
expect for two shillings a night—a bull fight?”— 
Exchange. 


Too Many Legs 
YOUNG officer at the front wrote home to his 
father: “Dear Father—Kindly send me 50 
pounds at once. Lost another leg in a stiff engage- 
ment, and am in hospital without means.” 

The answer was as follows: “My Dear Son—As this 
is the fourth leg you have lost (according to your 
letters), you ought to be accustomed to it by this time. 
Try and hobble along on any others you may have 
left.”—Exchange. 


Very Much 


HE had a vast amount of money, but it had come 
to her quite recently. One day an acquaintance 
asked her if she were fond of art. 
“Fond of art!” she exclaimed. “Well, I should say 
I was! If I am ever in a city where there’s an 
artery I never fail to visit it.”—EHachange. 


What’s the Use? 


Fates of little boys were discussing matters per- 
sonal to themselves. One of them asked: 
“Do you say your prayers in the morning or at 


night?” 
“At night, of course,” said the other. “Anybody 
can take care of himself in the daytime!”—Exchange. 


Some Drama! 


N employer told his stenographer that she reminded 
him of Lot’s wife. So she naturally asked who 
Lot’s wife was. The office boy gave rapt attention to the 
tale unfolded. And at the conclusion of it exclaimed 
emphatically: “I must go to see that show!”—Exchange. 


In Memoriam 


RANK D. GILDERSLEEVE, assistant general pas- 
senger agent of the Baltimore & Ohio, is trying to 
“get by” with this one: 

Pat, a newly created section boss, was taking his old 
friend Mike over the route. They passed a mile post. 
It read: 

“Baltimore 42 miles.” 

“Phwat does that mean?” Mike inquired. 

“Now,” says Gildersleeve, “Pat did not know, but he 
would not betray his ignorance. With true Irish aplomb 
he rose to the situation.” 

“Yer ignorance is horrible,” he told Mike. “Take 
off your hat to the dead. Sure, his name was Miles, 
he was 42 years old, he lived in Baltimore, and they 
buried him where he was kilt.”—Exchange. 


A Slip of the Lip 


¢¢T HEAR that Florence has broken her engagement 
with you, old fellow,” said Ed. 

“Yes,” replied Frank. 

“Well, I’m certainly sorry,” said Ed. “Why did she 
break it?” 

“Merely because I stole a kiss.” 

“What!” cried Ed, “she must be crazy to object to 
having her fiancé steal a kiss from her.” 

“Well,” explained Frank, “the trouble was I didn’t 
steal it from her.”—Exchange. 


A Philosopher 


ATRON—I say, waitah, is this peach or apple 
pie? 

Garcon—Can’t you tell by the taste? 

No. 

Then what difference does it make?—Judge. 


Accident or Design 
¢éfI\HAT man prides himself on saying exactly what 
he means.” “Does he?” exclaimed Miss Cayenne. 
“Don’t you admire him?” “I don’t know. Saying pre- 
cisely what you mean may be a virtue; and then, again, 
it may be only carelessness.”—Washington Star. 


Sober and Industrious 
66 ANDY, is your husband sober and industrious?” 
“Yes, ma’am, he shorely is. When he’s sober 
dere ain’t a man in de world will work harder fo’ de 
price of a drink dan he will.”—Detroit Free Press. 


A Hearthstone Hero 


¢¢T HEAR, Tommy, you saved a life in the war.” 
“Hi did, sir.” 
“How did you do it, Tommy?” 
“By not hinlisting, sir.”—Boston Transcript. 


His Saving Disposition 


OHNNY—Mamma, will you wash my face? 
Mamma—Why, Johnny, can’t you do that? 
Johnny—Yes, but I'll have to wet my hands, and 
they don’t need it.”—Ezchange. 


Incredibly Bad 


UFFERER—Gosh, this insomnia’s gettin’ worse. 
Can’t even sleep when it’s time to get up.—Judge. 
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The Mission of Hardware Age 


HIS is the sixtieth birthday of HaArRpD- 
WARE AGE, and in the entire three score 
years which have marked its useful bus- 

iness life, no twelve months have been so 
filled with the unusual, so crowded with vio- 
lent and unexpected happenings, or so in- 
delibly stamped with progress and prosper- 
ity. 

Twelve months ago when the old world 
of disaster was fading into the new one 
of promise, an optimistic statistician, gifted 
with more daring and imagination than 
most of his fellows, predicted that the United 
States might have a trade balance in the 
year just ended of as much as a billion dol- 
lars. Such a prediction appeared so prepos- 
terous that it was hedged about with many 
cautious “ifs,” and its acceptance marked the 
power, not only of the writer’s but of the 
reader’s imagination. 

Yet events have proved that the statisti- 
clan’s guess was a very modest one, for in 
those twelve months we piled up a trade bal- 
ance of one and three-quarter billion dollars. 
That is more than the total foreign com- 
merce, both imports and exports, of this 
country in any year prior to 1892. 


This huge sum of money is being so used 
that we are very rapidly passing from a 
debtor to a creditor nation. We have made 
foreign loans in amounts greater than we 
would have even dreamed of in the past. Our 
growing numbers of investors have absorbed 
huge quantities of foreign-held American 
stocks and bonds. Our banks are fairly 
bursting with money, and an honest busi- 
ness can readily find generous financial 
backing. 

The early effect of our prosperity was 
localized. It hovered about munition plants 
where new buildings were being rushed to 
completion, and equipped to take their part 
in swelling our trade balance. It hung 
about the great grain centers where much of 
the previous year’s surplus of crops was 
stored. The paper profits of the first con- 
tracts with Europe’s warring nations looked 
large and were featured and refeatured in 
the newspapers. Then things began to set- 
tle to a business basis. 

Foreign needs and our ability to supply 
came to be accurately measured. The dif- 
ference was strongly in favor of the Ameri- 
can seller, and prices started a skyrocketing 
that still goes on. 


Then the factories in ever increasing quan- 
tities began making actual deliveries, and 
paper profits became something tangible. 
From hundreds of factories the eddies of cir- 
culation in ever widening circles started 
spreading wealth. With new crops not only 
the grain speculators and the growers who 
were financially able to hold their products 
for favorable prices, but the average farmer 
whose needs demand that he sell as he har- 
vests, began to reap the full benefits of world 
competition for the fruits of his labor. Thus 
our prosperity spread slowly but surely un- 
til the revival of business has become gen- 
eral and the commercial pulse beat of the 
nation strong. 

For a long time the manufacturers of 
such a peaceful product as plain hardware 
seemed to be forgotten. Of course, the busy 
munition plants tried to hire the hardware 
manufacturers’ machinists, and did succeed 
in luring a few, but a halt was quickly called. 
Hardware factories ran for months under 
continuously advancing expenses and were 
forced to pile up large stocks as sales were 
extremely quiet and prices on finished hard- 
ware remained practically unchanged in the 
early months of the year. Metals led by 
copper finally hurdled all barriers of re- 
straint and hardware manufacturers rather 
reluctantly began advancing prices. With 
those first scattering advances the trade 
seemed suddenly to awaken to the fact that 
hand-to-mouth buying which had prevailed 
for several years had left both wholesale and 
retail stocks in a precarious condition. Those 
initial orders gained headway like a snow- 
slide on a mountainside and before the buy- 
ing avalanche fairly struck, manufacturers 
realized that even their large stocks would 
fall far short of the demands and in a spirit 
decidedly less squeamish than when they 
made earlier advances they raised prices, 
withdrew quotations, advanced and quoted 
only for immediate delivery. Still the buy- 
ing movement continued and to-day many of 
the hardware factories of the United States 
are behind with deliveries and working over- 
time to fill their orders. 

Confronted by such conditions this AN- 
NUAL SPRING BUYING NUMBER OF HARDWARE 
AGE means more to its subscriber than ever 
before. It is a time when cool heads burn 
midnight oil. It is a time when the best buy- 
ers feel the need of counsel and advice. The 
purchaser who gages his store’s needs ac- 
curately this year is indeed a valuable man. 
Two grave dangers assail him. There is the 
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danger of commission and the danger of 
omission. The buyer’s place is certainly no 
coward’s position. He is in the first line 
trenches. 

HARDWARE AGE would not have the temer- 
ity to tell you what to buy. Every merchant 
knows the needs of his community best. Re- 
garding the subject of when to buy, however, 
there is no second ground. It is safe to an- 
ticipate your needs until fall. There is scant 
likelihood of lower prices between now and 
that time. There is the probability of even 
further advances in prices. This issue of 
HARDWARE AGE is the year book to the ency- 
clopedia of hardware catalogs. Its adver- 
tising pages contain a wealth of definite in- 
formation of infinite value to the progressive 
dealer. It is meant to help solve his buying 
problems and contains masterpiece descrip- 
tions of hundreds of the items which will 
help make 1916 one of the greatest years in 
hardware history. 

HARDWARE AGE realizes not only its re- 
sponsibility in assisting its readers to buy in- 
telligently, but justly assumes an added re- 
sponsibility in the marketing of those prod- 
ucts over the retail counters of the coun- 
try. The reading pages of this Annual 
Spring Buying Number are full of practi- 
cal suggestions and store-tested methods and 
appliances for advantageous selling. So 
broad is the field covered that a trip to the 
various stores and States from which these 
practical selling helps have been garnered 
would indeed be seeing America. 

It is mailed to our readers with that firm 
conviction which comes from intimate associ- 
ation, that it will be used to build business 


- and to broaden the scope of hardware activ- 


ity. 

Prominent statisticians are now freely pre- 
dicting that our trade balance with foreign 
countries for 1916 will be two and a half 
billions of dollars. The buying power of 
such an enormous sum of money taxes the 
imagination. That a fair share of it will be 
spent for hardware and that the good re- 
ports from the building trades may be taken 
as a fair indication of what is in store for 
the hardware trade is but a natural expec- 
tation. 


A Time for Introspection and 
Preparation 


MERICAN business men in the main 
A are justly regarded as efficient in pro- 
duction and distribution, but, never- 
theless, there are many weak spots that must 
be strengthened. With the close of the Euro- 
pean war, which affects the entire world and 
actually involves most of it, there will come 
a commercial competition keener and on a 
larger scale than ever before since the be- 
ginning of creation. 
Superficial reasoners are often deluded 
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by the ephemeral prosperity we now have, 
much of which, however, is abnormal and 
directly attributal to the necessities of con- 
testants in a titanic struggle for commer- 
cial supremacy. 

Germany, it is charged by international 
financiers, is practically on a paper basis, 
and eventually to get back to a gold stand- 
ard as a foundation for circulation, it will be 
necessary to manufacture and sell outside of 
the country great quantities of goods in ex- 
cess of imports, thereby compelling an in- 
ward flow of gold in settlement of trade bal- 
ances. Other European nations will also en- 
deavor to recoup some of the stupendous 
losses in the same way, all of which will lead 
to still greater economies, more efficiency in 
production and doubtless some scaling of 
profits on the principle that part of a loaf is 
preferable to none. 

It will be argued that there have been 
enormous losses in blood and treasure among 
the belligerents, while other countries, for 
instance, Holland, Sweden, Norway, Switzer- 
land, Spain, etc., are under great expense 
standing by, with troops and fleets ready to 
protect their neutrality, if necessary. All 
this is a penalty on production to be sure, 
and will increase costs because of huge debts 
and resulting interest accounts, stated on 
excellent authority to have reached $50,000,- 
000,000, and even $60,000,000,000 Jan. 1 last. 
It is estimated by trained economists that 
by Aug. 1 next the current expenditures for 
the two years will have reached $86,000,- 
000,000 with casualties of 12,000,000 men, 
including killed, wounded and missing, be- 
sides the crippled, diseased and other unfor- 
tunates. German loans since Aug. 1, 1914, 
to March 1, 1916, aggregate 40,000,000,000 
marks ($10,000,000,000) with an annual in- 
terest charge at 5 per cent of $500,000,000, 
regardless of previous debts, quoting the 
German Vorwaerts. The interest charge 
alone is nearly equal to Germany’s national 
income before the war. Yet the U. S. A. 
never prospered or advanced materially so 
fast as after the close of the Civil War, and 
the same is true of Germany after the 
Franco-Prussian War and Japan after the 
Russo-Japanese War, and so on. 

Shrewd, talented, practical observers have 
long said that had it not been for the im- 
mense purchases of munitions and food sup- 
plies by Europe during the last eighteen 
months, we would long ago have been in a 
deplorable economic condition. While we 
will probably be called upon to supply mer- 
chandise in considerable volume of different 
character after the war in the processes of 
rehabilitation, it must also be remembered 
that Europe will have less to pay with. Con- 
sidered from any angle it is wisest to go over 
our organizations and prepare ourselves 
thoroughly to not only hold our own but be 
able to expand both domestic and foreign 
trade against all comers. 
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A SALES MAKER FOR SHOE LEATHER 


A Rutland, Vt., Firm Gets Results from Permanent Counter 
Display of Shoe Findings 


By E. M. BRADLEY. 


sell shoe leather. One of the first things that a 
dealer puts in his stock when opening a new 
store, unless it is in a community composed en- 


I: isn’t necessary to tell you that you ought to 








Repair Your Own! 


























Showcard suggestion to use with display of shoe 
findings 


tirely of wealthy people, is a stock of leather strips 
and cut soles and all the necessities that go with 
them, to enable the economical man to make his 
uppers wear out the regulation three soles. But as 
is often the case with ordinary staple articles it 
quite frequently happens that in concentrating our 
efforts on newer items the old standbys are given 
space on a back shelf or in a drawer and forgotten 
until a customer calls for them. 

Shoe repairs sell themselves, you might say. Cer- 
tainly they do. But when a line sells without any 
perceptible effort, think of the results that could 
be accomplished if it was given a little attention. 


Homely Items 


The pieces of leather that we hand out over the 
counter are about as homely as any articles we 
have in stock. The color is the first drawback, the 
pieces are misshapen and no two are of the same 
size. A shoe hammer would never win a hardware 
beauty contest and a shoe last belongs in the same 
class. Beauty in the leather game isn’t even skin 
deep, but when it comes to real usefulness, shoe 
leather gives them all a run for the first prize. 

There isn’t a case on record where a display of 
shoe mending apparatus failed to pull results. 
Leather is the most important item, but in connec- 
tion with it there are hammers, pincers, lasts, awls, 
nails, heel plates, rubber heels and rubber soles, 
rubber and leather cement, thread and wax, and if 
your trade happens to be unusually large, you can 
include perhaps a dozen more items. And they are 
all homely—every one of them. But when a man 
is plodding along on a rainy day with the soles of 
his shoes worn about as thin as a piece of paper, his 
thoughts are more liable to run to usefulness than 
to good looks, and a plain, straightforward dis- 
play of items that will enable him to get out of his 
predicament at little expense will get his attention 
quicker than a beautiful display with fancy decora- 
tions. 


Display Possibilities 

Complete home-cobbler outfits are usually in de- 
mand practically the year round. It is a good plan 
in displaying these to take the set from the box; set 
up the stand on the cover with a last on it and with 
the other lasts and the various items included in 
the outfit arranged around it on the cover. In 
showing the leather strips one dealer tried the idea 
of painting the selling price in bold, white letters 
on each piece of leather shown in the window. 
While with this type of goods it is seldom that two 
pieces are the same price, it gives a general idea of 
the quantity of leather which can be procured for a 
given amount of money. The same idea can be car- 
ried out with shoe soles. They can be arranged in an 
attractive manner on the floor of the window and 
one set up back of each group with the price plainly 
lettered on it. 

A few complete outfits, two dozen pairs of soles 
and heels, a few knives and hammers, a few dozen 
boxes of nails, and a supply of the rest of the shoe- 
mending necessities, in connection with a plain, 
striking showcard, can be made into a display that 
will secure results every time. One thing to keep 
in mind is to be sure that everything that can be 
used in repairing shoes is included in your display. 
Don’t make it a half-hearted affair. 


Selling Soles in Rutland 


In Rutland, Vt., there are a good many Ver- 
monters who believe that it is true economy to do 
the cobbler out of a job as often as they can, and 
the W. C. Landon Company profits by this plan. 
Not only does the firm feature this line in its win- 
dows, but it has a little display arrangement which 
fits on one of the counters that keeps shoe findings 
moving even when there is no chance to display 
them in the window. This box is 33 in. high and 
36 in. wide, and in this little space is carried prac- 
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A simple and compact counter display for shoe repair- 
ing supplies 


tically everything, except the complete sets, that 
the home cobbler could need. It is divided into 
seventeen compartments. One of these which runs 
the whole length of the box is used for a stock of 
strip leather. Several of the compartments are used 
for cut soles and were built the proper size to 
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accommodate these without any waste space. Some 
of the smaller divisions are used for rubber heels, 
tacks, steel plates, shoe knives, hammers, and rub- 
ber soles. The rack has two uprights in the back 
which elevates it to an angle of about 35 deg. It 
has been in use in this store for a long time, and 
the W. C. Landon Company would no more think 
of disposing of it than they would think of dis- 
charging a good salesman. 

We are showing a card that could be used in a 
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display of this kind. In one corner is an illustra- 
tion of a disreputable pair of brogans. The text is 
short but snappy and a bold suggestion of price is 
made. 

Selling shoe leather and the rest of materials 
that naturally goes with it is not easy picking by 
any means, but in shoe findings there is a chance 
to discover a lot more business than we usually get. 
A display fixture like this one and an occasional 
window display will take us on the journey. 





New Lists on Auger Bits, Augers 
and Car Bits 


a manufacturers of wood boring tools such as 

auger bits, car bits, nut and boring machine 
augers, ship augers and ship auger car bits, have 
adopted a radically revised list, effective from Feb. 
1, containing many upward changes. Aside from 
the advances in the last few months, however, there 
has been no disturbance of the discounts, which 
naturally vary according to quality with the differ- 
ent manufacturers. 

In auger bits the lists on 3, 4, 5, 6 and 7/16-in. 
have been made uniform with the 8/16-in., at $5 
per doz., because the makers say that the sizes below 
‘4 in. cost as much to produce as the %-in. size, 
while the 3/16-in. usually costs rather more. The 
auger bit sets show advances of from 35 to 65c. 
per set. 

The 4, 5, 6 and 7/16-in. diameter, 12-in. twist car 
= have been made identical, namely, $11.25 per 

OZ. 

Boring machine augers are unchanged, but nut 
augers have been raised to the same basis as boring 
machine augers. 

The short ring augers in 14, % and %-in. sizes 
are now $12 per doz., making them uniform with the 
¥g-in., and long ring augers 14, 3% and %-in. are 
$13.50 per doz., or the same as the %-in. 

There have been advances of from $1 to $7, in- 
clusive, per doz. in the ship auger and ship auger 
car bit lists. While there has always been a greater 
cost in making the ship auger without screw, it was 
not so seriously regarded when the prices were much 
higher, but the severe competition of later years 
has, the manufacturers say, made an advance neces- 
sary. 

The lists on extra large ship augers with screw 
are unchanged. 

The 8-in. twist ship auger car bits with screw, 
previously $7.50 on the 4/16 to 7/16-in. sizes, in- 
clusive, $8 on the 8/16-in., and $9 on the 9/16-in., 
now are $10 per doz., the same as the %-in. 

The 11/16 and 12/16-in. have moved up 50c. to 
$11 per doz., but the 13/16 to 24/16-in., inclusive, 
are the same as heretofore. The lists on extra long 
ship augers are also unchanged, as are those on 
ship auger bits. 

AUGER BITS 


Prices per Dozen. Sizes in Sixteenths 


3 4 5 6 7 Ss 9 
$5.00 $5.00 $5.00 $5.00 $5.00 $5.00 $5.50 
10 11 12 13 14 15 16 
$6.00 $7.00 $7.00 $8.00 $8.00 $9.00 $9.00 
17 18 19 20 21 22 24 
$10.50 $10.50 $12.00 $12.00 $13.50 $13.50 $15.00 
AUGER BIT SETS 
Quarters Per Set Quarters Per Set 
0 SS ee eee $7.50 NS bk & obi ete Ox Hs i 4.50 
leprae ota 6.00 ay Seda ryt 
BN aes a a ait bon ws: bite & ide wr eh ai 4.00 
ey eae ee ae oe 3.75 
RA Or es Fe ee 3.35 
A CCN oid oa i Dials 4.90 Rh vida bee Coda ws 3.00 


_The above list prices apply to all standard types of auger 
betong except the ship auger bit, and to short or dowel auger 
its. 


MACHINE BIT LIST 
Machine bits of all lengths and with any type of shank 


whose diameter of twist is less than \% in. will be priced at 
the corresponding list for the 44-in. size. 


STANDARD 12-IN. TWIST CAR BITS 
Prices per Dozen 


4 5 6 7 8 9 10 
$11.25 $11.25 $11.25 $11.25 $11.25 $12.50 $13.75 
11 12 13 14 15 16 17 
$15.00 $16.25 $17.50 $19.00 $20.50 $22.00 $24.00 
18 20 22 24 
$26.00 $30.00 $34.00 $38.00 
NUT AND BORING MACHINE AUGERS 
Prices per Dozen 
36 Vy 5b % % 1 
$10.00 $10.00 $10.00 $11.00 $13.00 $15.00 
1% 1y, 1% 1% 1% 2 
$17.00 $19.00 $21.00 $24.00 $28.00 $32.00 
2u% 2% 2% 3 3% 3% 
$42.00 $52°00 $72.00 $92.00 $122.00 $152.00 


RING AND MILLWRIGHT AUGERS 


All short bright ring augers, long Cuban ring augers and 
millwright augers in sizes less than %& in. will be priced at the 
list for the %-in. size of such augers. 


SHIP AUGER AND SHIP AUGER CAR BITS 
For Regular Length Ship Augers with Screw and 12-In. 


Twist Ship Auger Car Bits with Screw 
lilandi2 13and14 15and16 17and18 19 and 20 


4to10 

$11.00 $12.00 $13.00 $14.50 $16.00 $18.00 
Sland 22 23and 24 25and26 27and 28 29and30 31 and 32 

$20.00 $23.00 $27.00 $32.00 $38.00 $45.00 


8-IN. TWIST SHIP AUGER CAR BITS WITH SCREW 


4to10 llandi12 13and14 15and16 17.and 18 20 24 
$10.00 $11.00 $12.00 $13.50 $15.00 $16.50 $21.00 


RING SHIP AUGERS WITH SCREW 


For all sizes not over 2-in. diameter add 10 per cent to list 
on the similar size without ring and then $3.00 per dozen list 
in addition. For sizes over 2 in., add only the 10 per cent to 
list. Any ring ship auger without screw is priced at a further 
advance of 20 per cent above the list for augers with screw. 


J. J. Charles President of Hib- 
bard, Spencer, Bartlett & Co. 


J. CHARLES, who was elected president of 
° Hibbard, Spencer, Bartlett & Co., Chicago, 
Ill., on Nov. 23, had been for a long time prominent 
in the management of the affairs of the company. 
He is a native of the State of Maryland. He 
went to Chicago in 1872 and began his business 
career as a salesman in the notion department of 
the retail store of John V. Farwell & Co. His next 
employment was as office boy to the purchasing 
agent of the Pullman Palace Car Company. After 
a short time in this situation he decided that the 
hardware business would be more to his liking, and 
in 1873 he entered the service of Hibbard & Spencer. 
He was assigned to the basement stock room and 
set to work at unpacking and piling barrel strapped 
hinges. In 1875 he had progressed to a position in 
the city buyer’s office. Commencing in 1878 he 
traveled for two years as salesman for the house 
in Illinois, returning to the office to act as city 
buyer. In 1882 he took up factory buying. In this 
capacity he got on rapidly and demonstrated marked 
ability. Mr. Charles says that after the strap hinge 
job everything assigned to him to do in the hard- 
ware business has seemed comparatively easy. 
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South American Trade Big 


} STIMATES prepared by the Foreign Trade De- 

partment of the National City Bank show that 
the total value of the trade between the United 
States and South America in 1915, including ex- 
ports and imports, was $465,000,000. This com- 
pares with a total trade of $320,533,000 in 1914 and 
$211,395,000 in 1905. The largest previous trade 
for a year was $372,676,000 in 1912. 

An increase in shipments of agricultural imple- 
ments is particularly noticeable. It is estimated 
that 1915 shipments amounted to $3,000,000, com- 
pared with $2,000,000 in 1914. Automobile ship- 
ments doubled and so did shipments of cotton cloth. 
Coal shipments were four times as great in total 
value. Big increases were reported also in binder 
twine, machinery and leather. 

A circular issued by the National City Bank’s 
Foreign Trade Department says: 

“Exports to South America for 1915 aggregated 
approximately $145,000,000 and were greatly in ex- 
cess of 1914, and larger than any preceding year, 
except, possibly, 1913, when the total was $146,000,- 
000. The imports from South America are approxi- 
mately 40 per cent more than last year, and the ex- 
ports to South America approximately 60 per cent 
more than last year.”—New York Times. 


To Arbitrate Trade Disputes 


ROM years of discussion and what at times 
seemed to be wasted effort the arbitration of 
international commercial disputes has at last 
emerged. It became a reality when the Chamber 
of Commerce of the United States recently entered 
into an agreement with the Chamber of Commerce 
of Buenos Aires under which it is arranged that 
there shall be inserted in contracts between Argen- 
tine merchants and merchants of the United States 
a standing clause providing that any controversy 
concerning interpretation, fulfillment or perform- 
ance shall be submitted to arbitration under rules 
which have been agreed upon by the two chambers. 
The agreement provides that disputes shall be sub- 
mitted to three impartial arbitrators, and the cham- 
bers undertake to enforce to the full extent of their 
influence any awards which may be made, though of 
course such awards have only a moral force. In 
case of any failure to comply with an award a com- 
plaint will be made against the recalcitrant party to 
any chamber of commerce or association of which 
he is a member. It is expected that similar agree- 
ments will be reached with other South American 
countries before long.—The Annalist. 


3,000,000 Bales of Cotton in 
Ammunition 


HREE million bales of cotton have been used in 

the manufacture of ammunition the last year. 

J. A. Stewart, cotton expert of the Census Bu- 

reau, told the House Census Committee to-day that 

one million bales had been used in munitions man- 

ufacture in the United States and two million bales 
in Europe.—New York American. 


From Many Sources 


Preparedness for Industrial War 


W E hear much these days regarding prepared- 

ness, and emphasis has, not unnaturally, been 
laid upon preparedness for war. Measures for ade- 
quate defense are essential and desirable from an 
industrial as well as from a military point of view. 
But it would seem reasonable to suppose that once 
peace is concluded in Europe we shall not in this 
country be in any immediate danger of attack. We 
should be prepared to resist such attack if made, but 
the real struggle which we must now anticipate is 
the financial and commercial struggle in which 
our present prosperity gives us a decided advantage. 
We shall be able to realize this advantage only if, 
by at once reconstructing our commercial as we 
have our financial policy, we place ourselves in a 
position where we may effectively deal with the 
mobilized activities of our competitors for world 
trade.—Willard Straight, in address delivered at 
the Third National Foreign Trade Convention.— 
The Annalist. 


Would Put Limit to Occupational 
Training 


| gniateeenee-rtagaeo Jan. 21.—A warning against 

carrying occupational training beyond its 
proper scope in the public educational system was 
sounded by Prof. W. F. Webster of Minneapolis. 
He spoke to-day before the National Society for the 
Promotion of Industrial Education. 

“In an industrial community skill is highly de- 
sirable, but skill without common sense and without 
sympathy certainly is a hazard,” he said. 

“The American people always place the man above 
the machine, and so long as the schools are the power 
shaping the character of youth, it shall be their 
obligation to make men first and mechanics after- 
ward.” 

John H. Gray of the University of Minnesota 
made a plea for closer co-operation of education 
and business and a wider use of the public schools. 

“We shall never make great progress in commer- 
cial education, any more than we have in industrial 
education,” he added, “until we cultivate the co- 
operation of the business world and learn once for 
all that our educational system is not a side show 
but it is an integral part of our business, profes- 
sional and community life.’—New York American. 


Our Precarious Prosperity 


S our prosperity to-day simply a ‘“blood-soaked 
boom,” as Congressman W. E. Humphrey calls 

it? “Go to Europe, visit the front,” shouted the 
Washington statesman to his colleagues one day 
recently. “You ride out in an American automobile 
to the trenches dug with American tools, lined with 
American lumber, protected by American barbed 
wire, manned with American guns, filled with Amer- 
ican ammunition, defended by men _ equipped, 
clothed and fed with American products. American 
aeroplanes are scouting overhead, the cavalry 
dashes to the front on American horses, the light 
artillery is brought forward on American mules.”’ 
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This is, of course, a temporary and abnormal condi- 
tion of trade, and Chairman Gary of the United 
States Steel Corporation, lately warned business 
men that “there will be jars and jolts when eyes 
are opened and things become normal.” Serious 
trouble here is only to be averted, according to Mr. 
Gary, by the exercise of caution and the erection of 
a protecting tariff wall. But, observes the New 
York World (Dem.), while this statement “was 
full of ‘stop, look, listen,’ the corporation’s an- 
nouncement next day of a 10 per cent increase in 
wages had no stop, look or listen about it except as 
concerned an enormous prosperity which ought to 
be shared with the workers.” And a few days later 
the directors of the corporation declared a quarterly 
dividend of 1% per cent on the common stock. 

The Indianapolis News (Ind.) finds confirma- 
tion for such optimism in the statements from Eu- 
ropean capitals which appeared in New-Year finan- 
cial reviews in the New York papers. A British 
writer to The Evening Post said that with the com- 
ing of peace “the orders which would pour in upon 
you for raw materials, foodstuffs, and so on would 
be far in excess of anything which you are likely 
to receive during the year in the shape of fresh mu- 
nition orders.” Berlin expects heavy buying of 
foreign raw materials, “especially American cotton 
and copper,” according to this writer, while France, 
as is generally understood, must patronize Amer- 
ican markets ‘for the reconstruction of the Re- 
public.”—Literary Digest. 


Big Year for Churches 


Forage to figures given out yesterday by 

the Federal Council of Churches, the churches 
of the United States, irrespective of denomination, 
had last year the greatest growth in their history. 
The report indicates that of the 100,000,000 Amer- 
icans approximately 40,000,000 are church members. 
The following table shows the enrolled membership 
for 1915 of the best-known religious bodies, with 
the gain or loss of each: 


Present Growth 

Membership in 1915 

ED: oo a oc 5 oo eal ee eben awe 1,252,633 14,310 
I Eo ae eh bw ew ae 2,705,121 112,804 
Catholics, Eastern Orthodox .......... 467,500 5,000 
ee ee ee 14,049,068 259,426 
Ce... eaeeeeweeaemen 771,362 18,274 
Se A Ss 6 pt vecngedeenbe cee OO eer 
ES i kt nts bc eb oO NO b.64 40% 205,255 14,962 
Pe eo. eee thes eb ae an i ks oa 
a a ae Kb wane 2,434,188 *10,786 
ie a og oo ck eb OOM 3,657,594 54,329 
DEGEMOGICR, FROCGGERME. 2... cccccccces 201,110 20,728 
nase sae es 6 Sew whims 2,072,035 66,328 
‘en... St eer 1,434,400 56,200 
an. 4... SR ee rere 153,651 5,431 
Presbyterians, South .....cccccccesce 332,339 21,737 
PRE. EE. occ wecotedeewue 1,040,896 25,648 
Reformed im America ......ccccccces 126,847 3,704 
Reformed in United States ........... 320,459 7,779 
Ce ess 6 a a tn gE aaa eb ads ee... aa 
 . wah bee ee 360,387 38,343 
CE on. one bo. deed Se eeee 55,000 3,00 


* Loss. 


A striking feature of 1915 in the religious world 
was the record-breaking sale of American printed 
Bibles in England, Australia and South Africa, 
where heretofore Bibles made in England have been 
sold almost exclusively. This is due entirely to the 
war, and to the same cause is ascribed the fact that 
the United States now leads the world in the pro- 
duction and circulation of religious literature.— 
New York Times. 


A Coming Trade War 


LL the indications are that after the war we 
shall be faced by two very real dangers. First, 

that an invasion of our domestic markets will be 
attempted by European nations, and second, that 
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the rehabilitation of their own and the capture of 
our foreign trade will be part of their commercial 
program. Co-operation unqualified by intolerable 
regulation would be the most powerful weapon that 
could be placed in the hands of our manufacturers 
and producers with which to resist these threatened 
attacks. If we cannot go forward after the war, 
we must recede. If we cannot successfully meet 
the new international conditions, we shall be unable 
to fulfill the high hopes we now entertain of not only 
holding our present foreign business but of vastly 
extending it.—M. A. Oudin, in an address delivered 
at Third National Foreign Trade Convention.—The 
Annalist. 


In Mexico 


oo idea of financial conditions in Mexico at 

present may be gained by the prices on a Pull- 
man buffet menu with which travelers on Mexican 
railways are confronted, a copy of which has reached 
The New York Times. The prices, of course, are in 
Mexican currency, but they are startling, neverthe- 


less. Here are some of the items: 

SOOT TTR CTT SO ET Te eee $100 
Ce ee va cd cues dé dwe wes cee eEbed ss eeekee 120 
1... 6 Wed ae hee ek cembenaraeeeakee sues 100 
ae a oR Ml aR eS ae le Ry a RAE gs 0 ES ne 160 
ER ee eR ee teers 60 
RE I ee Tee par ae 40 
CES: ans be eath Ciat ob 6606 ot heen awléh stewed edsancénvbant 40 
i Na i la 60 
ee eee nO Os. on ds nea en deine bbb oe Oe eee 80 
CG On cc are Gr o ve o's nd Ko E EOC SEW echoes Bib evonwes ae 


Cy Se ES 6 6 5 4h eh 6 0605S 60 CKO KS Cates Kerk 168 0 


Big Trade Certain 


| ladgeseregprcy S are that business will be unusually 

active for some weeks, and, although the lull 
which precedes a Presidential election will probably 
be in evidence, it will be much less marked than 
usual. While it is probable that business for the 
first half of the year will be larger than for the 
latter half, that the totals for the year will still be 
unusually large, is assured by the business already 
on the books of the majority of concerns in the 
principal lines of trade——Franklin National Bank 
of Philadelphia.—The Annalist. 


Evils of Government Ownership 


— Government is not organized for business 
purposes, into its operations must enter all of 
the evils of political influence; the result would not 
be one of making profits, and putting the Govern- 
ment into business of this kind would mean put- 
ting the Government into competition with the 
business of its citizens.—Senator John W. Weeks 
of Massachusetts, discussing Government owner- 
ship of railroads.—The Annalist. 


Hatters Still in Need 


DANBURY, CONN., Feb. 4.—It was stated to-day that 
contributions to the national fund to save the homes 
of the Danbury hatters, which are under foreclosure 
proceedings to satisfy the judgment in the D. E. Loewe 
& Co. anti-boycott case, are not yet sufficient for the 
purpose. 

Immediately after contributions were taken through- 
out the country on Jan. 27, unofficial reports from vari- 
ous places indicated that the contributions had been 
very heavy.—New York Tribune. 


Every spy must be a diplomat but hitherto the re- 
verse has been considered neither necessary nor good 
form.—New York Tribune. 


There is many a slip in jumping at conclusions. 
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ANOTHER SOURCE OF PROFIT | 


The Windows of Heckler Bros. and Their Sales-Drawing Power 


By PHIL B. 


I read about some new way of making money 
in the hardware business. 


One day I read about a man in the New England 
States who ran a special on automobile accessories, 
the next time I found a man out in Oklahoma mak- 
ing money on toys, then I found a man in Penn- 
sylvania running a special stove sale. Each and 
every one of these men can vouch for the profit end 
of their respective stunts or sales. 


I am not going to talk about a sale of our own, 
but will present for your approval a new way to 
make profit in the hardware business. 


Last summer we put in a new front, which has 
earned big dividends in the way of saving time and 
in the increase of business. 

_Qur store is 20 ft. wide, and in order to get suffi- 
cient window space it was necessary to change our 
front in the following manner: 

We cut back 14 ft. in the shape of a “Y,” which 
gives us a window on each side, about 4 x 10 ft. 
with mirrors set at the extreme ends. 

' On each of the two points, or, in other words, at 
the outside extremities, we placed a full-size warm- 
air furnace. The fire pot of this furnace is filled 
with red glass with an electric light underneath. 
This makes it appear as if fires were burning in 
the furnaces. This not only attracts attention, but 
has been instrumental in making many furnace 
sales. 

Between these two points of the front of our win- 
dows we placed a sheet metal owl, which stands 
about 2 ft. 6 in. high. On top of this owl’s head we 
put a glass case 14 x 14 x 18 in. This case we 
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call the “Owl’s Nest,” and it is used to run a daily 
special. This attracts considerable attention and 
has paid for itself many times over. 

We even hear of customers saying to their 
friends, ‘““We bought it at the ‘Owl’s Nest,’ ” which 
is a good slogan and takes well. This is advertising 
that lasts. 

Now you will notice by this arrangement that we 
have two full-size windows and the two furnaces 
at the front act as another window, or, in other 
words, we are able to show three separate lines, in- 
dependent of each other, all at the same time. 

We might also state that it took our window 
trimmer six days every week to trim our window, 
on account of showing our three lines in the one 
window at the same time, and he was the busiest 
man about the place at that. 

Since the new front has been put in, our window 
trimmer not only keeps the windows trimmed up in 
good shape, but finds five days a week to sell hard- 
ware in the store. This is a clear saving of five 
days of the window trimmer’s time each week, 
which when figured up at the end of the year is 
quite a little sum and when figured as a percentage 
of profit on the investment of the new front, it is 
larger than any hardware profit that was ever made 
by selling goods over the counter. 

While we are on the subject we might also men- 
tion a new cutlery sale we are just pulling off at 
the present time. 

In the window to the right of our store, we placed 
a large board, 4 x 8 ft. On this board we stuck 
pocket knives grouped as shown in the accompany- 
ing illustration. This arrangement had been in our 
window just four days when our pocket-knife sales 























Windows, each with a furnace projecting on the sidewalk, are 
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View of the front of the store of Heckler Bros. 


had more than trebled. We might also mention 
here that we did not reduce the price of any knife 
on the board. 

On the opposite side we have a gas range, the 
parts of which are spread all over the floor. A rib- 
bon leads from each part to a card on the win- 
dow, which calls particular attention to some un- 
usual feature or improvement on this range. 

We find people standing in front of this window 
continuously studying these cards, and from the 
way this range is selling we believe the window is 
doing its duty. 

“It is not too early to paint and this is the place 
to buy it” is printed on a window card in this same 
window. It might be a little early to paint, but it 
isn’t too early to tell your customers about it if 
you want a good paint business this season. We 
believe in the slogan, “The early bird catches the 
worm.” 


This only goes to show that there are many ways 
of making money in the hardware business. 

If we did not send this article to HARDWARE AGE 
for the benefit of its many readers, we would not be 
giving ourselves a square deal for the simple rea- 
son that many of the money-making stunts that we 
employ in our store to-day have been taken either 
from the pages of HARDWARE AGE or through some 
acquaintance that we have made through our hard- 
ware associations. 

If every hardware man would pay more attention 
to his trade papers and use some of the ideas that 
he will continuously find in these journals from 
week to week, we would not hear so many cries of 
mail order competition or find so many men grum- 
bling, because other men are crowding them out. 

We find the only way to make a success of the 
hardware business is to do something that some- 
body else can’t do or won’t do, and without the aid 
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of our trade journals we believe this would be al- 
most impossible. 

We are at the present making another change 
in our store by moving our office. This will save 
another salesman’s time, and will give better serv- 
ice to our customers, and we will tell you about at 
some future date. 


THE NEW BUILDING to be erected for Butler 
Bros., Chicago, will be a duplicate of the structure 
occupied by the firm on the north side of Randolph 
Street extending to Lake Street, and will cost 
$2,000,000. It will have a frontage of 382 ft. on 
Canal Street and 150 ft. on Washington and Ran- 
dolph Streets. It will be 15 stories high plus an 
equivalent of four stories for a tower and its con- 
nections. The two buildings will, it is claimed, con- 
stitute an improvement more massive than any 
heretofore constructed for wholesale purposes. The 
present Butler Bros. plant contains 1,000,000 sq. ft. 
of space, and is said to be by a considerable margin 
the largest building in the world devoted exclu- 
sively to the wholesale business. 


THE NEEDHAM TIRE COMPANY, Needham, Mass., has 
been incorporated for $350,000 by John S. Patterson, 
William H. Burgess, Howard W. Long and W. Louis 


Williams. 
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Hardware Age Inventory Record 


HE HARDWARE 

AGE Inventory 
Record has. been 
prepared to meet 
the demand for a 
form that will 
make it easier to 
take inventory in a 
hardware store. It 
is designed to in- 
sure accuracy in 
the count and a 
true valuation of 
the stock. Buff col- 
ored ledger paper 
has been used for 
the forms because 
that color is easier 
on the eyes, which 
are usually strained by long hours at inventory 
time. 

A glance at the sample form illustrated herewith 
will show how well the requirements of a good in- 
ventory record have been met. The wide space 
between lines and in the columns will enable the 
clerks to make all their entries in the quantity, 
number or size, article, cost, total and depreciation 
columns without cramping their writing, a feature 
which will insure greater accuracy in checking and 
footing the sheets. 

The three columns for per cent of depreciation, 
amount of loss taken and memorandum provide 
space for recording the full value of goods of old 
pattern or damaged articles with details of the 
depreciation and explanation. An inventory record 
worked out on that basis recently settled a fire in- 
surance claim in just 48 hr. 

The sheets are extra long, 16 in., for listing all 
the items and 100 sheets or 200 recording pages 
are included in each record. Any number of sheets 
may be inserted between the two covers of the 
binder and the extra sheets are sold at $2 per hun- 
dred postpaid. 

The binder is of heavy green canvas selected for 
its durability. It consists of two covers which fit 
top and bottom of the inventory sheets and the 
entire record is simply laced together as shown 
above. The price of the complete record is $2.50 
postpaid. 
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HOW THE TRAVELING MAN CAN 
INCREASE SALES 


Eight Important Factors in Salesmanship 
By HAROLD WHITEHEAD 


life to-day! But for salesmanship, we would 

still be living in caves, getting a wife by brute 
force, and changing our suit of leaves every spring 
and fall. 

It is salesmanship that has made possible the 
high standard of living which we have to-day. It 
is salesmanship that has given us our education. In 
fact, salesmanship in one form or another is re- 
sponsible for all our being, with the exception of 
birth and death. And even birth may be called 
an ante-dated sale, for some young man by his 
eloquence “‘sold” himself and the thought of a home 
to some sweet girl! 

Looking at salesmanship from a strictly business 
point of view, it will quickly be seen that every 
business transaction is a sale or part of a sale. 
We are buying and selling all day long, or else 
performing some part of a sale. The office boy 
sells his services to his employer, and while he is 
working for that employer he is simply “delivering 
the goods.” As long as the goods come up to sam- 
ple, he can continue to sell his services. If they 
don’t come up to sample, the employer ceases to 
buy services from that youth and places his order 
for it elsewhere—in other words, he fires the young 
reprobate and hires another office boy. 

Salesmanship can be divided into three heads: 
(1) Retail salesmanship, which is selling goods to 
the consumer in a store; (2) Specialty salesman- 
ship, which is selling goods to the consumer by 
solicitation; (3) Wholesale salesmanship, which is 
selling goods for re-sale. In this article we are in- 
terested only in the last-named division. 

The majority of traveling salesmen operate under 
the laws of wholesale salesmanship. Those who 
sell specialties or staples for re-sale are wholesale 
salesmen. It does not matter what the goods may 
be, or the quantity in which they are sold—if they 
are sold for re-sale, the salesman sells under the 
laws of wholesale salesmanship, and has to face the 
big problems of locating and interesting new pros- 
pects and getting the signature on the dotted line. 


Eight Important Factors in Salesmanship 


Omitting entirely the question of character and 
morals, business and personal, there are eight im- 
portant factors to consider in wholesale salesman- 
ship, and every wholesale hardware salesman who 
intends to be successful must study carefully these 
eight factors. 

The first one is, study the goods you sell. Know 
them— inside and out! Not just the price and how 
they are packed, but how they are made, where the 
raw materials come from, what competitors offer. 
Know the freight rates; and—this is important— 
be prepared to give your customers practical sug- 
gestions as to how they can sell the goods you offer 
them—for your sale is not completed until your 
customers have disposed of the goods you have sold 
them to satisfied consumers. 

Get some human interest into what you tell your 
customers. It is helpful in securing or rekindling 
the customer’s interest in your proposition. For 
example, if you are selling firearms, what can you 
say about the efficiency of your arms in action? 
Will they fire through an 8-in. plank, or what will 
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they do that will visualize their usefulness and 
effectiveness in the customer’s mind? If you are 
selling tools, can you demonstrate their efficiency? 

I know a salesman who many years ago built up 
an unusual trade for cutlery and tools by instill- 
ing human interest into his salesmanship. This 
he did by a simple demonstration. He would go 
into a hardware store and ask the proprietor if he 
would give him a bit of copper wire, 18 gage, or 
something similar to that. Then he would take a 
pair of shears and snip the wire into 2 or 3 pieces, 
pass the shears over to the proprietor and say, 
“You notice these shears will cut copper wire with- 
out being nicked. That is the kind of shear you 
want to sell, isn’t it?” He would then get a bit of 
zinc and shave a sliver off with a pocket knife. Then 
passing the knife over to the hardware man, he 
would say, “That is the kind of knife that will suit 
your trade, isn’t it?” 

If you are selling automobiles, what hills can 
they climb? What records have they made? If 
you are selling furniture, be able to talk intelli- 
gently upon famous designs. This is what I mean 
by knowing the goods. 


The Buying Motive 


The next factor is—find the buying motive. Peo- 
ple always have a reason for buying goods. There 
are four main buying motives under which every 
article sold can be placed. They are—profit, utility, 
protection, self-gratification. 

_In wholesale salesmanship, of course, the buying 
motive is profit: your customer buys your goods 
because they are going to put money in his pocket. 
Unless you can show the customer that he will 
make a profit, all your other reasons will fall to 
the ground. This does not mean that you must 
talk profit, first, last and all the time, but that it 
must be the main theme which runs through all 
your sales talk. 

Profit is the natural or fundamental motive, and 
you give facts about your goods and their possibili- 
ties which, if you do not directly say it, imply 
profit. This is the main motive. 

There are, however, in addition to this, individual 
motives to which you can often appeal which will 
induce your prospect to buy your particular goods 
now. 
fhe individual motives can be decided only when 
you know your customers well, or when you have 
the ability to analyze character as expressed by 
speech, action, expression, mannerisms, physical 
appearance, etc. ; 

For example, your customer may be jealous of a 
competitor. Can you use that jealousy to help you 
to get business from him? He may have an un- 
usual conceit about his knowledge of the goods. 
Why not appeal to that conceit? He may be a 
camera fiend. Isn’t there some way you can profit 
by his love of photography? 

We have clearly in mind, then, that we have to 
show the prospect how, by buying our goods, he 
will make a profit, by which we appeal to the main 
motive; and then we must strengthen the appeal 
to that main motive by playing upon any individual 
motives or reasons for buying which our knowledge 
of the customer makes clear to us. 














230 


The wholesale salesman’s’ success is built to a 
large extent upon the friendships and acquaintance- 
ships which he develops among his customers and 
prospects. Anything that tends to place you in 
closer personal touch with your customers means 
more business for you and your house. 

The third factor to consider is—A knowledge of 
when to use “reasons-why” and when to use “sug- 
gestion.” 

Give your customers reasons why they should buy 
when you offer them new articles, or articles with 
which they are not familiar. In selling goods with 
which they are familiar, you have only to suggest 
that they buy from you now. For example, you would 
not give a hardware man a lot of reasons why he 
should buy nails or screws. He knows thoroughly 
why he should buy nails or screws—all you have to 
do is to suggest that he give you his order now. If 
you went to him with an entirely new article, it 
would be necessary to explain the article to him 
and give him reasons why he should stock it. 

In brief, if what you are selling makes it neces- 
sary for the customer to change his method of work- 
ing or doing or using, use “reasons why.” If other- 
wise, use suggestion—talk quality and service. 

The fourth factor is: Prepare a sales talk and 
answers to objections. Reduce your selling argu- 
ments to writing, for the written argument will 
show weaknesses in logic and expression which the 
personality of the spoken word may obscure. A 
good plan is to write on separate cards all the ob- 
jections you can think of about your goods. On the 
reverse side of each card write the best answer to 
that objection you can think of, and see that it is 
expressed in good, forceful English. Having thus 
prepared these answers, see if you can remember 
them by asking yourself how you would answer the 
objections, going through them in mixed order, then 
comparing your ideas with what you have written 
on the cards. 

One reason why so many salesmen “fail” is that 
they are prepared to talk on the good points of what 
they have to sell, but try to smooth over the ap- 
parent or real weaknesses in their proposition. The 
result is that the first man they call upon who asks 
them an awkward question is their master, and from 
that point on manages the interview. 

And that brings us to the fifth factor—manage 
the interview. In calling on your customers, avoid 
irrelevant discussions. Give way on small things 
to gain the big things. We all know the talkative 
kind of customer who is willing to talk about every- 
thing except business. If you once allow your cus- 
tomer to manage the interview, your time is being 
sadly wasted. 

One good way of getting the interview back into 
your hands is to have in your pocket a local news- 
paper, which you can bring out at the first pause 
in your customer’s conversation. Pass it over to 
him, saying, “By the bye, Mr. Blank, have you 
read this?” When he has finished reading it, take 
it from him, put it in your pocket, and say, “Let us 
see, we were talking about that new line of enameled 
ware, were we not?” By this means you get your 
customer right back on to the reason for your cail— 
namely, to present your goods so that you can get 
an order from him. 


The Mental Law of Sale 


The sixth factor is—know the mental law of sale. 
This is simple, and doubtless known to the majority 
of readers, but for the sake of the few who do not 
know, I will state what it is. It is, of course, im- 
possible to make a sale until you are with your pros- 
pect and the first thing is to know where to locate 
your customer and get an introduction to him. 


Hardware Age 


Methods of introduction are too numerous to be 
discussed here. You must make your introduction 
in such a manner that you will secure the favorable 
attention of the customer, for obviously, you cannot 
secure a man’s decision to buy your goods until you 
have received his favorable attention. Having se- 
cured his favorable attention, the next step is to get 
his interest in what you have to sell. Then, by ap- 
pealing to the main and individual motives, you 
must turn that interest into desire. Having arrived 
at this stage, by using reasons why or suggestion, 
as the case may be, turn that desire into decision to 
buy now. 

It will be obvious to the reader that you cannot 
secure these mental steps unless at the same time 
you gain the confidence of the customer. 

Every sale must be made along these lines, 
namely, attention, interest, desire, decision. I would 
like to talk here upon how to chart sales results 
by interviews and orders, to show the salesman 
how to know which part of his sales talk is weak. 


Lucidity and Imagination 


The seventh factor is lucidity—the ability to de- 
scribe your goods so that others can clearly under- 
stand you. So many people know their goods, yet 
lack that faculty of being able to tell their cus- 
tomers about them so clearly that they get a good 
mental picture of them. Methods of developing this 
faculty need a story all to themselves. 

The eighth factor is imagination—first in helping 
the customer sell the goods by giving him sugges- 
tions regarding them; then in finding new ways of 
getting prospects and of introducing your goods to 
your prospects. Imagination helps you to find new 
uses for your goods. Imagination helps you to dis- 
cover new ways of interesting and helping your 
customer. 

I knew a lamp chimney salesman who sold an un- 
usually good chimney, but for some reason could not 
get much business. Finally he discovered a way of 
throwing the lamp chimney across the floor so that 
it would not break. He would go into a store, buy 
an ordinary lamp chimney, and throw it across the 
floor, taking care to break it. Then he would re- 
peat the performance with his own chimney, but 
of course nothing would happen— it would hold up 
in great shape. He would then pick it up, pass it 
over to the customer, and say, “Don’t you think 
that kind of lamp chimney would give more satis- 
faction to your customers than any other kind?” 

If each wholesale hardware salesman would study 
these eight factors and apply them to his own needs, 
he would unquestionably increase his sales, and, in 
consequence, his salary; for whatever may be sail 
to the contrary, we all know that a man’s salary is 
an expression of the results he obtains. 

One concluding word to the wholesale salesman. 
It is a fine thing to keep in view the amount of 
business you intend to get, and to look upon sales 
from a personal standpoint; but there is a bigger 
view to take of your duties. As a salesman, you 
keep so many families in comfort. If there are 
twenty salesmen working for one firm, and that firm 
does a million dollars’ worth of business a year, each 
salesman averages $50,000 worth of business. In- 
stead of looking at this as $50,000 worth of sales, 
look upon it as a volume of business which will keep 
so many work-people busy during the year, supply- 
ing a livelihood for themselves and their families, 
and keeping them, their wives, and their kiddies in 
happiness. Surely, it is much more satisfying to 
think that you are keeping ten families in comfort 
through your efforts than merely to look at it as a 
volume of business which enables you to earn your 
salary. 
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A Future Pump Manufacturer 


EABURY S. GOULD, IV, great grandson of the 

founder of the Goulds Manufacturing Company, 
Seneca Falls, N. Y., is shown here admiring one of 
the many types of Goulds pumps. 

In his interview with us this young man stated 
that in about twenty years he would be ready to 
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shoulder his share of the burden in building pumps, 
and warned those of his competitors who would still 
be in business at that time to beware. 

Any doubt as to prosperity in the pump business 
will be dispelled by one look at his face. 


The Jacobs Bros. Company, Inc. 


HE Jacobs Bros. Company, Inc., 78 Warren 

Street, New York, with factory at Meriden, 
Conn., has been incorporated with an authorized 
capital of $75,000 under the laws of New York 
State. None of the stock will be offered to the pub- 
lic. The company has recently installed manufac- 
turing facilities in the lofts of the Warren Street 
establishment for the production of tinware suita- 
ble for grocery and other stores. 

The officers are M. Jacobs, president; A. J. 
Jacobs, vice-president and treasurer, and H. M. 
Jacobs, secretary. 

Among the goods made and dealt in are various 
kinds of scales, slicers, scoops and coffee cans, to- 
gether with such accessories as coffee mills, meat 
and food choppers, cutlery, cheese and bread cut- 
ters, and butchers’ tools. In a general way the 
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company specializes in supplies for grocers, butch- 
ers, bakers, confectioners, wholesale drug houses, 
delicatessen storekeepers and other merchants of 
kindred character. 

Jacobs Bros. began business in a small way in 
1900 as manufacturers of scales, slicing machines 
and kindred utilities. Their trade now extends 
over a large part of the U. S. A. and reaches well 
into foreign countries. 

The partners were experienced in their lines be- 
fore going into business on their own account: two 
of them were with scale makers and one was a 
scales salesman. A new illustrated catalog of 110 
pages, showing the entire line, is now ready for dis- 
tribution. 


Geo. Borgfeldt & Co. Enter 
Export Field 


4d heapors firm of Geo. Borgfeldt & Co., whose twelve- 
story permanent exposition building and general 
offices are located at Sixteenth Street and Irving 
Place, New York City, realizing the immense com- 
mercial possibilities abroad, have organized an ex- 
port department, and plan a very extensive cam- 
paign. The company has secured as manager J. 
Hofmann, who for about ten years was foreign 
sales manager of the American Axe & Tool Com- 


pany. 


Personal 


A. H. CHAMBERLAIN, secretary of the American Iron, 
Steel and Heavy Hardware Association, has just re- 
turned to New York after a Western trip, in the course 
of which he attended the convention of the Heavy Hard- 
ware Jobbers’ National Association at Chicago. While 
in the West Mr. Chamberlain spent a day in conference 
with J. A. Gregg of St. Paul, president of the Amer- 
ican Iron, Steel and Heavy Hardware Association and 
visited other officers and members in Chicago, Milwau- 
kee, St. Paul, Minneapolis, Fort Wayne, Detroit and 
Buffalo. He reports that all houses visited are enjoying 
unprecedented activity under market conditions which 
admit of very handsome profits. 

SAMUEL M. STONE has been elected vice-president and 
Harold D. Fairweather has been appointed assistant 
treasurer of the Colt’s Patent Fire Arms Mfg. Com- 
pany, Hartford, Conn. Mr. Stone has been sales man- 
ager of the company for a long period. The company 
now has three vice-presidents. Col. William C. Skinner 
is first vice-president and Frank G. Nichols is also a 
vice-president. Mr. Fairweather has been connected 
with the company’s bookkeeping department for several 
years. ; 

WALTER P. COGHLAN has been elected a director and 
secretary of the Lovell-McConnell Mfg. Company, 
Newark, N. J., manufacturers of automobile and 
marine electrical appliances and warning signals. He 
will also continue as general sales manager. 


His Reward 


HE—“Just think, Henry, we’ve never had a cross 
word.” 
He—“No, Mame. 
troit Free Press. 


Ain’t I the patient cuss?”—De- 
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Obituary 


IsaAIAH H. Amos, called the father of the Prohibition 
party in Oregon, died recently, following an operation 
for appendicitis. He was 71 years old and had been a 
resident of Oregon for the last 28 years. For 15 years 
he was chairman of the Oregon Prohibition State Com- 
mittee and in 1904 was mentioned as a party candidate 
for vice president. For several years after his arrival 
in Oregon he was associated with the old hardware 
firm of Foster & Robinson, later with the Honeyman 
Hardware Company, and more recently had been manu- 
facturer’s agent for large hardware implements. He 
had not retired from business and was in good health 
until two weeks ago, when he caught a cold which in- 
duced acute appendicitis. Mr. Amos is survived by 
a widow and three children: Dr. William F. Amos, 
Lilian Edna Amos and Grace Mildred Amos. He was 
born at Mount Savage, Md., and later lived at Cleve- 
land, Ohio, from which he came to Oregon. 


WILLIAM A. COMSTOCK, president Cleveland Wire 
Spring Company, Cleveland, Ohio, died recently as a re- 
sult of injuries sustained by being struck by an auto- 
mobile. He was born in Providence, R. I., and was 
seventy years of age. After being connected with the 
old Cleveland Rolling Mill Company for a number of 
years in its Chicago office, he went to Cleveland, where 
he became secretary and treasurer of the Cleveland 
Wire Spring Company, which position he held until two 
years ago, when he was elected president to fill the 
vacancy made by the death of R. C. Moodey. 


HENRY I. PARK of Kendallville, Ind., died at his 
home recently. He was president and treasurer of the 
Flint & Walling Mfg. Company. Mr. Park was born 
in 1845, and in 1865 became associated with his brother, 
Amos B. Park, in the hardware business. In 1872 he 
became interested in the Flint & Walling Company, and 
had been identified with that company ever since, serv- 
ing for many years as its secretary and treasurer. He 
is survived by a widow and one daughter. 


JAMES R. GLADWIN, aged fifty-nine, of Westfield, 
Mass., died suddenly at his home, 103 Court Street. 
In early life Mr. Gladwin had served as a hardware 
clerk in the store of L. R. Horton, which afterward 
became Bryan & Gladwin. In recent years the business 
had been conducted under his own name, his son being 
associated with him. He leaves a widow, one son and 
two daughters. 


WILLIAM J. BARDEN, traffic manager of the Michigan 
Stove Works, Detroit, Mich., died recently from pneu- 
monia. Mr. Barden, who was forty years old, had been 
connected with the Michigan Stove Company for twenty- 
seven years, entering the company’s employ when thir- 
teen years old, and working up to the position of traffic 
manager. 


JOSEPH W. REYBOLD, vice-president of the Capelle 
Hardware Company, Wilmington, Del., died at his home, 
1213 Delaware Avenue, of typhoid fever. Mr. Reybold 
entered the employ of the Capelle Hardware Com- 
pany forty years ago, and had served as vice-president 
since 1881. He is survived by a widow and one daugh- 
ter. 


WILLIAM R. WITWoRTH, fifty-eight years old, senior 
member of the firm of the Roger Witworth Hardware 
Company, Elkton, Md., died recently. Mr. Witworth 
was born in Elton, and was identified with a number 
of industries in the city. He is survived by a widow 
and two children. 


JOSIAH JEWETT, JR., vice-president and general man- 
ager of Jewett & Co., stove manufacturers, of Buffalo, 
N. Y., died from injuries received in an automobile 
accident. He was in his thirty-sixth year, and is sur- 
vived by a widow and two children. 


WILLIAM R. WILWORTH, president of the Wilworth 
Hardware Company and treasurer of the Powers Foun- 
dry Company, Elkton, Md., died at his home recently of 
pneumonia. He was fifty-six years old and is survived 
by a widow and two children. 


HENRY W. BEKNHE, a hardware merchant of Able- 
man, Wis., died recently, aged thirty years. 
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Reservoir of Dyes in American 
Woods 


age the glories of color which mark the autumnal 

forests are accessible to man for use as dye- 
stuffs, according to the Hardwood Record, which 
says the woods are great color laboratories waiting 
to be worked. 

The pioneers knew tree dyes by the dozen. They 
understood nothing about chemistry, but they 
learned by experience that certain barks would dye 
cloth, yarn, wool and leather. Following are a few 
native trees whose wood, bark, roots and fruit have 
been employed for dyeing. 

First, of all is yellow oak. It ranges from Maine 
to Minnesota and southward to Florida and Texas. 
It covers a million square miles. The coloring mat- 
ter lies in a thin layer under the bark, being a part 
of the inner bark. 

Butternut was formerly a valuable dye material. 
It usually is colored brown, but the shades could be 
varied. The “Confederate jeans,” the cloth much 
used for uniforms in Tennessee and Kentucky dur- 
ing the Civil War, was dyed with the bark of this 
tree. The tree is found in all Northern States east 
of the Mississippi River, and even westward, and 
it grows also in most of the Southern States. Black 
walnut furnished dye from the outer hulls of the 
nuts. The color was slightly darker than that pro- 
duced by butternut bark, and was not so popular. 

Osage orange was limited in its original range 
to about 10,000 square miles of northern Texas and 
southern Oklahoma, consequently it was not widely 
known to early settlers; but the roots, bark and 
wood produce a fine yellow dye that has been com- 
pared with fustic. 

Alder appears not to have been used in America 
by any people except the Indians. It dyes a reddish 
color, and down to a few years ago was employed 
by natives of the northwest Pacific coast in coloring 
their fish nets. Alder dye, used for the same pur- 
pose, is said to be the oldest recorded dye in the 
world. It is mentioned in the Kalevala of Finland, 
supposed to date nearly 3000 years ago. 

Red gum was used by the early Swedish settlers 
of Pennsylvania and New Jersey in dyeing purple, 
but the secret seems to have been lost. 

Locust is said to possess possibilities in the way 
of dyes. A very similar tree of China supplies the 
brilliant yellow dye so admired in China silks. 

Dogwood was the source of the famous “In- 
dian red” with which the vain warriors dyed their 
eagle feathers and buckskin clothes. They pro- 
cured the dye from the roots of dogwood. They 
used in the same way the roots of western dogwood. 
This is probably the most brilliant dye to be pro- 
cured from American trees.—Philadelphia Public 
Ledger. 


The Merchant Prince 


HERE was an old geezer and he had a lot of sense; 
He started up a business on a dollar-eighty cents. 
The dollar for stock and the eighty for an ad 
Brought him three lovely dollars in a day, by dad! 
Well, he bought more goods and a little more space, 
And he played that system with a smile on his face. 
The customers flocked to his two-by-four 
And soon he had to hustle for a regular store. 
Up on the square, where the people pass 
He gobbled up a corner that was all plate glass. 
He fixed up the window with the best that he had, 
And he told them all about it in a half-page ad. 
He soon had ’em coming and he never quit, 
And he wouldn’t cut down on his ads one bit. 
Well, ‘he’s kept things humping in the town ever since, 
And everybody calls him the Merchant Prince. 
—Ford Times. 














Trade Conditions and Iron, Steel and Hardware Prices 





Reports from the hardware trade continue 
most satisfactory. 

The steel trade is confronted again with 
serious embargoes on the shipments of iron 
and steel products east of Trenton, N. J., for 
lighterage, and also in the New England ter- 
ritory. The Pennsylvania Railroad embargo 
was partially called off recently, but has gone 
on again, and all export shipments are held 
up until it is removed. As was the case be- 





MARKET SUMMARY FOR THE BUSY READER 


fore, this will result in domestic consumers 
getting better deliveries on their contracts 
than they have been receiving in a long time. 

The supply of ferromanganese is causing a 
good deal of uneasiness among steel mills. 

There is a very large export inquiry for 
wire nails, but few export orders for them 
are being placed. There is already a serious 
shortage in the supply of wire nails, which 
promises to become more acute. ~ 











Office of HARDWARE AGE, 


Pittsburgh, Feb. 8, 1916. 


7. rate of pig-iron production in January was not 
quite as heavy as in December, 1915, but this was due 
almost entirely to the labor troubles in the Youngstown, 
Ohio, district about the middle of January, which neces- 
sitated the closing down for about a week five blast fur- 
naces of the Republic Iron & Steel Company and four of 
the Youngstown Sheet & Tube Company. The shutting 
down of these stacks took out of the market over 5000 
tons of pig iron per day, or perhaps 30,000 tons in all, 
while the furnaces were down. The exact output of pig 
iron in January was 3,188,344 tons, and the United 
States is now making pig iron at the rate of over 38,- 
000,000 tons per year, much the largest output ever 
reached. There are still some blast furnaces not run- 
ning that can be started up, and some of these will no 
doubt be blown in within a short time. In the Pitts- 
burgh district the only stacks idle are two Edgar Thom- 
son furnaces of the Carnegie Steel Company at Besse- 
mer, Pa. These stacks are now being repaired and re- 
lined and will be started just as. soon as repairs are fin- 
ished, as the company is badly in need of all the metal it 
can possibly turn out. This is shown by the fact that 
in January the Carnegie Steel Company started up Nev- 
ille Island and Edith blast furnaces, both in the Pitts- 
burgh district, both having been idle for five years or 
more. There has been a good deal of buying of foundry 
iron for first half of this year, and in a few cases, for 
second half. This, however, has not been done in the 
Pittsburgh district, as a molders’ strike has been on 
here for some time, and this has interfered seriously 
with consumption of foundry iron in this district. The 
largest single purchase was one made by a leading auto- 
mobile company in Detroit, Mich., which took 50,000 tons 
of foundry iron for last half delivery. 

The steel trade is confronted again with serious em- 
bargoes on the shipments of iron and steel products east 
of Trenton, N. J., for lighterage, and also into the New 
England territory. The Pennsylvania Railroad embar- 
go was partially called off recently, but has gone on 
again, and all export shipments are held up until it is 
removed. As was the case before, this will result in 
domestic consumers getting better deliveries on their 
contracts than they have been receiving in a long time. 
There is still a great shortage in supply of Bessemer 
and open-hearth steel, and a recent sale of 1500 tons of 
Bessemer billets was reported at $37, Pittsburgh, for 
February and March shipment. The Carnegie, Jones & 
Laughlin and other steel companies have again advanced 
shapes and steel bars $2, putting shapes, plates and bars 
at 2c. for shipment at convenience of the mill, which 
would probably not mean until the last quarter, if then. 
In fact, it is said that Carnegie and Jones & Laughlin 
are practically sold up for all of this year on all the 
plates, shapes and steel bars they can turn out, and these 
two concerns are the largest makers of these products in 
this country. As indicating the scarcity and high prices 
of plates we can say that a recent order for %-in. 
sheared plates for July delivery was made a few days 
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ago on the basis of 2.50c. per pound, and the buyer was 
very glad to get the plates, even at this high price. 

There is a good deal of uneasiness among steel mills 
over the supply of ferromanganese. For spot shipment 
80 per cent has sold as high as $175 per ton, and it is 
very scarce. The new demand for blue annealed and 
electrical sheets is enormous. Mills are filled up for 
first half and are urging customers to place contracts 
for second half, prices to be fixed at the time, or shortly 
before, shipments are made. Tin plate is also in enor- 
mous demand, and in a short while will be up to $4 per 
base box, some mills already quoting this price and have 
made small sales. 

There has not been much buying of car material in the 
past week, the only large order for steel cars being that 
of the Baltimore & Ohio Railroad for 3000 cars, of which 
2000 steel hoppers went to the Cambria Steel Company 
and 1000 to the American Car & Foundry Company. 

Reports from the hardware trade continue most ex- 
cellent. Members of the Pittsburgh Retail Hardware 
Dealers’ Association are making elaborate plans to en- 
tertain the delegates to the convention of the Pennsyl- 
vania & Atlantic Seaboard Hardware Dealers’ Associa- 
tion, which meets in Pittsburgh Feb. 8, 9, 10 
and 11. It was hoped to have the sessions in the new 
William Penn Hotel, but this magnificent building is not 
completed, so that the convention will be held in the 
Fort Pitt Hotel. There will be elaborate exhibits at 
Motor Square Garden, the statement being that all the 
booths have been sold. Indications favor a very full at- 
tendance and one of the most interesting meetings the 
association has ever had. 





WIRE NAILS.—Mills report that in spite of successive 
advances in prices of wire nails, demand shows no fall- 
ing off, but seems to get heavier. There is a very large 
export inquiry, but few export orders for wire nails are 
being placed with Pittsburgh mills, as they are filled up 
for so many months ahead they cannot make the deliv- 
eries. There is already a serious shortage in the supply 
of wire nails, and it promises to become more acute. It 
is said in some cases premiums are being paid over reg- 
ular prices for prompt shipment. 

We quote on new orders, wire nails in large lots to jobbers, 
$2.20 base; in carload lots to retailers, $2.25 base; less than 


carload lots, $2.30 to $2.35; galvanized nails, 1 in. and longer, 
$2.00 extra; shorter than 1 in., $2.50 extra. 


Cut Naits.—Makers report export and domestic de- 
mand heavy and are shipping their product of cut nails 
as fast as made. The demand from the South is par- 
ticularly heavy and prices are firmly held. 

We quote cut nails, $2.00 to $2.05 per keg in carloads and 
larger lots to jobbers; carloads to retailers, $2.05 to $2.10 


f.o.b. Pittsburgh, terms sixty days or 2 per cent off for cash 
in ten days, freight added to point of delivery. 


BARB WIRE.—The new demand is heavy, but local 
mills are not taking on much new business, as they are 
filled up for four or five months on all the product they 
can possibly turn out. Heavy export inquiries come 
into this market every day, with premiums of $5 to $10 
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a ton offered for prompt shipment, but they are turned 
down, as local mills cannot handle them. There is an 
intimation that another advance of at least $2 a ton 
in wire will be made on or about Feb. 15. There never 
was a time in the history of the barb wire trade when 
as much product was being turned out, or at such profit- 
able prices. 

Plain annealed wire is $1.95; galvanized barb wire and 
fence staples, $2.95; painted barb wire, $2.25; all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 67% per cent off in carload lots, 66% 
per cent on 1000-rod lots, and 65% per cent on small lots, 
f.0.b. Pittsburgh. 

FENCE WIRE.—The domestic demand is abnormally 
heavy, and all the mills are back in deliveries six to 
eight weeks or longer. In most cases customers are not 
getting more than 50 per cent of the amount of wire 
called for in their contracts, the mills stating they are 
trying to distribute their product around among their 
trade as best they can and try to please everybody. 
There is a serious shortage in the supply of wire and it 
promises to get worse. 

Prices are as follows: Annealed fence wire in carload lots 
$1.95 base; galvanized, $2.65, with the usual advances charged 
to jobbers ‘for small lots from store. 

SHEETS.—The new demand for blue annealed sheets is 
abnormally heavy and most mills are sold up to July 
or longer. This is also true of electrical sheets, the 
automobile builders and electrical interests using enor- 
mous quantities and specifying heavily against their 
contracts. The sheet mills are having trouble in get- 
ting prompt deliveries of bars and also acid used in 
making sheets. The mills are running to practically 100 
per cent of capacity and have their output sold up for 
the first half of this year. Makers’ prices for mill ship- 
ment on sheets, of U. S. standard gage, in carload 
and larger lots, on which jobbers charge the usual ad- 
vance for small lots from store, are as follows, f.o.b. 
Pittsbugh, terms 30 days net, or 2 per cent cash dis- 
count in 10 days from date of invoice: 


Blue Annealed Sheets 


—- ag ~ 

RS SR rr ene eee ene ere 2.50 to 2.6 
I a eae k 2.60 4 O78 
ee ee i ee eeue esses oesen 2.60 to 2.75 
ee a eee eek bn awewe 2.65 to 2.75 
ee ee eda oe stb ese mahetessen 2.75 to 2.85 

Box Annealed Sheets, Cold Rolled 
I ee tee eee ig hed ee bad bea 2.25 
ine Et Lethe ewe ek eb aa beeen 2.25 
NSS EE EERE EDT Cie ain ae SNE 2.30 
I a a i Ne a a 2.35 
CS tS ae oe chee bee és ean en eee 2.40 
oe tg be bbw aulee eee 2.45 
a ee og ok bo bekcee 2.50 
Oe Ree es oe pee Behe ene ke hbase 2.55 
NS OE a Be a ie et ee Ow ele Se 2.60 
ine RE Ral Ol IE ey Sellers | erates i eer Geen! ARTE 2.65 
ee ve dt he Oe eee een 2.75 
Galvanized Sheets of Black Sheet Gage 

rr eee a een ones own 3.75 to 4.00 
I a a a dsl 3.85 to 4.10 
8 a ae re are = ree 3.85 to 4.10 
Sr ee ad ee bee wee et 3.95 to 4.20 
I i ek ae wa ee a ewes oe 4.10 to 4.35 
a le le oe ae we i Od 4.30 to 4.55 
NY i ee Ce ee les ews eau 4.45 to 4.70 
ak a iit enh ws 4.60 to 4.85 
I ie eA Se a is i Sp ee bw ew EH 4.75 to 5.00 
ID Paste i ks aie 6 oe OTe a Ol ofa ate al 4.90 to 5.15 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12to18 
Be? GR GERM 2 cc cc cc, cece 0.15 0.10 0.05 
Graphite, regular .......2+ .e.. 0.25 0.15 0.10 

Forming: 

2, 21g, 3 and 5 in. corru- 

RAS Cree ee 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 cage 
% to 1% in, corrugated. 0.10 0.10 0.10 

V-crimped without sticks 0.10 0.10 0.10 
Pressed, standard seam, 

CL: nn dank oo 0's 0 0.15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped .......... 0.20 0.20 0.20 
Weatherboard siding ..... .... 0.25 0.25 
oe” Ff - Saar 0.25 0.25 
oe aap brick and stone 

RES a ar 0.25 0.25 
Rall ~ F cap roofing with 
=. and } aongae be“ hie Gre i 0.25 0.25 
oofing valley, n. an 
| Byepe vt ee ee er 0.25 0.25 


wider 
Ridge roll and flashing 
(sintn or corrugated).. vor 0.65 0.65 0.65 


Tin PLATE.—Leading makers of tin plate are oper- 
ating to practically 100 per cent of capacity and they 
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are filled up for four or five months ahead on actual 
orders against contracts. Some mills are already quot- 
ing $4.per base box for 14x20 cokes, and some sales 
have been made at this figure, although the official price 
remains at $3.75. The output of tin plate this year will 
be the heaviest ever known in the history of the trade. 
Shipments of sheet and tin mill products last week 
by the American Sheet & Tin Plate Company were the 
heaviest in any one week in its history. The export 
demand for tin plate is heavy, coming from South 
America, Australia, England, Africa, India and other 
countries, and large foreign shipments are being made 
regularly. As a rule 25c. and higher per box is ob- 
tained on foreign orders over domestic prices. 

We quote 14 x 20 coke plates at $3.75 to $4.00 per base 


box, and 200-lb. base, common ternes, 8-lb. coating, at $6.90 
to $7 per box. 


WROUGHT PIPE.—Mills report a very heavy demand 
for black and galvanized iron and steel pipe and also 
for locomotive and merchant tubes. The pipe mills are 
running to about 100 per cent of capacity, and the out- 
look for the pipe trade this year is most excellent 
and indicates that it will be the heaviest in tonnage 
ever known in any one year. The following are the job- 
bers’ carload discounts on the Pittsburgh basing card 
in effect from Jan. 20, 1916, on iron and steel black 
and galvanized pipe, all full weight: 














Butt Weld 

Steel ron 
Inches Black Galv. Inches Black Galv. 
» % and %.... 69 43% wand \%....... 58 32 
Peet ES SR 73 56% —( Fe ae 33 
. err err 63 43 
a WP Bs kes 60% 66 48 
Fb dGtwae oa eens 65 47 

Lap Weld 
tee is og 6 ee 73 57% a ree ee 50 32 
eee 75 59% errr rrr. eT 61 43 
t 2 See 71 541% i ag a 62 45 
if and 14...... 60%... i ff ae 64 48 
peketedbeeead 8 ° AE — 48 
| eee 62 46 
Reamed and Drifted 

1 a BR. 3 74 5814 1 to 1%, butt.. 64 46 
| — 71 55 4 —APpeutaa 63 45 
Wa to 6, lap.. 73 57 1%, i. ree 48 30 
1 es a 41 
ne iv e6kes wes 60 43 
2% . 4 4, lap.. 62 46 

Butt Weld, extra strong, plain a 
%, 4% and %... 65 ea ererrrrer re 57 40 
ha ahaa bee 70 an | Mh ect cowebe eee. ae 48 
— to i%....... 74 «61% | ¥% to 1%....... 66 50 
2 |) er 75 6214 B OME Bic cc cecs 66 50 

Lap Weld, extra strong, plain ends 
Se ee 71 5614 | 1% er rrr 60 44 
eo eee 3 Be inn bie ks dared 63 46 
A ee Pear 72 571% 344 erro 5 49 
 ) ae 67 50  ¢ 3 arr 64 48 
2) eRe 62 - 2B  Peegpeenen 7 41 
ge ><  ‘eeeoeeen 52 36 

Butt Weld, double extra strong, plain ends 
er rer ee 61 4814 a ee eer 52 37 
> OP Bee seeene 64 51% % to 1%....... 55 40 
Ss eres" 66 531% Zand 2%....... 56 41 
Lap Weld, double extra strong, plain ends 

ie tes id a wlan tee 62 491% i ie a el es eng 37 
Se: Ms oc tades 64 51% hE See ee 55 42 
4 a ak andes 63 501% ne we Goce edna’ 53 40 
ft | er 57 ee? 2 Oe Me Wicks bo 06 ors 46 30 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from Jan. 14, 1916, and standard 
charcoal-iron tubes, effective from Jan. 20, 1916, are as 
follows: 


Lap Welded Steel Standard Charcoal Ft 





1 EST re eer a 1 Tl i ilk se ete be o 39 
i@ i a ee a 55 1% 2 - Te a 42 to 43 
2 RE ee Sr es 52 ee 2 3 n'y » 663 Xo 39 to 40 
9% and 2% in.......... 58 | 216 and 2% ins 46 to 47 
3 ‘and 8% in............ 63 | 3 and 3% in......... 50 to 51 
Der aeree We. ......+..+< a | bu we on 52.to 53 
5 and 6 in EERIE Te eres ae 57 ie if : Yer es 46 to 47 
a te a al ig 54 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., and not exceeding 22 ft., 10 per cent 
net extra. 

2 in. and larger, over 22 ft., 10 per cent net extra. 











February 10, 1916 


IRON AND STEEL Bars.—The nominal price of steel 
bars for delivery at convenience of the mill is 2c., but 
for shipment within six to eight weeks, 2.25c. and higher 
is paid. The steel bar mills are simply congested with 
orders and are trying to distribute their output around 
among customers to the best advantage. Heavy export 
orders for steel rounds are still coming in this market, 
but very little of this business is placed here, as the 
mills are so well filled up they cannot handle it. The 
new demand for iron bars is also heavy and prices are 
higher. 

We quote steel bars at 2.10c. to 2.25c. for delivery at con- 
venience of the mill, 2.10c. to 2.25c. for shipment in three to 
four weeks, and 2. 35c. to 2.50c. for delivery from warehouse. 
We quote refined iron bars at 2.20c. to 2.30c., and railroad test 
bars, 2.40c. to 2.50c. f.o.b. maker's mill. 

NUTS AND BoLTs.—New demand is abnormally heavy 
and makers of nuts and bolts are sold up for four or 
five months ahead and are very much behind in de- 
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liveries. The embargo is on again against export ship- 
ments, and these are now off for the time being. This 
will likely result in domestic consumers getting better 
deliveries. Discounts now in effect on large lots and 
for shipment at convenience of the mills, which would 
likely be in their quarter, are as follows: 


Carriage bolts, small, rolled thread, 70 per cent off; small, 
cut thread, 65 & 10; large, 60 . Machine bolts with h. p. 
nuts, small, rolled thread, 70 & 5; small, cut thread, 70; 
large, 60 & 10. Machine bolts with c. p. c. & t. nuts, small, 
65 & 5; large, 60. Bolt ends with h. p. nuts, 60 & 10: bolt 
ends with c. p. nuts, 60. Blank bolts, 60 & 10. Lag screws 
(cone or gimlet point), 70 & 10. meusn stud bolts, 50. 
Forged set screws and tap — 35. H. sq. nuts, tapped 
or blank, $4.00 off list; c. p. .» $4.20 off list. C. p. c. & t. 
Sq. nuts, tapped or blank, $3, 75 off list; c. p. c. & t. hex., 
$4.75 off list. Semi- finished hex. nuts, 7 & 10 per cent off. 
Finished and case hardened nuts, 75. Rivets, 7/16 in. di- 
ameter and smaller, 70 & 10. Delivered in lots of 300 Ib. or 
more where the actual freight rate does not exceed 20c. per 
100 lb. Rivets, %-in. diameter and larger, structural, $2.60 
~ _ Ib. base; boiler, $2.70 per 100 lb. base. F.o.b. Pitts- 
urgh. 





Office of HARDWARE AGE, 
New York, Feb. 7, 1916. 
AN enterprising Eastern jobber conducting a large and 
profitable business, strictly in hardware, says that 
his business for January is over 20 per cent ahead of 
January, 1915. some of which, however, is attributable to 


higher prices. Various goods are not being ordered in 
advance of actual need, as ordinarily, where the cost is 
much greater. An example of this is in galvanized hex- 
agon poultry netting, which has not been generally pro- 
vided for ahead, most of the business being for small 
current needs. The usual practice has been to buy this 
line in November and December and accept delivery of 
much of it in January because of favorable terms from 
manufacturers. This enabled merchants to get the 
bulky rolls in and out of the way of other goods running 
into greater values. Now on account of the high price 
of spelter, and consequently greater cost for galvaniz- 
ing, manufacturers are not making mid-season prices 
with open guarantees. Settlements under existing cir- 
cumstances are therefore made at prices prevailing 
when goods are bought. 

There is also caution in buying merchandise which 
has markedly advanced in price, in which cases the mer- 
chant is often disposed to take greater chances. High 
prices as a rule work automatically to diminish con- 
sumption. 

Notwithstanding all this, buying has been much better 
for the comparable period in this market, the trade get- 
ting quite a few special orders for later deliveries, ow- 
ing to the fear of distributing merchants that they may 
be unable to secure what is wanted when most needed. 
The practice is not uncommon everywhere in many sta- 
ple lines known to be absolutely necessary. 

Another condition often met is the ease with which 
prices are maintained. Order books are often gorged 
with orders and quite universally there is a more liberal 
spirit in buying, so that manufacturers are not altering 
prices so frequently except in the way of advances. 
When trade is slow factory managers, in order to keep 
their organizations intact and equipment employed, will 
often make concessions in quotations and buying terms 
generally to obtain required tonnage, whether from 
large or the smaller merchants. With the present sell- 
ers’ market, however, it is different, although the wise 
manufacturer and merchant will not take undue advan- 
tage of a strong situation, if for no other reason than 
that there are downs as well as ups, and buyers are apt 
to remember curt treatment long after the occasion for 
it is past. Prices and conditions that are moderate and 
justified are being accepted with a good spirit, but un- 
reasonableness reacts unfavorably sooner or later. 

In some much needed staples, goods are becoming 
harder to obtain, while in other lines we note an easier 
tone, the improvement being evident from the better de- 
liveries resulting from manufacturers having more wide- 
ly adapted themselves to changed circumstances. 


WirE NaiLs.—The scarcity of wire nails is constantly 
becoming more pronounced, and it is daily a question 
of pounding to get a moderate quantity for stock. One 


house has twelve cars en route, coming along a com- 
paratively short line, one of which in particular makes 
the lack of it embarrassing; stalled somewhere within 
sixty miles of New York. What freauently happens is 
that a locomotive engineer, hauling about all his engine 
is capable of on a level, comes to a grade and cuts out 
four or five cars on a siding, and then it is like finding 
a needle in a haystack to trace them. Some of the 
transportation companies won’t even accept tracers. 

Wire nails in warehouse are $2.60 and carted by the jobber 
$2.65 base per keg. 

CuT NaiLts.—This market is stiffer and for one rea- 
son or another cut nails are nearly as hard to get as 
those made of wire, we are told. Some of the lines 
over which nails from eastern Pennsylvania mills come 
won’t haul cars east of Trenton billed to New York, 
because of congested terminals here. Jobbers are han- 
dling a very good business for foreign consumption, 
but in one instance three cars now on the way won’t 
get here in time for the steamer they are intended for, 
which causes untold trouble in freight rates, and some- 
times compels the consignee to store them. 

Cut nails, in store, are $2.60 per keg and delivered within 
carting limits $2.65 base per keg. 

LINSEED O1L.—There has been some disposition to 
shade the prices for linseed oil that are here given, 
although more recently there has developed a little more 
firmness in the market. The flaxseed market, in the 
Northwest, has shown a reactionary tendency, which, 
along with the dull demand for oil and a diminished con- 
sumption of oil cake, has influenced some sellers to push 
sales of oil. Consequently there has been some irreg- 
ularity in prices. 

Linseed oil, raw, city brands, for 5 or more bbl. card rates, 


is 76c., and for less than 5 bbl. 77c. per gal. 
State and Western oil ranges from 73c. to 74c. per gal. 


for less than carloads. 


CopPEeR.—Sheet copper on Feb. 4 was advanced Ic. 
per lb. base to 33c., and bare copper wire, for electrical 
purposes, car loads, mill shipments, ranges from 28%%c. 
to 29c. base per lb. The mills are running double shift 
to the limit, and taking as good naturedly as possible 
the frequent crisp criticisms from valued customers 
whose orders they are often able to fill but partially, 
if at all. It is not only the rush of orders, but the 
difficulty of getting raw material, both because of scar- 
city and transportation trouble, which has compelled 
mill managers even to shut down some departments. 


RoPe.—Sisal rope was advanced lc. per lb. base on 
Feb. 2. As has repeatedly been mentioned the scarcity 
of Manila hemp fiber suitable for making strictly first 
quality rope has become so acute that other recent ad- 
vances of about 5c. per lb. base have been made. There 
is also a lack of other Manila fibers of good quality 
for use in fine cordage. The best quality hemp fiber, 
which at present is almost unobtainable, is now selling 
at 14c. and higher per lb. These advances cover cordage 
such as the extremely high grade yacht and yacht 
lariat rope and lobster marlin. (While yacht lariat rope 
is not made for yachts, it is so known in the trade to 
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indicate its superior quality.) Rope of these types in 
recent years was sold at 20c. base per lb. and upward, 
but because of the difficulty in getting the higher grade 
fibers and the increases by manufacturers, dealers are 
asking 35c. and over per lb. base at retail. 

Manila rope, first grade from jobbers, is now 17c., 
grade 16c. and hardware grade l4c. base per Ib. 

Sisal rope, first grade, is 12c., and second grade 11%c. base 
PoE ial, hay, hide and bale ropes, medium and coarse, first 
quality, is 12c. base per lb. 

Sisal, tarred medium lath yarn, first quality, is 11 Ihe, base 
per Ib. 

WINDOW GLASsS.—Business in this commodity is ex- 
cellent, unusually so for this time of the year, with 
prices very firm and unchanged from recent quotations. 
The trouble is to get goods, which some of the factories 
at least are not manufacturing fast enough. Even 
when the goods are loaded into the cars, the difficulty 
is to get them over the railroads; in certain instances 
shipments are now four to five weeks overdue, and 
only from Pennsylvania points into New York at that. 
Prices are firm and there appears to be no cutting at 
all. 

On polished plate window glass the situation is even 


second 
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stiffer, quotations holding good only for but a day or 
two, with increases of approximately 30 to 40 per cent 
in the last three or four weeks. A month ago there 
was great competition, now it is emphatically a sellers’ 
market. 


NAVAL STORES.—Business in naval stores is moderate, 
due in part to winterish conditions, with quotations 
steady but not active. Manufacturers are not showing 
expected interest at present and are not anticipating 
their wants at current price levels. The foreign trade 
is also retarded by the lack of deep sea transportation, 
which is made worse by the extremely high freight 
rates caused by the lack of available vessels. 


ad 


Spot turpentine, in yard, is quoted at 57 to 57 
with little interest shown. 

Rosins are dull and nominal for both domestic and foreign 
trade. 

Common to good strained, in yard, on the basis of 280 lb. 
per bbl. is $5.60 and D grade is $5.75 per bbl 


PADLOcKsS.—Sargent & Co., New Haven, Conn., and 
New York announce, as effective from Feb. 4, advances 
in all prices of padlocks as follows: Iron and steel, 10 
per cent; brass and bronze, 20 per cent. 


. per gal. 





Office of HARDWARE AGE, 
Chicago, Feb. 7, 1916. 


ONDITIONS in the vicinity of Chicago remain prac- 

tically unchanged so far as volume of business is 
concerned. There is the general falling off due to the 
season, but special sales and the unloading of winter 
merchandise keep the volume up to about normal. 
Collections are very satisfactory and prospects for 
spring trade never were better. The metal market still 
remains at a high level, with little indication of a de- 
crease. France is reported to have placed orders for 
300,000 tons of shrapnel steel and is investigating the 
possibilities of getting delivery on 2,500,000 forgings 
for 6-in. shells this year and 2,000,000 in 1917. Italy 
is in the market for 10,000 tons of steel rails. The con- 
stant increase in price seems to have little or no in- 
fluence on the demand. The demand for pig iron shows 
no decrease and there is a perceptible shortage in the 
supply of lead. The demand for agricultural products 
shows a slight decrease, but the volume is still very 
heavy. 

Earlier in the season there was much discussion in 
Congress relative to the metal manufacturers selling 
goods at export for smaller prices than demanded of 
home dealers. This condition, we are informed, no 
longer exists and American business men are placed on 
the same price plane as foreign buyers. It is freely 
predicted in many quarters, that there will be a serious 
shortage in some lines of metal goods during the next 
few months. Many firms are oversold, particularly on 
some kinds of nails, and are compelled to refuse orders. 
There is a general shortage of cars, due to the volume 
of business and weather hindrances to traffic. This is 
bound in a measure to affect delivery and to cause 
shortages. 

Labor is still a-large factor in the costs of both raw 
material and finished products. The demand for copper 
shows no signs of relaxation. May delivery prices range 
around 26c., and as the demand exceeds the output, 
further advances are almost sure. 





Office of HARDWARE AGE, 
Cincinnati, February 7, 1916. 


OME sharp advances have been made on many dif- 

ferent kinds of hardware goods and particularly on 
articles in which metal is a component part, that are 
now quoted at much higher prices than at this time 
a year ago. However, the advance in cheap foreign 
cutlery has not been as marked as had been anticipated. 
Importers have doubtless a good stock on hand and 
this has had some influence in the situation. American 


Linseed oil shows a decline of lc. per gal., and ship- 
ments are reported to be very light. There is a dis- 
tinct shortage of flax seed and future prices are a 
matter of conjecture. We quote prices for Chicago as 
follows: 


WIRE Naits.—The demand for wire nails remains 
as high as ever and manufacturers are running plants 
to capacity. Some kinds are entirely sold out and 
orders are turned down. Shipments are steady, but 
the car shortage is having considerable effect on de- 
livery. The market maintains a high tension and we 
predict still further advances. 


We quote wire nails as follows: Carload lots to jobbers 
f.o.b. Pittsburgh, $2.20. In smaller lots 5c. higher. Carload 
lots to retailers f.o.b. Pittsburgh, $2.25, with an additional 5c. 
for small lots. With a freight rate of 18.9c. Pittsburgh to 
Chicago, price in Chicago is practically $2.39 per keg base 
to jobbers and $2.44 to retailers in car lots. 


BARB WIRE AND STAPLES.—The recent advance in 
barb wire is firmly held and mills are almost unable to 
fill demand. The foreign demand remains heavy and 
it is currently reported that bonuses are offered for 
prompt shipment. Advances may reasonably be ex- 
pected in this line. 

We quote painted barb wire at $2.35 per cwt. in car lots 
to jobbers f.o.b. Pittsburgh and $2.40 to retailers, with a 5c. 
additional charge in small lots. Galvanized barb wire at 
3.05 in car lots to jobbers and $3.10 to retailers f.o.b. Pitts 
burgh. No. 9 plain annealed wire, $2.05 car lots to jobbers; 
$2.10 car lots to retailers. Polished fence staples, $2.35 per 
hundred to jobbers and $2.40 to retailers. Galvanized staples, 
$3.05 per cwt. to jobbers; $3.10 to retailers. 


LINSEED O1L.—There is a 1c. decline in Chicago prices 
of linseed oil and the demand is reported light. Do- 
mestic and seed markets have weakened. This may, to 
some extent, be attributed to the falling off of exports, 
due to difficulties in shipment. 


We quote f.o.b. Chicago, strictly pure, old process linseed 
oil: Carloads raw, 72c.: 
bbl. raw, 74c.; 
bbl. raw, 76c. ; 


Five or more 


carloads boiled, 73c. 
Less than five 


five or more bbl. boiled, 75c. 
less than five bbl. boiled, 77e. 





manufacturers are also waking up and are supplying 
the trade with many articles that formerly came from 
abroad. 

A number of retail merchants who end the fiscal 
year on Feb. 1, have finished taking stock, but have not 
yet been able to make a final tabulation. However, 
on account of advances in prices, the total value of 
stocks will run close to the record of last year. 

Retail merchants, both in the city proper and in the 
suburbs, report a let-up in the demand for different 
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kinds of household articles, but they claim that this is 
a seasonable proposition, and that they anticipate im- 
proved conditions very soon. On the other hand build- 
ing materials show some improvement and the outlook 
for a busy spring season in the building line is now en- 
couraging. 

Wire nails have advanced and we quote from local jobbers’ 
stocks at $2.30 per keg base and barb wire at $3.20 per 100 

. No. 28 galvanized sheets are quoted by nearby mills at 
5.15¢c. and black sheets at 2.65 to 2.70c. A small quantity of 


No. 28 galvanized sheets are obtainable from warehouse 
stocks at 5c., Cincinnati, and No. 10 blue annealed at 2.70c. 


Washington News 
Continued from page 216 


Scores of prominent men, headed by President 
Wilson, will address the gathering. 

Business problems of every conceivable nature 
will be considered by special committees of the 
Chamber and exhaustive reports will be submitted 
by committee chairmen. Prof. Paul T. Cherington, 
of Harvard University, will report on the “Mainte- 
nance of Retail Prices”; A. W. Douglas, of St. Louis, 
vice-president of the Simmons Hardware Company, 
chairman of the Committee on Statistics and Stand- 
ards, will discuss a number of business problems; 
Daniel P. Morse, of New York City, a well-known 
manufacturer, will present a special committee re- 
port on the proposed “Non-partisan Tariff Commis- 
sion,” and William H. Douglas, an authority on 
foreign shipping, will report on the subject of the 
“American Merchant Marine,” which is now en- 
grossing so much attention. 

Other important reports will include the “Sea- 
men’s Act” and the “Need of a National Budget,” 
by R. G. Rhett, for many years Mayor of Charles- 
ton, S. C.; “‘Labor Exchanges,” by Charles P. Neill, 
former Commissioner of Labor; the “Federal Trade 
Commission,” by Harry A. Wheeler, of Chicago; 
“Immigration,” by Frank Trumbull, of New York; 
“Foreign Relations,” by Charles H. Sherrill, of 
New York, former United States Minister to 
Argentina, and “Education,” by Frederick A. Geier, 
of Cincinnati. 

The chamber is planning a commercial exhibit to 
be shown during the convention, depicting as graph- 
ically as possible, by charts and diagrams prepared 
by the Department of Commerce, the growth and 
changes in the nation’s business during the wonder- 
fully eventful period that has elapsed since the last 
annual meeting. An interesting feature of this 
exhibition will be samples of hardware sold by 
Germany in England, also samples sold in Latin 
America. The Department of Commerce will have 
a moving picture exhibit illustrating the work of 
its bureaus and the Pan-American Union will dis- 
play large charts showing population, area and 
value of exports and imports of the Latin-American 
countries. 


THE CLEVELAND STONE COMPANY, Cleveland, Ohio, 
recently elected the following officers: C. W. Walters, 
president; J. H. Wade and H. W. Caldwell, vice-presi- 
dents; J. R. Miller, secretary-treasurer, and A. V. 
Brown, assistant secretary. The directors are: George 
H. Worthington, J. H. Wade, E. A. Merritt, George A. 
Garretson, L. A. Murfey, William G. Dietz, Andrew 
Squire, W. B. Sanders, H. W. Caldwell, J. R. Miller 
and C. W. Walters. 


THE Rock ISLAND PLOW COMPANY, Rock Island, 
Ill., has purchased the Heider farm tractor made 
by the Heider Mfg. Company, Carroll, Iowa, to- 
gether with patterns, templets and machinery used 
for its manufacture, and has moved the tractor to 
its own factory, where it will now be manufactured. 
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Remington Arms Incorporated 


gg Remington Arms Works at Ilion, N. Y., the 

Remington Arms & Ammunition Works and 
the U. M. C. Cartridge Works at Bridgeport, the 
Remington-U. M. C. Cartridge Works at Windsor, 
Ont., Canada; the Remington-U. M. C. Cartridge 
Works at Brimsdown (near London, England), and 
the plant formerly operated by the Robin Hood Am- 
munition Company at Swanton, Vermont, pur- 
chased by the Remington-U. M. C. Company in 
June, 1915, were amalgamated into one corporate 
company under the name of “The Remington Arms 
Union Metallic Cartridge Co.,” and incorporation 
papers were filed under the laws of the State of 
Connecticut on Jan. 15, 1916. 

The capital stock is $60,000,000, divided into 
1,200,000 shares, with a par value of $50 each. Of 
this, $20,000,000 is preferred stock paying cumu- 
lative dividends of 7 per cent, and $40,000,000 is 
common stock. 

The new corporation will continue to operate all 
of the above-named plants. The officers of the com- 
pany are M. H. Dodge, president; S. F. Pryor, first 
vice-president; C. L. Reierson, vice-president; C. C. 
Tyler, vice-president; George Bingham, secretary 
and treasurer. 

The general offices of the company will continue 
to occupy the twenty-sixth floor of the Woolworth 
Building, 233 Broadway, New York City. In ad- 
dition to the officers above mentioned the personnel 
of the executive force is as follows: I. S. Betts, 
assistant to vice-president; A. F. Hebard, general 
sales manager; H. J. Strugnell, assistant general 
sales manager; C. W. Many, assistant treasurer; 
A. H. Meyerhoff, general purchasing agent; T. L. 
Briggs, advertising manager. Mr. Betts continues 
also to act as general export manager, with Carroll 
Stevenson, assistant export manager. 


Sheet Metal Contractors Meet 


HE Cincinnati Association of Sheet Metal Con- 
tractors, Cincinnati, Ohio, held its meeting at 
Schuler’s Restaurant on the evening of Feb. 1. 

President Stechow, who presided, called the at- 
tention of those present to the urgent necessity of 
making preparations now for the entertainment of 
the Ohio Master Sheet Metal Contractors Associa- 
tion, whose annual convention will be held in Cin- 
cinnati some time in June. 

The finance committee appointed is headed by 
Charles Kobmann, chairman, who will be assisted 
by the following members: John Weigel, George 
Dietrick, E. L. Gibson, J. A. Sweeney, A. Blum and 
John A. Henggeler. 

Vice-president John Weigel was requested to con- 
fer with the officials of the State association, and 
after his report is received a special meeting will 
be called to make final arrangements for taking care 
of the coming convention. 

C. L. Smith, editorial representative of HARpD- 
WARE AGE, was appointed chairman of the publicity 
committee, with authority to appoint his own 
assistants. 


THE LEE-COIT-ANDREESEN HARDWARE COMPANY, 
Omaha, Neb., will erect a new building adjoining the 
one it occupies at Ninth and Haney Streets. It 
will be 132 ft. long and 132 ft. wide, six stories and 
basement, giving an aggregate floor space of 243,936 
sq. ft. 


THE COOKINET CABINET COMPANY, Birmingham, Ala., 
has been incorporated by H. C. Maynard, George L. 
Smith and others, with a capital of $5,000, to manu- 
facture a wooden device. 
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Products Being Placed on the Market 
by Hardware Manufacturers 


Sherwood Spring Coaster 


The Sherwood Bros. Mfg. Company, 
Inc., Canastota, N. Y., has put on the 
market the Sherwood spring coaster 

















Sherwood coaster. Equipped with shock 
absorbers 


wagon which is equipped with shock 
absorbers, which eliminate the hard 
jolts and bumps. 

The company states that the coiled 
springs, which absorb the shocks, are 
made of fine steel and are attached to 
the bolsters and enveloped in solid 
steel casings. These casings are 
made of such a height that under 
heavy pressure they transfer the 
weight directly to the axle and to the 
transverse springs which insures ease 
of riding either under light or heavy 
load. It is pointed out that this divi- 
sion of strain means constant re- 
siliency of the coiled springs and cor- 
responding decrease in wear of all 
the parts. 

The box is made of selected, well- 
seasoned white ash, it is claimed, with 
the corners carefully mortised to give 
strength. This box is detachable 
through a hinged steel arm under- 
neath, which automatically fits into 
the notch on either side of the steel 
extension at the sides of the frame 
and holds the box securely in place at 
all times. When the sides are re- 
moved it makes a substantial plat- 
form wagon. 

This coaster wagon is equipped 
with a brake which is held in place by 
a concealed spring back of the bolt, 
which keeps it away from the wheel 
until it is necessary to apply the 
brake. 


Herrick Ball Bearing Re- 
volving Tool Rack 


The F. A. Herrick Company, 4040 
Detroit Avenue, Toledo, Ohio, has 
recently perfected the Herrick ball 
bearing revolving tool rack, which is 
designed to display and carry a stock 
of steel goods in an attractive man- 
ner and at the same time occupy but 
little space. 

The Herrick tool rack will hold 15% 
doz. steel goods of various kinds. 
They can be both long handle and 
D handle, or if necessary they can 
be all D handle, or the rack will ac- 
commodate 11% doz. long handled im- 
plements and 4 doz. with D handles. 
This rack revolves easily on ball bear- 
ings and occupies but 4 ft. in diameter 





at the widest part, and it is practi- 
cally impossible to tip it over. 

Twenty %-in. steel balls are used 
in the bearing of this revolving rack. 
The upper part of the bearing is 
fixed in the tube which revolves and 
carries the bracket supports. It is 
pointed out that it is impossible for 
this tube to touch or rub the inner 
tube as it is kept absolutely in line 
by the top ornament which is clamped 
on the inner tube. 

The company states that this tool 
rack is constructed entirely of malle- 
able iron and steel and is guaranteed 
against breakage for all time. 

Special brackets are furnished with 
this tool holder and so arranged that 
the tools can be put on or taken off 
without interfering with those in 
other brackets. It is designed to 
carry sixteen different kinds of tools, 
using one bracket for each, but if a 


























Herrick tool rack 


larger variety is desired they can be 
put on in alternate order. The rack 
can be set up as a stationary fixture 
or it can be furnished with five large 
casters so that it can be moved about 
at will. These casters are extra 
heavy, the company states, and each 
one will carry a load exceeding 
1500 Ib. 


THE NypiA LocK COMPANY, Cincin- 
nati, has been incorporated with $50,- 
000 capital stock by E. M. Benham, 
and others, to manufacture a patented 
door and file cabinet lock. It has 
leased quarters in the Lion Building 
and is buying machinery. 
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“Universal” Shoe Cleaner 


The Root-Heath Mfg. Company, 
Plymouth, Ohio, has recently put on 
the market the “Universal” shoe 

















‘Universal’ shoe cleaner 


cleaner with reversible brushes, which 
the company claims is a practical shoe 
cleaner, to retail at 25 cents. 

The brushes are made reversible, 
which will give long wear; but when 
they are worn out they may be easily 
and cheaply renewed. 

The frame of the “Universal” shoe 
cleaner is made of heavy cast iron 
finished in baked enamel. They are 
packed 1 doz in a heavy corrugated 
box. The list price per dozen is $3.75. 


Jeffery’s Glues 


L. W. Ferdinand & Co., 201 South 
Street, Boston, Mass., are distrib- 
utors of Jeffery’s patent waterproof 
liquid glue which is used for water- 
proofing canvas, cork, felt, oil-cloth, 
rubber, leather and linoleum to iron, 
steel and wood. It is used also for 
waterproofing air-tight compartments 
and cases of lifeboats, the company 
claims. The company also manufac- 
tures Jeffery’s special marine canoe 
glue, which is also guaranteed to be 
waterproof and its peculiar properties 
of flexibility and durability make it 
especially useful for repairing canoes. 
In addition to these the company also 
makes a line of glues and waterproof 
paints especially designed for use on 
boats. 


Catalog of Hotel Ware 


The John Van Range Company, 
Cincinnati, Ohio, has recently issued a 
new catalog of implements for culi- 
nary purposes, showing articles es- 
pecially designed for hotel and res- 
taurant use. This catalog, which is 
of large size, measuring 9 x 12 in., 
and containing 198 pages, is very well 
printed and illustrated and shows a 
complete line of ranges, cooking uten- 
sils, ice chests and kitchen furnish- 
ings, dish washers, irons, coffee mills, 
scales and practically everything that 
can be used by the cook in a hotel or 
restaurant kitchen. 


THE ACME SHEET METAL AND MFG. 
CoMPANY, Cleveland, Ohio, has been 
incorporated with a capital stock of 
$10,000 by E. P. Schlosser, M. L. Har- 
rington, E. H. Rooke, W. C. Kelley 
and Joseph Hershey. 
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“Best” Stock Fountain 


The Sterling Foundry Company, 
Sterling, Ill., has recently put on the 
market the “Best” stock fountain. The 
company states that this fountain can 
be easily attached to a barrel or tank. 
All working parts are accessible with- 
out taking the fountain from the bar- 
rel or tank or drawing off the water. 
The connections of all working parts 
are made of brass. 

The valve seat, which is made of 
brass, is turned down and the valve 
is operated upward by the float. This 
method, it is pointed out, prevents 
moss or sediment from accumulating 
in the valve seat. 

The valve itself is a soft rubber ball 
which, after one side becomes worn, 
can be turned around, practically giv- 
ing a new valve. The amount of wa- 
ter in the tank can be easily regulated 
by adjusting either the float or the 
valve, it is claimed. 

The company calls special attention 
to the method in which these foun- 
tains are packed. They come to the 
dealer one fountain in a carton and 
six cartons in a case. This method of 
packing not only provides a neat pack- 
age with an attractive label that will 
look well on the shelves, but it saves 
time in delivery, as no further wrap- 
ping is necessary. This package con- 
tains one complete fountain with all 
parts and with the directions for at- 
taching, and is wrapped securely, 
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“Best” stock fountain 


ready to give to the customer. Another 
feature, the company states, is that the 
fountain is packed and taped at the 
factory, which prevents loss of parts. 

This company has also an attractive 
wall or window card for dealers who 
sell the “Best” fountain. 


Catalog of the Masbach 
Hardware Co. 


The Masbach Hardware Company, 
82-84 Warren Street, New York City, 
has recently issued a spring and sum- 
mer supplement to its catalog of gen- 
eral hardware. This catalog shows 
only those items which are used in 
the spring and summer months, such 
as screen hardware, hammocks, hooks 
and chains, awning hardware, fence- 
wire and staples, fence stretchers, rub- 
bish burners, hose fixtures and reels, 
fly traps, wheelbarrows and garden 
tools. 


THE FRANKLIN SHEET METAL 
Works, Franklin, Pa., will erect a 
plant to manufacture stovepipe, con- 
ductor pipe, gas furnaces, ornamental 
iron work, etc. F. J. Pickard is presi- 
dent. 


Improved Feather Duster 


The Dearborn Duster Company, 
Inc., Chicago, Ill., has recently put 
on the market a new improved feather 
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Improved feather duster with taped quills 


duster. In this duster a strip of tape 
is sewed to each side of the feather 
completely covering the quill so that 
it cannot scratch highly polished fur- 
niture, it is claimed, even when the 
feathers are broken at the tips. 

Two tapes are sewed to each feather 
by a machine that sews the two seams 
at once, it is claimed. This, the com- 
pany states, keeps down the cost to a 
point where these reinforced dusters 
can be sold at the price of other good 
dusters. 


Cronk Hedge Shears 


The Cronk & Carrier Mfg. Com- 
pany, Elmira, N. Y., manufactures 
Cronk hedge shears which the com- 
pany states are made of extra quality 
tool steel with 3-in. wrought steel 
ferrules and polished hardwood han- 
dles. A spring lock washer is used 
on these shears to keep the blades to- 
gether in proper cutting position. 

These shears .-are made in three 
sizes. No. 7 with a 7-in. cut lists for 
$10.80 per dozen; No. 8 with an 8-in. 
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Cronk hedge shear 


cut lists for $12 per dozen; and No. 
9 with a 9-in. cut lists for $14.40 per 
dozen. The net weight averages 
about 24 lb. per dozen. 


THE GENEVA CUTLERY COMPANY, 
Geneva, N. Y., manufacturer of 
razors, safety razors, strops, solid 
steel shears and cutlery specialties, 
will erect an addition to its plant. 
The new building will give approxi- 
mately 30,000 sq. ft. extra. 
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Smith & Wesson Spanish 
Catalog 


Smith & Wesson, Springfield, Mass., 
has recently issued a handsome new 
revolver catalog in Spanish. It is 
printed on an excellent quality paper 
and illustrated with very fine halftone 
engravings. To familiarize the Span- 
ish-speaking trade with the appear- 
ance of the cartons in which the re- 
volvers are packed, the labels that ap- 
pear on the cartons are reproduced in 
colors. This new catalog is bound in 
buff paper covers with a handsome il- 
lustration in colors reproduced from a 
painting. The catalog contains 32 


pages. 


“Wondertone” Phonograph 


The Wondertone Phonograph Com- 
pany,19 West Jackson Boulevard, Chi- 
cago, Ill., is offering for sale a new, 
all-metal phonograph, for which many 
distinctive features are claimed. The 
machine is compact, light and attrac- 
tive in appearance. It is equipped 
with three rubber-tipped feet to guard 
against the marring of table tops, etc. 

The frame is constructed of steel, 
enameled and grained in imitation of 
mahogany finish, and the design is 
neat and pleasing. It is built along 
the lines of the violin, the disk operat- 
ing above a metal sound box, which, it 
is claimed, improves the tone. 

















“Wondertone” phonograph 


The manufacturer claims the fol- 
lowing advantages for the “Wonder- 
tone”: It has a strong motor and will 
play two 10-in. records with one wind- 
ing; it is constructed entirely of 
metal, and is, therefore, more durable 
than one made of wood. It weighs 
only 9 lb. and can be packed in a 
small case and carried without trouble 
to dances or picnics. It takes the Co- 
lumbia steel needles—loud, medium 
and soft—and will adapt itself to any 
size room. It plays any 10 or 12-in. 
record and can be wound while in 
operation. 

The manufacturer is catering to the 
wants of those who desire an attrac- 
tive and practical talking machine at 
a reasonable price. The “Wondertone” 
retails at $12.50. ¢ 


THE BAUM IRON COMPANY and the 
Omaha Iron Store Company, 1209- 
1211 Harney Street, Omaha, Neb., 
have been consolidated under the 
name of the Omaha Baum Iron Store, 
Inc. The firm is a jobber of iron and 
steel carriage and wagon wood stock 
and heavy hardware, and a manv- 
facturer of buggy tops, etc. 
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“Trimo” Superior Pipe 
Wrenches 


The Trimont Mfg. Company, 55-71 
Armory Street, Roxbury, Mass., re- 
cently announced two new features in 

















“Trimo” pipe wrenches showing nut guards 


its “Trimo” superior pipe wrenches. 
These are nut guards and steel 
frames. The nut guards keep the 
wrench in adjustment by preventing 
accidental rotation of the nut in close 
quarter work. The steel frames are 
unbreakable and take the place of the 
cast iron malleable frames formerly 
used. 

The “Trimo” pipe wrench is made 
with wood handles in 4 sizes, 6, 8, 10 
and 14 in., and in steel handles it is 
made in all sizes from 6 to 48 in., 
inclusive. 

The company states that all 
“Trimo” pipe wrench parts are inter- 
changeable, and the inserted jaw in 
the handle may be readily replaced 
when worn, which increases to a great 
extent the efficiency of the tool. The 
movable jaw and nut are made with a 
round top and a bottom thread guar- 
anteed not to split or burr. 


Children’s Ve- 
hicles 


The Gendron Wheel Company, To- 
ledo, Ohio, manufactures model bi- 
cycles for men and women, but spe- 
cializes on juvenile bicycles and ve- 
hicles such as velocipedes, coaster 
wagons, hand cars and tricycles. 

The company calls special attention 


“Pioneer” 

















One of the “Pioneer” velocipedes 


to the “Pioneer” velocipedes. The 
one illustrated has a fork which is 
made of % x %-in. half-oval steel, 


with forward extension handle bars 
and natural finish wood grips. The 
frame is %-in. flat hard steel of high 
carbon which makes it very rigid, and 
it has a vulcanized fiber saddle. The 
frame and fork are finished in black 
enamel, thoroughly baked, and the 
wheels in baked red enamel. 

These vehicles are furnished in 
either steel tire wheels or with rub- 
ber tires and in four sizes with the 
front wheel 14 in., 16 in., 20 in., or 24 
in. They are packed regularly six of 
a size in a box, or they can be packed 
in assorted sizes at a slight additional 
cost. ‘ 


“Harvest King” Power 
Grindstone 


The Cleveland Stone Company, 
Cleveland, Ohio, has recently put on 
the market a new power grindstone, 
called the “Harvest King,” which is 
designed especially to appeal to the 
farmer. 

The first and most important fea- 
ture of this grinder, the company 
states, is the grindstone itself, which 
is 24 by 2-in. The second feature is 
the fact that this frame folds, and 
all that is necessary for the farmer 

















“Harvest King” power grindstone 


who buys it is to set it up by attach- 
ing one each of the four side braces. 
The third feature is the roller bear- 
ings made from cold-rolled steel shaft- 
ing that are ordinarily used only in 
higher-priced outfits. 

The grindstone was put on the mar- 
ket so that every man who has power 
available can have a power grindstone. 
The “Harvest King” is a substantial 
and at the same time popular-priced 
outfit, 

The frame, which is constructed of 
heavy angle steel, is 1% by 1% by 
3/16 in. and is strongly braced. A 
hand crank and drip cup are provided 
with each outfit. 

The frame is shipped folded com- 
plete and the stone crated separately 
to save freight. The regular price of 
this grindstone, which is 24 by 2-in. 
stone, and 12 by 2%-in. pulley, is 
$7.50. 


PaRKs & PARKS, INC., Troy, N. Y., 
has been incorporated to manufacture 
and sell hardware, brushes and house- 
hold specialties, and machines or de- 
vices for household use. The capital 
stock is $20,000. 


Hardware Age 


Gray Model “777” Engine 


The Gray Motor Company, Detroit, 
Mich., has recently put on the market 
a new gasoline engine called the Gray 
“777.” The name is derived from the 

















Gray model “777” engine 


fact that it is a 7-hp. engine and 
weighs only 777 lb. The greatest fea- 
tures of this new engine, the company 
claims, are that the weight in com- 
parison with other engines of the same 
horsepower manufactured by this com- 
pany has been cut in two and that 
the engine will deliver more power 
than it is rated at. It is designed es- 
pecially for farm work because it has 
enough power for any form of work 
except threshing, and because of its 
light weight it is as portable as the 
usual 2% or 3 hp. engine. 

Some of the features of this new 
model which the company points out 
are the inclosed crank case, which is 
oil-tight and dust-tight, pump feed 
lubrication, which uses very little oil, 
it is claimed. One oiling lasts a 
week’s continuous run. All working 
parts are inclosed and run continu- 
ously in a bath of oil. It has a wide 
range of speed and a close and quick- 
acting governor. It has mechanically 
operated valves with an automatic 
spark control. 


“Hamr-Handl”’ Screw 
Driver Display Board 


The Crescent Tool Company, 
Jamestown, N. Y., manufacturer of 
the “Hamr-Handl” screw driver has 
recently put on the market a new dis- 
play stand for this tool. 

















“Hamr-Handl” screw driver display board 


The “Hamr-Handl” screw driver 
may be used as an ordinary screw 
driver, and greatly increased leverage 
can be obtained by opening the fold- 
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ing T handle. A strong spring holds 
the handle in place in either position 
and one end of the handle is solid and 
can be used as a light hammer for 
starting screws. 

This new display easel is made of 
heavy cardboard, size 13 x 10 in. and 
weighs only 2% lb. when mounted 
with the tools. It is attractively fin- 
ished in colors, and in addition to sev- 
eral views showing the screw driver 
used as a hammer and two positions 
as a screw driver, it shows the screw 
driver itself with the handle both 
open and closed and displays the sel]- 
ing price prominently. 


The White “Kiddie-Kar” 


The H. C. White Company, North 
Bennington, Vt., manufactures the 
“Kiddie-Kar,” which, as its name im- 
plies, is a car for young children. 

The company states that the “Kid- 
die-Kar” was first intended solely for 
pushing about with the feet on the 
floor in the house. But where it has 
been used it has proved equally as 
satisfactory on the porch, the walk or 
wherever the youngster wanted to go. 

The “Kiddie-Kar” is absolutely 
safe, it is claimed, and almost inde- 

















The ‘‘Kiddie-Kar’” in use 


structible. It is handsomely finished 
in light orange color with red wheels. 
It keeps the youngsters out of mis- 
chief and develops their strength by 
harmless and pleasant exercise. It 
is claimed to be safe even for the 
youngster that can barely walk. 

The “Kiddie-Kar” is made in four 
sizes and retails from $1 to $3, accord- 
ing to size and locality. 


The “Tiny Whale” Power 
Spray 


The Crestline Manufacturing Com- 
pany, Crestline, Ohio, has put on the 
market a power sprayer called the 
“Tiny Whale.” It is furnished either 
with or without a gasoline engine. 
The company claims that in this pump 
there are no gears or complicated 
parts to give trouble. 

This pump is of a single acting dis- 
placement type with no leathers. The 
plunger is composed of Monel metal 
1 in. in diameter. It has a 5-in. stroke 
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The “Tiny Whale” spraying outfit complete with engine 


with 160 revolutions per minute direct 
from the countershaft. They are 
bronze ball % in. in diameter resting 
on replaceable bronze seats. There are 
but two valves in this pump. 

The agitator is of the rotary type, 
the company states, with a brush at- 
tached to one paddle which passes over 
the intake strainer and prevents clog- 
ging. The agitator shaft is attached 
to the shaft on the countershaft by 
means of bevel gears and runs at forty 
revolutions per minute which keeps 
the solid materials in the spraying 
constantly in suspension. 

The tank is built of selected cypress 
and built so strongly, it is claimed, 
that the operator can stand on the top 
of it to work if necessary. 

The engine furnished with this out- 
fit is a 1%-hp. jump spark, water- 
proof jacket, four cycle, hit or miss 
governor type. 

The “Tiny Whale” is intended pri- 
marily for a one-man outfit, the com- 
pany points out, but it is finished with 
a brass “Y” at the discharge at the 
rear so that two leads of hose may be 
used. 

An extension rod made of bamboo 
lined with seamless brass is furnished 
with this sprayer and will withstand 
any pressure, the company claims, up 
to 350 lb. No solder is used in this, 
the ends being fastened by brass 
clamps and so made that the brass 
parts can be inserted in the new bam- 
boo at a very small expense should 
the occasion require. The hose is two- 
grade corrugated, which is made espe- 
cially for this outfit and is guaranteed 
for one season. 


Electric Specialty Catalog 


The Lindstrom-Smith Company, 
Chicago, IIll., has recently issued a 
new catalog of “White Cross” elec- 
tric specialties. This catalog is well 
illustrated and printed and shows 
electric cooking utensils, horns, hair 
dryers, irons, fans, drink mixers, sign 
flashers, medical batteries and vi- 
brators. Many of the illustrations 
are shown in colors and the book is 
done in two colors throughout. 


Foster’s “Modern” Stove 


The Foster Stove Company, Iron- 
ton, Ohio, has recently put on the 
market Foster’s “Modern” stove 

















Foster’s “Modern” stove 


which is new rust-resisting American 
Ingot iron range. The iron of which 
this range is made is well known for 
its rust-resisting qualities and it is 
claimed by the manufacturer to be 
practically as good for the purpose as 
cast iron. The range body is made 
of No. 18 gage stock and the oven 
plates of No. 16 gage. 

The body of the range is lined with 
asbestos which prevents it from burn- 
ing out and confines the heat. This 
feature makes it economical in the 
burning of fuel, it is pointed out. 

It is made with 14, 16, 18 and 20-in. 

ovens and either square or with reser- 
voir. It has three key plates and six 
full size cooking holes on the top, and 
a neat, sanitary base that is finished 
in nickel-plate or plain black as de- 
sired. , 
The grates are duplex type and the 
fire linings, covers and centers are 
very heavy, it is claimed. The steel 
panels in the oven doors and high 
closet door can be furnished in white 
enamel at a small additional cost. 
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“Blue Bird’ Clothes Line 
Reel 


The Hugro Mfg. Company, Web- 
ster Building, Chicago, IIll., manufac- 
tures the “Blue Bird” clothes line reel, 





“Blue Bird” clothes line reel 


which is intended for indoor use. It 
is attached to one corner of whatever 
room the clothes are to be dried in, 
the line is drawn out and placed over 
the hooks, which are furnished free 
with each reel, and then the slacken- 
ing can be taken up by winding the 
handle and putting the ratchet into 
place. 

This reel is manufactured of high- 
grade re-annealed steel, it is claimed. 
The ratchet allows the line to be 
tightened to such a point that it will 
carry 40 lb. or more. It is furnished 
complete with screws and hooks ready 
to be attached to the woodwork and 
can be placed in position with an or- 
dinary screwdriver. It carries 36 ft. 
of tightly braided high-grade cord. 
It is guaranteed for 5 years and is 
packed one in a small carton ready for 
delivery. 


Stanley Wood-Marking 


Gage 


The Stanley Rule & Level Company, 
New Britain, Conn., has recently put 
on the market a new wood-marking 
gage, No. 65%. This gage is made of 
boxwood, highly polished. The thumb 
screws are brass and the bar is pro- 
tected by a brass shoe placed between 
the bar and the head. The head is 
oval in form and a brass plate is set 
in the face to prevent wear. 

At one end of the bar a tempered 
steel-marking point is inserted and in 
the other end a pencil. This last fea- 
ture, it is claimed, will be found very 
convenient. Both the marking point 
and pencil are securely fastened by 
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Stanley wood-marking gage 


screws, and can be adjusted for length 
and readily removed for sharpening. 

The bar is 8% in. long, and is grad- 
vated in 1/16 in. for 6 in. from the 
point. 


New Line of Lawn and Gar- 
den Sprinklers 


The Spray Engineering Company, 
93 Federal Street, Boston, Mass., has 
brought out a complete line of lawn 
and garden sprinklers. These are 
adapted to the various requirements 
of horticulturists and range from 
mist sprays for young, ‘tender turf 
and seedlings to big traveling sprink- 
lers for parks and commons. 

The new line is described in a 
brochure gotten out by the company 
and the discounts are such that the 
dealer should find the line profitable, 
it is claimed. 


Hummer” Junior 


Bicycle 


“Little 


T. B. Laycock Son & Co., 128 Indus- 
trial Building, Indianapolis, Ind., has 
recently put on the market a new juve- 
nile bicycle which, it is claimed, can be 
retailed for $8.75 and at the same time 
show a good profit to the dealer. 

The company states that this bicycle 
is intended for boys and girls from 
4 to 8 years old. It is 27 in. high with 
ball-bearing wheels and cushion-rub- 

















“Little Hummer” junior bicycle 


ber tires. The saddle has a leather 
top, and is of the adjustable, full- 
spring, cushion-comfort type. 

The handles are described as the 
regular motor-bike type, and the chain 
and pedals the same as are used on a 
full-sized bicycle. The frame of the 
“Little Hummer” is finished in bright 
red enamel. The wheels are black and 
the other parts are nickel-plated, in- 
cluding the handle bars, seat-post, seat 
trimmings, sprockets and cranks. 


Hardware Age 


Sink Dish’ Washer 


The Sink Dish Washer Company, 
Philadelphia, Pa., has put on the mar- 
ket a sink dish-washer outfit which 
consists of the washer itself, two wire 
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Sink dish-washer outfit 


drainer baskets, a sink strainer and a 
wire soap dish. 

The washer itself consists of a tube 
which is attached to the hot-water 
faucet and on the end of it is con- 
nected a perforated spray nozzle and 
a dish mop. It is equipped with a 
handle so that the hands do not come 
in contact with the hot water. 

In using this, one end of the washer 
is wet and pushed on the hot-water 
faucet. As the water is turned on it 
sprays through the tiny hole at the 
end of the nozzle which removes most 
of the grease from the dishes. The 
dishes are thoroughly cleansed by the 
use of the mop and by the constant 
stream of clean hot water. The little 
sink strainer is placed over the sink 
outlet and catches all material that 
might otherwise clog the outlet. 


Empire Red Hose 


The Empire Rubber & Tire Com- 
pany, Trenton, N. J., is manufactur- 
ing for 1916 the Empire red rubber 
molded garden hose. 

The company states that the red 
rubber used in this hose is live and 
resilient and that it contains no free 
sulphur to rot the hose and shorten 
its life. This hose is pliable and does 
not deteriorate prematurely, the com- 
pany states. Its construction prevents 
the kinking and cracking that start 
leaks. 

Empire red hose is sold only in 500- 
ft. lengths, which allows the dealer to 
cut off any length his customer wishes 
and leaves only one remnant instead 
of a number of short lengths. At 

















Empire red garden hose 


every foot on this hose is a smooth 
place. This makes measuring the 
hose an easy proposition and gives a 
smooth end on which to attach the 
fixtures. 
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White Mountain Refriger- 
ator Catalog 


The Maine Mfg. Company, Nashua, 
N. H., has recently issued a new cata- 
log of White Mountain refrigerators 
calling special attention to the quality 
construction of this line, which is ad- 
vertised as “The chest with the chill 
in 3%" 

It is printed on a special run of 
Bible paper which is very thin to per- 
mit mailing with a letter or statement 
without increasing postage. 

This attractive booklet illustrates 
and describes in detail the construction 
of the Duplex Grate, which is used in 
the White Mountain refrigerator, and 
takes item by item refrigerators with 
provision compartments in their spe- 
cial pure baked white; the one-piece 
seamless porcelain construction and 
the compartment made of genuine nat- 
ural stone from the quarry. The lat- 
ter is known as Stone White, and is 
used in the Stone White refrigerators. 
It is claimed by the company to be 
genuine stone cut at the quarry. 

This book is for distribution by 
dealers. 


Stewart Phonograph 


The Stewart Phonograph Corpora- 
tion has recently opened a large fac- 
tory in the Wells Street Bridge Build- 
ing, Chicago, for the production of 
phonographs on a large scale. This 




















The Stewart phonograph 


company is manufacturing the Stew- 
art phonograph, which is claimed to 
be essentially a high-grade machine, 
but which can be retailed at the low 
price of $5. 

The motor used in this phonograph 
is claimed to be practically a duplicate 
of that found in some of the highest- 
priced talking machines. The reso- 
nator also is of a very high grade, it 
is stated, and will produce a tone of 
exceptional quality. The phonograph 
will play any disc record of any size, 
and the claim is made that it will 
render perfectly the finest instrument- 
al or vocal records. 

The Stewart Phonograph Corpora- 
tion is headed by J. K. Stewart, who 
is the head of many large manufac- 
turing industries, the best known of 
which is perhaps the Stewart-Warner 
Speedometer Corporation, makers of 
the well-known Stewart automobile 
accessories. 

C. B. Smith is the treasurer of the 
Stewart Phonograph Corporation, and 
W. Z. Zucker is the secretary. 


Gasco “Garland” Stoves 


The Michigan Stove Company, 
Detroit, Mich., has recently put on 
the market the Gasco “Garland” stove 

















Gasco “Garland” stove 


which is a gas and coke range of extra 
capacity for artificial gas, coke, coal 
or wood. 

This stove is made in two styles. 
The one we illustrate has an elevated 
oven and broiler and warming closet 
and low oven and standard top for 
gas. It has a regulation fuel box with 
a base flue for kitchen heating. 

For use with gas it has four top 
burners and a simmerer. The ele- 
vated section with the combination 
oven and broiler and warming closet 
are for use with this fuel and the bak- 
ing oven below the top burner. A 
gas kindler is furnished for starting 
the coal fire. Two top cooking holes 
and a full size fuel box are provided 
with heavy cast linings and duplex 
grate for coke, coal, wood or refuse. 

The Gasco “Garland” with high 
shelf or without the elevated oven and 
broiler is also built throughout of 
heavy Wellsville polished steel, with 
full size gas oven and top and special 
base heating flue for coal. For gas it 
is equipped with four top burners and 
a simmerer and an 18-in. gas oven 
equipped with broiler burner if speci- 
fied. 

These two stoves were brought out, 
the company states, to give the con- 
veniences of a gas range and still per- 
mit the use of coal or coke for heat- 
ing purposes, or for burning paper or 
refuse. In the winter this stove can 
be used for heating by means of the 
special bottom flue. 


THE WINTER MFG. & EQUIPMENT 
CoMPANY, Sheboygan, Wis., has been 
organized to manufacture steel and 
frame filing cabinets, lockers, office 
appliances, etc., by E. A. Winter, R. 
H. Pfeiler and Arthur F. Winter, Jr. 
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Goshen Mfg. Co. Catalog 


The Goshen Mfg. Company, Goshen, 
Ind., has recently issued a new cata- 
log of ladders, lawn swings and porch 
furniture. This book is well printed 
and illustrated on a very good quality 
paper and shows a complete line of 
various kinds of step, sectional and 
extension ladders. Half of the cata- 
log is devoted to porch furniture and 
lawn swings, many of which are illus- 
trated in colors. 


“Premier” 50-Shot Cap Pis- 
tol 


The Kilfore Mfg. Company, Home- 
stead, Pa., has put on the market the 
“Premier” 50-shot cap pistol which, 
the company claims, shoots 50 times 
with one loading and gives 50 loud re- 
ports one after the other as fast as 
the trigger can be pulled. 

The ammunition used in this pistol 
is a roll of harmless paper caps. In 
operating the pistol the roll of caps is 
inclosed within the iron magazine, 
which prevents all danger, the com- 
pany points out. 

The “Premier” is made strongly and 
durably of iron. It is assembled with 
screws and can be taken apart and 
reassembled in a few moments. It 
breaks to load and looks and works 
like a real revolver. It is finished in 
silver aluminum. 

These revolvers are packed one to 
the box, % gross to the case, and the 


























“Premier” 50-shot cap pistol 


revolver retails for 25c. The ammuni- 
tion for the “Premier” is packed five 
50-shot rolls to the box, and retails 
for 5c. a box. 


The W. H. Compton Shear Com- 
pany, Newark, N. J., has made plans 
to erect another four-story daylight 
factory on Camden Street adjacent to 
its present building. The new struc- 
ture will have a frontage of about 75 
ft. and will be constructed for excep- 
tionally heavy floor loads. A partic- 
ular feature will be an outside fire 
tower, similar in design and construc- 
tion to one on another building in 
Newark which last winter was the es- 
sential feature in saving hundreds of 
lives. It is expected that the new 
building will be completed about 
March 1. 


THE CANADIAN EVERREADY WORKS, 
manufacturers of flashlights and bat- 
teries, have moved to the new Pur-. 
man Building, 263, 265, 267 Adelaide 
Street West, Toronto, Ont. 











Au-To Air Compressor 


The Au-To Compressor Company, 
Wilmington, Ohio, has put on the 
market the Au-To air compressor 
which is designed especially for auto- 
mobile garages, electric motor clean- 
ing, water systems, machine shops, 
foundries and other purposes requir- 
ing not over 13 cu. ft. of free air per 
min. at a pressure which will not ex- 
ceed 300 Ib. 

All bushings and bearings of this 
device are made of bronze, the com- 
pany states, and both the crankshaft 
and connecting rod are of the best 
quality forged steel. There is a per- 
fect balance maintained between the 
tight and loose pulley on one side and 
the fly wheel on the other. 

The company states that this com- 
pressor is made of all metal with no 
leather packing or washers to wear 
out. It is ajr-cooled, which eliminates 
all freezing and all trouble from tanks, 
water jackets or pipe connections. 

















“Au-To” air compressor 


The location of the pipes in the crank- 
- ease, which permits the fanning proc- 
ess both inside and out, enables the 
Au-To air compressor, it is claimed, to 





develop its remarkable speed and pres- 
sure without heating. The valves are 
easily removable by taking out only 
five bolts and without breaking any 
pipe connections. 


“Service” Blow-out Patch 


The Strauss Service System, 37-39- 
41 West Vermont Street, Indianapolis, 
Ind., has placed on the market a 
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“Service” blow-out patch 


“Service” blow-out patch for which it 
claims many distinctive advantages, 
as follows: 

The patch is constructed from a suc- 
cessful combination of chrome leather 
and high-grade tire fabric, and it is 
stronger, in fact, than the tire itself. 
Flaps under the beads of the tire hold 
the patch perfectly in place when the 
tire is inflated and they will not be- 
come displaced even though the tire is 
weak at the point of contact. The 
fabric is self-cementing and can be 
easily applied on the road or in the 
home garage. 

The chemical treatment of the 
chrome leather renders it practically 
rot-proof, and its toughness makes 
puncturing almost impossible. The 
company claims that the worst blow- 
outs can be_ successfully repaired 
with this patch, and guarantees to re- 
place, free of charge, any “Service” 
blow-out patch that blows out under 
any conditions imposed on it. 

The patches are list-priced as fol- 
lows: 3-in., 60c; 3%-in., 70c; 4-in., 
80c; 4%-in., $1, and 5-in., $1.20. 
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“Hawkeye” Tonneau Refrig- 
erator Basket 


The Burlington Basket Company, 
Burlington, Iowa, has put on the mar- 
ket a line of refrigerator baskets de- 
signed to keep food ice cold. One of 
the most distinctive of these is the 
“Hawkeye” tonneau refrigerator bas- 
ket, which is made narrow and tall so 
it can be stored under the coat rail or 
in practically any place in the ton- 
neau of an automobile without being 
cumbersome or in the way of the oc- 
cupants of the car. 

In describing this the company 
states that it is built like a first-class 
refrigerator. The outside is made of 
imported reed and next to this are 
several layers of very good quality 
insulating material. The inner lining 
is highly polished nickel-plated zinc 
with a removable ice compartment. 
The cover is claimed to be of the best 

















“Hawkeye” tonneau refrigerator basket 


quality hardwood finished in a dark 
forest green. The bottom is hard- 
wood covered with two coats of min- 
eral paint. It is claimed that a small 
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piece of ice will keep the contents 
cold for 24 hr. 

The company states that this basket 
is light, neat and durable. It is made 
in two sizes. No. 1 is 21-in. long and 
10 in. wide and 12 in. deep. It lists 
for $9.25. No. 2 is 22 in. by 10 in. by 
14% in., and lists for $138. The com- 
pany can also furnish a dull finish 
rubber cover for this basket for $2.50. 


“Newtype” Spotlight 


The Wood Mfg. Company, Fairfield, 
Conn., originator of the “‘Newtype” 
spotlight and the combination mirror 
and spotlight, has just put on the mar- 
ket a new universal bracket which will 
fit any windshield, square, round or 
oblong. For this reason, it is pointed 
out, the dealers and jobbers will not 
be required to stock a great many dif- 
ferent models of brackets. 

The “Newtype” headlights for 1916 
are made so that they can be adjusted 
at any angle desired on the road. The 
reflectors in these lights will be de- 
signed for the latest type nitrogen 
bulbs and will not throw rings or spots. 
These will also have special dimming 
features. A special bulb can be used 
on Ford cars to be lighted from the 

















“Newtype” spotlight showing rear-view 


mirror 


magneto, which is so powerful, it is 
claimed, that it will light a cigarette 
almost instantly by holding it directly 
in front of the spotlight. 


New Evinrude Row-Boat 
Motor 


The Evinrude Motor Company, Mil- 
waukee, has placed on the market a 
two-cylinder, four-cycle detachable 
row-boat motor. 

This motor has heretofore been ob- 
tainable only in the single-cylinder 
form, but as the use of out-board mo- 
tors spread and boat builders began to 
design hulls especially for detachable 
motors, there has sprung up an in- 
sistent demand for a more powerful 
and speedier motor. This demand, the 
company claims, is met by a two-cylin- 
der, four-cycle motor. 

The starting is very easy, the mo- 
tor “picks up” quickly, runs very 
smoothly and almost as quietly as an 
electric motor. 

By means of the “butterfly” valve in 
the carburetor, it is claimed that the 
speed can be throttled down as low as 
one mile an hour, without “choking” 
or “gasping.” 


The same system of mixing the 
lubrication with the gasoline, found 
in the single-cylinder models, is em- 

















Evinrude four-cycle twin-cylinder detach- 
able row boat motor 

ployed. The gasoline consumption is 

very economical. It is stated that less 

fuel per horsepower is used than is re- 

quired by the single-cylinder type. 

The single-cylinder Evinrudes will, 
by no means, be abandoned, and a 
complete line will be offered. 

Through extensive experiments in 
pistons and piston rings, the number 
of revolutions has been materially 
increased, with a consequent increase 
in speed. 

The Evinrude features, such as the 
Evinrude magnetic, the automatic re- 
verse and new safeguards and im- 
provements will be found on the vari- 
ous 1916 models. 


Clear View Rain Guard 


The Clear View Rain Guard Com- 
pany, 205 West Lombard Street, Bal- 
timore, Md., has recently put on the 
market the Clear View rain guard, 
which consists of a flexible transpar- 
ent strip clipped to the top glass of 
the windshield. This device, the 
company states, prevents. the rain 























Clear view rain guard 


which collects on the glass and runs 
down to the crack from being forced 
by the movement of the air into the 
car through the crack between the 
upper and lower glass. The harder 
the rain beats against it, the company 
states, the more water-tight it be- 
comes, because the pressure becomes 
greater. It is absolutely transparent, 
it is claimed, and there is nothing 
about it to obstruct the driver’s view. 
The retail price is $1. 
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“Peco” Series Plug 


The Power & Efficiency Company, 
Trenton, N. J., has put on the market 
the “Peco” series plug for two-point 
motor ignition, which is connected by 
a piece of high tension wire to any 
ordinary plug and causes two simul- 
taneous sparks in the cylinder. This 
is claimed by the manufacturer to con- 
sume practically all the fuel, thereby 
increasing the power at a saving in 
fuel in addition to causing the motor 
to run more smoothly. 

It is claimed that the insulation in 
the series plug is absolutely non- 
static, and that it exerts no undue in- 
fluence on the current. Both sparks 
are claimed to be as strong as a 
single spark in an ordinary plug. 


New York Coil Co. Ignition 
System - 


The New York Coil Company, of 
338 Pearl Street, New York City, has 
just placed on the market a battery 
ignition system for causing all 
straight high-tension magnetos to de- 
liver a vibrating spark for starting. 

As the switch is furnished separate 

















Ignition system of the New York Coil 
Company 


(with wires attached) it may be placed 
on the driver’s side of the dash, allow- 
ing the special vibrator to be installed 
on the engine side of dash in any po- 
sition or location most convenient. 

This company has also placed on 
the market recently a line of trans- 
former coils for low-tension magnetos. 
These coils are furnished in both ver- 
tical and horizontal mountings, and 
contain a winding which the makers 
guarantee indefinitely. These coils 
will produce a 1-in. spark when the 
magneto switch is turned on the bat- 
tery side. The list price is $8. 


“Utility” Products 


The Lakeside Forge Company, Erie, 
Pa., has put on the market the “Util- 
ity” socket wrench set, which consists 
of three wrenches and two handles 
which the company claims will adjust 
themselves automatically to all shapes 
and kinds of nuts. There are no 
screws to manipulate nor parts to get 
out of order. 

Each of these wrenches is made of 
a barrel of the best high-grade Shelby 
cold-rolled tubing, and inside it are 
two drop-forged and case-hardened 
jaws constructed in such a manner 
that they can be adjusted to a variety 
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of sizes and that grip securely any 
kind of a nut. 

This set, it is claimed, will take any 
hex nuts from 5/16 to % in., and any 
square nut from % in. to 13/16 in. It 




















At the top, the “Utility” demountable rim 
wrench; below, the “Utility” socket 
wrench set 


will take all the nuts used in automo- 
bile work, it is further claimed, and it 
will securely grip hexagon nuts, 
square nuts, wing nuts, cock nuts and 
nuts rounded or distorted by the use 
of other wrenches. It cannot slip and 
bruise the fingers of workmen. The 
company states the jaws have rigid 
bearing on four sides and the more 
pressure that is applied the harder the 
jaws grasp the nut. Furthermore, it 
is claimed, a utility wrench will not 
mutilate or round the corners of nuts 
or bolts, even those made of brass. 

The “Utility” wrench set, complete 
with handle and packed in a brown 
canvas bag, retails for $2.50. 

A special detachable brace can be 
furnished with this combination that 
can instantly be attached to any one 
of the socket wrenches. This allows 
the operator to exert a great deal 
more force than with the handles reg- 
ularly provided. 

The “Utility” combination socket 
wrench set, complete with the two 
handles and with this extra brace, re- 
tails for $3.50. 

Another new device manufactured 
by this company is the “Utility” de- 
mountable rim wrench, which is de- 
signed especially for removing all 
nuts used in connection with all kinds 
of demountable rims, the company 
states, and that can be utilized for 
other purposes in addition to this. 

The wrench itself is of the same 
type of those used in the “Utility” 
socket wrench set, and can be adjusted 
to many sizes. When not in use the 
wrench folds up so that it can be 
carried in a tool box. The retail price 
of this tool is $1.50. 


Specialties for Ford Cars 


The Walker Mfg. Company, Ra- 
cine, Wis., has placed on the market 
the Walker double cantilever springs 
for Ford cars. By means of these 
springs it is claimed that the thrust 
of the wheels against the body of the 
car is so softened that while the 
wheels and axle are in continuous vi- 
bration the car body is free from jolt 
or jar. The claim is made that the 
pull of the levers on the coil springs 


is so smooth and flexible that road 
shocks are absorbed and not trans- 
mitted to the car seats. 

The springs can be fitted to any 
Ford car without the necessity of 
special tools. They retail at $8 per 
set of four for touring or roadster 
type of Ford car. 

Another device recently placed on 
the market by this company is the 
Walker “Steer-ezer.” This simple ac- 
cessory is claimed to solve the Ford 
steering problem, making the Ford as 
easy to steer as the more expensive 
cars equipped with irreversible steer- 
ing gear. on 

Two strong, reciprocating coiled 
springs, it is claimed, take up the side 
play and render driving easy. There 
is nothing about the “Steer-ezer” to 
break or wear out, and it is said to 
keep a car running straight no matter 
how rough the road may be. Any ac- 
cident which might injure any part 
of the “Steer-ezer” could not, it is 
claimed, affect the safety of the car, 
since the “Steer-ezer’”’ does not re- 
place or interfere with any part of 
the regular Ford steering equipment. 


























top—Walker double contilever 
Center—Walker running board 
Below—Walker “Steer-ezer’ 


At the 
springs. 

brace. 
It simply increases its strength, ef- 
ficiency and convenience. The device 
is extremely simple, easy to attach, 
and sells at $3.75. 

The Walker running board brace 
for Ford cars is also a recent product 
of the company, which is claimed to 
eliminate much of the shake and rattle 
of the car and to absolutely prevent 
sagging of the running boards. The 
brace consists of two malleable iron 
brackets which fasten to the regular 
bolts on the Ford running board. An 
auxiliary rod runs from bracket to 
bracket, directly under the regular 
Ford cross rod, with a clamp in the 
center connecting the two rods, form- 
ing a perfect truss. 

These braces come in sets, each set 
consisting of four brackets, two rods, 
and two clamps. One set is claimed 
to be sufficient to absolutely prevent 
sagging of the running boards. They 
can easily be attached to any Ford car 
in a few minutes, and are manufac- 
tured to retail at $2 per set. 


Standard Speedometers 


The Standard Thermometer Com- 
pany, Boston, Mass., is now offering 
two distinct types of speedometers— 
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the Ford type and the Chevrolet 
“Four-Ninety” type. There is no dif- 
ference between these two types in 
respect to the speed and distance- 
measuring parts. The only difference, 
the company points out, is in the form 
of the case and the method of installa- 
tion on the dash or control board. 

In the Ford type the supporting 
flange is at the rear of the case, and 
is provided with three projections or 
ears by which it may be screwed to 
the back of the Ford dash. The re-set 
button is placed at the upper right- 
hand side of the front of the case. 
The case is finished in black enamel. 

In the Chevrolet “Four-Ninety” 
type, the supporting flange is placed 
at the extreme front of the case in or- 
der to provide for flush mounting on 
the control board. All portions of the 
case and supporting flange visible are 
finished in heavy nickel plate, and the 
re-set button projects from the upper 
right-hand corner and a portion of the 
flange. 

The actuating principle of the 
Standard Speedometer is of centrifu- 
gal force. One interesting and valu- 
able feature of the Standard Speedom- 
eter, the company points out, is that 
the scale divisions are of uniform 
length throughout the range of speed, 
which enables the driver to tell at a 
glance the speed at which the car is 
moving. 

The Standard Speedometers are 
equipped with an accurate and ingen- 
ious trip re-set device which can be set 
to zero in five seconds, it is claimed. 
One complete turn of the trip re-set 
button will move the trip-indicating 
ring 10 miles in either direction—and 
as the trip dial does not have to be 
re-set more than 50 miles, the re-set 
button does not have to be moved more 
than five turns. 

For attachment to a Ford car a spe- 
cial steel adjustment bracket is fur- 
nished. The right-hand spindle nut is 
removed and a special nut furnished 
with the speedometer screwed on, the 
steel speedometer bracket is slid on 

















One of the speedometers made by Stand- 
ard Thermometer Company 


and locked on with the original spindle 
nut furnished with the car. 

The list price on the Ford type 
standard Ford drive is $12. The Ford 
type Standard pivot-joint drive $14, 
and the Chevrolet “Four-Ninety” type 
$15. 
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“Bethlehem” Heavy Duty 
Service Spark Plug 


The Silvex Company, 171 Madison 
Avenue, New York City, has recently 
announced the production of a new 
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“Bethlehem” spark plugs for heavy duty 


type of “Bethlehem” five-point spark 
plug. 

This plug, the company states, is de- 
signed for heavy duty service in motor- 
boats, motor trucks, tractors and aero- 
planes, and is known as the type “K” 
plug. 

This plug is offered in both porce- 
lain and mica insulation. It embodies 
the “Bethlehem” five-point feature and 
carries with it the usual “Bethlehem” 
guarantee for the life of the motor. 


“Master” Spark Plugs 


The Hartford Machine Screw Com- 
pany, Hartford, Conn., has recently 
announced that a new insulating ma- 
terial has been adopted as standard in 
all “Master” spark plugs. This con- 
cern has been using a very high grade 
of porcelain, but though this is a fine 
insulating material it has its limita- 
tions and will often break under ex- 
treme heat or cold. 7 

This new material, the company 
states, is somewhat similar in appear- 
ance to porcelain, though it is grayish 
in color and has not quite such a 
glossy appearance. Under the most 
severe strains, both due to extremes of 
heat and cold and electricity, it has 
shown itself to be very much superior 
to any other insulating material the 
company has used. 


New Sizes of “Tire-Doh” 


The Atlas Auto Supply Company, 
which has recently moved into a new 
three-story building at 656-660 West 
Austin Avenue, Chicago, IIl., has put 
on the market “Junior Tire-Doh,” a 
new outfit that retails for 50 cents. 

“Tire-Doh” is used for the repair- 
ing of inner tubes for anything from 
a pin-point puncture to a large tear. 
“Tire-Doh” can also be used for other 
repairs, such as the re-seating of 


valve stems and the filling of cuts and 
sand blisters in casings. 
The “Tire-Doh” outfit consists of a 





can of “Tire-Doh” cement, com- 
pounded by a special process, and a 
can of “Tire-Doh,” which is a plastic 
rubbery compound of about the con- 
sistency of putty. It hardens in a 
very few minutes after using and be- 
comes as tough and elastic as the 
best rubber, the company claims. No 
heat or tools are required in making 
repairs with “Tire-Doh.” 

“Tire-Doh” was formerly sold for 
$1, but this new “Junior” outfit re- 
tails for 50 cents. In addition to this, 
“Tire-Doh” cement is now sold in a 
4 oz. can for 25 cents, and the “Tire- 
Doh” alone in 2 oz. cans at 50 cents. 


“Indestructo” Jiffy Jack 


The Jiffy Jack Company, Cleveland, 
Ohio, has recently placed on the mar- 
ket the “Indestructo” jack which is in- 
tended for heavy duty and for use un- 
der any private pleasure car. The 
plunging lever, including the lifting 
saddle and the auxiliary lifting step, 
are cast in one solid piece. The special 
“jiffy” feature is the automatic drop 
of the lifting plunger as soon as it is 
released from the load of the car. 
However, while under load the lifting 
pawls are locked on the plunger so 
that it is impossible for the jack to 

















“Indestructo” jiffy jack 


collapse against the will of the oper- 
ator. 

An especially desirable feature, the 
company claims, is the extra large 
base of the jack. This is especially 
useful in repair shops, as it will hold 
the car up securely without the dan- 
ger of falling over. 

The fulcrum is short and powerful, 
insuring exceedingly light and easy 
lift. The jack has a normal capacity 
for lifting 2000 Ib., but can be over- 
loaded to 4000 lb., or even more. It 
stands 11% in. high. It will lift to a 
maximum of 18 in. The auxiliary step 
starts to lift at the height of 7 in., and 


will raise about 7 in. more. It retails 
at $2.50. 
Water and Weatherproof 


Batteries 


The United Battery Corp., Brooklyn, 
N. Y., has recently placed on the mar- 
ket a new dry battery which, it is 
claimed, is absolutely waterproof and 
impervious to harmful climatic condi- 
tions. 

This has been brought about, the 
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company states, by sealing the zinc 
cup within the outer waterproof con- 
tainer. The cell itself is coated with 
a special varnish, which is in itself 
impervious to moisture and forms also 
an insulative coating. In addition to 
this, it is pointed out, a jacket of as- 
bestos is placed around the zinc con- 
tainer providing a protective covering 
which is a non-conductor of heat. 


“Ever-Ready” Guarantee 
Carbon Remover 


The Southwestern Sales Company, 
4061 Easton Avenue, St. Louis, Mo., 
has put on the market the “Ever- 
Ready” guaranteed carbon remover, 
which the company describes as a 
liquid which, when heated, is im- 
mediately converted into gases which 
completely destroy the asphaltum 
contained in the carbon deposit which 
accumulates in automobile cylinders. 
It leaves only a black powder or soot, 
which is blown from the exhaust when 
the motor is started. 

The company points out that this 
product contains no acid, is not in- 
jurious to human flesh, and cannot 
possibly injure metal of any kind. 
The use of the “Ever-Ready” carbon 
remover every thirty days or six 
weeks, the company states, will keep 
a motor free from carbon and add to 
its life and efficiency. 

The price of a can of this carbon re- 
mover is $2.50, and it is guaranteed 
to contain enough to clean the carbon 
from a four-cylinder gasoline engine 
three times. 


“Easybak” Cushion 


The Holden Mfg. Company, St. Paul, 
Minn., is manufacturing a new acces- 
sory called “Easybak,” which is a spe- 
cially designed upholstered cushion to 
fill the extra space in the automobile 
seat to allow medium and small people 
to sit in a comfortable position while 
driving a car. 

The company states that automobile 
seats have to be built to accommodate 
large people, which deprives the per- 
son of average size of a really satis- 
factory seat. The “Easybak” fills up 
the extra space. 

“Easybak” No. 2, which is illustrat- 
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“Easybak” cushion for comfortable driv- 
ing 
ed herewith, eliminates the square an- 
gle in automobile seats and provides a 
comfortable sloping support from the 
middle of the back down to the seat. 
This company also makes two other 
designs that can be secured in either 
genuine or imitation leather. 
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Atwater Kent Ignition Sys- 
tem for Fords 


The Atwater Kent Mfg. Works, 
4937 Stenton Avenue, Wayne Junc- 
tion, Philadelphia, Pa., has placed on 
the market the Type “K-2” ignition 
system for Ford cars. 

This device can easily be mounted 
on the Ford motor and furnishes a 
single, hot, heavy spark which occurs 
in mathematical precision in each cyl- 
inder whether the engine is merely be- 
ing turned over by the crank or is 
running at forty miles an hour. 

It is claimed that this device enables 
the driver to throttle down the engine 
and run at three or four miles an hour 
in high grade steadily and quietly. 
The motor also becomes self-regulat- 
ing, it is pointed out. The spark lever 
may be forgotten and the motor con- 
trolled by the throttle alone, adapting 
itself perfectly to road conditions. 
The slightest change in speed ad- 
vances or retards the spark just the 
proper amount, it is claimed, so that 
the spark is always timed with math- 
ematical precison. 

The Atwater Kent ignition system 
is provided either with a plate switch 
coil or with a kick switch coil. The 
kick sfitch may be operated with the 
foot and all the current-carrying parts 

















Atwater Kent ignition system for Fords 


are enclosed. The simpler plate switch 
can be furnished at a somewhat lower 
price. 


The Stewart Starter for 
Ford Cars 


The Stewart-Warner Speedometer 
Corporation, Chicago, Ill., has recently 
put on the market the Stewart starter 
for Ford cars. It is of the compressed 
air tyne and cranks the motor from 
the front end of the crankshaft in the 
same manner it would be cranked by 
hand. The motor is started by merely 
pressing the pedal, which is installed 
on the footboard. 

In describing this device the com- 
pany states that it consists of four 
units, the cranking unit, or starting 
motor; an air pump, an air-control 
valve and an air reservoir. 

The starter motor or cranking unit 
is an air-tight chamber, which is cir- 
cular in form and which replaces the 
crank handle. A shaft passes through 
this cylinder, which engages the mo- 
tor shaft in the same manner in 
which the crank-handle shaft does. 
Within the cylinder is a stationary 
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CHOKER LEVER TO CARBU- 
RETOR TO MAKE STARTING 
EASY IN COLD WEATHER 























Method of installing Stewart starter for Ford cars 


head and a revolving valve, which is 
attached to the shaft. 

The air pump, which maintains the 
pressure of 200 lb. in the compressed 
air tank and which is used for oper- 
ating the starter, is of special design 
and is driven from an eccentric in- 
stalled on the end of the time-gear 
shaft. When air is used for starting 
the pressure in the reservoir falls be- 
low 200 lb., the pressure on the cut- 
out diaphragm is relieved and the in- 
take valve opens automatically, per- 
mitting the pump to operate and force 
air into the tank until the 200-lb. 
limit is again reached. 

The air tank is placed directly un- 
derneath the body of the car and is 
carried in brackets attached to the 
frame. An attachment is also fur- 
nished, with which the tires can be 
inflated from the compressed-air tank. 
The price of the Stewart starter is 
$40. 


Thompson Hose Clamps 


The Newark Stamping Company, 
Newark, Ohio, has put on the market 
the Thompson indestructible hose 
clamps which the company claims, can 
never be distorted when they are be- 
ing removed from old hose. They re- 
tain their original shape and have just 
as sure a bite when put on the next 
time. 

These clamps are made in three 

















Thompson hose clamp 


pieces, one piece goes two-thirds of 
the way around the hose, as shown in 
the accompanying illustration. The 
second piece hooks in the end of this 
piece and is continued the remaining 
distance around the hose and has a 


tongue which covers the gap between 
the two ends. The hose is fastened 
with the third piece, which is a small 
bolt. 


Competition Tire Cover 


The Premier Auto Novelty Mfg. 
Company, Inc., 375-377 West Broad- 

















Competition tire cover 


way, New York City, manufactures 
tire covers, radiator covers, automo- 
bile fabric supplies, wind shields and 
automobile seat covers. 

- The competition tire cover manu- 
factured by this company is a full 
12-button tire cover, which the com- 
pany guarantees to be waterproof. It 
is made in sizes for 28, 30 x 3 and 3%- 
in. only in plain and demountable rim 
tires. It is made to sell at an ex- 
tremely low price and still shows a 
good profit to the dealer, it is claimed. 


THE TOLEDO STEEL WRENCH & TOOL 
CoMPANY, Toledo, Ohio, has been in- 
corporated with a capital stock of 
$75,000 by John W. Rabb, C. D. Wil- 
son, Charles J. Alwood and others, to 
manufacture wrenches and tools. 


THe KEASEY MFG. COMPANY, Fos- 
toria, Ohio, will increase its capital 
stock from $25,000 to $50,000 in order 
to enlarge its plant and add hangers 
and shafting to its present product of 
wooden pulleys. 
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On Those New Garages 


will 
Permit Closing Doors Tightly 


10—24 and 36-inch sizes. 

Equipped with Stanley Patented Ball Bearing Washers. 

No. 1457—10 and 24-inch ornamental strap; 1 1/16-inch 
offset for wood. 

No. 1458—36-inch corrugated strap; 1 1/16-inch offset 
for wood. 

No. 1459—36-inch corrugated strap; 24-inch offset for 
brick and concrete. 


Made of highest quality Wrought Steel, designed to meet 
the requirements of heavy garage doors. The Ball 
Bearing Washers allow the door to swing smoothly and 
easily, and are so constructed that the case hardened tool 
steel bearings are protected from dust and moisture, 
making oiling unnecessary. Each bearing will support 
a crushing weight of 2000 pounds. 

We manufacture complete “Trim” for the garage door, 
and shall send catalog ““W” on request. 

There will be a heavy demand for Garage Hardware dur- 
ing the coming spring. Order now and insure price and 
delivery. | 


Stanley Products have received the Highest Award, 
Medal of Honor, at the Panama-Pacific Exposition. 
Our First Medal was received 60 years ago. 

SEE PAGE 153 





NEW YORK CHICAGO 


HINGE HEADQUARTERS 












Washer 
Taken Apart 
to Show 
Construction 
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NOTES OF THE RETAIL HARDWARE TRADE 


EUFAULA, ALA.—The Eufaula Hardware Company has 
been incorporated by H. C. Holleman, president; S. A. Bulloch, 
vice-president; A. C. Mitchell, secretary and treasurer, and 
J. W. Drewry, to conduct both a wholesale and retail business 
in the following, on which catalogs are requested: Baseball 
goods, belting and packing, buggy whips, builders’ hardware, 
children’s vehicles, churns, cream separators, crockery and 
glassware, cutlery, dairy supplies, dog collars, dynamite, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, pumps, ranges and cook stoves, refrigerators, shelf 
hardware, silverware and sporting goods. 


LOS BANOS, CAL.—W. R. Bibby is now in charge of the 
hardware store of John A. Bell. 


ST. ANNE, ILL.—A. R. Tunks has disposed of his hard- 
ware stock of automobile accessories, fishing tackle, ham- 
mocks and tents, lubricating oils, builders’ hardware, etc., to 
Myers & Mitchell. 


VINCENNES, IND.—The business of E. H. Smith & Son 
will in future be conducted by F. Allyn Smith, junior member, 
under the title of the Smith Hardware Store. Catalogs re- 
quested on queensware, lamps, kitchen specialties and elec- 
trical household specialties. 


BODE, IOWA.—J. G. Hanson has succeeded Nasby & Han- 
n. 


BOONE, IOWA.—R. M. Zenor has started in the hardware 
business at 913 West Third Street, and will deal in the fol- 
lowing: Automobile accessories, builders’ hardware, building 
paper, churns, cream separators, cutlery, dairy supplies, dog 
eollars, fishing tackle, gasoline engines, paints, oils, varnishes 
and glass, ranges and cook stoves, shelf hardware, tin shop 
and washing machines. Catalogs requested on electric and 
power washers and gas ranges. 

CRESCO, IOWA.—The firm of Lomas & Farnsworth ha 
been succeeded by the Lomas Hardware Company. F. B. 
Lomas will be manager. The business was established by 
T. J. Lomas in 1873, and has been continued under his name 
ever since. 

GREENFIELD, IOWA.—Smith & Otis have sold their im- 
plement stock to Kordick & Shreves. 

KAMRAR, IOWA.—F. A. Welp is now in charge of the 
Hassebrock & Son hardware business. 

NEW LONDON, IOWA.—Wright & Holland have pur- 
chased the stock of W. J. Walker. 


ODEBOLT, IOWA.—George Mattes has been admitted as a 


partner in the firm of Joseph Mattes & Son. New display 
fixtures have been installed and a display room opened. 
Catalogs requested covering automobile tires and builders’ 
hardware. 

RIPPEY, IOWA.—Van Horn & Son have sold their stock 
of bathroom fixtures, belting and packing, mechanics’ tools, 
cream separators, etc., to George W. Fouch. 


ROCK RAPIDS, IOWA.—The stock of C. F. Lyon has been 
bought by Katt & Lohmann, who request catalogs on build- 
ers’ hardware, washing machines and lubricating oils. The 
te owners have put in shelving and show cases in their 
store. 

SEARVILLE, IOWA.—The Searville Hardware Company 
is purchaser of the Folker Brothers’ hardware stock. 


SHELBY, IOWA.—The R. A. Esington Implement Com- 
pany has been established, carrying a line of cream separ- 
ators, heavy farm implements, heavy hardware, gasoline 
engines, lubricating oils, pumps, wagons and buggies and 
power washing machines. Catalogs requested on gasoline 
engines, feed grinders and power washers. 


WHITING, IOWA.—W. R. Barnard has discontinued the 
hardware and furniture business. 


NESS CITY, KAN.—The Thompson Hardware Company is 
building a 30-ft. extension to its present quarters. 


NORTH TOPEKA, KAN.—Graber & Breitenstein have re- 
cently bought the Henry Hardware Company. 


KENNETT, MO.—The Ward Mercantile Company is put- 
ting in a hardware store in the Odd Fellows Building. When 
Se it will house a stock of the following, on which 
cata are requested: Bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, crockery and 
glassware, cutlery, dairy supplies, dog collars, hammocks and 
tents, harness, heating stoves, heavy farm implements, heavy 
hardware, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, poultry supplies, prepared roofing, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, toys and games, 
wagons and buggies and washing machines. 

ST. JAMES, MO.—J. ¥. Burge, senior partner of the firm 
of Bur & Weger, has retired from the hardware business. 
and sold his interest to J. W. Weger, who will continue it 
under his own name. 

BENSON, NEB.—P. E. ye wl has sold his interest in 
the hardware and implement business of Meisinger & Spring 
to C. O. Hurd, and the name has been changed to Spring & 
Hurd. The stock has been increased by a line of paints, glass 
and furnaces. 

SPRINGFIELD, OHIO.—Graham Brothers have opened an 
implement store here. 

NEWKI OKLA.—Frank S. Frick, who has conducted a 
hardware and implement business at Kildare for the t 
eighteen years, has opened a store here, and will deal in 
automobile accessories, bu whips, builders’ hardware, 
churns, cream ‘separators, cutlery, dog collars, galvanized and 
tin sheets, harness, a stoves, heavy farm implements, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, shelf hardware, 
ee Se , tin shop, wagons and buggies and 
washing ines. talogs requested. 


Hardware Age 


HAZELTON, PA.—The hardware store of Ray Cohn, suc- 
cessor to the late Jacob Cohn will on April 1 be moved to the 
building owned by the Jacob Cohn Estate at 120 North 
Wyoming Street. 


PHILADELPHIA, PA.—C. A. Tobias has become the 
owner of a hardware store at Germantown Avenue and Ninth 
Street. He conducts a jobing and retail business in glass, 
paints, oils, hardware, etc., and requests catalogs on building 
paper, builders’ hardware, fishing tackle, cutlery, dog collars, 
electrical household specialties, lubricating oils, kitchen 
housefurnishings, lime and cement, mechanics’ tools, paints, 
oils, varnishes and glass, prepared roofing and shelf hard- 
ware. 

WAYNESBORO, PA.—The Beck & Benedict Hardware 
Company, doing both a wholesale and retgil business, has 
purchased property adjoining its quarters on West Main 
Street. The building will be reconstructed and extended back, 
making a large store room. In addition the firm will erect 
an annex, to be used for the storage and display of its lines 
of farm machinery, gasoline engines, etc. When completed 
it will carry an up-to-date and complete stock of belting 
and packing, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, cutlery, 
dairy supplies, dog collars, dynamite, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, home 
barbers’ supplies, lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, refrigerators, sheif hardware, 
silverware, wagons and buggies and washing machines. 


CANOVA, S. D.—R. M. Powers & Sons, who have bought 
the hardware business of Dixbury Brothers, request catalogs 
on hardware and implements. 

CEDAR HILL, TENN.—The two-story brick storehouse, 
33 x 100 ft., erected by the Draughon Gossett Hardware Com- 
pany, has been completed, and the company is now occupying 
the building, carrying a stock of buggy whips, builders’ hard- 
ware, children’s vehicles, churns, crockery and glassware, 
cutlery, dairy supplies, fishing tackle, gasoline engines, heat- 
ing stoves, heavy farm implements, heavy hardware, kitchen 
housefurnishings, lime and cement, lubricating oils, me- 
chanics’ tools, paints, oils, varnishes and glass, plumbing 
department, prepared roofing, pumps, ranges and cook stoves, 
shelf hardware, silverware, sporting goods, toys and games 
and wagons and buggies. 

KOSSE, TEX.—A. J. Jennings has commenced business, 
dealing in automobile accessories, baseball goods, bathroom 
fixtures, bicycles, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, cream separators, crockery 
and glassware, cutlery, dairy supplies, dog collars, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm im- 
plements, heavy hardware, kitchen housefurnishings, lubri- 
cating oils, mechanics’ tools, paints, oils, varnishes and glass, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, sewing machines, shelf hardware, silverware, sporting 
goods, wagons and buggies and washing machines. Catalogs 
requested. 

SINTON, TEX.—The Ewing & Phillips Hardware Company 
has been incorporated with a capital stock of $6,000. The 
incorporators are James H. Ewing, Frank T. Phillips and T. 
E. Marchbanks. 

CHESTER, VT.—A. W. Harvey has leased a store on Main 
and School Streets, and will, after alterations are made, open 
it with a complete line of baseball goods, belting and packing, 
bicycles, buggy whips, builders’ hardware, building paper, 
churns, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, ham- 
mocks and tents, heavy hardware, kitchen housefurnishings, 
lime and cement, lubricating oils, mechanics’ tools, paints, 
oils, varnishes and glass, poultry supplies, prepared roofing, 
pumps, refrigerators, shelf hardware, sporting goods, tin shop 
and washing machines, on which catalogs are requested. 


PETERSBURG, VA.—Horace L. Smith & Co. have been 
incorporated with a capital stock of $200,000 to conduct both 
a wholesale and retail business in belting and packing, buggev 
whips, churns, cream separators, dairy supplies, galvanized 
and tin sheets, heavy farm implements, lubricating oils. pre- 
pared roofing, pumps, wagons and buggies and washing ma- 
chines. The incorporators are Horace L. Smith and Horace 
L. Smith, Jr. A new building containing 50,000 sq. ft. of 
floor space is now being erected. 

BRODHEAD, WIS.—F. L. Searles has taken his sons, J. B. 
and Laube Searles, into partnership, and the firm name has 
been changed to F. L. Searles & Sons. 

DARLINGTON, WIS.—Philo Leonard and his two sons, 
Edward Q. and Charles, have purchased the Nelson Hardware 
Company. The business will be continued under the name 
of the Leonard Hardware Company. Catalogs requested on 
bathroom fixtures, belting and packing, bicycles, buggy whips. 
builders’ hardware, building paper, churns, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, heavy hardware, home bar- 
bers’ supplies, lubricating oils, mechanics’ tools, plumbing de- 
partment, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, 
tin shop, and washing machines. 


DOWNING, WIS.—The Downing Hardware Company has 
moved its stock into its new brick building, 30 x 60 ft. 


FENNIMORE, WIS.—Monroe & McKichan request catalogs 
on baseball goods, bathroom fixtures, belting and packing, 
buggy whips, builders’ hardware, building paper, churns, 
cream separators, cutlery, dairy supplies, dynamite, elec- 
trical household specialties, fishing tackle, furnaces, galvan- 
ized and tin sheets, gasoline engines, heating stoves, heavy 
farm implements, heavy hardware, kitchen cabinets, lubri- 
cating oils, mechanics’ tools, oil cloth, paints, oils, varnishes 
and glass, plumbing department, prepared roofing, pumps. 
ranges and cook stoves, refrigerators, sewing machines, shelf 
hardware, sporting goods, tin shop, wagons and buggies, and 
washing machines. 
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Do You Ever 
Stop Uhinkingr 


You, Mr. Manufacturer—is there ever a moment, except 
when you're sound asleep, that some train of thought isn’t 
chasing through your mind? 


Is there ever a moment, day or night, winter or summer, 
when you’re not susceptible to new ideas properly presented; 
especially when they have a vital bearing on your business? 


Is there ever a day during the summer months when you 
don’t read, think and plan? Yet to hear some folks talk 
against summer advertising one would think that we actually 
stop living between June and September. 


Just as you read advertisements in newspapers, maga- 
zines and your trade paper—just as you are reading these 
lines—so many thousands of hardware merchants through- 
out the United States are reading their trade journals, and 
laying plans for fall business. 


You are building for tomorrow, not a mere “today” and 
you know that a certain amount of “missionary work” is 
necessary in developing “tomorrow’s” business. 


So your advertising during the summer months is fasten- 
ing your name in the minds of hardware merchants who will 
remember it when they are ready to buy. And whether they 
are already familiar with your goods or have never heard of 
them; whether they are going to buy next week or three 
months from now, doesn’t alter the fact that your summer 
advertising is a most important factor in laying a solid foun- 
dation for a prosperous fall and winter trade. 


HARDWARE AGE 
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GENERAL GOODS.—Goods which are made by more than one 
manufacturer are printed in I/talics. 
those obtainable by the fair retail Hardware trade. 
orders and broken packages often command higher prices, while 
lower prices are usually given to larger buyers. 


The prices named represent 
Very small 


SPECIAL GOODS.—Quotations printed tn small type (Roman) 
relate to goods of particular manufacturers who request the 
publication of the pr.ces named and ure re spovsible tor their 
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Current Hardware Prices 


trade, lower prices being ponent obtainable by the fair retail 
trade, from manufacturers or jobbers. 
STANDARD LISTS AND DIRECTORY OF MANUFACTURERS. 
—Contains the list prices of maby leading goods. 
shed in loose-leaf form and is kept up-to-date by a monthly 
472 pages, 7 x 10 inches. 
ADDITIONS AND CORRECTIONS.—tThe 
to suggest any improvements with a view to rendering 
quotations as correct and as useful as possible to Retail Hard- 


subscription service. 





It is pub- 


Price, $5.00. 


trade are requested 
these 
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correctness. They usually represent the prices to the small ware Merchants, 
=} [eS 
[t eee ee Se ———— cee 
Aosusters—Biing— AXLES— BELTING—Leather— Shelf— 
North's 10% iron and Steel— From yin 1 Oak Tanned Butts. ~ pean -  t aater cae 
ah agra hg te teats: _ No. 1 Comm n, Loose oe ee il 41 Extra VY., Single and Doble... .504 arbisue wth fron . 
poss ss” Stop— shone os No. 1% ata New Style PORTE x g Heavy, Single and Double... .50&5% Intere — 2 Locked Nee cre 3 
ie Te an nntndarsvewesss %\No. 2 Solid Collar. . cecccccs 51%4¢|Medium, Single and Double, ise: Ng 17¢; 5, 254: 7, 35¢: 
— ’ Stop Bead Screws and Wasb- ] P 50&10&54 22. 18 23, 20: +t 25¢; 25 
Haif Patent: ¢; ; . 
coc ce cer sesccecccsescece 25% Nos. 7 2 ul and 12 70% Standard ....+sseeeseseeess OGM GOO. cooccecsecocccooesceec cee 
Taplin's Perfection ........ Ladue a te oy  epeeeaenrene Shoulder, Single and Doubie, 
~~ in Bee...) ee , OG 10&10$ 
ADZE Nos. 19 to 22 70& 10% Cut Leather Lacing, Strictly BRACES— 
‘Carpenters’, per doz..... $8.50 @ $9.50 ee ge en No. 1, new list... .++e0+0++++-60% | Common Ball ..0.000++.$1.75&$2.00 
Ship Carpenters’, per a0 S0@ $11 * Boxes, Axie— he —- age hm Me Seeviee ee gee 
.50@$11. 7 . t ’ » 4; ray’s No. : 6, 2 5 
‘Relivecd, per doz......$9.50@$11.00|Common and Concord, not 17 sq. ft. and over....... .o+-41¢1C. BE. Jennings & Co..........50% 
| ee .-1b., 5@6¢ Under 17 sq. ft.....+. * «++ -40¢ 
\ANTI-RATTLERS— Common and "Concord, “eee FF Rubber— BRACKETS 
i‘Bernald Mfg. Co. Burton Anti- + 6@/ . tits L —_ 
“Rattlers, 4 doz. pairs, Nos. 1, |Half Patent ..........lb., 942 @10¢ a vo om, 70&10¢| Wrought Steel ...... 75% 
0.75: 2. «$0.00 ; 3, $0.65; 4, Standard in so 10a oe EI Atlas Mfg. Co.,Metal Stace 209% 
6 3 So eet ne os tes PRE Cat 8D PS) eo. % 
“7 Quick-Shifter, 2 50@$3.00 Best Grades ...... + 0 @50G54 a S arnt | sonar’ ae tia acetal 
a se aseveseeees : ; sriftin’s Folding Brackets. Gua 
Syitzil. Quick-Shifter, % doz. B aLances— BICYCLES— McKinney Pressed Steel........ "80% 
PAIS 2. cere eesrcece $1.65@$1.75 Spring Iver Johnson’s Arms & Cycle bate tg Al tc on ees seco oe isan 
: , so T Brid h $30.00@$55. Stanley’s Folding Brackets. .65 
ANVILS—American— ts hepa . ++ .40&10@50%| Boy Scout... .each $20.00@$25.00| R. & E. Wrought Shelf. ....70@75% 
atillon’s: 
Fisher & Norris, Eagle, Breathe Light Spring Balances. ae Motorcycle ..each $150.00t0$250.00 
° 0&10 @50 % -_ 
Huot, Helm, Ferris & Co., Star. Straight Balances..... 40@40K10% SLOCKS -vackio= BROILERS— 
® doz., $13.80) Circular Balances....40&10@50% |Common Wooden ....... 75 @75&10%) Wire Goods Co. : 
imported— rge ae 20610 @30% Drill Broilers, Common ....... 60&10% 
‘Peter Wright & Sons, @ Ib. 80 to i Broiler, Sherwoods ...... 40&10% 
' $49 T. 12\c; 350 to 600 I, 12%c a Co. : a 
Anvil, Vise and Drilli— BARS—Crow— Lane’s Patent Automatic Lock and 
Millers Falls Co., ea....... .$19.25 | Steel Crowbars, 10 to 40 io 93463 PEED cdveacevdescecedeeece 30%| BUMPERS—Barn Door— 
per 4@3¢ National Mfg. Co., No. 16 Barn Door 
APRONS—Blacksmith’s— BOBS—Pliumb— Rumpers, P doz biths€0eeese% $1.20 
Leather, Livingston list....... 15% Towel— Keuffel & Esser Co 50 0% 
No. 10, Ideal, Nickel Plate....... ; ee ee | 
AUGERS AND BITS— “ , 2 gro. $8.00 BUTTS—Brass— 
‘Ordinary Double Spur, sabsniane BOLTS— itiaatatnii SS 6:45. + 656d eb Whe Wek endia® 40& 54 
Jennings Pat., Bright, 1». | BEAMS—Scale— thee ie... «. 40610 % BRIGHT 
Black Lip or Blued. @ od Scale Beams ieee biare'e ene eens Ankyra Collapsing Tools...... 25% need CO eee eee 0E 
“4 C8 10 @ 608-106-108 ee pe  eganenaaontes: > Carriage, Machine, &c.— og bye BOS « 6b bess poe 
‘Boring Mach. Augers.......- ene 'S Ge’ "--*---7-°* S00 Common Corciage Lovt trent: _ telly ea’ Chow ‘ious ee 
Car Bits, 12-in. twist......... 505 10% ww 6, and smaller........ 65& 104 BRONZE 
Bates Auger ~y* a Te aga Larger A 60& 54 Light. N F N wag 
Ford’s Auger an ar Boases 50 % - " ; ; ight, Narrow: Loose 454 
'Forstner Pat. Auger Bits....... 25% | BEATERS—Carpet— ete ~ Cvoned, treed): I right, Loose Pin, Ball fe.....: °° oes 
Cc. E. Jennings , i 6666cbs ondbosccddens 4 
| No. 10, ext. lip, standard list. 40% oe =. Coppered ® dos. 65&10&10¢|P709F -- 905108 
No. 30, standard list......... 50% $0. 80; ‘Tinned $0.85 Phila., Eagle, $3.00 a Séntons 80E& 104 
' Russell Jennings’, Standard List. > No. 11° Wire Coppered % doz.  |o/t Ends, H. P. Nuts...... 60& 104 
30&10&5 % $1.15: Tinned .......... Machine (cut thread): 
— — ana coe eeeees — No. 10 Wire ‘Tinned ® doz. —-— 501 % x 4 and smaller............ 704 Cc 
"ugh Ss DU ceca véicoevstenewas 
Snell's Extra ......-.:.0.- 60ki0% Larger or longer.......++. 60& 10% | (4 AGES—Bird— 
Snell's, Jennings’ Pattern. ..60&10% Beaters, Egg— Door and Shutter— O. Lindemann & Co.: 
Snell’s, Jennings’ Pattern, Blued. Holt-Lyon Co.: Wrought Iron: Japanned Canary «..........25% 
G0&10810 % Holt, per doz.. No. 5, Jap’d Wrought Barrel Japanned.... .754 ae SEE scccranecs &21 % 
Metis Bear «...ccccccesl 10 @ 50&10 % $0.80; No. A, Jap’d, $1.15: Barrel Bronzed ae 15554 Parrot Cages. Aviaries. Cae 
Swan’s Auger Bits, No. 10 T0@T5% No. B, Jap’d, $1. B5 No. 6, pd aR RES Aa 704 Behance deenébancécc 15% 
:Swan’s Twist, No. 40..........-.. Jap’d, $1.65. Spring Neck er he oe : oon 
&10@60 % Lyon, Jap’d, per doz., No. 2, i i la ee a a 671.4 
Swan's Jenning’s Pattern, “No. 80. $1 0 SRL ICA 
60 @G0& 10% Taplin Mfz. C Ives’ Mortise Door.........-... 25% |CALIPERS AND DIVIDERS— 
Swan’s Jenning’s Pattern, . 7 A... Scouse r gro.. No. 60. Ives’ Wrought Door............ 25%} Athol Machine Co.: 

i GE. noses 1 @60&10810% 00: No. 75 P36 ee No. 100 Expansion— Premier; A. M. C. and Firm 
= 8 Jenning’ So aanenel Blued, 700: No 102 Tin'd. $8 50: Ankyra Mfg. Company SE 4590066 % 00% ser 66s was 40&5% 
8 Singie ‘twist a verte No. 150, Hotei. $15.00; No. Ankyra Anchor Bolts... 40&10% 

wan's Singie ‘Twist, No. 50@50&10% 152, Hotel Tin’d, $17.00; No Ankyra Collapsing Tools......25% |CALKS—Toe 

a o 200 Tumbler, $8.50; No. 202, | Parker Supply Co.: Bl 
Expansive Bits— semabler Tinned. 99.50; No. | Bxpansion Bolts ........---. £0% | Olumé Yo Medium, 1 prong, net 
300, ammo per 0Z., ehards-Wilecox Mfg. Co....... TSG Fn BOM FGe ccccccccsccccsccccces “J 

C. E. Jennings & Co., Steer’s mae $25.00 ; ee Sharp, 1 dite 04 100 ib... . $4.75 
Russell Jennings Mfg. Oo... Stove Bolts we eteeneuss 85&10& 104 — — = oy 

2% im... $230.00....2.- 5 re— unt an é Nag ro 
Kavigne Pat.. small size, $18.00 : "| BELLOWS— CO BODNE cn caccesseiece TSE 106) IOV 1D. wc cccceee. ‘ ont er 70 

large size $26.00............ 65% | Blacksmith, Standard List: DE bite de eddetéu'eel 821%, & 10&54 | Sharp, 1 Prong, 100 Ib....... $5.20 

‘Pexto Clark Pattern tte eee eens 70% | Split Leather ............. $OGOgi Ameeiene G@eseweOe.s ES 

De. «<bhersdhasatiabeasece &% 60 % GRR ee 35¢ Norway Phila., list Oct. 16, ’84. 
Gimiet Bits— — , 80 % 
(See Gimilets and Gimlet Bits.) , Hand— Eagle Phila., lst Oct. 16, orn CARRIERS—Litter— 

Hollow Augers— — Sie seach ° $5.50 jai 750 8.00 Bay State, list Dec. 28, '99...75% |Hunt, Helm & Ferris Co....... 25% 
Bonney Pat., per doz...$5.50@$6.00 Toggle— 
ioe and Bits— Inch ange 6 ““Tireen Reser hese sca atl 40&10% | CARTRIDGES—N.etallic— 
oo pn ig ea eee eam 40&10%|Doz. ...... $8.90 11.00 14.50 19.00] Abk¥Fa Collapsing Tools. ... 25% | Black Powder, 22 Rim, $1.50. 2 
Cc. FE. Jennings & Co.: — on - °° - $e Gh So” SS OeSe Seb CCC Eee Oe4 

oF CURED. 4 wed sonsecs 15% + em a ah 25 oF 32 Rim, $2.75 Blank........... 5% 
a re eee ee eee 550% BELLS—Cow— Swan's eee mee 25 % 43 o F. a me ieuwhteeee>é “2 

oo) ew. ele oe i i Sere Meee AR UG ee ee +e 5 , See AW. 6 & et-oe. on “ 

- Snell’s Solid Center........! 10% | Wrought Cow Bells............. 70% BORING TOOLS—Automatic— B. B. Caps, Con. Ball, $2.00.. Net 

2 WORM OD wc ccscccceesesens 50 6@soase Hand— Millers Falls, No. 8, per doz., $8. 70: B. B. Caps, Round Baill, S$]. 75. 

' AXES— Polished Brass 504 ay ‘. oo 0. 8, $13. 50; a oe ee ong 22 Lona. t 

ME TOE os vc cwne vce seeees ; and Lesmok....... 

. Single Bitt, base weights: Per do~.|White Metal ..........-.....44. 504 epee nou R. F., .22 Long Fatt: wT li erty 
First Quality oe a .00@ $5. 25 Nickel Plated es seeoeeeevbessesrees 50¢ SOXxES—MmMitre— R. F.. 22 Lona Rifle, Black. 
Second Quality ....... PRR cc ccccccedesocsosecsicens 504 E. Jenni ot Lesmok and Smokeless...... 45% 

Double Bitt, base weiah’ Mill Fall: LEN — te nedon. size 10% Smokeless, .22 Short 50E& 204 
First Quality ......... $6.00 @ $6.25 Miscellaneous— $4.00: gp he ag ee Ee All other ' sizes Sap ging « 454 
Second Quality... 02.0005 SEGA TATU TPGTE a pon cenccess lb., 344@4¢ ene: -—- Langdon, Imp. size C. F. Pistol and ee 17:44 

Church and School...... 50@ I 4.65 Military and Sporting........ 104 
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Peters _Cartrlage Co, scion: 
B. Caps, Semi-smoke 
' . ‘ ‘ 1.75 "10% 
s, Semi-smokeless. 
+ $2. 00 net 
.22 Short Semi-smokeless....... 


Long, Semi-smokeless......-. 
ee 50&5&5 % 
.22 Long Rifle, Semi- eo 

o 


Socket Framing and Firmer 


Standard List: 
Socket Framing ....50&10&5 @60% 


Socket Firmer ..... 80&5 @80& 104 


C. E. Jennings & Co.: 
Socket Firmer Nos. 10 and 70, 
25&10% 
Socket Framing No. 15....254&10% 
Swan’s Socket Firmer. -80@80&10% 
Swan’s Socket Framing. .60@60&10% 


©. F. Revolver & Rifle. 20820 2 
Cc. F. Military & Sporting et oe 15% Tanged— 
Tanged PE np screntons 40&7 44% 
. Jennings & Co., Nos. un _—o 
CASTERS— 
Bed wsrrsseeerers OO! — cae deena 10@ 4085 % 
Pla sactecccoccscesccsses MOE CHU TES—Coal— 
Philadelphia see seteeeeesecneces PR 5 6a va nace eousiene’ 30 % 
Fauittess Caster Co. : an 
Yrauitiess (Pivot Bea ©) @10% CLAMPS— 
TE. ccsnceanes sou &5% | Athol Machine Co.: 
Glass (Insulator) . cones - 60 @ used Machinists’ and Tool Makers’. .25% 
Leather wheel eeceeee 60 @ 60&5 % Hammer & Co. : 
M. B. Schenck Co.: - a *~ or “a "ss ms ‘ 
Roller Bearing), arriage Makers’ . P. Screw 
—* 70&10&10&5 % &5 % 
Steel Gem (Roller Bearing) ..70% |Myers, Wenzelmann and Take 
Yale (Double Wheel) low list. Down Hay Rack......... 50&10% 
&10% | J. H. Williams & Co.: 
Universal Caster & Fdry. Co.: Machinists’, Agrippa ...... 33% % 
Standard Ball Bearing........60%]| Machinists’, Vulean ....... 33% % 


CATCHERS—Grass— 


Specialty Mfg. 
Ea 


Co. : 
asy Suetrias. Nos. 1, 1G, 2, 
2G 25 


Easy Emptying, Nos. 5G, 6G...45% 


Easy Emptying, Nos. 9, 10G, 11, 


c ea ary 40&5 % 
Easy Emptying, Nos. 14W, at 3% 
Easy Emptying, No. 16G...40&5% 


CHAIN—Proof Coil— 


Hose Clamps, see Hose Attachments. 


CLEAVERS—Butchers— 
Foster Bros. & Chatillon Co....30% 


CLIPPERS—Horse and Sheep— 


Chicago Flexible Shaft Co.: 7 
No. 2 Chicago Horse, each 
10.75 
Lightning Belt Horse, each 
$15.00 


Stewart’s Enclosed Gear Ball 
Bea ring. Horse, each.. .$7.50 





St t's N Mode! ‘Sh 
Small lots, New York, per 100 B.: Shearing Snchien. pe. o> » ee 
American Cow Straight Link: $12.75 | 8 
3/16 “4 5/16 ¥% 7/16) $tewart Enclosed Gear Shear- 
$8.60 $6.05 $5. 05 $4.50 $4.35 ing Machine, No. 8 each 
4 & 9/16 % % 9.75 
$3.80 $3.90 $4.00 $3.90 Stewart Ball Bearing Enclosed 
1 1%f1% Gear Sheep Shearing Ma- 
$3.80 $3.90 chine, No. 9 each... .$11.50 
American German Pattern Coil: 
6/10 to 2/0. cescceeseees 75&10&54 
DP kdpdondonecseeeceeee ss 75&104| CLIPS—Axie— 
: eeceseeoevnseeoenovneee ee e0202000202804028 hi ees manne 
ae C00 600 OOO 68 C888 OOF OOS F* vorway nett eh ’ A 
4, 5, O.-ceccecerecs sscveeeae SE .<n« i nendtitundan oe 
Jack— 
Iron Chain ..cceeee ere err _ 
Brass Chatn ..ccceseceees sevceeee = © Cek Ce Nall 
P Haiter— ‘Gem, pet doz. TeTTTT Ty eeees or 
German Pattern: Ansonia, per doz..... eeeeeee ¢ 
6/8 te Zocccccee esusgee snteatea° 
2, 3, 4, 5, Gecccoces sade seneees 70% 
CLOTH—Garnet— 
See Paper and Cloth. 
CHAINS—Miscellaneous— 
Niagara Falis — 1 areata Works: 
Seeman Pe GE 6 oc tane sean 40% | COCKS— 
Premax Special and Expansion Brass Hardware list: 
Dog leads “eeeevee eeeneeeveer 40% Plain Bibbs, 754; Globe, 60& 104 ; 
Pump— lie, a bas “3 ae es 
ee : 1quor ottiing, 
Gelveniand Pomp SAa. -- «- 54 @OF Compression EE codsansed 754 E54 
Safety— [Tron Petroleum ....++c+000s- 70& 104 
Safety, Brass ....++++e6: 45& 10 @ 504% 


Trace, Wagon, &c.— 


Traces, Western Standard: 100 pr.;| COMPASSES, DIVIDERS, a 
6%4—6-3, Straight, with ring. ae es CR cine icntaenmened 
6%—6-2, Straght, with ring... 30.00| Keuttel & Esser Co........ ss@80% 
614—8-2, Straight, with ring... 34.00 , 
6%4—10-2, Straight, with ring. . 38.00 
NOTE.—Add 2¢ per pair for Psa CONDUCTOR PIPE— 
i] ’ os 
a's “—-. ha he Af 0, 4 4¢ to| Corrugated, Round or Square: 
price of Siraight Link. Galpaniand S08 occ 0 ccdcscsecess 704 
Eastern Standard Traces, Wagon |Galvanized Charcoal Iron........ 50¢ 
Chain, etC...s+eeeeees cab cccee OOD ccceccesceeeoncoccecssns 4 
See also Eave Troughs. 
CHAIN—Sash— 


Niagara Falls Metal Stamping Works: 
Premax Steel Chain right ; 


Electroplate Copper, Nickel, 

Brass aad a 22 ++ 40% 
CHALK— 
Carpenters’ Blue....... gro., 55@60¢ 
Carpenters’ Red.. .970., 55 @60¢ 
Carpenters’ W Bile... «iv " gro., 45 @ 50¢ 
CHECKS—Door— 
Russwin, Reversible........... 30% 
Superior Spring Hinge Co.: 

Superior Screen Door.......3344% 

CHESTS—Tool— 


C. E. Jennings & Co.'s Carpenters’ P 
Machinists’, Household, Boys’. 
33% % 


CHISELS—Cold— 
Ib. 
Cold Chisels, good & medium 
GUE: cohccccaseececne aes 11@15¢ 
cod Chisels, ordinary...... 9@ 10¢ 





COOLERS—W ater— 
L. & G. Mfg. Co.: 
Galvanized Lined, side handles, + 


Gal. 2 3 
Each $1.30 1.60 2.00 2.30 3.00 
White Enameled Lined, Side 
Handles: Ss 
Gal. 2 3 4 rs3 
Each $2.40 2.80 3.50 4s 5.60 
Agate Lined Side Handles: 


Gal. 2 4 6 8 
Each $3.00 3.40 4.230 5.30 6.60 J 





COPPE RS—Solderinc— 
OS er base 31¢ 
i an knee geneween vidi 3144 
i et 2 ob ctctbbes ee ced 33¢ 
CORD—Sash— 
Per be 
Braided. White, Com. 


Nos 
12, 23¢; No. 7, 23%4¢; No. 6, ry 


Patent Russia 


Cotton Sash Cord, Tw’ td 1914 @24¢ Keg 
1b. 25¢ 


Cable Laid Russia........... Ib. 26¢ 
India Hemp, Braided........ lb. 20¢ 
India Hemp, Twisted..... lb. 13 @15¢ 


Patent India, Twisted....lb. 16@17¢ 








Samson Cordage Works: > 
Braided, Nos. 8 to 12, @ BD 
Drab Cotton, 55¢; 





Hemp, 55¢; Linen, 65¢; 
— Cotton, 50¢; —_ & 
eoeereeeeeeeeeeesse 3 
Massachusetts, White, b th 409 " 


Massachusetts, Drab, 45¢ 
Phoenix, White, .> ° to 


Drab, she: A. White, 504; 
B. Drab, 50¢; B. White, 
45¢ ; 
Dt “~~ cenehanne ne 


en 
Eddystone, Braided, Nos. -" to 12 
Wire, Picture— 


Pell Length .occccccccpcccceces 90% 
Turner & Stanton Co. Wire — 


% OZ 


12 
Silver Lake,. r ID.: i 
A. 


Italian Hemp, 
67 


CRAYONS— 

White Round Crayons, Cases, 190 
gro., $8.00, $8.50, $9.00 and $10.00 
Gccording to grade. 

CU PS—F orce— 


The Durst Mfg. Co.: 
Dumaco Spec., 4% in..@ doz. $4.50 


Dumaco Spec.,5% in..@doz. 6.00 
Priming— 
Morgan Mfg. Co.: 
Priming Cups .....-++e+¢- 50&20 % 


CUTLERY—Tabie— 
Internationa! Silver Company. : 
No. 12 M’d’m Knives, 

.e doz. 


Rogers Bros.’ $3.50 
Star, Eagle, Rogers & Hamilton 
und PS eee doz. $3.00 
Wm. Rogers & Sop....8@ doz. $2.50 
CUTTERS— 
Meat and Food— 
— 
5 10 12 22 32 
Each $1.75 $2.50 = 25 $4 $5 
25 @ 25&7 4% % 
Nos. 


602 703 
Each + ™ $1.50 $2.25 oats 
lusswin Food, net: No. 1, $10.00; 
No. 2, $11.00; No. 8, $16.00. 


Slaw— 
Bluffton Slaw Cutter Co. : 

Rapid Slaw and Vegetable Cutter, 
No. 1, per doz., $3.50; No. 2, 
$2.00. 

Tobacco— 


Enterprise ......++.- oeee+- 20@30% 


DisPENSERS—Liquid Soap— 
Morrill’ s Soapurn, ® doz. 

$30.00; No. 1 

$36.00; No. 2 

$27.00; No. 2 slab, $53.00; 

No. 5 slab, $30.00; No. 3 ;s 
$24.00; No. 4 wall, {| ° 

$18.008; No. 5 wall, $24.00. y 


DOOR LOCKS, LATCHES, 

ETC. 
NOTE.—Net prices are very often 

made on these goods. 

Russwin, new list ...ceeeeeees 50% 

DRILLS AND DRILL 
STOCKS— 

Tetet BE SUOGR. os ceces: 70@70&104 

Twist Taper and Straight a 

&10@704 
Smail Wire, No. 53 and pon 


50 @ 50& 104 

Wood Drilis for ° Drills .59& 10 @60% 
ll Automatic Dr 

_— ‘ mpeyppecenn  * 


Ratchet, Parker’s 


DRIVERS—Screw— 


Ford’s Brace Screw Drivers....50% 

Goodell’s Auto .......-. 65 @65&10 % 

Millers er 3? doz., Nos. Ry 
10. .. 3a $14. 65; 20, $8. 

21, $9. ‘00: 41, $14.40; =. rok 40 


Pexto Solbar ceeeeeseswecet 50&10 % 
Swan's: 

Nos. 7565 to 7568, 60%; 7561 
0%: 7562, 70&10%; 7540, 
40410%. 

E aves TROUGH— 

eee See . cs cccecsenteee 754 

Galvanized Charcoal Iron....... 604 

CORRE cc cccessconchecnbesoncee 0¢ 
See also Conductor Pipe and El 


ELBOWS AND SHOES— 
Galvanized Steel: 
Plain, Round and Corrugated, 
all sizes to 6-in 7 
— and Polygon, ail sizes to 


EMERY—Turkish— 
4to 54 to 
46: 220: Flour. 


DE sheooese lb. 6%¢ 7 @€ 5 ¢ 
Less quantity ....11 ¢ Il 

NOTE—Jn lots 1 to 3 tons a dis- 
count of 104 is given. 








ENGINES—Chemical— 


O. J. Childs Co. : 


Copper Tank, 40 l., ea. 
175.00 @$300.09 
EXTENSIONS—Bit— 


Ford’s Auger Bit Extensions. .50% 
EXTINGUISHERS—Fire— 


O. J. Childs Co.: 


Utica, ea. $14.00......... 40&10 % 
Childs, ea. $15.00........ 40&10 % 
F ans—Electric— 
Mysto Mfg. Company: 
Polar Cub Fan....... err Ff 
FASTENERS—Blind— 
Upson’s Patent ...... Prrrrry ) 
Cord and Weight— 
-.. 2. Ives Co.: 
Dt Kuaupuenewendns cane 25 % 
Titan ee ae er ee Fae 25% 
Corrugated— 
Acme — Goods Co. : 
i PEE ae 
Plain Edge Sescesoceesa ee sdaio% 
Cary Mfg. Co.: 
Saw OE ors et a 
IE is oo i a 80% 
W. R. Smallwood Mfg. Co, .70&10% 
Stanley Works: 
PE EE cceacece eee 80&10&10% 
Pe Sn. scenes eouchad 70&10&5 % 
pre night 


National Safety Snap 
Kling Hame bodoae doz.$2.00 


FAUCETS— 
Cork Lined ... 


5&5 @70&54 
(= 50 @50& 104 
PID > a ctbneccedtes 70&10@75% 
John Sommers Faucet Co.: 
Perfection Cedar ....... ccc; 
Peerless Tin Key, 40%; Dia- 
ee en 06600 cnbeéntee 4 
Boss Tin Key, 50%; Duplex 
Metal Keys, 50%; I. . & 
Cork, 50%; O. K. Cork..... 50% 
No Brand Cedar .......ccce 50% 


Cc 
Reliable Cork L 


C0 J. Ce 8s ceccawes 50&10% 
Enterprise Mfg. Co 

Enterprise, Self Measuring and 

Priming Pump, #® doz., $72.00. 

25% 

FILES—Domestic— 
2. cnn andné wt oe 
BONGO BPERES. occcccceeesees 804 
RE a0 ka wncdcadeeead 80&54 
Se £6 ¢eneed wae odeuee 75&k10% 
De: 24s cease ed coodééic Wa 75&10% 
Black Diamond Suueweeéeees 70&10% 
i PT ee ne ce enckabunes 70% 
Delta Dn £6 on666ene beeen 50 
i Ant whwéedbenekowee ee rantee 
Ey ee ee 
Heller Bros. .... Tixib@idaiou10% 


Se ae on we tawaen 

Liveright Bros., Gold Medal. 70% 

Blue Ribbon Special, 
70% 


Liveright Bros., 


Liveright Bros., Electric....... 70 
McCaffrey Amer. Standard. ..70&10% 
I iain le eh i ale a 7UK10% 
es =D, Gin coc ccnccécnns 70% 
J. Barton Smith ...... «++ -T5&10% 
X-F Swiss Pattern ........ pee 
DE et#cneeeteedeer eecceses 70% 
Tacony Swiss sececees + -40410% 
FIXTURES—Blind— 
North’ s Automatic: 

‘Oo. 2, for Wood, Teeeee “2 

No. 3, for Brick, iL 50.....10% 

Fire Door— 

Richards-Wilcox Mfg. Co.: 

No. 102, Monarch A; No. aon 

a. 2 eke eee 

ar) + aa No. 103; Special, No. 


80:26.0060b6000040664 Se 


rae Ti wl na 


Net Prices: 


WD ccoe 
Per doz...$3.20 


FRAMES—Grindstone— 
Athol Machine Co.: 


Iron Grindstone 


FUSE— 


Ensign-Bickford Co.: 


DD éutveseeseanecedes $3.90 
i ts 660 wendeeuawe $5.00 
nh ; Sn « bette m che'e'e © 4 6.00 45 
Beaver Brand Safety... .. 4.85 = 
Anchor Brand Safety... ..$5.90 
Reliable Gutta Percha.. ..$5.90 
GATES—Molasses and Oll— 
Stebbins’ Pattern ........... 75&104 


GAUGES— 


Marking, Mortise, 
Athol Machine Co. 


Depth. Screw Pitch and Center. 
25 
E. P. Icehnson Rule Mfc. 


No. 48 Marking. 


Metallic Key, Leather Line 


r 
ined, 557% + Vic- 





-0@00& 5s 


- 50% 


17 19 21 
$3.40 $3.95 $4.30 


Frames...... 25% 


etc. .50@50&104 


* doz.. . $8.20 
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HARDWARE AGE 


February 10, 1916 








GIMLETS AND GIMLET 
BITS— 


Per Gro. 
Gimlet Bits. 
Common Dbi. Cut...-$5.00@$5.50 
German Pattern ...-Nos. 1 to 
10. Coco GODS ll to I3, $6.50 
Single Cut Gimiets ans per gro. 
Nail, Metal, No. 1 


Spike, Metal, No. 1, S440; 2, 4. 95 
Natl, Wood Handled, No. 1, 
d 3.00; 2, $3.25 

1 d og led, . pe 
eae Sanleae o. 1, $5.00; 2, $5.50 
—" Cents per lb. 
Cabinet .ccccccccocccses @ 16 
Common Bone ..ccceesess  @9% 
Extra Clear Hide .«...-«- 14 @s 


Fish, liquid, bottles or cans, 
with ae eee 23 @50 
Fish, liqus ga s. ie 
per gallon cna eae @1.40 
Foot Speck’ + Manca pte en 
ae mesegesnenenseeses QI 


Irish .. 
Medium White 
GONCS—Stee— ty 

u 
Pe yeot’ or Be ae Same Railway, 


Spring -or Locomotive... -60&10% 


GREASE—Axie— ave 
ommon Grade ...e0e+++++910., 9. 
Dizon! ’s Everlasting, 10-Ib. ils, 
¢; in boxes, @ doz., ID., 

$1. 20; L) Sgeethpnereie $2.00 

Automobile— 
is Oil Co. 

“ms ~o Teanemieston Compound, 


ls. and bbis. per Ib. 10¢; 
50 lb. tin” $6. 50;.25 Ib. tin 
7. 50; 10 Ib. tin $1.50; 5 Ib. 
90¢. =e Transmission 
Sees bbls. and % bbls. per 
Ib. M126 ; 50 Wb. g- $7.00; 25 


Ib, tin, $8.75 5 i0 Ib. tin $4.75 
ce aor cs 
Pike Mfg. CO....ssseeceeees+-B8% 
GRINDERS— 


Athol Machine Co.: 
Bench Grinders pigsades sete 
Luther Grinder Mfg. 
Dimo-Grit: each 
No. 14 (cage ones, ak 


75 
anes’ + «$2.45 


iM)... 
No. 17X 
10. 7M 


TEED speed ccooees qitt 

No. 35 Compacto.......... 335 

No. 51 (Best Maide) .:....$3.50 
No. 63 (Farm Special, No. 3) 

5.60 

No. 83 (Spartan) ..... . - $2.45 

No. 104 Multigear .......$3.00 

No. 271 (Hummer)....... $9.50 


No. 3809 (Power Bench eee 
No. 310 (Power Bench Grinder). 
$6.50 


Valve— 
oy Mossberg Company: 
No. 605 Valve Grinder for Fords, 
184¢ 


Pike Mfg. Co. 
Enclosed one Machine: Peerless 
Senior,. Junior, Artisan, Do- 
Housebold and Whirl- 
Chain Driven 
Machines; Nos. 1, 2, 3 Pike 
Grey Hound.......0.0+++-38%% 


SSS ONES = 

Pike Mfg. Co. : 

Se Family Grindstone, # 

uch, #@ doz., $2.00...... 33 14% 

Richards. Wilcox fg. Co., Victor, 
Cycle, King, Velox, Challenge. Cli- 
max, Eli, No. 011; 014 Ball Bear- 
OE, WMIOUMOES ccc ccecccccces 30 % 


GUARDS— 
Superior Door ..........-- 3314 % 


HaLtTers AND TIES— 
eee ae 70&5 @70& 104 
Niagara Falls Metal = a wert 
Premax Halter Chains........ 
Premax Special Halter Chains. 60% 
Premax Cow Ties 40% 
E. T. Rugg & Co.: 





Or ee 50% 
Jute Rope Halters and Ties. ..50% 
Sisal Rope Halters and Ties. 50% 
Cotton Halters and Ties..... 50% 
Cotton Livery Ties...... 022 SOR 
Leather Halters ...... oweens 50% 

HAMMERS — Handled Ham- 
mers— 

David Maydole Hammer Co.: 
Blacksmiths’, Hand 40&7 %% 
 . . noes pense tae 40% 
Farriers’, Driving ........ 35&5% 
Ee 1a sn 6 & eae 50&2% % 
Ee Sr ee 30% 

a ae 000 Da G 
hla FESS A LOTT 2542 1% % 


Note.—For extreme Western states 
es ane ay from 5 to 
4% high 
Heller's Machinists’ pee Bre per ee, 
Heller’s Farriers’ .....40@408@10 
Pexto eee were sseeeesess UMIVESS 


Heavy Hammers and Sledaes— 
3 to 5 ib., Wé..... ow cecccvc cl SIE 
ee a Ge Ec cdindutnesetsecx 804 





os patent 


A. R. Robertso 
Horseshoe al tack. es A 00 
Horseshoe Magnet Billposte 
$1.15 to $2. 50, "35% 


HANDLES— 
Agricultural Tool Handies— 
SS a |. Pp 60&10 @70% 


Hoe, Rake, Spade, &c., 


Fork, Shovel, Spade, &c. 
Long Handles..... ..» -40@40& 104 
i a Loascass.a o 40 @40& 104 
Cross-Cut Saw Handles—- 
BEES. 6006600 00060ees oe vanes 35% 
Mechanics’ Tool — 
Auger, assorted . £1 0.$3.00 @$3.50 
Brad Awi ‘gro. ..$1.65 @$1.75 


Chisel Handles, Ass d, pr. gro.: 
Tanged Firmer, Apple. -$2.40@ 


$2.65 ; Hickory . $4.50 @$5.00 
Socket Firmer, Appl e..1.75@ 
$1.95; Hickovy..--.. $2.75 @$3.50 
Socket Framing, Hickory, 
$3.25@ $4.00 
File, assorted ..... gro. $1.25@$1.50 


Hammer, Hatchet, Be. .. 0&10@704 
Hand Saw, Varnished, doz., 75¢ 
Not Varnished ......+--- 70@75¢ 
Plane Handles: 
Jack, oes. AA ra oe re .40¢ 
Nicholson 8 c andle, 
eonceueurin: ~ gyn, $0.85 @$1.50 
Nicholson Spun Ferrule File 
Handle ...cesescees eee cececce 40% 


Pott’s Sad Iron— 
Aluminized or Japanned, per doz.55¢ 
Tinned .cccccceee Per d0z., 75 @80¢ 


HANGERS— 

Note.—Barn Door Hangers are gen- 
nen —— per pair, without track 
and Parlor Door Hangers per double 
set with track, éc. 

Allith-Prouty Co. : 


Seema THORP .ccceeeecsdvececs 50 % 
Accordian Door ......++++--d0% 
Garage DOOTr ....ccececceees 50 % 
Bereemhh .cccccces nikeeodos<s 50% 
Griffin Mfg. Co.: 
Solid Axle, No. 10, $12.00. aver 
Roller Bearing, No. 11, $15.0 9% 
© 
Roller Bearing, Ex. Hy., No. 22. 
TES ay Sa PRE 70% 
Bull Dog, De séaccodannens 70% 
Hunt, Helm, Ferris & Co.: 
Cannon i: «ote cdeeewe «aan 
CO 


-8 doz.$6.00 
Flexo, B. D. Track, =) 100 ft. $4.00 
20th Century, Round, doz. .$9.60 
20th Century, Track, 8 100 ft, 0 


McKinney Mfg. Co. 
Roller Bearing, “s 1 and 2... 


70&10% 
Amti-Priction ..cccccccess 60&10 % 
Hinged Hangers, King Charm.. 

60&10 % 
Pittsburgh Trolley ....... 50&10% 


F. E. Myers & Bro., Stayon; O. K. ; 
OK Adjustable; Sure Grip; Sure 
Grip Adjustable; Sure Grip ‘Tan- 
dem, Sure Grip Tandem Adjust- 
able; Tandem Adjustable new 
ED cacvecenepeseesareanetad 50% 
New Way ‘Tandem Tubular. 50% 
New Way Tandem Adj. Tubular, 

(4) 
Giant Tandem Tubular.......50% 
Giant ~eigd Adj. Tubular. .50% 

— “i » P doz.: 

Big No. 66 Storm 
Loe a1. 06: No. 77, Storm 


Proof, $12.00; Silent Parlor 

D>. 0s oecepe Gvtw eee soos 
Richards-Wilcox Mfg. Co.: 

Hangers, Nos. 147, 247....... 60 % 

Roller Bearings, Nos. 37, 38, 41, 
44, sizes 1 and 2....... 70% 

Anti- ‘friction, No. 42; No. 44 
sizes 2% and 3......... 60&5 % 
Hinged Tandem, No. 48....60&5% 


ea A ao B. R. Swivel No. 
135 N citer de btn dhe ie ehli a 50 % 


oer eeeeeeeeeaeeeene 


.40% 
Tandem No. 44. 2% and 3. 6085 % 


Trolley B. D. No. 17, $1.25; F. 
Trolley B vcheuecees ’ 40 
D. No. 0, $2.25; No. 121. 
eS $2.! 
Trolley B. D. No. 24, 40%; “a 
a Ee ree am 40% 
Garment— 
Wire Goods Co.: 
Common, 17 in. No. 0410, r 
Oy tne tt aise dh Oe eae eld naan 2. 
Tourists, fold’ g nick’d, per doz.75¢ 


Screen and a Sash— 
National 7 
Screen an A wel Sash roe 
No. 80, Automatic, @ doz. .50¢ 


HASPS— 

Griffin’s Security eas 00-40% 

McKinney’s Perfect so 8, a 
gro. eereeee @ereeeeeeeeeeen $4.25 

HATCHETS— 

Regular list, first qual... .40@40&107 

Second quality peege ese a 50 @ 50& 10 

PeXtO ..ceecscceseess - 40@40&10% 


HAY TOOLS— 


Hunt, Helm, Ferris & Co.: 
DE svecsveteacsccetceuee 
Peerless 





HEATERS—Carriage— 
Chicago Flexible Shaft Co.: 
Clark, No. 5, 


1.50; No. 3, $1.75; No. 7C, 
= 75; No A - $2.25; Big Hit 8 
sortmen ®@ case, $13.80; Q 
Cisrk. Conl, doz., $0.75; A B i° 
Cc Coal, Giss<eve Rogias T 
Tank— 
Hiunt, Helm, Ferris & Co.: 
i, Mn «6.6 0badhues wos eas $14.00 
Standard ee Saha each . $3.00 
Standard No. 2... each $3.90 
Harvard No. 1......... each $3.30 
Harvard No. 2......... each $4.50 
Black Jack No. 1......-each $4.50 
Black Jack No. 2....... each $6.00 
HINGES— 


Blind and Shutter Hinges— 


Surface Gravity Locking Blind: 
Doz. Sets with Fastenings, No. 
oF $0.75; No. 5, $1.40; No. 5, 


$1.5 
North’s an Blind Fixtures, 
No. 2, for Wood, $9.00; No. 3. 
-f — i  : & PP eee. 10% 
Charles Parker Co. se T0@T5% 
Parker Wire Goods | ‘o. 
Hale & Benjamin * Automatic 
20 


inges, No. 1647%%4, 
without screws, 
screws, $1.25. 


Gate Hinges— 


Western: 
With Latch ..cccceccecE@® $200 


Without Latch ...++++-doz. $1.38 
Miscellaneous— 


Griffin Mfg. Co., Fleur de Lis 
Surface Hinges doz. prs. 
$0.85 @$1.05 


Pivot Hinges— 
Bommer Bros. Piyot, Ball B’r’ng.40% 


$0.95 ; with 


Standard Mfg. 
Standard for " Double Acting 
00 eeeeeeeeeeeeeeeee 40&5 % 
Spring Hinges— 
Holdback, Cast Iron... .$5.50@$6.00 
Non- Holdback, Cast Iron, 
$6.50 @ $6.75 
Allith-Prouty Co.: 
i ..vcscesesseeeeee ees 
Floor *enernenereeneneeee eee se 50 % 
Bommer Bros. ; 
Spring Butt Hinges...... 40 % 
Surface Floor, Ball Bear- 
BE cesesoweeteveseess 0% 
Mortise Floor, Ball Bearing, 
40% 
Lavatory Hinges .......- "0 
Engine rod Spring Hinges 
Ome BASTNSS .osececceoss 40% 
Non- Holdback Screen a 
No. 2000 eoevceceeeeeeee 509 
Non-Holdback Screen Door 
linges, No. enews 40% 


Non-Holdback Screen Door 


Hinges, No. 900, ® gro. 
10.50 
— Screen Door, No 
name oeete a gro. $9. 
ae Spring Butt Co.: 
Chicago Spring Hinges... 25 % 
Triplex Spring Hinges. "50% 
Chicago Mortise Floor (5000) 
50% 
Chicago Relax Floor (en 
Chicago Premier al .40% 
Chicago Ajax (3000)....30% 
Chicago Fire Station. » 25% 


Lavatory Door Hinges. . 0% 
Chicago Screen Door (20 ) 


n> 


"SdZU{H 989q} JO Jsou oO waatZ BazJO %OT B1xy 


/O 
Chicago Screen Door — 


Non Hold Back Screen Door, 
Stee 65 
Richards-Wilcox Mfg. Co. : 
Double Acting Floor Hinges, 
Spree 50 % 
Shelby Spring Hinge Co. : 
Buckeye All “ag eer 
Screen Doo 
No. pig Sheet Steel fiolab’ "k. 


“eer eee eeeeeneee® 


Adjustable Se. Door Hinges, 


Standard Mfg. Co.: 


Standard Floor Hinge. 
Double Acting ..... 45&5% 

Standard Checking Hinges. 
Double Acting ..... 40&5 % 


Superior Spring ~—— Co. : 
Superior Floor Hinge.. .50% 
Superior Hold-Back. .50&10 % J 





Wrought Iron Hinges— 
Strap and T Hinges, &c.: 


Light Strap Hinges ........ 60& 54 
Heavy Strap Hinges....... 65& 104 
os) go ee REE ie: 554 
Heavy T Hinges....... 25& 10& 104 
Extra Heavy T Hinges.... .60&5¢ 
I toc aa toe wk 20&5¢ 
Cor. Heavy Straps ........ 60& 104 
00. Ee: SEONOD TF oc ccnvent< 55&5 
Screw Hook and wid 

© 80 FF Ow cccccecvcccs Ib. 4¢ 

ee BP Mc egecddnese enn lb. 344 
MP fo ES he acccce coeeee eld. 3%¢4 


| 





HODS—Coai— 
Net per dozen 


Galv., funnel .... 
Jap., funnel ...... 
Masons, Etc.— 
Cleveland Wire Spring Co.: 
Steel Brick, No. 162. each 
Steel Mortar, No. 158. -each 


HOES—Eye— 
Scovil ar Oval Pat... .60&10&54 
Grub, list. Feb.. 23, 1899. wees a 


‘Garden— 
Schoener Mfg. Co.: 
— Hoe & Garden ee 
a Mite teninessvedosnectex $6. 


1.05 
1.35 


HOLDERS—Door— 
Richards-Wilcox Mfg. Co.: No. 111, 
Everready, 40%; Nos. 118, 119, 
rip 4 


PD ia bese 66 ened Go nc 
MR boa deo hsedbaeebesecies 40 % 
DEE deecctbes scab ct cubie: 40% 

File and Tooi— 
ee File Holders and File 

DY  Wisteascshebéacce t 40&10% 


HOLLOW WARE— 
See Ware, Hollow. 


Bee Oo 
e , Be ian and Sw 
33 14 To 5 Germ ls 646666008 5 
Strop Hone ...... odecacei 33% o 
a a aa 
elt os. 1 to 15..80&10@80&20¢4 
Wire C. & 3. ‘FeeeRS. ccc 80& 10% 
Atlas Mfg. Co., Metal Clasy, 
75&5 @75&10&5 
Parker Wire Goods Co., cae ‘ rt 
Shelby Spring Hinge Co.: 
I I cs oe i a a 80% 
Wire Coat & Hat........ 80&10% 
Rh A 7 itomesn Wire Novelty Co. : 
EE: MR is ang hee des b's irl 40% 
DE MED cccsnaasicends 40% 
CD a genes oe enc 0% 
Molding or Cornice Hooks... .40% 
Punch Bowl Hooks.......... 40% 
Wire Goods Co.: 
Crown, 75&10%: Chief, 75%: 


Chieftain, 70&10% ; Czar Har- 
ness, 60%; Favorite Ceiling, 
75&10% 
Miscellaneous— 
Hooks, Bench, see +.” Bench. 
Bush, Light, doz., adsee' Medium, 
‘Heav 3 7.50 
Bent Shank Grose” per ry 535 
German Pattern Grass, best all 
008, P6F GOW o.cccess $2.50 @ $2.75 
German Pattern Grass, common 
grades, all sizes, per doz 
$1.25@$1.50 


weeks ae Eyes: 

hdweteedddhs obs ames 604 
ital oneal 70@70&1 
Bench Hooks—See Bench Stops. - 
Corn Hooks—See Knives, Corn. 


HOSE ATTACHMENTS— 
-— mate. Co. : 
ose tt o¢enee es seed 5 
Stuber & Kuek — 
% in.$0.75; 


Hose Menders. 8 doz., 
™% in., $0.75 

= 4 Couplings, ®@ doz., % and % 

Fred J. Stul 


p: 
— Hose Menders, 
SGD S666 cebee ccwveed 


William Yerdon: 
Hose Clamns, Garden Hose. Cast 


List 9.00, 
40&10@50% 


NE RR ere ae: 29 @35 
All other Piss Water, team. 
Air, etc., list less..... 65@70% 
HOSE—Rubber— 


Garden Hose, %-inch: 


4-ply Guaranteed......... coceedt 

5-ply Guaranteed. cocccceccs ce OF 

7-ply Guaranteed ...... cooeee 
Garden Hose, %-inch: 

Competition °.......... ft.7@7K%¢ 

3-ply Guaranteed ....ft84@9%¢ 

4-ply Guaranteed.. ft. 9144 @10u%¢ 


Cotton Garden, ,-in., coupes: 
ft. 


ae ME cai ec sek fg rey 

Good Quality .......... ft.12@14¢ 
INCUBATORS— 

Queen Incubator Company: 

75 egg elise a 00 bene beard ed $9.10 
125 —-. peleewre tbh bare $11.70 
165 Pe ss 5p Gath ie eae aerate 14.30 
250 mee Se ee 16.90 
375 = (the dbnenehacn $22.10 
500 sins bose nedeeoseeen $28.60 

IRONS—Sad— 
ves. © Oe DP... ccwcccces lb. 24 @3¢ 
Om POE scccec Nos. 50 55 
Jap’d Se vises ad 70 67 ad oe 
Tere GAO cccccce 75 72 83 80¢ 


> FF 


Note—Some Western m'’f’g’r’s., 
quote lower prices. 
Chicago Flexible Shaft Co. : 

Princess Electric, 6% Ibs.., ea .$1.75 


Ideal Sad-Iron Mfg. Co. 


—— Self Heating Sad Irons, 
Family Size, 6 Tb., $3.50; 
Srepalenainenay Size. 9™., $4.25: 
Tailors’ Goose, 14 TD.. $5.50 


'‘?e 








Bar and Corner— 














HARDWARE AGE 


No. 4. $2.00 mth 1 eles | a - oS 
‘On: 75; No. 4, 












Richards-Wileox Mfg. Co., Ba Cciors, No. 3 4 
Lrons, 50810 % ; Oorner’” Irone $2.25; No 3% So a3 me Pike Mfg. Co., Pike Oil PLANES AND PLANE IRONS 
4VOS. ¢6 AD WDeeeeeceeenes se - 40% ng 4 4, ghee No. 4, $3.50: 200000. 40% a ‘. Wood Pian 
® 5 , a Ragas 10 enc 2 first uai.. 
Fe and Awning Lines No. 5,” OILERS— Bench, stcond oy Shey 
amson Spot Clothes Line: = Steel, Copper P} ~<. | Molds seeees M@UWE5% 
J ft., $7.00: 77 ne: 50 - ated. .80&10&10&5¢| Molding .....° 25@ 254% 
; “A ‘ , . ohh, Teer eee 20 % lace, inc Pee siete aie ° Ss 
Richards-Wilcox Mfg. . furner & Stanton C .: laganan Bea.” *°*** Pot ete 0&10 
Steel, No. 130... ge Sy ~“— Braided Chalk, Mason’s and Sa = and Copper...... 30% Vood Bench Plane Lrons.30@30&5% 
Wilcox, No, 228,....: +++ -40&10% Awning Lines ..- 30% |Ratlroad. coppers} Lat I0S10% 
PE viccae..co ee Ze |Xauroad, coppered. . ° 708 
eeaiteitan a. Randa ger cates $0 % | Railroad, apace fre PLIERS AND NIPPERS— 
Satie ste S. Gn, keeee othes Lines. White ‘Gog. ** eo] “alleable Hammers’ Imn-.....” * “l Butt = 
to bleed es clea 40&10% Shade Cord, Cotton orton: - 30% i and: 3. Improved, Nos. pees FO cc cce. 75& 10 @ 8% 





















































20% Gas Burner, ber doz., 5 in., $1.70 @ 


tern, Nos 









































, - 1, 2, 3, 4, 5 $1.75; 6 i 
j JOINTS—Ball— LOCKS—Padiocks— P. Wall Mfg. Supply «4 2”: “pi, 2 iM,» $1.90&$1.95 
Morgan Mfg. Co., Ball Joints....70% | & E. Mfg. Co. Wrought Steet Spring Bottom Cans” * Gas Pipe ..” . ee ee ae 
‘ “a ina ......... 40&10%] Rail 80&10&10&10%| Heller’s Parties $2:59 $3.40 $3.95 
‘ . JOINTERS— Ives’ Pat Sash, &c.— @ allroad Oilers... .. 70&10&10&5% and Rs gy = o Pincers 
Pike Mfg. Co., Saw Jointers, $6 00. ’ Gua me seate No. 30 per ‘ion. “of @10&10% 
: o} qutomatie Gravity Metal Sash a2. | OPENERS—B 6.45 q 8 9 in 
i , ash. 25 % ox— 20 87.05 8.80 . ~ 
eee ndow Ventilating ... °°” 25% | Morrills No. 1, Dos. $14.50. 83% % 10.60 17.65 
Butcher, Kitchen, &c. PLUGS—Spark— 
s Foster Bros.’ Butcher, &e... - 2 -20% Macnines—soring— Pack Ctamplon Spark Plug Co. : Each 
’ ° wht, wit _—_ rim = 
_Drawing— Com, Angulars, without Fond Asbestos "ee Wi Regular & thy ag be 
: ar a List ... ag oe 0&5 10854 — Falls, Nos, 145 and 146, Rope ‘any quantity ne one 15@18¢ | & Mets. oS eeanes “40¢ 
- & vennings & Co., Nos. 45, 46 (ESR RA oqeia = , mMPoessee WE Shtteem ce eres 
-- ° Swan’s Im TEAC Ga Ce whe D R b ’ : a at oe SCeecces -85¢ 
. : 25410 SPD sé seacs a ubber— Emil Gro; re» 
C. E. Jennings Folding Handle. -25¢ ice Cuttin 40410&10% (Fair quality goods.) Combipation” M’t'g. Co. : 
Jennings & Gritin, revised list, Canine ..........°, 20 Ms Ms Masaccccesc., eeee LI@I12¢ ad ititreccc en 75¢ 
on ER pee 50&10% | .. Washing °*"*** %| Sheet, C. 0. §..°"" .. 11@i2¢| Platinum’ Point’ a,°***** +++ 65¢ 
: , : : 9g Cerccces 11@12¢ Point, ea 
Swan's Keguiar Grade, No. 14x06 Nineteen Hundred Wash , Sheet, C. B. § TF Priming, ea. ° '"****%* sees 90¢ 
5U @60% e Extra Grade N ° Gravity ea as er Co. e Si P *e®eeese ee 12@ I3¢ Cabi . eg MT ee Rt 7T5¢ 
2... a , = Junter ea 77° °88*secees $8.00 Shece’ ne a 40 @ 45¢ net No. 50, with plugs, ea.. 
Hay and Straw— 1900 Standard, ea. : : > i ee ‘ tae , eo ®eeececse Pe eeee, 40 @50¢ Cabinet No. 100, with plugs $24.68 
Serrated Edge, per doz $5.00@$5.50| MALLET Am scellaneous— ; "$53.18 
+ of. s— erican Packing... I Standard, less th “4 
Hickory ° ~ °8S@ Ceveccceces 504 Cotton Packing. = . : ay & ¢ A. R. Mosler & bmg a wes -45¢ 
semen Lignumvitae ......°*** teseeee 50g) Utetian Packing..." ib,  9@10 ¢| PisPlay Cabinet. 54 py 
Base, 2%-inch, Birch Mu wees | Hickory and Apple. * ‘ auto . (tnavendesne o+-4d. 34 @ 346 Spit Center Cores... .. _ $25 40 
? ch, 7c S©eeeeeeeee 1 , -Ore, et . 
" Rubber —.. ng s1.be@t1.s0 Tees sseees. doz, 50g|‘*45510 Packing..... ib, 9@10 ¢ wauvius a 7 mg Point, ea.. - 90¢ 
oor, Mineral ........ -402.65@70¢ S—Door— q “torcycle, Mica or Porc. Base 40 
Door, Por. Jap’d 80¢| Acme Flexible s PM Mathes ce cing - Base.40¢ 
> , POCORCO SE SESECeS - Stee] - PAILS—Galvaniz d— Buick S —~. Sw Ohara 40¢ 
Door Por. Nickel doz $2 05 @$2 5 Cary’s Everlastin ee ee ee 50&10% e . pec ia] ®eeeees 
, —— . & Flexible Stee} et, per dozen Superior, Ford Special. °"***’ 40¢ 
, "-o oo Tiieene a. Snes 5. e -30¢ 
Elastic Steel (w G £10% Li uarts 8 10 1 14! Sharp Plug Co.: 
— Co.), new [Light ..... $2.00 2.25 2.50 275] Sharp Primer. mj 
L ADDERS—Store, &c.— McKinney ‘Mig. G@o°2°°°** 40&10% oe cco sae CHP am sney pain mi Mica , 5 me rr} 
fn , . ’ “ : *e oO om s : = «+e. 8 
tae 8, Ladder Comeney - - ya Fons: ‘an we Bie ad 55% Fire Pails, Red Mica, Foon ye ; Case. oe oo. 
‘Track, per ft..../°- 15¢ 35¢| «84: ft. net... -°™! Sizes, per Painted ...... 285 3.40 3.65 ace judian M/C Special.‘ ! ‘35% 
Myers’ Noiseless Store Ladders 50% Sleeth Stee} Flexible, spo etn -30¢)/ Well Pails ..... 315 3.50 4.00 P TN SEDs: Bt 
Milbradt Mfg. Co. : +. 0 and shapes per a ‘ rr al sizes . orcelain, Goliath .,..° er. ‘30 
Rolling Store Ladders, each $11.00 MILLS—c re Poreviaig Pt, End a | eben ‘20g 
‘ e y ‘ — , r 
ny oe inn et Per | enterprise Mie Door Etc.— en Silvex Co. : Dper King...... 60¢ 
LADLE ‘ ‘ Coffee Shear te: $e 20@25 % a $1 7a orephite, in , gal. Rottlehem, 5 pt. ea. 50¢ 
a one, Sheil ana ‘aicc°°*? BES % ma -f9; - Cans, -65 ; eguiar %, % in. ‘Motu.’ * - 2 
L. &G ogee ii Parker’s Ball ny ++ - 2510 % 5 gal. kegs, $1.60; 10 gal. hegn Overland « Buc er, Ford, 
‘ ’ . Co. st, Melting | Parker's Sen one a ore. .8314 % $1.40; 25 gal. bbis., $1.35; 50 pecial, 
St SM Weveccccee ccs 25% ide. .....50&10% ward —— 7.30. ; Mica Insulator % & % 1 — 
MOPS— ux Fain fg. Co.: Metric n. 
L s Di-mel-ine Alumi a.” 22? nean we ot ea. 50 
-nciaoe M. I. Hand 45% | Com Per Ib Gold and Prepared ‘Painten ee: Saal % in. Metric, 3 
Secccccecs “ — “ PO eo Sike ciawes col @15¢| Di-mel-ine Stove Pipe” By Re ar” x —— stocking 48 plugs * 
. 2 oe Extra Fine’ Nut alec: “ pet ‘Enamels, ea. per gro...._. $9.60} Extra Cores neebcon soca ae 
‘a 0., per doz. ; : ——— 
D-Lite Short ‘Globe... $8.00 Wringer— 
Wizerd Short Globe... //°"** 7.75| Schoener M . PLUMBS AND Ley 
Little Wizard Short Globes.” 6 vay. Ryd PANS—Dripping— —_— 
SNE ox Menikcaneiacc, ae: iaep Stee ae sn. poe tachable Brush | Standard List : AtGel Machine Co. : 
Monarch iouis &. Stile bbl ovde ns 4.00} Without Brush car = pt one Refrigerator. Galvanized ah “rpenter’s and Machinists’ Iron 
op, BRS ag erin 5.50 “see Pl inek : de ¥ 25 
No. 2 MER secccee I lumbers’, % 
Buckeve Dome Lem ps. ; . : . ; ‘ oo wed Lawn— Per doz ere $2.50 2.75 25 180 Pocket Peete eeee . -25% 
Teas Blizzard Dash Lamps. .10.50] quoted —Net prices are generally . LUGS—Basin— 
agon Ee 8.75] Cheapo he Durst Mfg. Co. - 
Junior Wagon Lamps 9.75| i “st 10-in., $1.80; ad: PAPER Dumaco R , > 
No. 2 Wizard Wagon Lamps .12'0¢ 0¢ for each site.  ’ oe “cm per - ed Rubber, all sizes, 
ied hgh a -— ~~ hWd 6 40 toc 24.00 Cheap, | 10-in., $2.50; advance 10¢ Bullding Paper » L. Shes Dumaco " Buetion Basin’ ‘Stop. — 
z Lamps.....__ 27.50 ch Size. — , er Roll. per, per doz y 
Eureka Driving Lamps. _- 50| Better Grad : Rosin sized Sheathing: Du ‘tion Bath ac.’ -40 
tov Hand Loupe... - °° aes 20¢ for posse | age $3.00; advance rolls, 36 in. wide. O5 500 oq. fe. rae Bath Stopper, 
Pioneer Street Lamps $3 25 . b ° 25 lbs. to roll Dumaco Snetion cae * 22° .50 
+e + Sa. eac High ee B , 6 , 16 18.in, ie on a heaniahds bbnbies -~ pers, par dane Sink Stop- 
Supplee-Riddle — . of a 40 ibs. to “pie iii ditescns wOO* HOS S66608 
LATCHES— Continenta) _— beady 50 Deafening Felt, 50 $q. yd. rolls 4 POINTS—c) i 
Door— Great American | °*""*** G0&7 1 % tm. wide, per ton......... $50.00 astere-- 
Washburn N 38 Pennsylyani 2908 62365 66 <a 4 50% Fi P; er, See Roofing. 4 -lb. papers ee eees Lb. 10¢ 
Al Stes’ 038. Der doz. $1.80 a, Jr., Ball Bearing. int Paper and Cloth......... 604 dh, fates” *%** ot trees lb, 1l¢ 
Richards-Wilcox Mtg. ‘Go. 1%" **#2-00 Nairs— — ria Se ond Cloth... ....., 60g| °°" Pabers ......., Cte senes lb. 12¢ 
: ~ Co. : 7 aper 
Trump. hoe aay we a ap Wire Nails and Brads Miscel hen og Company a oi om og 
. _ =e OO CU we ee bdo @ ° ii ben : erm co, ’ 
claneous nae ee eee 85&10¢| Less than carloads ver’ Cs $32.00 | JouixoR, Crucible Co. : 
LEADERS—Cattie— Hand Wire. .See Trade Report elim hf ++. Bar. $5.00 
Small, doz., 45@50¢; large, 55@60¢ oa a Hong eo Upholster- Fir cside Plumbago “eseags Ay - 8¢ 
. . aa Tarred Feit— Fe 86086 ¢déon ds toe, @ er. $4. 
LEVELs— Horse— L-ply, per ton. Fel mente ctceccccecee Wan Babe 
No. 1 Mason 42.49” oad Jobbers’ Special Bronte, 2phy Ss Eppes an wee Black Sik Stove Polish ‘We er. 3.50 
F 10. 3A Mason 42477" "°°" °° 2 or 1., S4O11¢ 1-0! per roll...............°°" 70¢| 5 02. cans, past yh my 
Me. F pe, ee wee cass $3.00 Picture— Slater’s Felt, bcc y paste, No. 5. doz.$0.75 
ac. son, brass bound, 42-49". 4 1% 2 2% din Per TOUb. occ cecee, 68¢ in on f meng ae 10. # doz.$1.00 
0 24 Carpenters’ Aluminum 24” P SS d., gro., 50 _-60 70 80 5 Ib can, ste. No 20 hy 2.00 
i co ; $3's0|/¢" Head, gro., all sizes... 80%|PICKS AND MATTOCK Gon. can Hiautd, No. 6 doz.80-75 
sm atpenters’ Aluminum 30”. a Upholsterers’— List "ion £4, Pt..cam, Hania, No. 8.3 doz.$1.00 
Coffea TO ree tT a © ° 9 * 8 Se cecsecee 4 os ~ et te UP a ee © ee ° ’ u A 4 h : 
' won Maser : $4.00 asc ER BP iota pisep Contractors’ Picks ... 90 066s teen's 75 % pt. air drying poke Goz.$2.00 
. LiFTer arm Level....... 00-25% wer & Stanton bar AOR eves % 6 oz. metal polish, N ® doz. $1.25 
s— aiis, Furniture *2eeeeees BBG =. No. 60, 
Transom— Nails, Matchleather s 60 -INS_Ee 1 ® doz. $1.00 
R&E teres BO% scutcheon— pt. metal polish, No 70 : 
b : seinen ieee tnwennsal 40% | NUTS—Blank or T PVE 20004 5 Ne 
apped— CeCe ereeccescccc ce cGh 1 at. metal polish No 80 . $2.25 
w, ae oa _— OF ist. % gal # doz. $3.75 
100 G lothes, Nos. 8 19 ww Diets er Meet senes, 5.00¢ PIPE— r gal. metal polish, No. 50, 
€e étiae so a . ;. n POP ORE CSHOR CG . 5¢ ead— 1 OZ. $7.00 
> $3.00 2.75 2.69) Hot Pressed: : gal. metal polish, 
Chalk tS SS $2,065 2.25 2.15 MS + Vwrbectawsacuge ie mend Eastern Prices: were - dos. 
Baie ines: Cotton, ¥%-1b exagon tt tt eee eed, 00¢|Lead Pipe, per 100 Ibs $12.00 
Mo manag per Mb, Segara Zt .25@30¢ y WO OS CLG C6060 eae 3.20¢ St ' Th ree ee eae -$7.50 POPPE RS—Corn— 
. -ines, Linen, ™4-lb ee readed 
Balls, per ‘tp Fem Seis Oaxum Black Steel Pi 1 qt. Square...d 
RP ee on : ipe, % to 3 in, ;+-@08. $0.75; gro. $8.0G 
Samson Cordage Works: "lin Oh: iitie 2 v Galv. Steel Pipe, % to 3 in 11,%,, Round. ..dos. $0.80: Gro. $945 
ralded Chalk, Nos. 0 to 3, |Best ......-". ae ib. O46 mepan. Vitrified Sewer— 7 ea*4 —_ are.doz. $1.00; gro. $11.99 
fold Rraided BMasona’ ope pS S. Navy..... a Lb. 914 6 a8 a are “ ond Fittings. q. ¢...doz, $1.40; gro. $13.50 
Masons’. Lings gree’ -- - .«! aad GS ce PRLS ee lb. 84% ¢ t "an 94 2, Sw FOR pomts: 
White © otton, age cord, &c. ; Plumbers Spun Oakuns pen 744 Ay by iS 2 Lee ee ae ay POTS—Giue— 
, . ’ CCC COSSSdceccceds $2.00 @ $2.75 33 to 6 in THe OS OOf6 6466066. 66 2¢ Enameled ~T?rrTr 
~ "OP O66 60400 686866 664 Tinned and Turned 9 °°*°°**** 458 
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HARDWARE AGE 


February 10, 1916 








POWDER— 

Black Sperone: 
Kegs (25 - $8.50 
Half Ke e "Opi "Ib.). - $4.50 


el egs (6% /b.). - 35 
anisters, pounds....-+.. 39¢ 
Canisters, 1% pound... > et 
Canisters, % pound.. 

Black Blasting, 25 lb. kepe s 


—-— 


—_——— 
3 03 sunoIStC 


‘aposy 


a 


NOTE.—Prices vary according to 
territory. 


PRESSES— 

Athol Machine Co. 3 

Domestic 

Enterprise Mfg. 
and Jell 


y 
Lard Presses and Sausage Stutt. 
ers 25@25&7 14% 


Presses— 
1 Jap’d, 


d, $16.00. 33 36 
Nickeled $20. 
F536 % 


Seal 
es tet s No. 


Morrill’s Pocket, Ja 
Morrill’s Pocket 
per 


PRIMERS— 


All Nos. 100 in box... 
All Nos. 250 in box 


. « »$2.00, 10% 
$2.00, 15% 


Etc.— 
a et $8.55 
5 


PULLERS—Nail, 

Miller’s Falls, No. 
No. doz 

Morrill’s No. 41, Nail Puller, wel dor. " 

eee were eer eee eee eeee le (7) 

Cyclone Spike Puller 

15.00 


Pea rson 
each, 


PULLEYS—Single Wheel— 


Awning or Tackle,:Jap’d..... 40& 25% 
Awning or Tackle, Gal...... 4OE& 25% 
Hay Fork, Swivel or Solid E yee 


Hot House 
Side eee eeeeneeeree 


Sash Pulleys— 
Common Frame; Square or Raves 
d 


End wccccccccccecvccccees &25% 
oe oF Falls Metal Stamping ner 


Tackle ee Blocks. 


PUMPS— 

DL \ veo oa tes eee OO ener 
Pitcher, Spout .....-+e+- 705755104 
Wood Pumps, Tubing, &c...... 
Goulds Mf 


g. Co.: 
Double-Acting “Thresher Tank. $5.00 
Diaphragm No. 3, Side Bec en's 


Empire, D. A. Shaliow and Deep 
Well (low list) ..... 50&10&5 % 
Advance, Seneca .......--. 50&10 % 
Spraying Fig. 1129 and White- 
washing $2. 
- E. Myers & Bros. (low list) 
Double Acting Force and Lift; ° 
Cistern and Well; House ; 
Windmill; Cog Gear Handle; 
Pump Stands; Hydro-Pneu- 
matic Bulldozer Power; Hand 
and Power Spray; Ashland 
Force and Lift..-..........:50% 
Thresher Tank—Myers Century 
and Faultless Low own 
Tank, Plain and Cog Gear 
Handle, new list.......... 50% 


Pump Leathers— 
Plunger Leather, Crimped, per doz.: 
Cylinder Diam. 


Inch 2 2% 2% 2% 3 
55 60¢ 75¢ 85¢ $1.00 
314 3Y% 3% 4 
1.10 145 41.70 1.90 
Not Crimped: 
Inch 2 2% 2% 2% 3 
35¢ = 45¢ 50¢ 55¢ 60¢ 
3% 3% 4 4% 
65¢ 75¢ 85¢ 1.50 
Valve Leather: 
Inch 2 2% 2% 2% 3 
50¢ § 60¢ 70¢ 80¢ 90¢ 
3% 3% 4 
1.10 140 1.70 
PUNCHES— 
Saddlers’ or Drive, Sren, Nos. 1 to 
AR TEE pees doz. Fetvese 
Spring, single tube, good — os 
ine 04:66 40 rec~eannaw an 1. 
Pha eae (4 oabae sean maaan doz $4.00 
— & Call Co.’s Cast Steel 
Morrill’s No. 1, Dos. Se: -88%% 
Hercules, 1 die, each $4. 00. song 


ay te met Nl ae ange gar 
Livingston Radiator & Mfg. Co. 
Livingston Ford 


Type. 
Combination with streamline —_ 
black enamel finish.......$45 
Pointed Front, rl» 40:00 
Points Front, German silver. 45.00 
Straight Front, brass 0 


35 
Straight Front, German silver 40.00 


Rair— 


See Track, Barn Door, &c. 


ROPE— Bench, Wood........... 20 @ 20& 104 
Per Pound. | Hand, Wood.....70&1l@70&10& 104 
meas. %. * diam. end larger; Lag Gene Point. oe 
i Se io. chee des bese Wg SB Og tot gli a teted: 
ee eee 16¢ Coach, Gimilet Point den eens ... 80% 
Hardware Grade .........++.: 14¢ Jack Screws— 
Sisal, ¥% in. dian. and larger; a oe re ne 75% 
Highest rien aia ke Riga tel a te Machine— 
SOCOME GOES 00 bcc ccccccces l0v¢ Cut Thread, Iron, 


Sisal, Hay, Hide and Bale Ropes, 
Medium and Coarse: 


PONE GHEY ccnccccccnvsnse lY¢ 
RACKS—W hip— Sisal, Tarred, Medium Lath Yarn: 
John H. Best: First quality ian eva es bale lVv¢ 
Portable Revolving Whip Display. | Cotton Kope: 
tee No. 1, with Display Shelf, Best 5-16-in. and larger........18¢ 
casi ‘510-00. 2, without Display Medium, 5-16-in. and larger, 
¢ 
RASPS—Horse— Common, 5/16-in. and larger. 
Delta Hand Punched Crucible Steel. | 1. 1, 44¢ advance. 1l¢ 
, 2 
Delta Swiss Pattern.......... 40% |Jute Rope: 
Matiey RPGR. Wee ccccce 7T5@7T5&10%| No. 1; Y-in, GRE UD ccccotss 7Y4¢ 
SELES IO OS OOES 0&10@75 —UOT—E gr ee VA¢ 
. L. Cooper, Star, 18 in. slim, per No. ; ee ee ee Te Pees 5u%e¢ 
doz., $4.00@$4.25. Wire Rope—. 
McCaffrey Amer. Standard. .70&10% COIEE: oo bina veveeneve se 35 214% 
See also Files. || SP eSerpReR nese: 1S& 24% 
REELS—Hose— Bright, special brands eeeees 40& 224 
a ee Vabwaecs deg teen a 
A “ 1FCKHES CR COR CSOs Bees 
«Bae babe a eke SERUM 55s ss ans0s0nness 25&5 @ 30% 
coke Hose Rack and Carrier. E. P. Johnson Rule Mfg. Co. : — 
50&25 % @ do 
REFRIGERATORS— G im. No. 46......ccccccees $10.80 
Grand Rapids Re -frigerator Co. : 12 in. No. 45. bbe e Ob 6 ee ee 18.00 
Leonard Cleanable One-Piece Por-| 6 in. No, 46, Case.......... oo 
Camnim BAmeG. oc ncccccvecss 60 % 12 in, No. 45, Case.......- 1.00 
Carload lots extra........... 10% Johnson Slide Rule......... 18.00 
REGISTERS— Kenffel & Esser Co.: 
Japanned, Electroplated and PUR. ME. escidieooctoaooss 40% 
(SEERA Stee 70@70&104 Folding, Steel ......-.....3334% 
White Porcelain Enameled...... 70¢\|_ Handy Shrinkage ..-......... 35 Yo 
Solid Brass or Bronze Metal, Lufkin’s arr 50% 
104% Lufkin’s Lumber ..........-e2ee! 50 % 
REVOLVERS— 
Gs toe ponsceneovecee 05 Saws— 
Double Action, except 44 cal. ..$1.35 E. C. Atkins & Co.: 
Double Action, 44 caliber...... $1501" “Circular .........ccccccecces 50% 
Ee Acta dona es 6 a-0auin $2.50 a ie aera” 50@ way #1 
I i i a a ai ales te $3.00 i eg a ks meal Y 
Iver Johnson Safety Automatic Ham- tt Sn hs. oon 6 066 4.06 668 35% 
mer, $6.00. Hammerless, $7.00; One-Man Cross Cut.........é 35% 
I. J. Model 1900 Double Action, Narrow Cross Cut.......... oO % 
$3.00; Iver Johnson Champion Hand, Rip and Panel......35&5% 
ay by Barrel Shot Guns, $6.00@ — “Min and Drag. eoen asa 
7.00. fulay, N BBG DPR. cccces 9 
Wood Fre 40&10 % 
RIDOLES—Hardware Grade— C. E. Jennings & Co.: 
2 “aay per doz. $3.00@$3.25 Back Saws ....-cecccccccces ana 
_ eee per doz. $3.25@$3.50| Butcher Saws .............- 
“ear: r doz. $3.50@$3.75 Compass and Key Hole Saws. 25 % 


For Galv solnad Pr $1.50 per doz. 


5% | RINGS AND RINGERS— 


ull eae 
2 24 3 inch, 
er $0.70 0.75 0.80 doz. 
La «<srene $1.10 1.35 1.65 doz. 
Aluminum $1.25 


Hog Rings and Ringers— 
Hill’s Rings, per gro. boxes, 
$4. — 50; per doz. 
Dt catciter seeaeciwwe 35 @40¢ 
Hill's yp ag Gray Iron, doz., 
@60¢ 
Hill’s Ringers, Malleable Iron, 
doz., 75@85¢ 
Per gro., $5.00@$5.50 
-.per doz., 65 @70¢ 


RINGS AND HOLDERS— 


Blair’s Rings. 
Blair’s Ringers. . 


01C. T. Williamson Wire Novelty Co.: 


Key Rings and oa No. 02. 
ee ere.” 40% 


RIVETS— 
Copper Rivets and Burrs, 
30&5& 30& 104 
Tinners’ and Miscellaneous 
SUS octcnedcnbeoeuneéee 
Structurai. base, %-tn. and 
larger, large ON rn acne $3.00 @ $3.25 
Boiler, cone head, base, %4-in. 
and larger, large lots. .$3.00@$3.25 
Bifurcated and Tubular— 
Assorted in_Pasteboard Boxes. 


Bifurcated, per dozen boxes, 50 
count, 40@45c, 100 count, 50@ 
63c. 

Von Drak Hammer and Von Drak 
Marvel Truss Curtain Rods, with 
outside brackets, #® gro...$18.50 

With inside brackets, ® gro.$12.00 

ROLLERS—Stay— 

i aie aaah we ew we & giek ol 50% 


National Mfg. Co.: 
Barn Door Stays, No. 18, ® doz.. 


Richards-Wilcox Mfg. Co.: 
and Reversible 





Handy Adj. No. 
PE eee eee 
O. K. Adj. and Reversible xo 
SCeceeeevsvesvseseve0beoensect y /0 
Ler Screw, Nos. 55 and 57...50% 
Underw riters’, Nos. 59, 60....50% 
Favorite, Sk Peni .50% 
ROOFING— 
Roofing, Rubber, 108 Je ft. rolls, 
32 in. wide. per roll 
oe Quality: 
1 ply—35 Ib. rolls......... $7.05 
2 ply—45 Rs ein bits ose 1.2 
3 ply—S55 Ib. rolls......... 1.45 
Second Quality 
1 ply—3 Ib. rolls......... 0.90 
2 ply—45 Ib. rolls........ y.70 
3 ply—55 Ib. rolls.....-... 1.30 





Framed Wood 


eee eeeeee 


Pn Ce  cceaneoeseseeenes sea 
OO BAW BWeGGB. ccccccccces 40 % 


Ww 
Millers Falls Company: 
Butcher Saw Blades: 


14&16 in. 18&20 in. 22&24 in. 
Per gro. $10.55 $11.80 $12.95 
Simonds Mfg. Company: 
Sn oe eek ok a bee oe 50% 
Bay State Cross Cut Saws... .40% 
Crescent Ground Cross Cut Saws, 
oO 
Inserted Point Saws.........50% 
One-Man Cross Cuts.......... 40 % 
Bay State Crosscut.......... 0% 
Gang Mill, -Mulay and Drag 
tt + hate-ee 66 e866 sen Gall 50 
So ne bw eee 50&10% 
ec ceegs otal 25@25&10% 
Butcher Saws ....... + 5@ 35&10% 


Hand Saws ......-+.e- 25@2 510% 
Hand Saws, Bay State Brand. 4 5% 
Compass, Key Hole. ..25@25&10% 





Da Watley eae al" 25&7 % % 
uck— 
Red, St’d Brace, per doz.$3.75@$4.00 
Red, D’ble Brace, per doz....... 
$4.75 @$5.00 
Plain Frame, per doz........ 50¢less 


Hack Saw Blades and Frames— 
C. E. Jennings & Co. 


Hack Saw Soames. ee 175, 
Peep eee 40&7 14 % 
Hack Saws, Nos. 175, —. com- 


I: detebies bi ditad inte os tn ed 0&7 % % 
Aseow Head Hack Saw Bieses 
40 
Arrow Head Hack Saw Frames. ‘ 


40&7 a / 
Goodell’s Hack Saw Blades. .40&10% 
Simonds’ Saws, 40%; Bay State, 
— bd Culley, 35%; Hack Saw 
— —_ Co. : 


8 9 
$3.10 $3.50 


ne gro. $2. -~. 08-00 
a as 11 12x% 
Per gro $3.90 $4.50 $4.65 
Saws, Pruning— 
Simonds Mfg. Co....... 25 @ 25&10% 
Scroll— 
Rogers, complete, $3.75 and $4.10. 
SCALES— 
Chatillon’s: 
_. *eeee eeeeeceeee ee eeee 25% 
RRP OR I ee 40% 
fo tan Trip "Scales Sedstaese 50 % 
Jacobs Bros. 
Portable Platform and Union 
Di. ccseastabeeeseooebooen 50% 
lia ae oe ee a 


National Mfg. Co., 
No. 61. Self Chsenee. . No. 62. 


Upright. 75¢. 
Richards-Wilcox Mfg. Co....40&10% 


ne age = gna -~ ——— 
Bench. Iron, $3.00@ 
$3.15; 1%, $3 50: 1%. "$4. 35. 


_| Round Head, Brouseé ..... 52Y44 





Flat Head or Round Head, 
50& 10& 104 


Flat” ‘Head or Round Head... .40% 
Fillister Head........ 40 @ 40& 10% 
Rolled Thread, F. H. or R. H,, 
PE sstanéswaabeowenaws 85& 106 
F. H. or R. H., Brass, Nos 
Pat Divedades uvaetetencea tae 
Set and Cap— 
Set (Iron) 
Set (Steel) net advance over 


ood— 
List ule 23, 1903. 
Flat Head, -[rot..ccecccecee 5 
Round Head, Iron 
Flat Head, Brass........... 604 
Round Head, Brass....... 57 Vas 
Flat Head, Bronze ib area 554% 


POT S02 P4Ixq 


scneceeua 8714 &54 


Drive Screws 


5|SCYTHES— 


Per doz. 
Grass, Cutting Edge Pol- 
as i da oa ia daacaares ie $6.00 @ $6.25 
Clipper, Bronzed Web. .$6.00@$6.25 
Solid Steel, Web and Backs Pol- 
Dt. cenediemtea deal $6.00 @ $6.25 
Bush, Weed and Bramble, 
ainte $6.25 @ $6.50 
Grain, Painted, Cutting Edge 
Polished $8.00 @ $8.50 
Clipper Grain, Bronze Web, 
$8.25 @$8. 75 


Plain, 
ishe 


SEEDERS—Cherry— 
Enterprise 


Hanterprise .......ecccceees 25@30% 


SETS—Awi and Tool— 
Fray’s Hollow Tool pone. 
doz., Nos. 1, $12; 2, $16 50 % 
Millers Falls Tool Holders, per 
doz.. Nos. _ 3 ae 4, $9.20; 
5. $11. $5; 6, $6.3 
Cellar Geicutie 
National Mfg. Co., Ne. 70 Cellar 
indow Sets, No. 70 Galvanized, 
doz. $1.00 


eeseereeeerereevr eee wreaneeneee 


L 


Nail— 
NS. cn aneiea ee be a8 gro. $8.00 
Swan’s, Knurled, ® gro....... 8 
Rivet— 
Regelar Rist... caccvcovcncs sence 
Sa 
—. s No. 1 O. ‘s. = doz. ny 00 
SS F Pervert 00 Ta 
Nos. 10, 11, “05, @ doz 12:50 ve 
Special, @ doz.......... 3.00 >2- 
Nos. 3 and 4 Cross Cut, AS 
doz. .16.50 
Me. 6, DB GdBccceccsces .00 


SHARPENERS—Knife— 
BE. P. Johnson Rule Mfg. Co.: 
—Z" — Knife wee 


Pike . Co.: 
Fast Cut P aces Knife 
Hones, 9 dos. ....ce- $1.20 
—— Kitchen oot 
a Ore 0 
Natural Grit ‘Carving Kure Bes 
equ: ® doz * gen of Ps 
uickcut tmery. arving Q 
Knife Hones, # doz...$1.20 | ° 


Crystolon Knife, #®@ doz. .$3. 


Crystolon Octagonal, per 
Th. a ebine vaeokts-0 oe" $6.00 
Kantbreak. Fe a $6.00 
nick Edge Pocket Knife 
Hones, ® TTT OC 
SHAVERS—Beef— 
Enterprise Mfg. Co.....+.+-25&30% 
SHAVES—Spoke— 
Iron. eoceeccecee TTvTT; $1.50 
a er en doz. $2.25 
Millers Falls Co., Nos. "— if 35 ; 

2. I ti a al i ee we as 15&10% 
Seymour Smith & Sons. heveucéeos 50 
SHEARS—Cast Iron— 

9 in. 

Se eseves $16.00 18.00 20.00 gro. 

Baer $13.00 15.00 17.00 gro. 

Cheap - $5.00 6.00 7.00 gro. 
Straight Trimmers, &c.: 

Best Quality Jap....... 70& 10&10 

Best Quality Nickel. ...60&10&10 
ON A 40 @40& 10 


Aeme Cast Shears and Scissors. .30% 
Conway Cast Shears and Scissors. . 
40&10% 
Tinners’ Snips— 


Steel Blades........++++. 25& 10 304 
Stcel Latd Blades.......... 50& 104 
eee ee 30% 
Jennines & Griffin Mfg. Co.’s 6% 
SS ee 
Pexto Original .....%.......8383%% 
P. B. & W. BamMsBececcceccess 50% 








February 10, 1916 


HARDWARE AGE 
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Pruning Shears— 


Seymour Smith & Sons: 
nt ! «i tecdactkoanes 
Standard Tree Pruners. “i6ai10% 
Wood Handle Pruning Shears. 40% 


= 2 | hepa ammaesteies Door— . 


Sliding Shutter— 
eeeeree -50% 


SHEET LEAD— 
Sheet Lead, per Ds cececcee OOM 


SHELLS—Brass, Empty— 
Remington Arms- Union Metallic 
Cartridge Co. 
First Quality, all gauges......55% 
Club, 10 and 12% gauge....... 0% 
Paper—Empty— 
Peters Cartridge Co.: 
League, 10 and 12 gauge... .15&5% 
League, 16 and 2U0 gauge. .10&5% 
Target and High Gun....... 10&5 % 
Ideal and Premier........... 25% 


Remington <Arms- Union Metallic 
Cartridge Co.: 
Arrow, 10, 12, 16 and 20 gauge. 


Oo 
. 4 _— 10, 12 16 and 20 


BAUBZC .cccccesescccceseces C 
toey Club, 10 and 12 gauge..15% 
New Club, 14, 16 and 20 gauze. 

10% 

Shells, Loaded— 

Loaded with Black Powder 
Loaded with Smokeless Powder, 
medium grade 
Loaded with Smokeless doe 

Be GED. os catsieneseuccus 40&71 
Loaded with Smokeless Powder, 


ee @ @e 


$10 GAUGe..ceccccccccccecees 35% 
Peters Cartridge Co.: 

League, Black Powder...... 30&5 % 

Referee, Semi-Smokeless 30&5 

— and High Gun, a 
Ideal "enn Meomios eee 4 onibase 

Remington Arms- Union Metallic 

Cartridge Co.: 

New Club Black Powders..... 30% 

Nitro Club, Smokeless Powders. 
Arrow, Smokeless Powders. ig 

40&10% 
SHOES—Horse, Mule, Etc.— 
F.0.b. Pittsburgh: 

TOW ccccvoccccccecs ber keg, $4.05 

BOONE «vewc saetobeaks ber keg, $4.05 
SHOT— 

25-lb. bag. 

Drop, af ta B.wvcccesses beuese $2.00 
Drop, B and larger.....seseees 29 
OS RE Re rer rer. eee 
DE. «- 6ss¢enee"esoseeaeen 2.50 

ee ee ee ee . 2.50 
ete oy SCOOPS AND 

SP ES— 

Plain mato and Back Strap. 

Pe MEE .ctcesceeeenan 45& 104 
Second grade ......s..4.. 45 &5% 
Third and Fourth grade 421\4&54 

Hollow Back. 
Pe: ED io stéwisc dovens 45104 
ees GEE Sécacccaaes ISS VAS 
BRE , GUOEG. sc cccscseeve 45&5 At 
Fourth gradé ..sscceeecs I5SS5YA4 


Snow Shovels— 
Long Handle, steel blade. - 50 @ $4.00 
Wood and Mall, D Hand 
6 00 @ $3.25 


SIEVES AND SIFTERS— 


Hunter’s Imitation, per doz....$0.75 
Hunter's Genuine, per doz... . $1.00 
Sieves, Seamiess, Metallic— 

Per dozen, 
Mesh 


ee swe 16 18 
Iron Wire ...$1.05 1.05 1.10 
Tinned Wire . 


$1.25 1.25 1.25 


Sieves, Wooden Rim— 


Nested, 10, 11 and 12 Inc ch. 
Mesh 18, Nested doz.$0.90 @$.95 
Mesh 20. Nested doz.$1.00@1.05 
Mesh 24, Nested doz.$1.40@ 1.50 


20 
1.20 
1.65 


SINKS—Cast lIron— 

Painted, Standard list: 
12 x 12 to 22 x 36 in... .60@00&5% 
20 x 24 to 24 x 50 in... .55@55&54 
24 x 60 to 24 x 120 in. ..30@3E54 


Steel— 
Steel Sinks. L. & G. list........50% 


SKEINS—Wagon— 
ey ds nk ee oan 60 @ 654 
SE tat od SE ae ess acaet cee 





SLEDS— 
Hunt, wei, Ferris & Co.: 
Star CUR b0b6 cesses eeesenen 
SNAPS—Harness— 
GerMaR 2 occ rccccecccecs 40& 10 @ 504 


K lingsnaps, 4 gro. 

Inch . %. 

Loop Eye. $1.67 3.7 
4.38 6.80 


: re) 
Round Eye. .$2.00 


Niagara Falls Metal Stamping Works: 
Niagara Harness and Rope... .40% 


SNATHS— 
Grass Scythe, per doz... .$5.50@7.00 
Bush, per doz. ....+0+0+ $6.00 @7.50 


SN!IPS—Trimmers— 
See Shears. 


SOAP— 


Harris Oil Co.: 
Motorear Soap, 
bbls. per Ib., 
$3.75; 10 Ib. 
lb. tins, $1.00 


bbls. and % 
2¢; 25 Ib. tins, 
tins, 1.7 (95 


each less 3314 % 


5D 
3 /0 


SPOONS AND FORKS— 
Silver Plated— 


Good Quality 50& 10 @60&5% 
Cheap 60 @ 60 104 
International Silver al 
‘1847 Rogers Bre 40&10% 
Rogers & Bro., William Rogers’ 
Eagle Brand - 50&10% 
Anchor, Rogers Brand........ 60 % 
Wm. Rogers & Son 60&10 % 


Miscellaneous— 
German Silver 50& 16 @ 60% 


oe eee @e 


Tinned tron— 
Teas . er gro., 65@75¢ 
Tables ...-2+--fPer gro., $1.25@$1.35 


SPRINGS—Door— 

Chicago (Coil) 

Reliance (Coil) 
Carriage, Wagon, Etc.— 

Per 100 lb. 
$5.59 @ $6.00 
$5.50 @ $6.00 
$6.50 @ $7 .00 


oe eee eee 


40@40&10% 
40@40&10% 


and larger: 


“es e+e ee eeeeeeeenee 


1h, in, 
lack 
Haif Bright 
Bright 
te gpg Seat ewrige 
1% «2 x 24 in. 
Boe #2 .F DD @eevecsees 
Y%«x2« 26 


.per pair .504 
per patr .65@80¢ 
per patr.38 @55¢ 


eeee ee CO a-6 


SPRINKLERS—Lawn— 

RL ere er 25@30% 

Stuber & Kuck; per doz., Nos. 1, 
$4.85; 2, $3.60; 3, $2.45. 


SQUARES— 
Nickel Plated Steel and Iron, 
60 @ 60& 54 
Rosewood Hdl. Try Square and 
9.0% ésncmed 60& 10& 10 @ 704 
Iron Hdl. Try Squares and T- 
DE senn aedee 40& 10& 10 @5055% 
Athol Machine Co. : 
on swkhestnadtel 40&10% 
Ear 60&6045 % 
R. 4 E. Mfg. Co., Steel Squares. 
60&10 % 
SQUEEZERS—Lemon— 
Wood Porcelain Lined: 
ns A hs iia eeeealind doz., $1.00 
aE doz. $1.50 
ce ES ee $1. 00 @$1. 25 


Iron, Porcelain Lined, 
doz., $1.75@2.00 


STALLS—Cattle— 


Hunt-Helm-Ferris Co.: 
Star, Steel ..ccccccccccccccm 


STANCHIONS—Cattile— 
Hunt, Helm, Ferris S hese 


Star .20% 


STAPLES— 

Barbed Blind ...85&10@85&10&10¢ 

Plectricians’ . 80& 10 10 @ 854 

Fence Staples, Bright, $2.10; 
Galvanized. .$2.8 0 f.0.b. Pittsburgh 





Poultry Netting Staple 
In bulk 3% @4%¢ 


STEELS—Butchers’— 

De sscees weryTTTTTrTT TTT TT 
i ST << wees obe6 ate te 25% 
STEELYARDS— 


Peck, Stow & Wilcox Co. .30@30&5% 


STITCHERS— 
Stewart-Skinner Co.: 
yt ped Stitchers and Supplies. 


1 a 
$4, 530 $12" 90 $24.75 $47.00 


lots 


STOCKS AND DIES— 
Blacksmith’s Stocks and Dies, 

50 @50&104 
Hand Taps 60 @60& 104 
TOPO TOPEcccccccccccesece MOE 


eee eeeveeneeene 


STONES—Axe— 


Pike Mfg. Co., Axe Stones 
DD vcoesbtasescasneoanes 


Stones, Oil, &c.— 
Pike Mfg. Co., 1914 list: each 

Hard Arkansas, Soft Arkansas, , 
Lily White Washita, Rosy 
Red Washita, and No. 1 
Washita Shyps, Stones, Pen- 
knife Pieces, Ete. 

India Oilstones, Crystolon 
Stones, Quickeut Emery, Co- 
rundum, No. 1 Regular Hin- 
dostan, No. 1 Small Hin- 
dostan, Turkey Oilstones and 
Queer Creek Oilstones, Pen- 
knife Pieces, ete., Sandstone | 
and Miscellaneous Goods. 


A, 
31% % 








Scythe Stones— 


Pike Mfg. Co.: 
Black Diamond 
Lamoille S. 8S 
White Mountain 
Green Mountain S. 
Extra Indian Pond, 
No. 1 Indian Pond s. Ss. 
No. 2 Indian Pond 8S. 8S. $5.00 
Lender Red End 8S. 8S.. $5 
Quick Cut Emery...... 
Crescent 
Scythe Rifles, 
Scythe Rifles, 
Scythe Rifles, 4-coat. 
Lectro (Artificial) 8S. Ss. 
India (Artificial) S. 8.. 
Crystolon (Artificial) oe 


Ss 


' 2-coat ‘ 
3-coat. 


STOPS—Bench— 
Morrill’s: 
Nos. 1 2 
Per doz. $8.00 $10.00 3314%.% 


STRAPS—Box— 


Acme Embossed, case lots....... 40% 
Cary’s Universal, case lots..... 40% 
Stanley Twinrold, case lots...... 40% 


STRETCHERS—Wire Fence— 


Hunt, Helm. Ferris & Co.: 
Elwood Rod, per doz........ et 50 
Ellwood Pattern, per doz. -_ 15 
Little Giant, @TroS8S.......20+08 5.50 
Star, Plain Bearing......... so75 
Star, Roller Bearing......... $7.25 
F. J. Townsend: 


Townsend's Wire Fence Stretcher, 
per doz. $7. 


STUFFERS—Sausage— 
Enterprise Mfg. Co., Stuffers and 
Lard Presses 0 0 20@ 25&7 14 % 


SWEEPERS—Carpet— 
Bissell Carpet Sweeper Co.: Per doz. 
Grand Rapids, Cyco B.B. Jap. $24. = 


Grand Rapids, Cyco B. Nic. 26.00 
Princess, Creo, B ic... 27.00 
Am. Queen, Cyco B. B. — 29.00 
Elite, Cyco B.B. Nic...... 1.00 
Parlor Queen. Cyco B.B. Nic. 32.00 
Triumph, Cyco B.B. Nic.... 35.00 
Superba, Cyco B.B. Nic.... 38.00 
Grand, Cyco WE. OMD- ccces 36.00 
Grand, Cyco B.B. Nic...... 38.00 
Universal, Cyco Rearing Nic. 24.00 
Universal, Creo B.B. Ja 22.00 
Standard, Nickeled Fittings. 22.9 
Standard, Jap’d Fittings. 20.00 
Sunerba, vac. sweeper and 

arr ey ey we 66.00 
Superba Vacuum Sweeper 

ee, Me b:tncas cote cee 66.00 
Sunerba Vacnum Cleaner, 

without brush ........... 54.00 
Grand Rapids. vac. sweeper 

ie Wn.» ccaneschanais 54.00 
Extra allowances” according to 

quantities. 





SWINGS—Lawn and Porch— 


Myers Low Down Roller...... oU Yo 
Myers Porch Swing............ DU % 


T acks, FINISHING NAILS, 


Copper Natls.......-. ..-Per lb. 38¢ 
Copper Tacks...... oe. per lb. 40¢ 
Trunk Natis, &c..... -- 30&10 @ 4048 


See aiso Nails, Wire. 
Doubie Pointed— 
Double Pointed Tacks.......50&104 


Thumb— 
Solidhed Thumb Tack Display As- 
sortment No. 22......cece 7.50 


ee ee 

American Asses’ Skin.. sacace 

Paes AOE. 2 is ccescsen 208 5% 

OS ES 33144 @ sprtrys- 

Keuffel & Esser Co.: 

Steel ceoeceee eee eeeseeeeee ee 35&5 % 
Dn scccecsesedcounthanl 35 Jo 
Bee Gee di swcvsedec 40 @ 4085 % 
Lufkin Rule Co.: 
Asses’ ee Gl 6 a hae 80&10&40 % 
DE edesecdochiseoous 20@25% 
Patent Bend, Leather. .20@z2V0&5% 
SS eee ce” 30 @ 10&40 % 
NTA 4 ook tb ohevedaue 3U@33 43 % 
Wiebusch & Hilger: 
Shesterman’s Metallic No. 34 
Ge. sceeteostesereuas 20@ oak % 
Chesterman’s Steel, No. 1038L, 
eee eee ** eee **eee 40% 

TEETH—Harrow— 

Steel Harrow Teeth, lain or 
headed, % inch and larger, 
Dae TD Wecccevaenses $2.75@$3.00 

THERMOMETERS— 

Tin Case, Cabinet, Flange, wa 
&c. eee eeeeeer eoeeeeeeeee 20@35% 


TIES—Bale, —  tagealhs 


Single Loop, f.o.b. mall....... O& 54% 
Monitor, ross a oo i628 


TIPS AND BUMPERS— 
Elastic Tip Co.: Box Complete, 
Each $10.00 


“ee eeeeneeneneeneenneeenene 


Rubber Head Nails, per gro., Nos. 


0, 50¢; 1, 45¢; 2, 35¢€; 3, 25¢4 
Bumpers, per gro., Nos. 1, 354; 
1%, 45¢; 2, 50¢; 2%...... 80¢ 

Wood Peg ‘Tips, per gro., No. 1, 
$1.25; Stetson ‘Tips......$3.00 

a aytd Tips, per gro., Nos. 

31, $2.2 23 te $2.50; 233, 
$3. 00; 334° 8 ees 0% 

Rocking Chair Tipe, per doz., 

75¢. eee eeeeeee eee eevee ee 
Lanting 
F. E. Myers & Bro. 

Hay Fork Galeadenes Myers 
Double Rail, Myers’ Single 
Rail; Clover Leaf and Fault- 
less, and all wood track fork 
wmboaderS occ ccc cece ce IOS 

Sling Unloaders; Myers’ Sure 
Grip and Cross Draft......50% 

Steel Track and Steel Track Fix- 
Gel sacéaseeutteuau ene 50&10% 

Myers Hay Forks, Slings, Pul- 
leys, etc. ..%... corecces e+ 00% 

Saw— 
Simond’s Improved ......... -58% % 
Simonds’ Crescent .....6+....30% 
TOOLS—Turning— 


James Swan Co.....ccceeeses 240% 


00 | TORCHES— 


Hammers, Engine, @ doz...... $4. 
Wall Mfg. Supply Co.: Dread- 
naught Brazed Steel Torches; 
Gasoline Blow Torches. per doz. 
No. 21, $24.00; No. 31, $30. 00: 
No. 10, Brazer Torches... .$36 6.06 


TOoYS— 

Mysto Mfg. Company: 
Erector, No. 1, $1.00; No. 2, $2.00; 
os 3, $3.00; No. 4, $5.00; No. 
5 "$7. 50: No. 6. $10.00; No. 4 
$15.00: No. 8, $25.00. Less 35% 


TRACK—Barn Door, &c.— 
Sliding Door, Painted Iron, 


a 2% @3¢ 
Sliding Door, Wrought Brass, 
1% im. PET Geucccccccccccecoces 
Griffin 
XXX. # 100 ft., 1 x 3-16 in., 
$3.25; 1% x 3-16 ons 5 a 
_——_ Hanger, @ 1 1 
3-16 in., $3.50; 1% x 316 ine 
$4.00. 
McKinney 
Hinged. "Hanger Track, ® ft.. 
BPG, As eects Oth 0b 66220 60& RA % 
1 x 38-16 Track.........55&7TU4%F 


Myers’-Stayon Track. new list. .50% 

Myers New Way and Giant Tubu- 
lar Track and Hercules covered. - 
50% 
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ae ree ee 
Braced Ra 1, r 100 ft $3.7 
Storm-Proof Hail, per 100 ft. eis: 00 
Richards- _— Mfg. Co.: 
mmo 


Lag Screw Kail, 

Gauge Trolley Track oy ti, 
Pn 32, 33 

. 61, 62, 63, 64, 68, N40 


Pioneer Wood Track, No. 3. 

Model St’l Track, No. 12. 

Champion St’l Track, No. 13. $2. 5U 

Hero. Adj. Track, No. 19 50% 

Adjustable a Tandem Trolley 
Track, ! 6 

Seal, Steel Track No. 8, 

Palace, Adjustable Track ‘No. 132, 


Royal Adjustable Track No. 122, 
50% 


Ives’ Wood Track No. 1....$2.25 


TRAPS—Fiy— 


Balloon, Globe or woe doz., 
1.10@ 1.25 .-gro., $10.50 

Harper, Champion or Paragon, 
doz., $1.25@1.50; gro. .$13. 00@ 13.50 


Game— 


Imitation Oneida 75& 104& 804 
Niagara Falls Metal Stamping Works: 
Lightning . 80% 

Clincher 


Mouse and Rat— 


Wood, Choker, doz. koles, 
12@ 


Mouse, 
14¢ 


Mouse, Round or Severe Pode 
85 @90¢ 


Lovell Mfg. Co.: 
Erie Kat 


Sure Catch 

Dead Easy Mouse 

Rex Monse 

Sure Catch Mouse 

Delusion Mouse 

Mascotte Mouse 

Tin Choker Mouse 

Wood Chokers, doz. holes.... 
Niagarn Falls Metal Stamping 

Works; Enticer Rat Traps. ..50% 


Oneida Community 


rs 
Wood Choker @ doz. holes.. 


TROWELS— 


& Bros 
Pat. Wd. ‘ftals 
pe 


Wm. Rose 
Phil. 
Per doz... 


1 
11 
Wide Heel, Wd. Hdles 

Per doz.....$11.12 11. 50 asaia 


10% 11 


10.74 1. 
11 % I 


.- 
n. 
88 
n. 


1. 
11% 1 


E. C. Atkins & Co.: 
Plastering ja cedieensinetae ee 


TRUCKS—Warehouse, &c.— 
MeKinney Trucks....each, net $15.00 


TUBS—Cypress 
-— ~ Woodenware Mfg. Compan 
0 


No. 


Net, per doz. 
Nos. 0 1 2 3 
Galvanized ....$4.65 5.76 6.48 7.56 


TURNBUCKLES— 


National Mfg. Co. Screen Door Turn- 
buckles, No. 195, per dozen... .80¢ 


TWINE—Miscellaneous— 
Flax Twine: 


. 9, %-and %-lb.. Balls a 


% and Y%-lb. Bails... .2 


@ 4 

. 18, % and %-lb. Balls... .26¢ 
.25u4 
.24thé 


. 24, % and %-lb. Balls. 
36. % and %4-lb. Balls. 


00 
Woaops-— 


Cotton Seine Twine, Ib. 
Soft Laid thread—6, 28¢; 9, 2514¢; 
12, 244%¢ larger 24 
Medium Laid thread—6, 35¢ 


larger 
Hard Laid thread—é, 
33¢; 12, 291%4¢; 15 to "e "266; 
larger 254 
Staging Twine, 2 to 
in barrels, 21¢; in A lb ghee on 22¢ 
Trot Line, in balls, Y% to 3 lb. 
in barrels, Nos. 1, 2 and 3 ib. 
per ib. ) 
Cotton Wrapping. white, 5 balls 
to Ib.: 


Common 
(ood 
Cotton Wrappin 
gs Ng eae 
American 2-Ply Hemp, 
Y%-lb. Balls 
American 3-Ply Hemp, 1.-lb. ass 


variegated, 
20& 


B. C. Flax, No. 18 


India 3-Ply Hemp, 1%-lb. Balls 
(Spring Twine) 5 

India, 3-Ply Dark Hemp 

India, 3-Ply Light Hemp 11Y4¢ 

i ae 4 and 5-Ply Jute, if -Lb. Balls, 


Common India, No. 
No. 264 Mattress, rr and % 
Balls, according to ane 


Cable laid an, 
Italian, A, lb. No. 18, 


Wool, 3 to 6-Ply eee 6, @ 86 


tates: —* 
re— 


Wiley & Fone 4 vi Co. 3 
Green River ... ceeeceeecesel5% 


-| VarNisHEes— 


Montauk Paint Mfg. Co.: 
Di-mel-ine Paraiture Varnish, 


ish § rO., $9.00 
Di-mel-ine Vernis ote 
r Per gro., $9.60 


VISES— 


60 | Solid Box— 


Over 100 Ib 


51 Athol Machine Co.: 


Hand Vises 
Parallel— 
Athol ~~~ amma Co. : 


Starrett, Improved 


Vise Attachments. ° er 
Millers Falls Oval a ¥ Pattern, 
2 2 : 
$1.00 1.05 1.35 1.80 


Parker’s: 
Victor, 20@25%; ee 
V0@25% 


Vulca 


4 
2.60 


Trojan 
Rock Island Mfg. 
50%; machinists’ 


Pipe— 
Athol Machine Co.: 
mbination ...... eeeecccee GO% 
Parker’s yg 
7 Series mgd” . 187 aun, © oe 


5%; 870, thee 

petitive Gombination. "65.70% 
.60% 
40% 


Rock Island Mfe. Co.s Dies: 
Vulcan Chain Pipe 


Wood Workerse— 


Athol Machine Co.: 
Simpson 
Standard 


Rock Island Mfg. 
Workers 


List ) 
peeeveesouce eee 
Misasntetana se 

sentincecesd OOP 
BE OS Pe eee 
p va'gasand ee 

SC ie seetocbecs ET 

3. 


Price Per M. 
B. E., 11 up. 
B. E., 9 and 





WAGONS—Coaster— 


Hunt, Helm, Ferris & Co 
Overland and Star 


WARE—Hollow— 
Cast Iron— 
Stove Hollow Ware: 
nameled 
Plain or Unground 
White Enameled Ware: 
Maslin Kettles 





3114¢; 12, 28¢; 15 to 42, 24% ae; 
“a 


Covered Wares: 


See aiso Pots, Glue. 


- Enameled— 


Lalance & Grosjean Mfg. eg 
Agate anne Steel ase. .33 44 
El-a an-g 60810 % 
33 i ¢ Yo 
Vollrath Co.: 
New Ideal Kettles, Cast Iron.60% 
Imperial Hollow Ware, Cast Iron, 


45&5 % 

Enameled Ware, Steel, White 

and White. 50&10% : Special 
Blue, 50&10%. 


Tea Kettles— 
me vanized Tea F ean id 


BE cseces 7 8 g 
Each eamat 70¢ =—80¢ = 90¢ 


WARMERS—Foot— 
Pike Mfg. Co., Soapstone....83%% 


WASHERS—Leather, Axie— 


s1Solid . . 510104 
¢ |Patent | er "85 @85& 104 
¢|Col: % "1% 1% inch. 

94¢ whe 114%4¢ 14%¢ per box 


Iron or Steel— 
Size bolt..5/146 *% “% KK HK 
Washers. .$6.40 5.50 4.40 4.20 4.10 
The above prices are based on 
$4.00 off list. 
In lots less than one keg add 
va¢ per Ilb.; 5-lb. bores add Y%¢ to 
ist. 


Cast Washers-- 


Over %-tnch, barrel lots, 
per ‘Tb. 2@2%¢ 


Rapid Vacuum— 
Stewart-Skinner Co. 
$8.50 $17.00 


1 Doz. lots 
ane 


$48.00 
A 1 gro. lots 


$92.00 
Y% 


Vehicie— 


Cataract Auto-Vehicle Washer Co. : 
Cataract Washer No, 1, 10- 
in. handle per doz $17 
No, 2 8-in. handle, per doz. 10:80 
No. 3, 2-in. stub handle, per 
doz ‘< 


le 
0 
WASTE—Cotton— 


White ~~ lb. a per Ib. 
No.1 sy No. 6Y%4¢ 
tee ng Ie 


Tt Recetas NO. 3.200. 


WEDGES— 
Oil Finish seccooe costco eee 


WEIGH TS—Sash— 
Per ton 


Eastern Market ....ccceeees $23.50 
Midadie West $20.00 @ $21.00 


WHEELS—Grinding— 


. 
’ 
3 % 


Well— 


8-in., 1.75; 10-in., 


$1 12-in., 
$2.75; 14-in. -» $4.75. 


$2.25; 


WHITE LEAD AND OXIDES— 


National Lead Co.: 
Pure White Lead, ~— and ws 
In 100, 250 and 500 1 kegs. .8%¢ 
In 25 and 50 ID kegs 9 

In 12% DD 

tf Sh A 

sorted’ (100 TD ina case) . 10%, 5! 

On lots of 500 pounds or more, 
discount of %¢ per pound is ms 
lowed. 

Oxides, Red Lead and Litharge: 

In 100 ® kegs 8 3, 

In 25 and 50 Oo tb kegs 

In 12% TW kegs 

Red Lead in Oil: 

In 100 f k 


egs ’ 
2 eyes 9%K%e 
1 I kegs One 

On lots of 500 pounds or more, 
ew of %& cent per pound is - 


Lead and Litharge, in bbls. 





Red 
and % bbls. same price as in kegs. 


WIRE AND WIRE GOODS— 
Fence Wire— 
See Notes on Prices. 
Market Wire 100 ib. Bundles— 


Bright and Annealed: 

9 and coarser. l.c.l. 

lb. and over to 
tatler 


Per 100 lb. 
00 


extras: ew * smaller 
quantities, vic.; to 999 
lb. and 100 to 499 Ib. 
extra are charged. . 
Galvanized, subject ” same 
conditions 
Coppered, subject to same 
conditions 
Tinned, subject to same 
conditions 


base 3.10 


Stone Wire— 
Bright 04 ee: 


Nos. 16 17 20 
Per 100 Ib. 53. 30 $3.45 Pry 60 4. 00 $4.15 
Less than car loads to retailers. 


Spooled Wire— 


Annealed and Tinned 

Brass and Copper 

Retailers’ Assortments, per box, 
$2.35 @ $2.50 


Wire Goods— 


ad wee GOOG ike ocses 90& 404 
Brass Wire Goods 854 


Wire Goods Co.: 

Bright Wire Goods 90&40% 
Brass Wire Goods........ 85&20% 
Cup and Shoulder Hooks 80% 


Wire Cloth and Netting— 
Galvanized Poultry Netting: 

Before Weaving 80 @80& 104 
After Weaving 75@75&54 
ee Cloth, 12 Mesh, Per 100 
q. ft.; Painted, Black, "$1. 15; Gal- 
vanized, $1.65; 14 Mesh, Bronze, 


¢|Standard Galv. Hardware Grades; 
100-ft. rolls, 24 to 48 in. wide, 
Per 100 sq. ft. 


Nos. 2, 24% and 3 080 
Nos. 4 and 5 Mesh. 


Gilbert & Bennett Mfg. Co 
—— ‘*‘Pearl,’’ net, 


New York Wire Cloth Co.: 

Screen Cloth galv., per 100 sq. ft. 
oT a a Coated, 12 mesh, 
we 14 mesh, y : 


WItRE—Barb— 
See Trade Report. 


WRENCHES— 

Agricultural ....++.e+++-J5&10@80% 

Alligator or Crocodile 9 

Baxter Pattern S Wrenches. 

70&5 @70& 10% 

Drop Forged S....se.e0.. 50& 10 @ 60% 

Athol Machine Co.: 

Rapid ant 

Bemis Ca 

Adjustable Ss. 40&5%: Adjust- 
able S Pipe, 40&5%; Str’t 
Hd’le Auto, 40&5%; Bri 
Pattern, 40%; Combinatio 
Bright, 50% 

Steel Handle ‘Nat 

Combination Black 

Merrick Pattern 

Motor No. 80 

Steel Handle Screw 

Wood Handle 

Coes’ 

Coes’ Genuine Steel Hdl 50% 

Coes’ Genuine Key Model......! 30% 

Frank Mossberg Company : 

Sterling No. 1 19 
No. 7 Socket Wrench, Set $2.25; 
No. 10, $6.00; No. 14, $9.00 

No. 20 $13.50 
No. 1 General wy Engineers 
Wrench, Set, ea 
No. + ae Set, Extra Finish, ¢ 
3 
a 30 Ford Socket Wrench, 
Set, $3.00; No, 1 
Niagara Falls Metal Stamping Woras: 
Single and Double End Vestpokit- 
renchiz 37% % 
Rtichdrds-Wileox Mfg. Co.: 
Shark Adjustable » 60 % 
Wizard Adjustable Ratchet. . 50% 
J. UW. Williams & Fwy : 
Agrippa Chain .50% 
Vulcan Improved oe’ Pipe. -45% 


WRINGERS—Mop— 
Eagle Woodenware Mfg. Company: 
Eagle Mop Wringer and Bucket 
Combined: 
Domestic 10 qt. per doz. ...$11.00 
Standard 14 qt. per doz.... 12.50 
Janitors 22 qt. per doz.... 15.25 


WROUGHT GOODS— 





Hasps, Staples, &c 9 @9WE5% 








Department 3 


Automobile Accessories; Fishing Tackle; 

Rifles, Revolvers and Ammunition; 

Sporting Goods; Motor Boat Equipment; 
Boy Scout Supplies. 
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ANNUAL SPRING BUYING NUMBER 
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GUARANTEED 5 YEARS 


MIDDLE WEST DISTRIBUTORS 


H. F. Brownell Company, Sioux Falls, S. D. 

Central Rubber and Supply Co., Indianapolis, Ind. 

James Clark, Jr., Electric Company, Louisville, Ky. 
Empkie-Shugart-Hill Company, Council Bluffs, lowa 

Fort Wayne Iron Store Company, Fort Wayne, Ind. 
Hackett-Gates-Hurty Company, St. Paul, Minn. 

John J. Harrington, Richmond, Indiana 

Janney, Semple, Hill & Co., Minneapolis, Minn. 

Kelley Hardware Company, Duluth, Minn. 

Knapp & Spencer Company, Sioux City, lowa 

Larson Hardware Company, Sioux Falls, S. D. - LLL 
Lee-Coit-Andreesen Hardware Co., Omaha, Nebraska . @ 
Lilly & Stalnaker, Indianapolis, Indiana 

Miller-Morse Hardware Co., Winnipeg, Man., Can. F 
Northwestern Electric Equip. Co., St. Paul, Minn. 3 
Ohio Rubber Company, Cincinnati, Ohio 

Paxton & Gallagher Company, Omaha, Nebraska 
Robinson Bros. & Company, Louisville, Ky. 

Robison Heavy Hardware Company, St. Joseph, Mo. 
Rommel Motor Car Company, Louisville, Ky. 
Simmons Hardware Company, St. Louis, Mo. 
Stanley & Armstrong, Leesburg, Indiana 

St. Paul Electric Company, St. Paul, Minn. 

Sligo Iron Store Company, St. Louis, Mo. 

Townley Metal and Hardware Co., Kansas City, Mo. 
Van Camp Hardware Company, Indianapolis, Indiana 


OR YOUR OWN JOBBER 
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JUNIOR 


ECLIPSE MANUFACTURING CO. 
‘Indianapolis Ind- 
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Immediate 
Automatic 


Market 


The minute a new car is 
delivered to the purchaser 
it becomes a prospect for 

















MCQUAY- NORRIS 


EAK:| ROOF 
PISTON RINGS 


The piston rings put in the motor by the manufacturer 
are inefficient. They quickly wear out, lose fit and elas- 
ticity—power grows weaker and gasoline consumption 
increases. 

Owners are learning every day that one sure and perma- 


nent cure for leaky compression and carbon trouble is a 
set of (pantRooe Piston Rings. 


Does Any Other Accessory Offer 
You This Certain Market? 


Name it. You can’t. Every other accessory you handle 
is part of the equipment of several or all cars. They’re all 
renewal accessories. Not a manufacturer—and accident is 
what makes your market for them. Not a manufacturer 













4% f 9% 4H" ¢” - - ; - , 
, iii ’g &» in America uses \zaxn\Rooe Piston Rings as standard equip- 
om c 7g fe ment. We sell only through dealers and jobbers. 
was AL UUM 72.1 Z é ; 
1NTUM Not only automobiles, mind you, offer a market for 






Rings, but motor cycles, motor boats, tractors, 
stationary and portable gas engines. These owners are all 
Fr vitally interested in the question of power and how to get 

istons greater economy in gasoline and oil consumption. They’re 


for F'o rdas all learning, too, what \zantReor Piston Rings will do for 















Send 





















chem. 
There is only one (rus They'll buy them somewhere—that’s certain. Might as for this 
LazaniRoce Piston Ring well be from you, so the earlier you line up with 
made. Be careful before overhauling time comes around the bigger profits , FRE 
about ae on you'll have to your credit when the season is over. / EE 
may be calle ea ’ 
proof—but that must Send for FREE Booklet, “To Have and a BOOK 
iv to Hold Power’’—the standard hand- 
fail to a book on gas engine compression. It 
service or \=ax\Rooe tells what \wantRoce efficiency means. 
satisfaction. See the Cut off coupon—write name and ad- 
name stamped on every dress on margin and mail. , 


ring. 


McQuay -Norris Mfg. Co. / 


2828 Locust St., St. Louis, U. S. A. 
Post yourself on \eantReer 





Canadian Factory, W. H. Banfield & Sons, / 
372 Pape Ave., Toronto / Piston Rings. It describes the 
Branch Offices: Bh uses of piston rings in gas engines 
New York | Los Angeles Pittsburg and shows why \wagfReer Rings are 
San Francisco St. Pau eattle . 
Kansas City Philadelphia Denver y _Superior to all others. It’s the stand- 
Chicago Cincinnati Dallas ard handbook on compression. 


Atlanta 





/ Cut off coupon—write name and address 
/ on margin, and mail. 
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BADGER 
BVMPERS 
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“pUY Bumpers that sell—the kind your custom- 
2 ers want. Thatis the one sure way to get the 
volume of business and the profits that go with it. 


‘Badger’ Bumpers are popular because they represent the demand 
of the consumer. They are. attractive, substantial and economical. 
They add to rather than detract from the appearance of the car. 
7 Designed for ALL CARS and with the simplest form of attachment. 
on Equipped with either Channel, Round,' Diamond, Semi-Diamond 
or Spring Bars. wees er 


A large demand for Bumpers this season makes it imperative that 

every dealer chooses the right line. The popularity of ‘‘Badger’’ 
‘S Bumpers should convince you that this is the line that will bring you 
4 the best results—and Bumpers are one of the cleanest and most 
profitable lines of accessories the dealer can handle. 


THE AVTO PARTS MFG.CO. 


538 BroaDway MiILwaukeE, WIS. 








teiaslihcahinpe of ‘‘Badger”’ 
accessories including 


Bumpers Tire Holders Robe and 
Foot Rails Chain Locks Tow 
Lines Steering Wheels Cutout 
Outfits Wrenches Garage fools 
.: ol Funnels Cans Oils and other : 
* 1 

over Leat with 2 he Plated metal goods. Stenglox with 134” gous Plated | 


Diamond Bar.— 
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You Know the Profit in 
Automobile Accessories 


Now Consider the Line That Offers 
You the Greatest Advantages 


TUDY all lines. Weigh them impartially. 
We feel certain you will agree with us that 
the J-M line of Automobile Accessories 

offers you more than any other line in assurance 

of. permanent business and square, liberal treat- 
ment and co-operation. 


J-M Auto Accessories are offered at one fixed 
price to the jobber, and one fixed price to the retailer— 
and there are no exceptions to this rule. You can buy as 
you need, and enjoy the same uniform discounts. 


J-M Auto Accessories permit you to concentrate on a 
line uniformly superior in quality and service, each article 
of which reflects credit on the rest. This together with 
the well-known responsibility of the Johns-Manville Com- 
pany greatly decreases your cost of selling. 





Write today to nearest J-M Branch for our 
proposition to the trade 


H. W. JOHNS-MANVILLE CO. 











Akron Cleveland Houston Newark Salt Lake City 

Albany Columbus Indianapolis New Orleans San Di 

Atlanta Dallas Kansas City New York San Francisco 

Baltimore Dayton Los Angeles Omaha Seattle 

Birmingham Denver Louisville Philadelphia Syracuse 

Boston Detroit Memphis Pittsburgh Toledo 

Buffalo Duluth Milwaukee Portland sa 

Chicago Galveston Minneapolis Rochester Washin ton 

Cincinnati Houghton Nashville St. Louis Wilkes-Barre 

St. Paul Youngstown 

THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED 

Toronto Winnipeg Montreal Vancouver 


ANVILLE 


SERVICE 








( 
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SERVICE 








THE CONTINENT 


x JOHNS- 


AUTOMOBILE | 








\ 











Model for Ford 


Chevrolet} 
**490’’ Model! 


"15. 


























JOHNS-MANVILLE 
SPEEDOMETER 


Inflexibly 
Accurate 


Meets the demand for a 
quality speedometer at low 
cost. The Ford and Chevro- 
let models will be especially 
popular this year due to the 
decision of these manufac- 
turers not to equip with 
speedometers. This will 
mean some 500,000 car own- 
ers seeking a good speed- 
ometer. 


Johns- Manville Speed- 
ometers are always accurate, 
regardless of length of serv- 
ice, weather conditions, dif- 
ferences in altitude or the 
nearness of electrical equip- 
ment. 


They are the most depend- 
able instruments made for 
measuring motor car speed, 


' widely advertised and sold by 


the best dealers. 


( 
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‘MANVILLE 


ACCESSORIES 


Jouns- 


ANVILLE 
SERVICE 
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J-M FIRE 
EXTINGUISHER 


The last word in 
‘“Safety First’’ 


Excels in efficiency, safety and flexi- 
bility of operation. A necessity in 
factory, home, shop, garage and on the 
motor car. 


Deadly to any incipient fire including 
fires of gasoline, oil and electrical origin 
which cannot be checked with other 
chemicals or water. 


Can be operated by opening the nozzle 
and working like a pump or by keeping 
the nozzle closed and with a few strokes 
pumping sufficient air pressure to dis- 
charge contents when nozzle is opened. 
Latter exclusive feature is invaluable 
when fighting a fire from cramped quar- 
ters where pumping and aiming at the 
same time are difficult if not impossible. 


Contents are sealed so that no person 
can use this extinguisher without the 
owner’s detection. 


The J-M Fire Extinguisher has been in- 
spected, tested and labeled by the Under- 
writers’ Laboratories, Inc., and is listed 
as an approved fire appliance by the Na- 
tional Board of Fire Underwriters. 


a : i: ~ 


RR 5 Beceeet 
) 
* elie TT 
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15% 


Reduction 
in 
Automobile 
Insurance 
Premiums 


The J-M Extinguisher Fluid is supplied in 
cans that list at $1.00. Each can con- 
tains sufficient liquid to fully charge 
one extinguisher. Liquid is non- 
deteriorating. Discounts 
to trade especially 
attractive. 
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Johns-Manville 


“AUTOMOBILE ACCESSORIES 





J-M NON-BURN BRAKE LINING 


Every motorist needs brake lining. Thou- 
sands are learning to specify J-M Non-Burn 
when their brakes require re-lining because of 
its greater dependability and proven superi- 
ority in service. The man who uses J-M -Non- 
Burn cannot be induced to try others. J-M 
Non-Burn is supplied in cartons containing cut 
sizes for popular makes of cars, if desired, 
— in rolls. It is a big seller—well adver- 
tised. 





‘. 








J-M Windshield Attachment 
for Ford Cars 


Supplies a want felt by every Ford 
owner. Converts his present windshield 
into one of the Ventilating, Rain Vision, 
Clear View type that makes for safer and 
more comfortable driving; $3 complete. 








J-M AUTO CLOCK 


A reliable automobile time-piece reason- 
ably priced which makes it an easy seller 
wherever introduced. Strong, durable con- 
struction. Eight-day movement. Two 
a flush or dash, each to retail at 

5. 











OTHER J-M AUTO ACCESSORIES 
Horns Non-Blinding Batteries, Tapes, 
Shock Absorbers Headlight Lenses Packings, Gaskets 


Write nearest J-M Branch for full particulars. 
See addresses on first page of this advertisement. 




















ANVILLE : 
SERVICE 
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| |azco Products-Dealers Profits 


When you carry the Lazco Line you make your store 
Accessory Headquarters. Every article an actual 
necessity and standard equipment. 


. a We are big manufacturers and our quantity production enables us to 
quote you prices that we are sure you cannot duplicate elsewhere. 
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Lazco Adjustable Spring Lubricators 


The only adjustable spring lubricator on the market. 
Why stock a dozen different sizes when our adjust- 
able oilers will fit any sized spring from a Ford to 
the largest truck? 


They place an oil cushion between the leaves of the 
spring. The oil is fed automatically by Capillary 
Attraction, and thereby eliminates squeaks, keeps 
out rust, minimizes breakage and makes the car ride 
easier. 


Price per pair 50 cents. Put up in sets of four, 
eight and ten pairs. 








Lazco Portable Vulcanizers 


Isn’t it more profitable for you to stock vulcanizers that 
carry the endorsement and recommendation of tire manu- 
facturers? An inferior vulcanizer will mean come-backs 


and loss of trade. 


Our vulcanizer embodies the same principle as that used 
in manufacturing the tire. Has been tested and approved 
in the largest tire plant in the world. Automatic in opera- 
tion, requires no gauges or thermometers, adapted for both 
casings and inner tubes. Enclosed flame conforms with 
State and Insurance regulations and permits its use with 
safety in the garage. A roll of LAZCO REPAIR RUB- 
BER is furnished free with each outfit. This rubber when 
vulcanized to casing or tube hardens and will last the life 








of the tire. 
Model A, Sor ats CeO GiRilia ds ceskckkid cbs ieskcdens $2.50 
Model B, for Fords and Motorcycles................ 1.50 





Lazco Engine Trouble Detector 


A necessity on every car. It reveals engine trouble instantly 
without leaving your seat or raising the hood. A glance at 
the dial shows the driver the exact source and cause of every 
defect. A misfiring cylinder is instamly located, faulty igni- 
tion, carbonized or broken spark plugs, cylinder knocks, 
magneto or battery trouble, loose or broken wire connec- 
tions, etc., are instantly determined and with the aid of the 
simplified instruction sheet the most inexperienced motorist 
is able to make his own repairs. Dealers! From present 
indications this is going to prove the best — accessory 
Se SEE, FWPeGeS COND i cc ccccccscsbescscsdapheanccosstes $5.00 


DEALERS! Be sure to stock the line which is extensively adver- 
tised and for which the demand is created. Leading jobbers stock 
LAZCO products. If your jobber cannot supply you, do not stand for 
‘‘Just as Good’’ but write us and we will put you in touch with a 
jobber that will take care of your requirements. Quotations and liter- 


ature upon request. 











The Lazarus Manufacturing Co. 


750 Euclid Ave. (Dept. D) Cleveland, 
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The _ King 


1s Gain and hold the trade on a most profitable and 


aaa aay easily handled accessory. Kopper Kings insure 
po cag consumer satisfaction and reorders for the dealer. 









The Innovation in Spark Plugs 
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The statements of many accessory 
dealers, our own sales investigations and 
manufacturing experience drew our 
attention to the big market for an 
unusually high grade spark plug of the 
conventional petticoat type. Every 
known improvement really desired by 
motorists in this type of plug was incor- 
porated. Inadditiona Rust and Carbon 
Proof Copper Covered shell and a one- 
piece electrode of Monel Metal (the least 
fusible firing point material commer- 
cially practicable) were added. 


Kopper Kings proved a success. They 
are not only carried in stock by the lead- 
ing accessory merchants in this country 
BUT repeat orders prove they sell and 
sellfast. With every Kopper King goes 
a tag guaranteeing free repair, replace- 
ment, or money back. We make good 
should there be any loss. In addition, 
we absolutely guarantee to take back 
any or all unsold Spark Plugs bought of 
us at any time and refund the full pur- 
chase price. 


PRICE 
Packed singly i in neat —— $1. 00 


colored tin cartons . 





Sets of six in sturdy snail 5 00 


Canvas cases . -:+ -« 


The Sharp Spark Plug Co.., 


satin ae cantata Rd. ene | — 
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Kopper Kings are not alone in the field, however. In the 
past seven years a most reliable, trade-winning line of plugs 




























































‘s * has been developed that fills every need and meets all 
| a competition. 
. a Kopper King _ ; 
Porcelain insulation, all sizes ..........2ceecceccecececees $1.00 
Sharp Closed Nose . 
(see illustration) self cleaning, guaranteed against all de- 
fects for one year, mica or porcelain insulation, all sizes.. 1.00 
Ford Special ; ae ai3 
(see illustration) mica insulation, two-piece construction.. .75 
Motorcycle Special 
Mica insulation, two-piece construction, A. L. A. M. 7%” 
Closed Nose Primer | i ib 05 6505 065-00 hk candesundeoes wévicdwae 6 idee 75 
i “Indian” Motorcycle Special ; 
? Mica insulation, two-piece construction, metric thread only. .75 
i Baby Metric Le 
; Closed nose, mica insulation, metric thread only, for cycle 
A ee Go eh Sn Ca Stas o So-eh ek a chcndden seb ones 75 
= Goliath _ ; 
(see illustration) Porcelain or mica insulation, a very 
sturdy plug for heavy duty, all sizes ..................... 75 
Sharp Primer | 
( see illustration ) closed nose, a remarkable success, all sizes. 
Mica Insulation ......ccrecvececcccscccccccccccsceseccese 1.25 
I. ig cususeene cu kWedaudetubvdecedion te 1.00 
¥%” Mica Gas Engine Special 
‘ Brass shell, platinum tipped firing points.................. 2.00 
Ford Special 
Goliath 
The Sharp Spark Plug Co. 
oe + 
3343 Broadview Rd. Cleveland, Ohio 
Let us place before you the Sharp Catalog. 
; Twenty-four pages; illustrating the complete 
eee . 7. line, the styles of construction, the parts, price 
Spark oo list and four pages devoted to ignition troubles 
Plug Special” and their cures. The handsomest and most 
We cera : Kbeve ts a saronc, dependable phai practicable catalog published. A request for it 
a A -o joe be sess cag ne chore = “, places you under no obligations. 
: lon _ 2 “ kaaern Sharp Mica, ethiected ielagae “ 
ber in the 4 fo 1800 puunds “F 
! ewies . oy Special” 18. of twomece comdry 
sof t a equipped with brass giand » 
ur. Thee # € fate the uvica, Thos streme’ 
frog peecpt Ke ~ coanprestion qualities and 
| terme ana! 2 plog simple t take apart 
in ak sheath 4 The shell is of Blue 
with oats g round brase thumb * 
Porcelain s Supplied in ' th 
bengiie on 4 only 
| St Cone Please mail to me Catalog and 
| Eye | = : 7 
jn ) merchants’ proposition. 
“Bol abn tele 
e 3S ae ae 
t | 
Twenty-four 
interesting and 
instructive 


pages FREE 
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The Sign of 


Sportsmen’s Headquarters 


and the Dealers Who Feature It 











\ \ /ITH several millions of sportsmen, hunters 
and trap shooters using Remington-UMC 
now, it is becoming easier every day for dealers 
throughout the country to specialize on Rem- 
ington-UMC Arms and Ammunition. 


Altogether there are some 


80,000 Dealers 


in the United States who are selling Remington- 


UMC Arms and Ammunition. 


Every year more dealers are lining up with the trend of 
the best trade—putting more and more emphasis on Rem- 
ington-UMC, and placing themselves in position to get the 
cream of the trade in their community. 
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The Red Ball Mark of 
Remington-UMC 


is known from coast to coast. It has come to be 
accepted as the sure Sign of Sportsmen’s Head- 
quarters in every town, and carries with it all the 
prestige accorded to Remington-UMC by the 
shooting public. 

The Red Ball Mark of Remington-UMC is made up in a 
number of attractive displays—Window Transparencies— 


Outdoor Signs— Counter Signs—one or all furnished free 
upon application. 








Write us what displays you need, and we will 
supply them at once. 
It is a good idea to get the signs up in ad- 


vance of the season—and to keep them up, if 
only asa means of showing your customers that you are ready! 


& 
ITION 





The Remington Arms 
Union Metallic Cartridge Company 


Woolworth Building, NEW YORK CITY 
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Did you get this 


Many live hardware 
dealers are now handling 
a wide variety of automo- 
bile accessories as the re- 
sult of the profitable in- 
troduction given by the 
Red Head Spark Plug Dis- 
play Cabinet Assortment. 


It opens up sales to a 
new field consisting of 
over two and one-half 
millions of buyers—and 
growing at the rate of 
over a million a year. 


It means new sales to 
old customers who own 
automobiles, motor trucks, 
motorcycles, motor boats 
or gas engines. 


You can lease one of these Cabinets in- 
definitely, without charge, by buying a salable 
assortment of 50 Red Head Spark Plugs at 


the trade price of $24.63. 


Cut-Outs Plain 
for Ford 





BO Battery Connectors 


Antt- 
Rattler 





“Holdfast’ 


Clip Terminals 


PEE 


Lighting Outfits 
for Ford 








Red Rib Ignition Wire 


Gam »- 
EMIL GROSSMAN MW’F’G “te 


Battery Connectors 





Bushings 
for Ford 
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64 Page Catalog 


BeBe 


Motor Necessities 
IS READY—SEND FOR IT 


This catalog is the buying guide 
of hundreds of successful auto 
supply jobbers. What is invalu- 
able to them is indispensable to 
hardware jobbers who handle 


automobile accessories. 


In this catalog are listed thirty- 
four distinct, desirable EverGood 
Motor Necessities and specialties 
for Ford Cars. We show you how 
to obtain Bumper and Mirror Dis- 
play Stands and other display 
helps, and identify yourself with 
the fastest-selling high grade line 
of automobile accessories. 


Reach for your share of 
the profits on auto acces- 


pores thru this catalog. 
IAOUPNOESAOAEEDDEN SGOGSS POE ASED COLTER ELASTASE LG A 






Bush Terminal, Model Factory No. 20 


Chicago Branch: 1253 Michigan Avenue. 
Crockett, Singapore, S. S., for Far East; Clarton ee & Co., Ltd., 
Vidal, New York, for South and Central America; J. H 


Export representatives: 
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Spring Bumpers 








Tire Holders 


QO] 


You cannot invest such 
a small amount of money 
with such little risk and 
make such liberal profits 


as in the Red Head Dis- 
play Cabinet Assortment. 


This Cabinet is a sales- 
man (not silent) and an 
encyclopedia from which 
you or your inexperienced 
clerks may find out the 
size and type of spark 
plug required for all the 
popular cars and engines. 
Motorists will as naturally 
select spark plugs from the 
Red Head Cabinet as they 
choose collars from a col- 
lar cabinet—clerk’s time 
saved. 


Now is the time to place your order and get 
ready for the season. 
bilities—you know the price—ACT. 


You know the possi- 


Fitsall Bumpers 





Wheel Puller 
for Ford 





Transmission 


an Ignition Set 
Lining Sets 


for Ford 


Brake Shoes 
for Ford 





Robe 
Rails 


Brooklyn, New York City 


Mestre & Blatge, London, for Great Britain; J. B. 
Sydney, for Australia and New Zealand; J. E. 
_ Neustadt, Honolulu, for Hawaii; Pecorini & Co., Rome, for Italy. 
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The Red Side Wall 
and Black Tre ad 


The Distinctive 
Trade-Mark of Firestone Tires 


Distinction to the car owner whose 
machine gains added elegance of 
appearance by this handsome color 
combination. 
















Distinction to the dealer whose 
profits and good will pile up with 
every Firestone Tire, Tube or Ac- 
cessory he sells. 





Firestone sturdiness and toughness—Fire- 
stone resiliency and grip—Firestone ele- 
gance and style—are the supreme results of 
doing one thing and doing it best. You can 
assure your trade that the world’s leading | XN 
specialists in America’s largest tire plant, \ ye 
backed by the personal responsibility of the : Bee oof 
maker, vouch for products bearing the name 


Fi reste "s 


Co-operation with the dealer is one of the vital reasons y 
for Firestone popularity with all those who handle [fie 
automobile goods. For the latest Firestone Helps and y ge: 
new book, “Mileage Talks,” No. 82, write today. 








Firestone Tire and Rubber Company 
America's Largest Exclusive Tire and Rim Makers” AKRON, OHIO—Branches and Dealers Everywher 


AAI Gl ey mu 

































































FOR REPAIRING TIRES | 

PERE eK oN 
ANENTLY, 
T VULCANIZING 


NSS SoS SSS Ss a ay Punctures or 5 =. r = eS x 7 
NEW SIZES “a a] Seo EB ae E ers S ~ NEW SIZES 
COMPLETE OUTFITS SSS al ee) F meat 23° TIRE-DOH, Alone 
Large Size, - - eS ||| Prien || pee 2-ounce Can, - - 50c. 


Siti ie > . SRL Sent test I [ste eat [E = | TIRE-DOH CEMENT, Alone 
, or Ue: y 
ais : 4-ounce Can, - - 25¢c. 


Are You Planning a Stock 


of automobile accessories and supplies? Then the above is of special 
interest to you. 


Tire-Doh makes customers repeat because it does what we claim—repairs 
p 1. point punctures or inner tube tears as long as your arm, fills cuts and 
hoies in casings before they develop into sand blisters, makes difficult 
repairs like reseating torn out valve stems. No heat or tools needed; no 
waiting. Cheape: than vulcanizing and more satisfactory. 


There is just one Tire-Doh, and it will bring you better profits and give 
your customers better satisfaction. Tire-Doh advertising will bring cus- 
tomers for you. Tire-Doh itself will keep them for you. 


Made only by 


ATLAS AUTO SUPPLY COMP ANY, 642 West Austin Avenue, Chicago 


aod 
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A “Silent Salesman” That Will Boost 
Your Spark Plug Sales and Profits 


More Attractive than Ever Before—Finer in Every Way! Only a Small Investment in 
Plugs Required to Get Display Case Free. The only offer of its kind at a popular price. 


LACED on your counter, it will constantly remind your customers to buy the spark plugs they 
need of you. It will keep your stock clean and salable. It will enable you to find quickly the 
exact types of plugs that your customers want. By selling Bethlehem Spark Plugs you will be 

sure of your customers’ absolute satisfaction. 


_ The Bethlehem Plug cuts down spark plug troubles by 75%—because, if one of its four sparking 
pee should lose its adjustment or become carbonized, there are three others ready to go to work in 
urn. . 
Bethlehem Plugs are the only ones not sold to mail-order and cut-rate houses. We stand by the 
dealer absolutely in his fight to protect his business. 


The new Display Case is substantially built and unusually attractive in appearance. It is made 
. board stock, metal bound, with the display plugs mounted behind a glass front, and contains 36 
plugs. 


The assortment of plugs is as follows: 


61,” Standard 4 Type D for Buick, Stevens, Duryea, etc. 
874%,” A. L. A. M. 2 Type K (Heavy Duty) Porcelain Insulation 
10 Ford Specials 2 Type K (Heavy Duty) Mica Insulation 

4 Type C for Winton, Reo, Overland, etc. 


DEALERS’ PRICE, $20.60 
Dealers’ Profit on Contents $25.40 


A complete assortment of advertising matter, both display and literature, included. 

Weighs only 12 lbs. with contents and packing case. Stands 10” high, is 7” wide and 7” deep. 

Information as to sizes used by various cars, and other useful information, regarding spark plugs 
appear on inside of back door. 

With this case even an inexperienced clerk can retail plugs intelligently. 

The case is supplied FREE. 

The plugs and porcelains are charged at regular prices. 

The Bethlehem Plug is sold under the strongest guarantee possible. “For the Life of the Car.” 


Only a Limited Number of Display Cases for 
Free Distribution. Send Your Order Today. 


EDWARD H. SCHWAB Th SILVEX W. N. DAVIDSON 
General Manager e Manager 
171 Madison Ave. PACIFIC COAST BRANCH: 
New York City 
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Get Over Jerry, I Hear A 


SPARION 


It firmly but politely warns 


‘‘Clear the Road’’ 


There is no mistaking the Sparton alarm cry. Its 
far-reaching, imperative voice jolts the air with a 
threat of danger, sharp and insistent. 


wg it prods the mind of the city man 
. and jabs into action the man moon- 

” ii ing along a country road. 
aS Whether you sell hand-operated 
Spartons or Spartons that are motor 


driven both you and your customers 
are assured the same high standard 


of quality. 

Prices range from $4 to $15 
Spartons are in demand. 
They sell fast. If youare 
not supplying this demand 
and enjoying the profits, 
today is the time to write 


for our sales plan. Then 
watch us co-operate. 


The Sparks- 
Withington Co. 


Jackson, Mich. U.S.A. 
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The Prize-Winning Rods 


The Biggest Advertisement E'ver Put Out 
by Any Fishing Tackle Manufacturer. 


300,000 copies of this Big Four-Page ‘““BRISTOL” advertisement will appear in March, 
April or May in Field & Stream, National Sportsman, Outdoor Life, Hunter-Trader-Trapper, 
Outer’s Book, and Rod and Gun. 

This will be a regular “Curtain of Fire’ as the war dogs say, concentrating such a 
powerful attack upon the whole fishing fraternity that they 
will want to start right out on their fishing trip. 

11 pages of “‘Infantry”’ rapid-fire advertisements will follow 
in each of the above Sporting Jourmals—every month con- 
centrating the “‘fire’’ on the ten most popular ““BRISTOL” 

Rods. 

























A limited number of ‘‘Pocket Catalogues’”’ showing 
these ten “BRISTOL” Rods will be furnished to all 
“BRISTOL” dealers who will agree to mail them to 
their customers or prospects. 

Window-Posters, Window Cut-Outs, Metal Signs 
and Brand New Electros for Newspaper advertising 
will also be furnished to ‘‘BRISTOL” dealers who wiil 
agree to make the best possible use of these expensive 
advertising materials. 

















SENT FREE TO “BRISTOL”? DEALERS" 


Send your requisition for the above advertising material at 
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5 Keo | once. This “BRISTOL” advertising will create tens-of-thou- 
i} ¥ “ sO pine sands of new fishermen to whom tackle-dealers can sell their lines, 
: y anes : flies, creels, lure and our Rods. 
Wes. ee eee 
AGATE ; n e€asi 1 1 

. \ GS We i, with mnie moot ste sani cdvertiiide seudelal 40 pancho your 
. an a | store with our National Advertising. 

Sy ae OUR FREE SCALE OFFER 


We offer to any consumer-purchaser of a “BRISTOL” Rod, between now and September Ist, 
1916, a pair of fine nickel Scales FREE. These Scales are NOT given FREE with ‘“Rain- 
bow” or ‘“‘Luckie’” Rods. We urge all fishermen to buy the rods of you—the dealer. All 
we ask you to do is to put down the catalogue number of the “BRISTOL” Rod, the date of 
sale, and the price of the rod and sign the sales-slip or bill-head and give it to the fisherman 
with the rod. He will send the sales-slip to us and we will mail the pair of scales direct to 
him with our compliments. This will create a double interest in buying “BRISTOL” Rods 
this year. Work with us and you will make double profits by doubling your sales. 


Write immediately for the Advertising Outfit men- 
tioned above provided you will use it properly. 


The Horton Mfg. Co. 


301 Horton Street Bristol, Conn. 
PACIFIC COAST BRANCH: 
The Phil. B. Bekeart Co., 717 Market St., San Francisco, Cal. 
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1916—And Lubrication 


At the recent National Automobile Shows in New York and Chicago, we con- 
summated deals with a substantial number of Hardware Dealers to carry our 
line. These dealers realize the wisdom of handling Quality lubricants which 
give the utmost satisfaction— 


HARRIS 


TRADE MARK REG.U.S. PAT. OFF. 


OILS 


AND 


GREASES 


We are also pleased to note that a large number of dealers who took on 
HARRIS OILS during the past few seasons have steadily increased their 
orders, indicating that their customers get service and satisfaction. 


HARRIS OILS are “America’s Leading Lubricants.” They start with Quality 
in the crude product—the finest produced by the wells of Pennsylvania, and 
we purchase it ata premium. The finished product is the finest grade of motor 
lubricant known. It is all lubrication—no waste. It 
retains its “body” and will not break up under the most 
strenuous motoring conditions. 











HARRIS OILS are being put out in special iron drums in 
three sizes, 50 gal., 30 gal. and 15 gal. quantities. These 
are equipped with convenient faucets, and are popular 
with motorists maintaining their own garages. Our oils 


also sold in Bbls., Half Bbls., 10 gal., 5 gal. and 1 gal. cans. 
WRITE US FOR OUR PROPOSITION 


A. W. HARRIS OIL CO. ay 
326 S. Water St. Providence, R. I. “A Little Goes F 


Branch: 143 No. Wabash Ave., Chicago, IIl. Every Drop Counts’”’ 
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iiclite 


Your Prestige, Profit and 
Pleasure of Doing Business 


Will Be Increased By Selling 


Kwiklite 


The line with character that will 
command more and better business 
for you. 

Distinct in design—Unequalled 
in finish and workmanship—New 
and improved features— Mazda 
Lamps specially selected for use in 
Kwiklile cases—Guaranteed Kwiklile 
batteries—All backed by a respon- 
sible concern that will give you in- 
telligent service and real selling 
help. 

Result—Thorough satisfaction to 
your customers, and increased busi- 
ness and profits for you. 

Catalogue on Request. 


The Usona Manufacturing Co., Inc. 


Wells-Fargo Bldg., 313 S. St. Clair Street 
San Francisco, Cal. Toledo, Ohio 


1 Hudson Street, New York City 
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V-Ray Spark Plugs are dis- 
tinctly an American product 
—measuring up to the high- 
est American manufactur- 


ing standards—and de- 


signed for use by the million and 
a half Americans who motor. 
It is unnecessary to look far- 
ther than the V-Ray trade-mark 
to obtain all that has been ac- 
cepted as best in spark plug con- 
struction. 
Nothing has been left undone 
to make car owners, deal- 
ers and jobbers vastly proud 
to point out their spark 
plugs as being the Original 
4-point V-Ray, Made in 
U.S. A. 
How wonderfully popu- 
lar these spark plugs have 
become can best be 
judged from the fact that 
our output has grown 
from 3,264 plugs in 1911 
to 747,442 plugs in 1915. 
There is no guarantee 
of spark plug efficiency 
stronger than the knowl- 
edge that every cylin- 
der is in the care of a 
V-Ray. 


The V-Ray Co. 


Ask 
Hardware 


Porcelain Type 
$1.00 


The leadership of our V-Ray 
Porcelain Plug at $1.00 has 
never been questioned. 


Constructed to outlast the car 
that carries them—with elec- 
trodes absolutely guaranteed 
never to fuse during the life of 
the motor—with no metal in 
contact with the stocky porce- 
lain core which is supported 
above and below on a cushion of 
asbestos—copper gaskets—and 
guaranteed to give more power 

than ordinary plugs due to 
the electrode penetrating in- 
to the live gas area—these 
are but a few of the fea- 
tures which make this por- 
celain plug the biggest value 
in motordom today. 


The famous V-Ray 
gPorcelain Plug is to be 
had in all sizes, regular 
or extension shell, at 
$1.00 per plug. V-Ray 

*‘Mika’”’ Plug, for excessive 
oil and heat conditions, 
price $1.25 each. Look for 
the trade-mark! 


Obtainable From All Good 

Dealers. 

Marshalltown, Iowa 
U.S.A. 


Your 


> — Jobber 


‘*‘Mika”’ Type 
$1.25 
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These articles are 
almost indispensable 
to any modern display of 


—* AUTOMOBILE 
ACCESSORIES 


Because they are liberal profit producers; 
Because they are Perfect satisfaction producers; 
Because they are certain prestige producers. 


Every article in the “Chemically Correct” 
line is a leader in its class. The list shown 
here covers only about one-third of the 


complete line. 
Consult your jobber or write us for litera- 
ture. DO IT NOW, MISTER. Tomorrow 


is the time to be getting the profits. 


“Auto 
Suggestions” 


A snappy little 
monthly sent 
free to dealers. 


SE-MENT-OL 


The original self-acting radiator 
cement. Pour it into your radiator. 
It “finds the leak and fixes it.” No 
tools, no tinkering, no searching for 
the leak with torch or solder. 

Garage men use it. Every car 
owner should carry it in his kit. 
Retail price 75c. 


The Northwestern 
Chemical Co. 
Marietta Ohio 


‘BRANCH OFFICE AND WAREROOMS 
47-49 West Street New York City 
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Norwesco Graphite 
Coating 


Fire-Fly Dry Fire 


Extinguisher 
Norwesco Alu 
minum Bronze 
Skalea—Radiator 

Cleaner 


Norwesco Speoctal 
Mohair Dressing 
Norwesco Color 
Varnish 
Pioneer Clutch and 


Brake Compound 
see Hand 


oap 

Norwesco Spring 
Leaf Compound 
8il-Ver-Ol, Silver 
Plating Solution 
Pioneer Rim and 
Gasket Shellac 

russian 


Norwesco P 
Blue 


Pioneer Valve 


Grinding Compound 
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“Character-the Grandest 
Thing In the World” 





Made in all types, 
styles and sizes, in 
either the regular fab- 
ric carcass or the 


Marathon Whip-Cord 


Carcass. 


Built entirely by 
hand, of the finest ma- 
terials obtainable. 


Both Cord and Fab- 
ric tires are guaran- 


teed 5000 Miles. 


Quality is but another name for “‘Character.’’ 


It is respected and has a real money value wher- 


ever found. Marden said, “Character is the 
grandest thing in the world’’—and it matters not 
whether it is found in a man or a tire. 


Quality is the greatest of our factory precepts 
—we are following in the steps of those great 
manufacturing geniuses that have gone before— 


The name “Marathon”’ stands in the tire world 
for those things that Stetson stands for in hats— 
Gorham in silverware—Hanan in shoes—Stein- 
way in pianos, and Tiffany in jewelry. It stands 
for Super-Quality—for Master Workmanship— 
for Higher Price, if necessary, but always for 


“Highest Value.”’ 


Highest value not only to the consumer, but 
highest value in the way of fairness and co-opera- 
tion to the dealer. 


In the Automobile Industry, “‘Marathon”’ is 
and shall always be, both to the dealer and con- 
sumer, the symposium of Quality, Service, and 
Co-operation! 


For exclusive agents, there is still some terri- 
tory open. We will co-operate to the utmost. 


THE MARATHON TIRE & RUBBER CO. 
CUYAHOGA FALLS, OHIO 
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Day 


February 29th 


Every hardware dealer in America should 
keep one day firmly in mind—Febru- 


ary 29th. 


This is the day on which you can prove 
to yourself conclusively that 1,000,- 


000 new bicycles can be sold in 19 16. 


That is the day in which you are asked 
to join with the entire bicycle indus- 
try regardless of personal interest, and 
present to the American public the 
merits of the bicycle. 


Manufacturers of bicycles, bicycle parts 
and bicycle accessories have united in 
one movement—to present to dealers 
in bicycles definite plans to increase 
their bike sales and therefore increase 
their profits. 


These plans will be sent to you we or 
announced in this magazine. 
you get these plans read them. 


But a plan alone wont increase bike 
sales—it takes action of a very definite 
sort on your part. 


Urge other dealers to join with you in 
making Bicycle Day a success. Urge 
your home newspapers to give bicycle 
publicity. Show them that it is to the 
advantage of everyone to promote the 
best interests of the Riepela 


hen — 


See that your store is as clean as a 
whistle—windows washed and neatly 
trimmed, counters in order, stock in 
good shape. 


Send out a bicycle letter to your custo- 
mers. Tell them about Bicycle Day. 
Ask them to call and see your whe 
If you want us to prepare these letters 
for you, simply ask us for our Letter 

ervice. 


Nothing succeeds like success. Make 
the bicycle a live proposition in your 
neighborhood by being alive to its 
possibilities. 


Do you see what effect this will have 
on the prospective bike purchaser > 
Do you see how thousands of dealers, 
plus the newspapers, plus the adver- 
tising of Bicycle Day, can exert a 
very decided influence for increased 
bicycle sales? 


This concerted action is all that is need- 
ed to put the bicycle back where it 
belongs in popularity. 


There are 1,000,000 new bicycle pur- 


chasers waiting for the proper sales- 
men. Be sure that you are one of 
them on February 29th. 


A Million New Bicycles in 1916 


The Goodyear Tire & Rubber Company 


AKRON, OHIO 
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AUTOMOBILE TIRES 


™ . 
gene aap Re ronan oe SS rent ma amon an wath — + = 
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mao Scalers nth en Rng ES: 


Kokomo Quality | 


White Tread, Black Side Walls, 
Durability and Satisfaction are 
embodied in each and every Tire. 


Built to give the user both ata ) 
minimum cost. 


Write for Agency. 


The George Worthington Co. 


ESTABLISHED 1829 me 
DISTRIBUTORS HARDWARE 


CLEVELAND, OHIO 
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Hardware Dealers and Jobbers 
ATTENTION! 


It is but a short time since hardware jobbers and 
dealers began to realize that they must and should 
add an automobile accessory department and handle 
among other supplies, Oil. Tiolene has been unusu- 
ally fortunate in being adopted (after numerous tests 
and trials) by several of the largest Hardware Job- 
bers in the country to be the oil they could best send 
out to their customers (which oil they felt must be 
backed by their personal guarantee) to insure repeat 
orders and satisfied users. 


IEMA 


INA 





| r. 
¢ - 
3 a 
“The Oil That’s Clean” 


has been remarkably successful with this class of trade, and there 
is waiting for you, Mr. Hardware Jobber and Dealer, an excep- 
tional opportunity to get in on the ground floor and reap a large 
part of this harvest. 


Tiolene, made from Pure Penna. Crude, especially refined for 
the Automobile Trade, is practically carbonless and is as near 
100% efficient as it is possible for a lubricating oil to be. Fill 
in the coupon below and get full information today regarding 
the Tiolene proposition. 


| TIONA OIL COMPANY 


BIN ouetacettdaieae N. Y. 


i 


LANA 












I 


II 











§ Kindly send 32 
§ full particulars 

- regarding the 
~  Tiolene proposition 


v4 for 1916. 
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At the Chicago Automobile Show 


The most complete line of automobile accessories 
were those bearing the GEMCO name. 


The Gemco line includes practically every accessory 


for which there is a steady sale. 


Complete examina- 


tion of what Gemco offers will show any aggressive 
dealer the advantage of making his Gemco connection 


exclusive. 


Built by the largest manu- 


facturers of automobile ac- 





cessories, Gemco products 
are standard in their line. 
distribution 
through big wholesale 


National 


houses makes it easy to 
get assortment shipments 


quickly. 





Gemco Transmission 
Band for Ford—big 
time saver for repair 
man. Makes it easy 
to renew transmission 
bands or brake bands 
without tearing down 
car. Built of heavy 
steel spring, lined with 
high grade _brake- 
lining. 


world. 
makes 
Clamp-On attachment does away with 
machine work. Built in all styles for 
all cars and for use front or rear. 





The Gemco Tire Display Stand locks 
any size tire and holds it in an upright 
position. Can be used anywhere—in 
the window, on the counter, near the 
doorway. Shows the tires in the most 
attractive manner. 





Gemco Bumpers—the standard of the 


More sold than of all other 


combined. Gemco Patented 


The accessory sensation of 





the New York Automobile 
Show was the New Gemco 
Tire Display Stand. 

As an equipment feature 
of every aggressive tire 
and accessory salesroom, 
this Gemco Tire Display 
Stand has features which 


make its use essential. 





The Gemco Rear End Tire 
Holders for Ford Cars— 
clamped to rear cross mem- 
ber and spring. Substantial, 
easy to attach and with 


nothing to rattle. Running 
board tire holders also fur- 
nished. 


GEMCO Manufacturing Company 


674 SOUTH PIERCE STREET 


MILWAUKEE, WIS. 
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OODRICH 


BLA: 
SAFETY 
TREAD 

BICYCLE 
TIRE > 


saan 

























Cash in 
on the 

Black Safety 
Tread demand 


Black Safety ‘‘Barefoot’’ Rubber 
Treads on auto tires are the striking 
development of the last few months. 
Goodrich introduced them and thousands 

of owners are bringing their cars up-to- 
date with them. 















That is why every boy who owns a bicycle will 
try to bring his mount up-to-date just like his 
daddy who has these black treads on his auto tires. 


So, the national “Giant” advertising campaign 


will for the most part be directed to the boys, to send them into your 
> . 66 ° * . 
store to get this Black Safety Tread Giant’’ and to see these two attractive 
gifts, which make a strong appeal to every red-blooded boy. 
First—A rich maroon or dark blue pennant with silver frosted letters, 
: given away with every ‘*Giant.”’ 
y/ Second— A boy’s ‘‘Guide Book’’ telling how to make a boomerang, how 
£ to put up a camping tent, how to tell poiscnous snakes, and poison 
ivy, and dozens of other ‘‘pointers,’’ also free with every **Giant.”’ 


And the “Giant” is a There is a greater margin of profit 
better bicycle tire on “Giant” sales 


It is the only bicycle tire, in which the than on any other high-grade, well advertised 


fabric is actually heavier than on many tire on the market. This is a money-making 


small size auto tires of other makes. opportunity that you can’t afford to miss. 


Then, its porous weave is such that the layers of Send ' nisi Pf 
rubber are welded together through the fabric. end us the coupon below for our proposition. Po 
It is practically one piece of rubber. No other bicycle The “‘Giant”’ Display Rack, a sales booster, fe: o*” 
; tire in the world is made like it. free with the first ten pairs, is only one of ros ” 
. . . . 
That is why the “‘Giant’’ is guaranteed for a year Many interesting offers we will send y 6 - 
and why it will last much longer. you in our sales plans. r P, 
y fm © ‘ , 
Pd ‘oe ~ a - 
& ~ x oe Ps ry 
t ? . at Y 
. The B. F. Goodrich Company SEA FP 
Makers of the Celebrated Goodrich Automobile Tires ‘‘Best in the Long Run’”’ P  £ Pe al re 
Factories: AKRON, OHIO Pm Fy ar Pas at 
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Badger 
Jacks 


Guaranteed Trouble-Proof 


The average jack today is a disgrace to the 
automobile trade. A jack is made to lift acar. If 
it doesn’t it’s a piece of junk. Automobile manu- 
facturers have demanded the latest and best in 
tires, wheels, and rims. These parts are as per- 
fect as men now know. But the jack has been 
neglected. Yet itis the direct cause of three-fourths 
of the hardship in tire changing. 

Present day jacks have been skimped in quality 
to meet a low price. It is impossible to make 
working jacks for thirty-nine cents. 

For five years the Walker Manufacturing Co. 
have been builders of Badger Jacks. Today we 
are the largest makers of high-grade automobile 
jacks in America. Last year 200,000 Badger Jacks 
were sold. That means 200,000 motorists banished 
tire changing misery. 

Every Badger Jack is subjected to a lifting test 
of twice the weight the jack is ever required to 
support when placed in use. No other jack we 
know of passes such a rigid test. 

Badger Jacks are guaranteed. Ifasingle defect 
develops, we give you anew jack free. Write us to- 
day for startling new book, ““The Story of a Jack.”’ 


WALKER MANUFACTURING COMPANY 
326 Wisconsin Street, Racine, Wis. 
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HARDWARE DEALERS! 


Our line of accessories for Ford cars is supplied in answer to a positive demand and comprises only articles that 
the Ford owner really requires and which he can readily install. 

Our long specializing, extensive publicity and the great reputation we have gained through the production of 
successful patented devices for Ford cars has made our line famous among Ford owners. 

Live Hardware dealers everywhere are listing our goods. Sales are continuous and the liberal margin of profit makes 
our line the most lucrative the dealer can handle. We offer every sales help, supplying electros, advertising copy, etc. 
Write for our Special 1916 Selling Proposition. 


The New York Automatic Head Light Controller for Ford Cars 
Price $5.00 Complete 








=, POWERFUL LIGHT AT 


NOTE THESE POINTS! 


Deliveres a powerful light at the lowest engine speed. 
Uses the regular Ford Magneto, requiring no batteries 
or complications. Entirely automatic in its operation, 
no belts, gears or movable connections to the engine 
are employed. Prevents the lamps being burnt out at 
excessive speed. The first and only solution to the 
electric headlight problem on Ford Cars. Installed in 
ten minutes. 

The first successful device for controlling the current 
supplied the electric lamps when run off the magneto 
of a Ford. This simple device is set on the cylinder 
head back of the fan with the blade hanging down- 
ward as illustrated. At low speed it converts the 
entire current to one lamp. When engine is “raced” 
it cuts in a resistance coil that prevents burning out 


of bulbs. All this regulation is effected by the force 
of the air from the fan playing on the pendulum blade 


of the controller. Furnished with leads all marked 


and directions for installing. 


Weight, 2% pounds. 





Rhoades Non-Vibrating Coil 


y 


RHOADES 


applied, jerky power will be absent entirely, as all vibrati 


troubles are dispensed with. 





Important News for Ford 


Owners 


The New Rhoades’ Battery Ignition System for 
Ford Cars Is Ready 


Price $20.00 


This new Model “LL” is a revelation in simplicity, 


reliability, 


and battery economy. It contains no 


delicate parts subjected to wear, and will outlast 
your car. 


Its effect on your Ford, is indeed remarkable—you 
will at once notice a tremendous increase in power, 
es and flexibility, that you never thought 
possible. 


Your motor will throttle down to a walk, yet at a touch accelerate like a six—unevenly 


ng colls and their accustomed 


In other words, your ignition troubles are ended, and you get the same satisfaction enjoyed 
by the owners of the most expensive cars. 

The system is entirely operated by six dry cells, which supply current for 2000 to 4000 
miles running—leaving the Ford Magneto to furnish lighting current exclusively. 

We supply a transformer non-vibrating coil of great power, equipped with Kick Switch, 
also an oil-tight elevating gear bracket containing cut bevel gears, upon which is mounted our 


new sparker; also all cables, wire and cable carrying tube, 


to successfully install in one 


hour. 


with instructions that enable you 


Price, thoroughly guaranteed, $20.00 


RHOADES UNIT SPARK SYSTEM 








THE 







IGNITION SYSTEM FOR FORD CARS 
$15.00 Complete, lacluding Every Detad 









Ignition System for Ford Cars 


Price $15.00 Complete 


This System is similar in appearance 
to the Rhoades’ Battery Ignition System, 
but delivers a vibrating spark which is 
obtained by the use of one of your present 
coil units. We do not furnish a coil with 
this device and it is not a single spark 
system. It appeals strongly to the class 
of owners that demand to operate their 
ignition System from the Ford fiywheel 
magneto. Batteries can be used, however, 
for starting or running, but it does not 


possess the 
Rhoades’ System. 


battery economy of 


the 


PRICE. 


> |5° 


The New York UNICOIL 





Furnished with wires, bracket and cable carrying tube, 
and is now supplied with a new type distributor cap which 


withstands extreme heat. 
Thoroughly guaranteed. 


Bear in mind that we are the largest manufacturers 
with low tension magnetos, and for all types of 





INSTALL A GENUINE 


New York Master Vibrator on Your Ford Car 


Price $8.00 at Your Dealer’s 


and enjoy the smooth, evenly 
applied power so noticeable in 
six-cylinder engines. 


It is immaterial if your car 
is the latest or oldest model. 
You need our master vibra- 


tor, as it dispenses with all ; 


coil adjustments and replace- 
ments, and insures easy 
starting, a hot, perfectly 
timed spark under all condi- 
tions, and entire freedom 
from ignition troubles. It 
has for the past six years 
proven itself to be superior to 
any existing type. Though 
many times imitated it has 
never been equalled and 
stands today the best in its 
class at any price. 


With fittings to install on the new models 


of all types of SPARK COILS, for use in connection 
stationary, marine and tractor gasoline engines. 











¥ ————S 


WESTERN BRANCH: 
1461 Michigan Ave. 
Chicago, III. 


NEW YORK COIL COMPANY 
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337 Pearl St., New York, N. Y. 
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equipment. 


The Garford Rexo II 


Hammer Driven Auto Horn 
Theloudest signal of its kind on the market. 
Com in design—highest electrical efficiency 
—striker ground absolutely true to diaphragm 
after assembling. Push button constructed 
so that slightest pressure at any point assures 
perfect contact. Attached to steering wheel. 

Storage battery or Gry cells runs entire season 
without attention. Simple and easy to oper- 
ate. Handsomely finished with two coats of 
baked black enamel, with highly polished 
—\ nickel bell. At its price, sold under our 
<—J unlimited guarantee, it is undoubtedly the 
+ best Auto Horn buy of the 


| ll CDAD ATT | 
tl) 


: 


season. Price, only seus 


Also manufacturers of Garford Flush and Bracket Types Speedometer; 
Garford Dynamo Lighting System; Maxo Ii Electric Horn for Motor Cycles. 


Garford Auto Accessories Best Buy of the Season 


See them at dealers’ or write for booklet 
Now is the time to getin line for your share of the auto accessory 
To Dealers: prosperity these thoroughbreds will produce for you. 


THE GARFORD MFG. CO., 








| ri 


inspire absolute confidence. Tone distinctly 
traffic sounds, and carries long distance ahead in plenty of time to clear the road. 
The plunger placed at an angle of 45 degrees, responds with absolute certainty to the slight- 
est touch so that you can modulate the volume of tone to the anger of your need. 
No gears or rachets tocollect dirt andclog. No batteries, pus 
with. Handsomely finished in baked black enamel—but that’s not all—it’s always on the job. 


Priced within the reach of all—so why pay more—when 


The Garford Hand tee tegee | Rasy > 
Is Guaranteed For the Life of 


S 


Garford Electric 


Motor Auto Horn 
Can be heard further than an object can 
be seen on a country road. Sound is not ob- 
jectionable to occupants of car because horn 
throws it way ahead. Simple and easy to 
operate—signal positive, certain, dependable 
giving maximum warning service on mini- 
mum current consumption. Unusual acces- 
sibility enables owner without mechanical 
knowledge to keep it in perfect condition. 
Will not work loose nor willits brackets mar 
Dry cells or storage battery. Can 
be mounted in several positions. Finished 
in twocoats of baked black enamel 7 
satin finish. Unlimited guarantee. ° 
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Here Is the Hand Auto Horn [= 
You’ve Been Waiting For == 


You can pay more than is asked for a Garford Hand Auto Horn, buat you 

& cannot buy more dependable warning signal service no matter what you pay. 
The Garford Hand Auto Horn is standard equipment on a number of the 
most popular makes of cars on the market—it should have been part of your 
The very name Garford means — and service—the one warning signal that will 
ifferent from all others and raises above the ordinary 
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buttons, wires, etc., to bother 





our Car 


Garford Ford 
Type Speedometer 


Its absolute accuracy and permanence are 
guaranteed by its extremely simple speed in- 
dicating mechanism which is purely mechan- 
ical in action. Powerful action, hand moves 
over dial without a quiver. Refliection-proof 
dial easy toread. Hand pointing horizontal- 
ly to left indicates 10 miles an hour; 45 de- 
grees to left, 20 miles; vertically, 30 miles, 
ete. Sold under strongest guarantee ever 
made. Any defective part repaired or re- 
placed free. One size 3% in. in diameter 
complete with all fittings for attaching 
tocar. Finished in black en- } 
amel with nickel trimmings. ° 
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Price 


$3.50 





PUSH BUTTON 





Reasons Why Live Hardware 
Dealers should stock the 


PREMIER, VULCANIZER 


Because the Premier is safe, simple to understand and operate, makes 











a perfect repair, eliminates the danger of fire, needs no expert atten- 
tion, makes vulcanizing easy for anyone, saves its cost in a week by 
saving tires and because thousands of dollars will be spent in adver- 
tising this motorist’s money saver in 
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With the Premier you simply “press the button and forget it.” Operates from 
ordinary electric light socket or storage battery. No rheostat or complicated 





electrical construction—nothing technical—automatically shuts off current when 


repair is made. Packed in cartons with complete outfit for vulcanizing. Ask 


your jobber or write us. 


PREMIER ELECTRIC COMPANY 


4046 Ravenswood Ave., . Chicago 


Canadian Distributor—Northern Electric Company 
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FOUR MONEYMAKERS 


in Automobile Accessories 


A Shaler Vulcanizer is one accessory every motorist trade. You can build up a big auto accessory 
needs and needs badly. It rids him of the biggest business by featuring Shaler Vulcanizers, which are 
trouble in the operation of his car and saves him rarely featured by garages for about the same 
much money. Yet no car's equipment includes reason that a barber doesn’t sell safety razors. 
this necessary tire tool. The motorist is forced to Motorists who come to you for this much-neede 
buy one from some dealer. accessory will buy other auto accessories at your 
store. Thus you can increase your sales on all 
Your store is the place to sell them. Auto Auto Accessories and build up quite a trade in 
accessories are now a part of the regular hardware that department. 
> 








The Vul-Kit #3 ) { Electric Model °12% 


To Carry in Tool For Home Garage 
Case | The ideal Vulcanizer for the motorist 


who has private garage with electric. 
current avail- 













Mends_ Tubes 

id aac able. Does every 
; kind of tire re- 
ing cuts per- pairing practi- 
fectly. Has cable for the mo- 
no exposed torist. Safe, simple, con- 
flame. Regu- venient. Temperature 


maintained and controlled 
automatically by a ther- 
mostat, an exclusive 
Shaler feature. 






lation automatic. Burns gaso- 
line or alcohol—comes complete 
in neat box. 








,{< 








HALE Vulcanizers 


SOLD BY HARDWARE DEALERS 
“ a & = 
Tube Kit *2 Ford Kit *22 


For Tubes Only For Ford Tubes and Casings 


tubes that can be car- ings on Ford cars. 


were Operates on same 
ried into the tool box to principle as Vul-Kit. 


make emergency repairs One of the best selling 
Ford accessories and 
; needed: on every Ford 
with patches. Burns Pie Sanita a the 
gasoline. Regulation difficulty in taking 
care of blow-outs and 











permanent and do away 


automatic. 











punctures on Fords. 








a 
CATALOG FREE TO HARDWARE DEALERS 


Our new complete 1916 catalog now ready and will be sent free to Hardware dealers. We 
will also send our free book, “Care and Repair of Tires.” 








it contains practical information about automobile tires. It tells what to do for every kind of 
tire trouble—how to treble tire mileage—how to get the most service out of tires, and how to 
vulcanize and repair tires at home. It explains Shaler Vulcanizers and describes each model. 


Special discount and terms to the Hardware Trade. 


C. A. Shaler Company, 1451 Fourth St., Waupun, Wis. 


The Largest Manufacturers of Vulcanizers in the World 
Canadian Distributors—John Millen & Son, Limited, Toronto, Winnipeg, Montreal, Vancouver 
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This Big Commanding 


yne Monarch 
Curb Pump 


will make your store the recognized 
headquarters for automobile supplies 









FILT ERED We 
SASOLIN 


te 








The mditrect profits on the sale of gasoline may easily surpass the 
direct profits—good as they are just now. 


When you are filling a man’s “gas” tank look his car over and 
remind him of some accessories he needs. 


And equip yourself the Wayne Way for selling him cylinder oil, so 
that you can fill that tank as soon as you have delivered your gasoline. 


The Wayne Monarch 5 gallon Curb Pump is the fastest pump in 
existence—pumps 5 gallons in 30 seconds. 


It is the only pump that requires no backward strokes. Twelve 
forward strokes pumps 5 gallons and three more FORWARD strokes 
returns the plunger for the next 5 gallons. 


Saves your time. Saves the customer’s tume. Is wonderfully accurate. 


And the BIG DIAL Shows Customer exactly what he’s getting, 
while a 100,000 gallon recording meter checks up your sales and the 
gallonage on hand in. your underground tank. 


And the Wayne FILTER guarantees pure, clean 
gasoline to the customer—and a fine reputation for you. 

The Wayne Monarch is not only the biggest, handsomest 
pump, but it is the strongest and most enduring. 

The DOME and LAMP POST are heavy CAST IRON, 
not cheap sheet iron. To open the pump, simply unlock it 

| a9 and push the counterbalanced curtain down to the sidewalk 
bit . a level. When you do this, an electric light above the 
ep? mechanism, in the inside of the dome, is automatically 
flashed on, illuminating the whole works. When through, 
raise the curtain to the Dome. It locks itself there. This 
automatically disconnects the electric light. 

Note that the dome and lamp post remain stationary all 
the time, and that there is no swinging door to be snapped 
off by an impatient chauffeur. 

Not only Autoists but the tractor owners will give you 
their trade as soon as you take command of the gasoline 
situation in your community by installing this big, beautiful 
“Monarch” of curb pumps. 


Store Systems Too 


We have developed store 
apparatus for storage and 
delivery of kerosene, paint- 
oils, lubricating oils, etc., 
that are as far ahead of 
competition as is our MON- 
ARCH Curb Pump. 

Descriptive circulars will 
be sent to applicants as soon 
as printed. 

WAYNE TANKS— 
underground or floor-level— 
are noted for their good 
workmanship and _leak- 
tightness. 

The Wayne Way is the 
winning way for storage 
= selling of all kinds of 
oils. 
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Get in touch with us right away before we are complete- 
ly swamped by the usual spring rush. Use the coupon. 


Wayne Oil Tank & Pump Co., 
No. 13 Canal St., Ft. Wayne, Ind. 


! 

I 

I 

! Please send information on the items checked below: 5 gallon 
|} Monarch Pump; New 1 gallon Push Button Pump; Store System 
} for Kerosene, linseed, cylinder oil; portable ta and pump on 
} wheels. 

’ 

I 

| 





Wome Oil Tank & Pump Co. 


No. 13 Canal Street FT. WAYNE, IND. 
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560 Profits in a Town | 
of Less Than 1,000 

























WH 
H 
Hh } 
i 
| Kulander & Bilben, dealers in general merchandise at ; 
i Walker, Minnesota (population 917), made $560 i 
iit profits in 1915 selling Evinrude Motors. If they | 
i) could do this, what can you do in your town in 1916, i 
iM with the new Evinrude Four-Cycle Twin and the | 
i improved Single-Cylinder Evinrude? i 
a : : : il 
i The Evinrude line for 1916 is more complete than | 
‘| ever before. For those who desire maxi- | 
ji mum speed and power, the ] 
i i 
| Evinrude Four-CycleTwi 
| Evinrude rour-Cycle 1 win ! 
il | 
i —detachable—will prove a big seller. It develops 4 H.P., i 
i driving an ordinary rowboat 8 or 9 miles an hour. The i 
| motor “picks up” quickly and runs smoothly and quietly / 
: with remarkable flexibility and almost no vibration. The | 
i Automatic Reverse and improved Built-in Magneto are used on the Four- i 
i Cycle Twin models as well ‘as all the other conveniences and safeguards of 
| the single-cylinder models. ) 
' ' 
Hi 3 . [ 
i In the single-cylinder, two-cycle | 
i) | 
Hi i 
| DETACHABLE ROWBOAT & CANOE MOTORS 
Hi t 
WH . . ; °,° i 
i. there are several important improvements in addition to | 
\ the features and conveniences already well known. Exten- i 
1 sive experiments have increased the number of revolutions, hi 
| with a consequent increase in speed. ? 
AN ° . . ° ii 
i The Evinrude Magneto—Built-in Fly-Wheel Type—is i 
iH entirely insulated and water-proofed, furnishing perfect | 
i ignition always, no matter how heavy the rain or how | 
Ai drenching the spray. The Automatic Reverse will again | 
| be furnished. i 
i 


See these 1916 EVINRUDE models at the Conventions 
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Mi A copy of the advance bulletin for 1916 will be mailed on request 


EVINRUDE MOTOR COMPANY 


427 Evinrude Block Milwaukee, Wis. 


Over 60,000 sold 
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Springtime 
Is Swingtime 


The spirit of summer is in the air. Folks will soon 
be dreaming of summer time, summer pleasures, 
and as a logical sequence, hammocks! 


cad sak at pee And sales will just naturally swing the PALMER 
yan | way, same as they did last year and every previous 















year for thirty years back. 


To those dealers who swing with us during 1916 
we offer a splendid line of hammocks, a greatly 
improved and enlarged assortment of styles and 
sizes—over |00 individual items, all in all. 

: Write in for our new colored catalog. Get it 
NOW, while the season is young! 


ARAWANA MILLS, 1859 


The I. E. Palmer Co., —_ Middletown, Conn. 
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Advertising Helps for the 
Tackle Dealer who Sells 


"Deku, Trchle ats. 
ale te 


HIS page is written particularly for the Dealer—though there’s 
no reason why the Angler should not read it if he feels like it! 


It’s about advertising. About the advertising Abbey & Imbrie 
are doing to help the tackle dealer sell “Fishing Tackle that’s Fit 
for Fishing”—instead of fishing tackle that isn’t. 


Every month the leading sportsmen’s magazines will urge the angler 
to buy his tackle of the dealer whose window Se tag oe J whose fishing 
tackle in the window) shows the Sign of the Leaping Dolphin; the mark 
of nearly a hundred years of painstaking and intelligent tackle-making. 


Abbey & Imbrie advertise that this catalogue will be sent to any 
angler who asks for it—provided he sends his tackle dealer’s name— 
YOUR name, no doubt, Mr. Dealer, if he’s your customer. It’s our plan 
—our honest wish—to help you increase your home trade. There’s every 
‘ reason why your customer should order his tackle through you, even if 

you don’t heopen to have in stock the particular thing he wants. Our 

business is organized on the theory that what an angler wants, he wants 
QUICK! Maybe he’s afraid the fish won’t bite next week. Or, maybe 
the Boss has only given him one week’s holiday. 


Orders like that should be marked “RUSH.” Then we'll know there’s 
somebody in your neighborhood fairly squirming with impatience. 


Abb ey &Imbrie 


FISHING TACKLE 


From time to time, during the fishing season, we shall send you signs, 
and cards and hangers to decorate your window or your wall—to tell the 
passer-by that YOUR store sells “Fishing Tackle that’s Fit for Fishing.” 
Here’s a list subject to change, perhaps for they’re not all ready: 


1. A silhouette on gauze of an angler in a showing the Leaping Dolphin doing 

boat, hooking a bass. Probably will one of his best leaps. Mailed to 

be mailed to you in February. any es ON v. : — . a 

. every dealer oug o have as 

2. A Rs lly lg om De - by we ask all anglers to look for it). 
March. 


7. Large six-panel cartoon—‘‘Fisherman’s 
Luck.’’ Pu 


8. Another fish —, A four panel dis- t it in your window -— 
ca 





play rd to sent to you in watch ‘em smile. (Enclosed wit 
April. shipment of goods ON REQUEST.) 
4. A display to attract the bass fisher- 8. Color plate showing 42 trout files and 
men. To go in May or June. 12 ss flies in natural colors 
5. A sea tale. To lure the salt water mailed to any dealer ON REQUEST. 
=. 2 ae. Se ae 9. Color plate showing 72 braided fish- 
P ugust. ing lines and 7 typical examples of 
‘ Transparent and adhesive window enelled hooks in natural colors 
sign : Angler’s Headquarters’’— mailed to any dealer ON REQUEST. 


Magazines like Field & Stream, Outing, National Sportsman and The 
Outer’s Book; trade papers like the a Goods Dealer, Hardware 
Age and the Pharmaceutical Era; periodi like the American Boy 
and Boys Life =~ the Boy Scouts)— all these publications carry our 
advertising; and all the advertising—month after month—urges the 
~~ gt to cooperate with his regular dealer in the careful selec- 


"Delay, Treble Hat's. 
aes it et 


Abbey &lmbrie 


19 Vesey St., New York 
Established 1820 


tise. 
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Two Thousand retail salesmen will say today,“It’san The faith of the public has been won by forty- 


IVER JOHNSON,” and two thousand sales slips will 


be made out a few minutes later. 
The public takes[a lot 
for granted when the name 
“IVER JOHNSON” is branded 
on the goods. It takes for 
granted that an IVER JOHN- 
SON Revolver is absolutely 
safe, accurate and dependa- 

- ble; that an IVER JOHN- 
SON Bicycle is high grade 
throughout; that an 


IVER JOHNSON Shot Gun is the best 
value for the money that’s obtainable. 





“IT’S AN 
IVER JOHNSON” 





five years of consistent adherence to a policy 


of making honest goods — 
and telling the public about 
them. 

J ust on general]’principles, 
isn't it good business to push 
merchandise the public be- 
lieves in ? 

You should have a copy of 
our big, 82-page, 1916 cata- 
log. It tells about new 
models and many im- 


provements; also sensational changes in 
our Bicycle proposition. 


It is free. 


Iver Johnson’s Arms & Cycle Works 


99 Chambers St., New York 


FITCHBURG, MASS. 


717 Market St., San Francisco 
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Grab This New, Profitable Business 


Every automobile that passes your store means possible 
business for you, but are you ready to supply the demand that 
our wide and aggressive advertising and sales campaign is 
creating for hardware dealers everywhere who are stocking the 











MULTI-TUBE 


The QUAKER MULTI-TUBE is, indeed, built—not machine made— 
for the MULTI-TUBE is constructed by hand of layer on layer of 
thin sheets of carefully inspected rubber; then “fused” into a homo- 
geneous whole. 


To the finest rubber procurable is added our secret and exclusive 
process of tempering—the treatment that imparts tremendously in- 
creased elasticity and tensile strength. 


Write for our proposition to Hardware Dealers—it’s a 
big and quick money-making plan that you cannot 
afford to miss. Drop us a line to-day. 


; QUAKER CITY RUBBER COMPANY 


MANUFACTURERS OF MECHANICAL RUBBER GOODS 


PHILADELPHIA CHICAGO PITTSBURGH NEW YORK 
629 Market Street 182 West Lake Street 211 Wood Street 207 Fulton Street 
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Try a Can of 
EVER-READY 


Metal Polish 


It’s guaranteed and we're so 
sure of its worth that we'll send 
a can on approval for 10 days’ 
trial. 


Get first hand proof that 
EVER-READY Metal Polish is % 
all we claim for it. Try a can | Zespanteep | 
yourself; we'll refund the money = = 
if you want it back. 


And we will do the same by 
your customers. Every EVER- 
READY sale must be satisfac- 
tory. 


Something New 
Under the Sun 


The man who said that there 
was “nothing new under the 
sun’’ was quite mistaken. He 
certainly never heard of EVER- 
READY CARBON REMOVER. 


For here is a carbon remover 
that actually IS a carbon re- 
mover. Here is a GUARAN- 
TEED Carbon Remover for 83 
cents. Cleans gasoline engine 
cylinders; kills every trace of 
carbon. Cleans valves and spark 
plugs, too. And in 30 minutes’ 
time, mind you! 

EVER-READY CARBON RE- 
MOVER either lives up to our 
claims or the full purchase price 
will be refunded. Get a trial 
can today. Ten days on ap- 
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The metal polish insures a 
lasting lustre to all metals. 
Leaves no sediment; no greasy 
surface. Non-injurious. Inex- 
pensive—only 35 cents the quart 
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proval. Write for prices and = can. 
particulars. = Get details. 
Ever-Ready Mfg. Co St. Louis, M 
er-Neady g. Company t. Louis, lVio. 
New York City: Kaelber & Tompkins, 100 William Street. San Antonio, Texas: Grooms-Harris Co., 512 B. Quincy Street. 
Atlanta, Ga.: L. EB. Moncrief. Waco, Texas: Grooms-Harris Co., 614 ‘Washington Street. 


San Francisco, Los Angeles & Portland, Cal.: H. B. Squires Co. 
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quality. 





GERMANTOWN, 





only to us, which gives it 


Write for 1916 prices and samples. 


STAYBESTOS MFG. CO. 
PHILADELPHIA, 


You can make 5% more profit on every foot of 


S-M-C Asbestos Brake Lining 


Moreover, every S-M-C sale is a satisfied customer 
—insuring steady and constant profits. 


Our S-M-C Asbestos Brake Lining is a depend- 
able high grade product giving to you both price and 


Price—because of our close relations with the 
Asbestos market and our large production facilities. 


Quality—because S-M-C Brake Lining is a solid 
woven Asbestos fabric reinforced with a two-ply 
brass wire, and treated with a compound known 


exceptional long life. 


It won’t burn, glaze or crumble, and is impervious to oil, water or grease. 


It holds the same quality of resistful surface until entirely worn out. 


PA. 















































Highest 
Class 
Oilers 
in the 
World 


The Mark and (ateaite 





Eagle 





the Motto 
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HZagie Welded Oiler. 
Polished Steel. 


ONE 
PIECE 


TRADE MARK REGISTERED 


Can’t Leak oO ; ! & ~ 2 Indestructible 


WELDED STEEL PRODUCTS ,:%9,, 


U. S. PAT. OFF. 


Special Auto 
Copperized § 


Oller. 
teel. 


WILL BE SOLD IN EVERY HARDWARE STORE IN THE WORLD. 
EVERY EAGLE OILER A “‘CAN OF QUALITY” 


Cannot Leak—lIndestructible 
(Note Sectional Cut Below) 

The original and ONLY practical 
welded steel oiler in the world. (Note 
sectional cut below.) The top arrows 
point where the neck of the Oiler is 
turned inward and then reinforced 
with metal, thus forming a solid collar 
with machine cut threads, and dis- 
penses with the old method of solder- 
ing or brazing a separate collar to 
the body. The bottom arrows point 
where the bottom is welded to the 
body: the seam in the spout is also 
welded, which makes it one solid tube, 
and is fitted with Solid Brass Bushing. 


MACHINE CUT THREADS... 1p 
Lad “METAL 
* NECK 














CARBON STEEL 


——— 


( “SPRING BOTTOM — } 


o~...| WELDED BOTTOM }.-* 
SECTIONAL CUT 








A practical auto oiler with seamless 
one piece drawn body: rolled with 
heavy bead near breast, which not 
only makes it strong and durable but 
adds greatly to its appearance; made 
with extra wide mouth collar; easy to 
fill; fitted with either spring steel 
bottom or heavy tin bottom, which 
are double seamed to the body. Short 
spout (2% in. long) convenient, be- 
cause it will stand upright in tool box. 


Watch its Progress. 


WRITE FOR A FREE SAMPLE, CATALOG, CIRCULARS AND PRICES—“*WE WILL HELP YOU SELL”’ 


EAGLE GLASS ~ MANUFACTURING CD. wesssvsc.vw. 


Quality 
Absorbs 
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Find by experience that 


GOODRICH 


WIRELESS 
TRUCK TIRES 


deliver service and mileage that 
means real economy in truck 
operation. 


The B. F. Goodrich rats 
AKRON, OHIO — ) 
Service Stations and i F 


Branches in 
All Principal Cities 
Makers of the 
Celebrated Goodrich 
Automobile Tires— 


**Best in the 
Long Run’’ 








Tried 3 other makes — 


Two front tires on the 3-ton Packard, operated 
by the Holley-Mason Hardware Co., Spokane, 
Wash., were in service every day for 31 months. 


At the time of renewal, one of the fronts on 
the 1-ton Baker Electric (here shown) had 
delivered 16,950 miles. 


This big wholesale concern equipped their trucks 
with Goodrich Tires after experimenting with 
three other makes of tires. They know relative 
merits. Be guided by their experience. Specify 
Goodrich Tires. 

Other hardware concerns right near you, know that 


Goodrich Tires wear longer and keep down costs. 
Want their names? 
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TAKE NOTICE 
LIVE AUTO ACCESSORY DEALERS 









eT TT] NEVILLE'S 
| ASE | STEERING WHEEL 
NR seer) siSAFETYLoce 
\e ae of Grand | COMBINED for 
: FORD CARS. 
| “MORE-ROOM”’ 
| WHEELS for all 


a | makes of cars 
$6.00 to $9.50 


| Touch the Button 
_ and walk in. 





>» ; 
J eee a i = | 


NEVILLE’S Safety Lock On Standard 
Ford Wheels 7. 


Absolutely Locks ing of ‘vont 
Your Car 
Lock and Wheel 
Complete, ready for 
installation by 
any one 

$4.50 


For Sale by All Dealers 
or Write 


“*  WEVILLE MORE-ROOM STEERING WHEEL COMPANY 


74 West Congress Street DETROIT, MICH. 
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New Car, Bill ? 
No! New Radiator 


A Rome-Turney Radiator with its Ex- 
tended V-Front and hly polished brass 
or German silver finish lends an air of dis- 
tinction that wonderfully improves the ap- 
pearance of a Ford car. 

Bill certainly made a good investment here. In ad- 
dition to having a better looking car he is certain 


to have freedom from all overheating and leaking 
troubles, 


Every Ford owner in your town is a live prospect. 
Write for prices and information. 


Rome-Turney Radiator Co. 
110 Canal Street ROME, N. Y. 
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THE WATCHLITE 


-MARS-BRIGHT 


Guaranteed 
FLASHLIGHT BATTERIES 


Quality — The Best 
WE CAN PROVE IT 


Burns the Longest—Guaranteed Shelf Life 


Note the Brass Testing Contacts on the 
Carton, a Patented Feature of Our Batteries 


BRIGHT STAR BATTERY CO. 


FACTORY AND MAIN OFFICE: NEW YORK : BRANCH: CHICAGO 






















This Tire Case Gives a 


This Tire Pressure Gauge 
Real Protection to Sp: 


Will Save Tire Expense 






Owners and dealers everywhere appreciate the necessity 
of a tire case of unquestioned quality and finest 
workmanship; a tire case which gives a real pro- 
tection to the spare shoe. The Famous Allen 
Tire Case meets every demand of the -exact- 
ing motorist. It is absolutely waterproof, it 
is perfect in fit, easily buttons on. In all 
sizes, all colors, and for all style demount- 

. able rims and wire wheels. 


Prices $3.00 and up. 


The Allen Tyrometer is a handy, accurate tire pres- 
sure gauge, which is fully guaranteed and sells at 
$1.00 each. A tire pressure gauge is the only 
way to positively guard against underinflation 

of tires; and inderinflation, with its rim cut- 
ting, loosening of tread, etc.,causes 75% 
of tire troubles. Every motorist actuallv 
needs the Allen Tyrometer. Dade of 
heavily nickled brass tubing, with 
sliding band which holds the indica- 
tion as long as desired. Onlv 4% 
inches long with clip attached for 
carrying in the pocket. 














Ask us 
about our 
Special Of- 
fer to Hard- 


ware Dealers 

















and for a copy of 
our Dealers’ Bulle- 
tin. Write today! 


The 
Allen Auto 


Specialty Co. 


1926 Broadway, New York 


There is interesting in- 
formation in the Allen 
Booklet for 1915. Sent 
free on request. 
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THIS SILENT SALESMAN-EARNS $50.00 A MONTH FOR: 


ONE. BOSTON HARDWARE. HOUSE— MAKE: IT: DO™ 
THE SAME FOR YOU—WE-W [LL SEND IT. FREE’: 





This solid oak glass front counter salesman is a part of our liberal advertising campaign to 
help the hardware dealer sell 


“X” THE WONDERFUL LIQUID sitsuz.csrn'e init 


It takes up 11 by 10 inches on your counter or in your show window—it tells your trade the wonderful story 
of “X”—it will make big money for you—order it today. 


“X” Is a Rapid and Profit- 
able Seller 


Because “X” will do a $25 to $50 repair job for 75c. to $1.50. “X” finds 
and repairs in 10 minutes—leaks and cracks in Auto Radiators—cracked 
Cylinders—leaking and frozen Steam and Water Boilers—without heat, 
solder or delay. An “X” repair will stand 500 pounds pressure—‘X” 
makes Radiators leakproof—rustproof—scaleproof during life of car— 
“X” IS THE ONLY COMPOUND THAT WILL WORK IN ALCOHOL. “X” is used 
by many governments in their army trucks. 


“X” Is Sold Under Money-Back Guaranty 


Order today from your jobber or direct—one doz. will 
start you. We will include the cabinet free. Deliveries 
from nearest distributing point. 














“x. LABORATORIES - 


630. WASHINGTON ST., BOSTON, MASS 





IMPORTANT TO AUTO AUTO FABRIC 
SUPPLY DEPARTMENTS SUPPLIES 


One of the most important items of your Auto Supply Department are enjoying the patronage of many of the large Hardware Con- 
is Fabric Supplies. As pioneer manufacturers of this line with the cerns who have added Automobile Fabric Supplies to their line. 
largest factory of its kind in the world, we are in a position to 
supply you with a line which is best known, a line that sells easily, Below we show illustrations of a few of the many articles we 
steadily and at a good profit, satisfying customers. At present we manufacture. 
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Nathan Seat and Upholstery Covers for Ford Recover the Old Ford Frame with a Nathan Topping 
and all makes of cars Outfit for Ford Cars 





UNIVERSAL 
SPECIAL HOLDER 
TIRE COVER _.° 









NATHAN PERFECT FITTING TIRE COVERS 


Nathan Running Board 
Sets for Ford Cars 









Fits Any Special 
Rim and eaoicer 







Order Through Your 
Jobber or Direct From Us 


Write at once for our new catalog containing 4 
pages full of descriptions and illustrations of our ‘ . 
Nathan Linoleum Aluminum complete line with wang brand new necessities Nathan Folding Door Chain for 


Bound Floor Mats for Ford Cars for Ford Cars and other makes. ord Cars 


NATHAN NOVELTY MFG. CO. 
ESTABLISHED 1990 Nathan Building, 84, 86, 88, 90 Reade St., New York City, U.S.A. 
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Automatic Pistol Points on Which the COLT Excels 





ACCURACY: The COLT Automatic is a ““You can’t forget to make a COLT safe.” 
Pete iste” “use shooting, hard- = CONFIDENCE: The COLT feels right, acts 
P ; right and, because it is automatically safe, 
QUICKNESS: The COLT Automatic is it is an antidote for fear in the hands of 
ready for instant use. ‘“The COLT fires gun-shy men or women. 
ie GAS eran PRESTIGE: The COLT was adopted by the 
SAFETY : The COLT is automatically locked Army and Navy because of its “marked 
against unintentional discharge. You superiority to any other known pistol.” 
must GRIP THE GRIP and purposely Show the COLT Automatic, explain it, 
pull the trigger to make a COLT let go. and the COLT will sell itself. 


When you recommend COLT FIRE ARMS you 


increase your customer’s confidence in YOU. 


COLT’S PATENT FIRE ARMS MFG. COMPANY 
Hartford, Connecticut. 
Pacific Coast Rep: esentative: PHIL B. BEKEART CO., San Francisco, California. 
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= Why Shouldn’t You 
ake ||| Get Your Share Of 
The Profits? 


Every Ford Owner needs the Challenge Gasolene 
Gauge. Show it to him and he will buy it. The reason 
is simple. Though the car may cost $500 or $600 it is 
no good without gasolene. The owner cannot afford to 
be in doubt as to his gasolene supply. It will cost him 
only $1.25 to know the exact amount at any moment. 
No guesswork. 


SP RS OR LR  atoe args eR gti 


The Challenge Gauge will register the contents of a 
gasolene tank at all times and under all conditions. It 
is safe, leakless, accurate and durable—outlasting the 
car. A big investment at $1.25 for any Ford owner. 
Why not sell them in your neighborhood? A good profit 
and quick sales for you. It is an important part of every 


Ford. 
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AAMT 
The Challenge The Badger Craft Shops 


Gasolene Gauge Sheboyg an Wisconsin 
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For Dealers Who Want Quality and Performance 


The Official High Amateur Average for the Year 1915 was 
Won by Mr. Woolfolk Henderson, of Lexington, Ky., using 


Peters Shells 


He shot at 2800 Registered Targets, Broke 2731; Percentage .9753 


The Highest Yearly Amateur Average on Record 


The wonderful record of Mr. Henderson in 1914, when he won the FOUR great amateur honors, Is still fresh In 
the minds of the shooting fraternity. In that year he captured the Grand American Handicap, the Single Target 
and Double Target Champlonships of the United States and the High Amateur — His performance in 
1915 is therefore but the continuation of a marvelous and thoroughly consistent record, made possible by am- 
munition of superlative quality. 


PETERS SHELLS have been used by the winner 
of the United States Official High Amateur 
Average FIVE OUT OF THE PAST SIX YEARS 


THE PETERS CARTRIDGE COMPANY 


CINCINNATI, OHIO 


NEW YORK : 60-62 Warren Street SAN FRANCISCO: 583-585 Howard Street NEW ORLEANS : 321-Magazine Street 





























Encourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 


goods around him than is usually 


found in youngsters. 





FITS FORDS FINELY a 


Sell this wrench me bay of the oul rap anion 
real merchandisers. Properly tutored, 
to Ford Owners he'll develop into a big, broad-gauged 


Risty Waid-eadiee te weer tet man able to lift many of the burdens 


needs our Tomahawk, also our you now Carry. 
other special wrenches to fit Ford 
Cars. Send for prices and full 
information as to display boards, 


Encourage his continued interest, 


advertising cards, etc. The latter add fuel to his ambition and make 
ls frnoed tre of care, Ds him more valuable generally, by giv- 
vantage of this opportunity, ing him a personal subscription to the 
Hardware Age. 
Walden Mfg. Co. 
ee Commercial Ga In many cases a Hardware Age sub- 
WORCESTER, MASS. scription has been an important factor 


in bringing boys from the ranks. 
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HEAD Bi LIGHTS 


Automobile Lamps 
TUNGSTEN AND NITROGEN FILLED 


The Vosburgh ‘Vac-U-Ray”’ 
Line covers automobile lamps for 
every purpose, headlight, side, tail 
and speedometer. 


We want to tell all hardware 
dealers about the profit to be made 
from handling our line. 


Vosburgh No-Glare Lamps con- 
form to the law in every respect 
regarding “the elimination of daz- 
zle and glare from motor vehicle 


headlights.” 


Our Vac-U-Ray Nitrogen lamps 
should be on every machine be- 
cause they give twice the efficiency 
of the ordinary vacuum lamp and 
consume less than half the power. 


Another big seller and profit 
maker is our Candelabra Multiple 
lamps, | 10-120 volts. 


Let us tell you of our proposition 
to dealers. 


VOSBURGH MINIATURE 
LAMP COMPANY, Inc. 


Valley Road West Orange, N. J. 


Hughson & Merton, Inc. 
Pacific Coast Distributors at San 
Francisco, Portland and Seattle 


LIGHTS 





SIDE 





















































Reading 
Signs 
Sideways 


There is going to be some lively hustling 
to meet all demands for the new INDIANA 
SPOTLIGHT. 


It is one of the most versatile lamps in 
the whole Indiana Line. Can be manipu- 
lated from the foredoor or windshield of 
a motor car to project light in any desired 
direction—sideways—frontways — upward 
—rearward. 


Casts its powerful beam from a true para- 
bolic silver-plated reflector. Always ready 
at a moment’s notice. Switch is con- 
veniently located at the rear; can be turned 
on or off at will of the driver. 


We can’t begin to enumerate all of the 
uses for an INDIANA SPOTLIGHT. 
Reading signs, guideposts, mileposts—get- 
ting attention at crossroads—lighting up a 
picnic dinner—reading the time on the town 
clock—your own imagination will supply 
numerous other adaptations for this won- 
derful six-dollar value. 


Write us at once for selling particulars. 


The Indiana Lamp Co. 


Connersville 2 Indiana 
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Tire Pumps 


for Automobiles, Motor- 
cycles and Bicycles 


“Bridgeport” pumps are a mighty 
profitable line. They uphold the qual- 
ity dealer’s reputation and each one 
of them is guaranteed. 


They are made 
of Seamless Brass 
cylinders, which 
will not corrode 
and are so ‘fast- 
ened into the base 
that there are ab- 
solutely no leaky 
joints. 


Every pump 
which bears the 
name “Bridge- 
port,” from the 
small bicycle tool- 
kit pump to the 
compound auto- 
mobile pumps—is guaranteed to be 
easy of action, simple in construction, 
and long-lasting. 


Make sure your stock includes the 
“Bridgeport” line. Tell your jobber 
you want 
these tire 
pumps and 
insist that 
you get them. 


Write for new catalogue 





140 Crescent Ave., Bridgeport, Conn. 























‘nov BATTERY 


End your battery troubles. Satisfaction enters 
for you and your customer when you stock Novo 
Batteries. Made for all shapes and sizes of flash- 
lights—Each Novo battery is guaranteed as to 
shelf and service life. They maintain the highest 
standard of efficiency that has yet been attained 
in battery manufacture. 

Consistent Quality is our slogan—an order of 
Novo Batteries contains no failures. 


PRICES 


Don’t fail to get our liberal discounts before you 
place your next order—it means money to you 
—dollars in your pocket. Write us today for 
FREE SAMPLE and Prices. 


Novo Manufacturing Co. 
359 West Broadway NEW YORK 


























Machine made throughout. Made of the best ma- 
terial obtainable. The sockets in both the standard 
and Ford sets are turned from Bessemer steel and 
case hardened and are warranted not to break or 
spread. Has no equal for close work. 


THE FORD SET Contains: 


1 Handle 7 inches in length. 

2 Screw-driver bits. 

1 Extension bar 7 inches in length. 

SIX SOCKETS to fit all nuts and bolt 
heads on Ford car, including the cylinder 
head. 

Price in leather case, $3.00. 





STANDARD SET Contains: 


1 Handle 7 inches in length. 
2 Screw-driver bits. 
7 Sockets to fit semi-finished Hex. nuts 
as follows: 

U. S. Standards from \% in. to % in. 

A. L. A. M. Standards from 5/16 in. to 
11/16 in. 

Cap screw heads from 5/16 in. to % in. 
Price in leather case, $2.50. 


WRITE FOR DISCOUNTS 


WILL B. LANE 
180 North Dearborn St., CHICAGO, ILL. 
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GONE— 


THE DAY OF 
TIRE TROUBLES 


























DAYTON 
AIRLESS 
TIRES 


are neither solid nor pneumatic. In 
appearance, exactly like the pneumatic, 
and ride just as comfortably. They 
are constructed of high-grade rubber 
and fabric and supported on resilient 
rubber piers that carry the load. They 
cannot puncture nor blowout, nor rim- 
cut, eliminate the necessity of carry- 
ing spare tires, inner tubes, and do 
away with all repair bills. 


Guaranteed for 8000 miles on Ford and 
other light cars, 5000 miles on the heavier 
ones; however, they invariably far exceed 
this guarantee. This is the kind of a tire 
that will build a successful and profitable 
business for you. Write today for our 
exclusive territory proposition. 


Dayton Rubber Mfg. Co. 


995 Kiser Street 


Dayton, Ohio 

















DETROIT, 








Always on the Job 


plowing through snow and 
ice, rain and mud. Road 
or weather conditions do 
not stop the Federal. 


THE 


FEDERAL 


Delivers Your Goods 





at long distances, quickly and eco- 


nomically. 


Most of these long hauls would be 
impracticable with old-fashioned 
methods and equipment. It is this en- 
larged business area, created by the 
“distance-eating”’ ability of Federal 
Trucks, that makes Federalized 
Transportation a valuable asset to 
your business, whether manufacturing, 
jobbing or retailing. 


On both short and long hauls the 
Federal makes a most economical and 
efficient delivery unit. 


You owe it to yourself and to your 
firm to ask us to show you what other 
concerns in the hardware business 
have saved with Federalized Trans- 
portation. Write today. 


Federal Motor Truck Co. 


242-250 Leavitt St. 








MICHIGAN 
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Attacho Electric Lanterns 


Best Service at Minimum Price 


The “ATTACHO” makes every ordinary dry battery a safe and handy lantern or flash light 
for any use. Absolutely fool-proof. Skeleton frame made of spring metal adds no weight 
and will not sweat battery. Reflector being on end of battery and by use of rest gives any STYLE No. A-l 
light angle desired; 14% volt Mazda Lamp used throws a clear bright light over 65 feet. 


The “ATTACHO”’ Lantern is made in two sizes as illustrated 
Style No. A-1 is designed for flash lent service, although it can also be used as a lantern. 
Small, pS, with brilliant, NON-tarnishing reflector. Retail price whtneut battery, 
25 cents 
Style No. A-2 is designed for continuous service for those who want only an electric lantern. 
Owing to its 3 inch highly polished, NON-tarnishing — -covered reflector, it gives a 
maximum of light. Retail elon, without battery, 50 cents. 
Samples sent on receipt of price. Don’t Delay—lIt Doeen’t Pay 


STYLE No. A-2 ATTACHO LIGHT CO.  syndicate'Trust Bide. ST. LOUIS, MO. 
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You Cannot Sell A 
Better Handcuff Than 
The Peerless 


The Peerless offers features from which your 
customers cannot get away. The Peerless Hand- 
cuff is light enough to be carried in the vest 
pocket, sufficiently strong to meet all requirements 







1 CLEVELAND, 


PRICE $ 190 


Magee endl 


Saves 15-30% 


in Consumption of Gasoline 

















for circulars. 





and is always ready for use. 


The Peerless cannot become locked in the 
pocket. The locking jaw can be continuously re- 
volved unless stopped by a person’s wrist. Made 
from the best quality bright drawn steel. There 
are two styles of handcuffs—the old style and 
the “Peerless.” Which will you handle? Write 


PEERLESS HANDCUFF CO. 
47 Dwight St., SPRINGFIELD, MASS. 


Lee ee TTT Me 


Stock Prevento 


Hannum’s Prevento absolutely stops all rust and corrosion in 
radiator and water cooling system. Saves from 15 to 30 per 
cent in the consumption of gasoline, and stops small leaks. 
Every can guaranteed to consumer. It keeps the passages 
thru the radiator pipes and fins clear of rust accumulations. 
It prevents sand holes in the cylinder walls from putting the 
motor out of commission. It improves circulation and main- 
tains a cool motor. 

136 Wholesale Hardware firms and 66,000 Retail Hardware 
firms in the U. S. stock Prevento., Are you one of the 136? 


Price, $7.50 per dozen. 


W.H. Hannum Chemical Co. 
Cleveland, Ohio 
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fail to “‘catch”’ 
business for you. 


is more sure than your own 


No Contagion belief that you can turn out 


high grade merchandise. Put that belief into your ad- 
vertisement in Hardware Age, and our readers will not 
it. Right there is the beginning of 


HARDWARE AGE 
239 West 39th St., New York City 
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The Right Idea! 





K-C “Vulc-Tite” 


Self-V ulcanizing 


Blowout Patch 


Completely encircles tube and when in 
place holds fast the inflated tube, prevent- 
ing blowouts through rim-cuts as well as 
tread fractures. 


The extension flap, with a wide strip of 
} vulcanizing rubber, is the sealing feature 
1 which positively fastens the patch into a 
perfectly shaped cylinder, encircling the 
| tube, but in no way fastened to tube or 


casing. 
Easy to put in— 
Perfect Fitting 

Does Not Injure Tube or Casing 


Adjustable to Casing Variations 


Manufactured by 
America’s Largest Tire Accessory Makers 


The General Tire & Rubber Co. 


AKRON, OHIO 


Successors to Western Tireand Rubber Co., Kansas City, Mo. 
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PISTON RINGS 


Your 


——— 
Re sitar 


Lr}: C[ARBON:-MORE POWER 


EVER-TIGHT PISTON RINGS have perfect 
elasticity from three points, meaning an even 
distribution of pressure all around, and a 
decrease in friction. 


A FEW “EVER TIGHT” FACTS 


EVER TIGHT PISTON RINGS produce perfect compression 
EVER TIGHT PISTON RINGS produce more power 

EVER TIGHT PISTON RINGS decrease maintenance cost 
EVER TIGHT PISTON RINGS eliminate carbon troubles 


You Do Not Have to Rebore Cylinders 
The EVER-TIGHT PISTON RING saves you 











the trouble and expense of re-boring worn 
cylinders; they will adapt themselves to “out 
of round,”’ as well as new cylinders. 

Write today for full particulars. 
EVER TIGHT PISTON RING CO. 1426 Chestnut St. St. Louis, Mo. 


























Indiana Lamps 


offer you a broad and diversified field for ex- 
pansion. 


The best policy is to start your stock with a few 
auto and vehicle headlights, taillights and side- 
lights in the most used styles. Then you can 
build a profitable business as the “doors” open to 
meet your advance, 


The INDIANA Line is complete, so you can 
trust us to supply your every call. Write to- 
day for pamphlets describing artd pricing several 
of our newer types. 


THE INDIANA LAMP COMPANY 


Connersville Indiana 














310 HARDWARE AGE February 10, 1916 


“Pflueger-Lewls” Interchangeable Spinner | | ..-4:n Manco” Ford Fan Belts 


Six Great Killers with Patented May 27, 1913 Are made of 4 ply, 12 ounce army duck, 

Twenty-four Inter- The Latest for All ' woven endless, stitched, and treated 

ha bl , . j with a secret process that makes them 

rs ee me ; Game Fish ! proof against oil, grease, heat, hot 
oe [ff : *\ | | Water, and most acids. 

For All Game fish Positively will not stretch or shrink. 

Giving universal satisfaction through- 


THE "PFLUEGER-LEWIS ” INTERCHANGEABLE SPINNER | | out the World on the “UNIVERSAL” 


herrea Car. List price 20c each. Write for 
Sa Gres? Killers wali Tiwenly tour interrhdtgadté Cama na tiors discount. 


PRICE PER SET S1O0 


<< a a | | | The Fairmont Mfg. Co. 














she y Incorporated 


Liddell and Grove Streets, Cincinnati, Ohio, U.S.A. 

















“BEST AUTOMATIC SHOCK ABSORBERS” 


FOR FORD CARS 
MFORT 


— - se == «< 
DIRECTIONS FOR ASSEMBLING Cad, —~ $6 00 S : P 4 
Enact ine enate ree Whe ots mm tne oy Ff seeon end ‘surt fhe rhinsg enonag ab 160 ches eoescm cose : aa 5 e 0 
tees tend drew the 8090 Gown Bont de 1he ENIETe fhe WeMnnD soe 38 6e loel. ee UME es 
s " 


Resume bel’ wav coord 09 sesure Ae Enns” Teale se ne | fi - Two dependable 
Since” compression springs 

















~— eet for each of 4 cor- 

Actual size of easel display card, 81%4x6% : ) ners of the car. 
' a» Do not change 
It is a generally accepted fact that all Game Fish are notional. f ’ gee : hang of the — 
In some waters they will take a certain spoon and in other waters Cen ee 3 READY SET to 
just across the way they will favor another, and again even in the = , * ) > slip in place with- 
same waters; season of the year, condition of the water, time of OS ED) SE Cee) - out aid or  ex- 
day and other causes will affect their tastes, hence with the ee a Ber) ™ 4 - pense of a me- 

**Pflueger-Lewis’’ Interchangeable Combination Set you are pre- . < ee AS ‘i y chanic. 

pared to meet any and all conditions promptly and conveniently. a NONE BETTER 
oO. 620—‘‘PFLUEGER-LEWIS’’ Interchangeable Spinner. ———. iis AT T Ww ICE 

List price, $9.00 per dozen sets. Retail — $1.00 per set. = aE. THEIR PRICE 

Packed—One complete set on a Fancy Easel Display Card—one “ 

card in a box and six boxes in a package. ee  i i 2S — ae! BIG PROFITS. 
Our Regular Discounts Will Apply. Write for sample & Catalog. Se a Sold by leading 
Cs ~ —< i jobbers, or write. 


The Enterprise Mfg. Co., Dept. 22, Akron, O. SS ackelo-Campbell Co. 


Successors to the American Fish Hook Co. Established 1864 Minneapolis, Minn. 




















AWAKE to the demand for Does your auto trade know that all important 
races during 1915 with one exception were 


Reading Standard Bicycles | | "" “8 
THE QUALITY MACHINES Dixon’ S 


” ” 
All models now made in 19” frames. Graphite Automobile 
Prices range from $25 to $50, showing . 
handsome margin of profit. The line is Lubricants? 
worthy of your consideration. Get in touch 


with us promptly for exclusive territory. Write for set of photo-testimonial window display 


cards No. 40 G and booklet, “Words of Wisdom 
Ask for our handsome catalog in colors. from the Speed Kings. 


Made In JERSEY CITY, N. J., by the 


JOSEPH DIXON CRUCIBLE CO. 


G-117 


Reading Cycle Manufacturing Co. 
7th & Chestnut Sts. Reading, Pa. 




















Rug 
THE HASTINGS STABILIZER | | GUM secrete 
For Safe and Steady Steering ne tl oe 


worm gear drive 


for S275. Mates | | Ee 1. RUGG &CO,, Mfrs., Newark, 0. 


a Ford drive like 
a high priced car 


REAR V/EW falar heme S : and assures safety. i e 
Once attached you Shaft - driven, Auto- 


ain a es would never be mobile, Hand Horn 
without it. List Price, $5.00 


Ask any leading — age yg and _— 
urable on e marke 
jobber or write Profi t , making neitite? ante 
rs s 
Jackels-Campbell Co. fre trade 
Minneapolis, Minn. American Electric Co. 


spelen ery) 
IN POSITION ON CAR eet 5 om Sts, 




















Manufacturer of 
Samson Automobile Horns 











| 


, 
: 
a 
i 
| 











=) 


eg, epi 


. ot 


te 


peg 
lage 


aa, 
ee 


——_ 


2 
=~ 


>—5 


Department 4 


Farm and Garden Tools; Wire Cloth and 

Fencing; Pumps and Gas Engines; Paint 

and Varnish; Poultry Supplies; Barn and 
Dairy Equipment. 
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Cyclone LI NI] BKB 


Universal 


Saeae (J|b Trade Winners 


closely woven 
— NF —— 
galvaniz wire, 

l No. 9 : . 
5 Pee The tremendous stride made in popular 
Fittings for any favor by Cyclone Fence, Gates and accessories 
— appeals to dealers who want the big 1916 busi- 


ness in this line. 


saat imamate. Cyclone Advertising 
Dominates the 
Fence Trade 


It is the only line for which a commanding 
national advertising campaign is continuously 
carried on. A series of full-page advertise- 
ments is now running in a number of leading 
publications. 

e. is = geo —— of compelling 

orce, which confirms Cyclone leadership in 
wale oer a gale ant lan tern agg the minds of the millions of readers reached 2; 
easy to set up around any shape or size of flower-bed or lawn. by these publications. 


The Cyclone Guarantee to 


the Hardware Trade 


means unvarying high quality in material and 
workmanship—full gauge wire, full measure- 
ments, full weight. We guarantee everything 
made by us under the Cyclone name to meet all 
the specifications given in our literature. 

We supply you with a variety of free sell- 
/ ing helps, such as window displays, folders, 
SSR crores rer semen MS TT RE and pag? mee aig your trade free of cost 

f to you, directing customers to your store. 
elTaiane, pnale Drive Gate hes ferme ot henry, Mam We supply you also, free of charge, a reli- 
fabric with ornamental scroll top. ‘Truss rod prevents sagging. able pocket-size wire gauge. You need this. 

Write us for it. 
My . 7 \ Place your order now for spring stock and 
2 Oyo: x - avoid the danger of advancing prices later. 
) ? - POX Our prices to dealers give you a good mar- 
/;EEDEREREDG! (REDRRORDDE: i pn et grent. 
(SERRQEEGEE) (ESRREEEEES) | DEERE CREED! eucupaecenl (fi 


ichichichichichimicicni@ician medicine ch iden chs 

NARA HU RUTH GN Cyclone Fence Co. 
| | \ 

yg cATEVPARAEPERUETOTEETD: EUSTACE PRELEEREEL TLV ELEES THT PRCERREETERI LEPTIN” 9 Waukegan, lil. 


CAAA a ‘ 
me A ORT CI BURR IQA FS HOM co ayer Neng The Cyclone Line Includes; 
Cyclone Property Pro- Cyclone Vine Trellis 


so that one-half of gate may be used as walk gate, while other 
half is held firm. Built in sizes to fit any standard gate Bad, A. inggeamaaamagaaa Cyclone Entrance 
oe Cyclone Chain - Link Arches 

ence Cyclone Flower - Bed 
Cyclone Cemetery 2nd Lawn Borders 


[CTE CO TET ON | ent ty. moe ae 
MPUCRVERERRTPLGERTRICURTR RT ETE ROPE REDUIRIRHULeero dc air onion ry ground Outfits Cyclone Farm Gates 
( SUCEEELEEEPEEEEETE Ee EEE EEE 
A es reTTPETLELEEEALU LEE ECTALTLEFE S110, EUTEEEEEEEEUEELL ETO 
HCE EET EERE Se Ee 
MTRRRTE RRO RORTRRERERRTEC LIL ERORORIREPHMM ARGUING OUD CEO TOU NOU 
EE EREEE ee EEE ea 
Ps EEE EEE AE EEE ee J : 
, ; , pibbASL AE Seb eees ~ 
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eae et a ee as 
Cyclone Ornamental Fence is_ characterized by 
Cyclone National Farm Gate is the popular low- original designs, even picket tops, uniform spacing, deep-crimped 
ri ‘‘common sense’’ farm gate. Simple, light and strong. full gauge No. 9 wire pickets, and triple reverse twist in weav- 
High earbon tubular steel frame is braced with center-bar sup- ing which insures stability. More of this fence is sold than of 
port. Adjustable truss rod prevents sagging. Heavy wire any other make. 
fabric closely woven. 
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This new plan is getting right down to brass tacks on 
this big problem of fighting mail-order-fence competi- 


WO isd RY ABO UT tion. One of these ads is bound to get the fence buyer's 


USE 


inquiry, Mr. Dealer. Every single name—and we get 
thousands of them every month—is promptly referred 
back to some nearby dealer. Can you beat such a plan 
for grabbing off fencing orders at a profit that are now 
being sent away by mail? The coupon below will bring 


further particulars. 























Jening for market or home nse, will be treated 
tying. momrketing, eic., are ali big subjects, 


t answers will help te mare this department 
Ly. State Horticuitural Society. 

















ure for it, 2 trétich can be dug and 
d.with a mixture of soil and manure 
th sueh a foundation plants” of all 
ds. wil] make a wonderful growth 
}.produce finer, larger and more nv- 
us flowers. The perennial phiox is 
sautiful flower and easily grown. At 
i ‘season ld plants can be taken up 
edivided and their ntmber thus in- 
“+ All. such -transplanted roots 
d be covered with a good mulch oj 
ire from fall till spring. It is 
ent plan to interest the child 
work and the best. way to 1S 
offer rewards or regular ents 
the work. A neighbor ee of 
‘children industriously: ; Brk dig- 
out basins and trencj br flowers 
| filling them with ry@rth. . They 
hntarily went to oO earn the 
ey ‘he offered. fo piece of dig- 
bs “in other Wo ey took it by 
5s to lay up some 
but by and by, if 
il] create in these 
mterest in.and love 
uite independent of 
There is no doubt 


bf the farm could and 


Keystone Steel & Wire Company, 
Peoria, Illinois, 


when they do not receive that care and 





proved. 





to pick. Weedless: to ae the beet need re- £ 
sults are not obtained. from these fruits” 


attention ‘which their merit “deserves. pP—, 


Currants and gooseberries are two of | 
the hardiest types of small fruits, but at | 4. 
the same time no plants, respond more‘. = 
generously to fertilization a cul- } &> & 
ture in other respects. Neit er’ will 
thrive and produce good ero 
in unfertile, barren soil” ~ 
lands produce the finest 
fruits, but the fruits. . 
be grown on any § 
rich and whic 
of moisturg Cae Pa oS 

Neith these fruits will do so well | * eet 
whey J exposed pec hot ‘ag Cur- [= —<— — 
rZ ) more sunshine t goose- | : 

‘however. The latter do well | KITSE “-LMAN FENCE 

bugh iri full exposure when the earlier | gg POSTE GEM Mode of KITSELMAN Open 
Ym, = ont moist, Boneh bi the Factor Misco. rast 

ry and. hot rries often sun- date Direc t J MORSE-HIGH, BULL- =-8 | 
quite badly—so much, in. fact, as ‘to | Cees me LUSTRONG, PIo-TiaHt. fe ¥ 
amount to a large portion of the crop. wt Fomesie tS 
It. should be known that the nativity of $ - Se ee oe 
the gooseberry is the colder portions of . shows 100 styles snd heights off 
Europe, Asia and America. The habits > het how ne mane 
of the plant differ somewhat-in each of btn, ony oy Fale A Dc rahoten tat m Sold 
these countries. Most of the varieties { FOR Of these facts. Write 
offered by our nurserymen are those {- 
known as the English, but there are sev- 
eral valuable Soe of 7 nde our = — 
native varieties. The pure English ya- Fe en aa 
rieties are much. more subject to the | {| WRITE FOR Bats OWN F ENCE 
gooseberry mildew and often fail from nigaée BARGAIN oop 
this cause. Among the best varieties are | eeay-y 7 Ss A MPLE 
the Downing, Houghton and Smith Im- ! —_ e © , 
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It is vey tal that the currant 
gated should be 

Planting 

October, 

25 soon as. 

pseberries- ‘a 

i ible to |* 





Be 4 4 
» ~ TT 
- 


tt Tt i 


Gentlemen: Kindly forward me immediately full in- 
formation about your anti-mail order fence with 


prices and samples. 
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Make this lawn-mower sea- 
son the best you've ever 


had and the foundation of 
Gace” ©=— bigger seasons anon. Push “PENNSYL- 
- i .. VANIA” Quality Lawn Mowers. 


They took the lead over a third-of-a- 
century ago, and today, tho imitated 
‘ widely. in patterns, they stand supreme in 
Naee « @uality of construction. 


Their blades of oil-hard- VANIAS” the most efficient, 


ened, water-tempered cru- longest -lived, best - selling 


cible tool-steel alone justify Mowers manufactured. | 


leadership, not to mention People are learning to ap- 
other original features of the preciate “PENNSYL- 
line—open cylinder, open VANIA” Quahtty through 
wheel, train of gears, ball OUT national advertising, and 
bearings and self-sharpening the personal testimony of 
. thousands of _§ satisfied 
adjustment. 
owners. So, remember that 
These, plus highest-grade well-known goods are half- 
— materials and skilled work- sold; and quality goods are 
Ye Third manship, make “PENNSYL-_ good for you to sell. 


Grinding 
and Testing “The Pennsylvania People’’ 


dlppkee fiddle [fardvare Company 


PHILADELPHIA, PENNSYLVANIA 























Look over the “PENN- 
SYLVANIA” line shown Yy 
on the following pages. H/ 






Wf YY UY Then write today for our 
Y py Uf Uy catalog containing fur- 
, Yy Yj ther details and prices. 
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Dpesvcuan((/\ ‘PENNSYLVANIA ” Quality Lawn Mowers 








See Sess. ot ——_—~ 





=~ Spa 


: ~ e. —S= - : 


¥%-in. wheel. 6%-in., 4-blade cyl. 
7%-in. wheel. 5%-in. l 


10 and 12 in., 3-blades 


Delta Ball Bearing 
Is strictly high grade; small priced. 
8-in. wheel. 5-in., 4-blade cyl. 





10-in. wheel. 


A light-running mower. Parts accurately machined to insure 
noiseless running. easily adjusted 
10-in. wheel. 5%-in., 4-blade cyl. 


9%-in. wheel. 








yroete Tae , 7 
Lirdwdlre t onipdlly 





14 to 18 in., 4 blades. 





— — #2 F= ang: 2 ie a <_< 
—_ - SSS eee ae 
Continental 
For high grass and rough lawns. Favorite with railroads, 
parks, cemeteries, etc. 


Is best all-’round mower of its type. 
cyl. cups and cones, insure easy running. 
; 14 to 18-in., 4 blades. 10-in. wheel. 6-in., 5-blade cyl. 





NNSYLVANIA.”’ 


iil 


N\A 


Has bottom knife bolted tight to frame. 


an =— a Pennsylvania 
Pennsylvania, Jr. The pioneer of all-quality mowers. Open cylinder, open wheel, 
Ball Bearing, the most perfect grass cutter in the world, train of gears. 
has all ‘“‘PENNSYLVANIA”’ Quality features. 10%-in. wheel. 6% -in., 4-blade cyl. 
10-in. wheel. 6-in., 5-blade cyl. 8-in. wheel. 5%-in. cyl. 
8-in. wheel. 5%%-in., 5-blade cyl. 


TT 


yim 


Great American, Ball Bearing 


Perfectly fitting ball 


Red Cloud Ball Bearing 


Has same materials and careful construction of higher-priced 
Stands hard service. “PE 


2 ow Easy. 
5%-in., 4-blade cyl. 


Shock Absorber 
Absorber feature 
 6-in., 4-blade cyl. 
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Poesia 
























“Pennsylvania’”’ 
Rainmaker 


(Improved 1916 Model) 
waters 300 to 500 sq. 
yds. without ae lawp 
in any way. rbine 
principle. 








30 and 38-in. 





for use where surface is broken by shrub- 
bery, or too hilly for a horse. Two men may 
oandle it if necessary. 

4-blade, 6%-in. cyl. 

6-blade, 6%-in. cyl. 

25-in. cut. 


New Quaker City 
Strong, durable, easy-running for any kind of lawn, 


a favorite with professional gardeners. 
7-in. wheel. 5-in. cyl. 








New Departure 


adjusting cylinder by means Coiled springs 


journal. 
High wheel—9%-in. wheel. 6-in., 4-blade cyl. 
Low wheel—7-in. wheel. 5%-in., 3-blade cyl. 











Has self-sharpening raised-edge bottom knife and self- 
over each 
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“Pennsylvania” Grand Horse Mower 


Complete and equipped with the new Braun Grasse Catcher. 
Grass is shoved out by movable side, not dumped. 
t. 


cu 


Bellevue Ball Bearing 


Easy running mower for popular use. Fair 
price 


9-in. wheel. 5-in., 4-blade cyl. 


“Pennsylvania’’ Golf, Plain or 
Bearing 
can be adjusted to cut as close as 3/16 
in. The iron roller attached to ball bear- 
type only, tho attached 
to others at additional price $2.00 each 


size. 
9%-in. wheel. 6%-in. T-blade cyl. 


ing high wheel 


8-in. wheel. 5%-in. 6-blade cyl. 


> 
& 7 
ae. » 


Self-sharpening. 


7-in. cyl., 30 and 38-in. cut., 4 and 6 blades. 


PaO 
— 
man 


ee 


i 


Z 
Z 
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tee eer eat ee ' 
“Pennsylvania” Standard Horse Mower 


Crucible tool steel, oil-hardened and water-tempered blades. 






“Pennsylvania’’ Putting 


or Roller Mower unexcelled for 
cutting wavy greens, tennis 
courts, cricked creases and’ 
other lawns requiring a very 
close and smooth cut. Also 
used for border trimmer. 7- 
in. rollers. 5-in., 6-blade cyl. 


“Pennsylvania” Under- 
cut Trimmer 

will cut under a fence, wall, 

projection or any place hitb- 

erto reached only by hand 


ears. 
9%4-in. wheel, 4-blade cyl., 
5%-in. cut. 
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y | Resistant wine teaser ; 
. , 
4 a ONY, a 
‘ i) 
“Pennsylvania” Lawn Cleaner New Braun Grass oe 
‘es * Galvanized bottom and extension can- 
| and Rake Grass Box vas sides. Attachable to all ‘““PENN- 
Does more and better work than 3 men SYLVANIA”’ hand mowers, except 
with hand rakes. Leaves grass upright. For Golf & Putting Greens Mowers. Sheet metal, Golf and Putting Greens. Various 
24-in. and 386-in. cleaning area. wood ends. Easily adjusted; 6 sizes. sizes. 
‘Pennsylvania’? Grand Horse Mower 
Represents more value for the price than Height of cut regulated from % to 2% in. from 
ever before offered. driver’s seat. 
10-in. open wheel, open side plate. 15-in. roller, 7%4-in. cyl. 
5%-in., 4-blade cyl. 30 and $88-in. cut, 4 and 6 blades. 
<¢ — 
A o = 
De®: a” = 
Z a / : = 
Za g | — , Yh —— 
G , 
i 4 : ° 
KZ Daisy 
a 9-in open wheel, open side plate. Is ‘‘PENNSYLVANIA”’ Quality at low price. 
A 5-in., 3-blade cyl. 7-in. wheel, 5-in., 8-blade cyl. 
“‘Pennsylvania’”’ Ball Bearing 
Trimmer 
bed cut within %-in. of wall or tree 
runk. 
8-in. wheel, 5%-in., 4-blade cyl. 
_——e 
. a 
Electra High Wheel Electra Low Wheel 
4 Has a 9-in. wheel. Spoked rim. Internal gear in each wheel. Has an 8-in. wheel. 
5-in., 4-blade cyl. 5-in., 3-blade cy!. 
. “The Pennsylvania People’”’ 
PHILADELPHIA, PENNSYLVANIA 
SUPPR 4 , didi Hardwar (ompdls 
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DUTCH SHAPE, GRASS 
















Efficient Cutting Cutters 











NORTH WAYNE |: 








SCYTHE 








TRADE 


1E el t srett * 
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I manuFAaclinie NORTH WAYNE 7001 C0. 
ony HALLOWELL,MAINE. : 


P EST : 
URI L oF ue  CIBLE sree ° 
MA 


rp ENOUGH ij 
1 0’ wot 700 H HARD -\ | 


4 jo 


pre 
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Fac!” URED NORTH WAYNE TOOL C0. 
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MA * MW ALLOWELL,MAINE. 
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In 1890 
1900 Dozen 











One man can mow— 
It takes two to grind. 
We make the mow kind. 


Write 
for 
Prices 























BROOKS way «MOFE 



































HARDWARE AGE 





February 10, 1916 








<= ——— 






YANKEE SHAPE, GRASS 











Eliminate Cost Remembrance 





TOOL COMPANY 








§ | | 
LABELS 











" 


ss Ss WORTH aga Coffee 
‘tue yer o” HALLOWELL, MAINE. \ eo ce ae 
; S -t MARKS REGISTERED 


MOQ Mazo 


sr NORTH Warm Too. Co} ().\' 
NA’ 3” HALLOWELL, MAINE. oF 
| TRADE MARKS REGISTERED USA. SHARCOALS 

















| Nowadays 
19,000 Dozen 
» Year 





North Wayne Tool Company 


HALLOWELL, MAINE 


Sales Office: 1408-1409 Ford Buiiding, DETROIT, MICH. 
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How Does The Lantern You 
Handle Measure Up With Ours? 











b It holds enough oil to burn 56 full, sixty 
minute hours. 


Made of excellent quality of tin plate. 


S 
z= Will Sta-Lit; no sudden blast can pos- 
sibly put it out. 


Its the one Cold Blast Lantern Made 
that will withstand the elements at their 
very worst. 


Short globe type; easy working lift; 
A bail that stays at any angle you put it. 


Note the shape of the dome. It acts 
as a corrugation would, to strengthen. 


The canopy ring stands upright. 










oJ Easy to open, easy to fill. 
ey Ample globe protection. Wicked, 
if any to -. | | | > 
| * Price consistent with Sta-Lit quality. a 
iY, 


q Ma 








: NV © BY F 
| oe 4 ase | st 
OUR GUARANTEE 


If for any reason or no reason a Sta-Lit Lantern fails to give 
entire satisfaction, the dealer is authorized to take it back. 


Sales Dept. REN STAMPING CO. 
JAMES H. CUMMING — Yat OHIO, U.S. A. 


CHICAGO, U.S.A. 
THRU YOUR JOBBER OR WRITE US DIRECT. 
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|| [Se WARREN 
“STA-LIT” 
BIG SPECIAL NUMBER 451 
. _ CAN’T BE BLOWN OUT 


$1 25 
TO THE CONSUMER 
SEE THIS BAIL? 


RIGHT 
USTER 
INISH 


a 
Tih & 


STAYS ANYWHERE 





The shape of the 
STta-Lit Dome 
gives added 
strength 








Guards prevent 
breakage and Sse- 
cure Globe at al! 
times 





Genuine Brass 
Burner 





Large Brass 
Filler Cap—well 
threaded dome- 
shaped top 





SHORT GLOBE TYPE 


TRADE Sales Dept. 


THE WARREN STAMPING CO. 
; ‘a = "aaa WARREN, OHIO, U.S. A. 


THRU YOUR JOBBER OR WRITE US DIRECT. 








LANTERN 


TRADE 
“STA-LIT ”’ 


MARK 





EVERY SINGLE 
PART HEAVILY 
RETINNED 


Heavy Canopy 
Ring—Stands up 


Symmetrical 
Strong Globe Cap 


Easy Working In- 
side Lift 


Mammoth Fount 
—holds oil suffi- 
cient to burn 56 
hours 


y Of the Finest IX 2A Open Hearth Charcoal Tin Plates Procurable 


Securely Packed in Our Special Light, Substantial ‘*‘STA-LIT’’ Package 


TRADE 


‘* STA-LIT”’ 


MARK 
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“FINE FRUIT 
| . j 
AND ITS Fe (( 
eee a i : | 
FR EON ] 
ES WEES : 
Canning Season—the time of the year when fruit ] ; 
4 ' : is preserved for use during winter months. This 
ttt <4 } ~ ° 

erates «(COUP wD, Bie is when the women of the homes appreciate 
iceeceemeceee «Som wen Be Myers Sprayed Fruit. It’s easier to prepare, goes farther, yj 
) a A-k £, looks fine, keeps well, and tastes better than the ordinary j 

y te 4 O Osta. quality that is small, and often spotted and wormy, requiring 
Sh BD yy Bc ‘© p y Yj 
5 aa. double the care and attention. Yj 
| ag This is just another angle of the spraying game. Whether ] 
fruit is grown for commercial purposes or merely for home yj 
use, it should be sprayed. Comparatively, results are the same. }j 
It is just as profitable to properly care for a few trees around jj 
the home as it is for the established fruit grower to religiously lj 
protect his hundreds of trees and acres of vineyards by spray- jj 
ing, for in either case the fruit is bound to be better in every Y 
respect and the crops larger. : 
take in the entire spraying field. They come in many styles ‘ 

and sizes, from the smallest Bucket Outfits for Spraying vines, 
shrubbery, and ordinary gardens, up to the medium and large lj 

capacity Barrel and Tank Equipments for operation by hand 

or gasoline engines. Small, medium or large capacity, every 
Myers Spray Pump is dependable, proven and tested. This is lj 
also true of entire line of Nozzles, Hose and Accessories. Up lj 
to the Myers Standard for quality—and ready for the novice Y]; 
or experienced fruitman. / 
Write us now for our 1916 Catalog showing complete line lj 
Myers Spray Pumps for Spraying—Painting—Disinfecting. Yj 
Request on postal is all that is necessary. : 
F. E. MYERS & BRO. | 
ASHLAND, OHIO ) 
ASHLAND PUMP and HAY TOOL WORKS ) 
Illustrations show some of the popular Myers Spray Outfits ranging ] 
from the smaller Bucket and Barrel Outfits fitted with Cog Gear jj 

Handle Pumps up to the large Power Equipments uath Automatic 
Power Spray Pump. : 
\ Fig. 1520 ]] 

, 
j 












aie ne 


/ a 


a 


j 

















HARDWARE AGE 







February 10, 1916 


ase 5 oe ieee ee eee oe tae Bier ee an ee 0 eae J Be’ ree oo = S eo cs “ae . 
SORES ¢ £ ee: Es os Xone 7 > ie ee eee = a oe tS » ‘ ~ ee < oy x pe eee ~~ Be wy ‘ 
ee ee ob he te Lge tn JF 7 ie LS ee se ‘tt > pe ZB D oS : 
oo a “ ban 5 % Ps my ~ as 7 ~ te? tea 
eee 5 - oY ees my i 
—* 3 se f; ete 3 . % 7. AC . 
. Ly ——o neat z : Se ame J Z Fz > —Z_ di 
. sie nas (Af: i ae od ¥ CS 2 EZ -— ~~ <t. 
ee a © (PlG Za e/, An re LZ FZ eS 
‘ oe, G ‘<4 AZO labs Poe, 2 Se 
























The popularity of MYERS 
HAY UNLOADING TOOLS 


ae he rt = ING TD every years Tiny have cnc 
FOR YOUR BARN 
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pronounced improve- 
ments that save so much time 
and labor during hay-making 
season that the majority of 
barns throughout the land are 
equipped with complete @ {/4j 
Myers Outfits, including Un- 9 4 
loader, Forks or Slings to cor- lay 
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a ' NODKS BRACKENS: respond, and the necessary 
FE T RACKS“: MTU! ES Tracks, Pulleys, Hooks and 
EE | ae = — ee Fixtures that comprise an en- 

tire Myers Equipment. 
Je i Uniformly constructed 
By, yy bine “ 3 = throughout, they withstand 
( hard usage and heavy loads, 



































and have the features and 
quality, and the stamina and 
stréngth that insure capacity, : [ 
ease of operation and efficient Pie 
service from year to year. 
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Some of the recent improvements that make Myers Hay Unloaders better—the standard of 
the hay-making world—include heavy malleable iron frames, extra long trucks, large truck wheels, 
full size rope sheaves, turned steel axles, plain or roller bearings, double locking device, large 
open mouth to receive fork pulley, reversible and swivel construction, etc. Built for double or 
single steel, wood or cable track, they handle forks or slings successfully in the mow or stack. 

Barn Building and Remodeling Time is on the way. MYERS HAY TOOLS are ready for 1916. The 
line is complete and proven, and in demand wherever hay or grain is harvested. This is equally true of 
MYERS DOOR HANGERS——STAYON and TUBULAR—they insure the best and easiest service for 
doors on Barns, Sheds, Garages and Similar Buildings. ° 

Ask us immediately for Catalog and Prices. If interested in Pumps—Myers Pumps for Every Purpose— 
are also shown in our catalog. 


F. E. MYERS & BRO., “His” 


ASHLAND PUMP AND HAY TOOL WORKS 
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“Bull Dog’’ 7-ply Garden Hose is the most famous 
brand on the market. It is the recognized stand- 
ard and is well known as “The kind that lasts 


longest.”’ 


Letters come to us frequently telling of lengths in 
service 14 or 15 years. Money cannot buy a bet- 
ter Garden Hose than “Bull Dog.” It has seven 
separate plies with plenty of live rubber in them. 


A Dozen National 
Soon Carry Our 


5s’ “BULL DOG” and 
GARDEN 

and 

BOSTON 


Millions of readers will see our advertisements during April, May, 
June and July, 1916, in the following list of periodicals: 


Saturday Evening Post National Geographic 


Country Gentleman Country Life in America 
Literary Digest Countryside Magazine 

Good Housekeeping House and Garden 

Collier’s American Homes and Gardens 
Sunset Garden Magazine 


Many of these readers will be your every-day customers. They will 
look for the goods in YOUR STORE! Be sure to have a stock 


ready for them. 


Our proposition is a win 


Hose & Rub 


Largest Makers 


Cambridge 








f 








Boston {'V 
ib 
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‘‘Good Luck’’ 6-Ply Garden Hose is the biggest 
i; 10c value on the market. Nothing approaching 
its quality has ever been offered at the price. 


‘““Good Luck’’ Hose is constructed similar to “‘Bull 
Dog”’ and is “‘Built to stay alive.” 


Here is real value for the customer who can afford 
only a moderate price. 








Magazines Will 
Advertising On 


1 | “GOOD LUCK” 
HOSE 
+ 


e 
SPRAY NOZZLE 











own. It is without doubt the best known garden hose nozzle on the 
market, solidly and simply built of fine cast ingot brass. Adver- 
tised retail price 50 cents. 




















The Boston Spray Nozzle is a splendid seller, having features all its _ 
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THE STANDARD SPRAY PUMP 













A Simple, Powerful, Low Priced Pump for Every Kind of 
Spraying, Whitewashing and Disinfecting 






MADE ENTIRELY OF BRASS — GUARANTEED 5 YEARS 









The Easiest Way to Spray 


is from the ground—without ladders or 
unwieldy extension rods—impossible with 
most sprayers, but possible under any and 
all conditions with 







The Standard Spray Pump 


Equally good either as a bucket, knapsack 
or barrel pump. All brass and warranted 
5 years. 













Our big advertising campaign will send 
many inquirers to your store this spring. 
Get ready for them. 


Ask Your Jobber 


THE STANDARD STAMPING CO. 
Marysville, Ohio 
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“Hair~Circle” 





All Have The “Mist-Like Spray” 


These Four Sprinklers—The “Original” Fountain, “Baby,” 
“Shower” and ‘“Half-Circle’ will make your stock complete. 
Some one of the four will fill every lawn sprinkler requirement. 
You need no others. 











All are packed in attractively lithographed display containers— 
efficient selling helps. 


Known from coast to coast—thousands in use in every state. 
Ask your Jobber. 


The Standard Stamping Co. 
Marysville, Ohio 
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Wire Products that 
Need No Introduction 
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good.” 


satisfactory ? 
us direct. 


Poultry Netting 


Woven of hard drawn steel wires in 
true and even mesh. Holds its shape. 
Possesses great tensile strength. Has 
patent Three Strand Salvage. Ex- 
ecelsior Brand is galvanized after 
weaving. Western Brand is gal- 
vanized before weaving. 


Wire Cloth 


Royal Worcester Brand, Gal- 
vanized after weaving by our special 
process. Woven of evenly tempered 
wire in all standard sizes, styles and 
weights. Large stocks carried for 
immediate deliveries. Special cloths 
made to order. 


Wright 


Boston 


Chicago 





It is this way every year. 





Why not order immediately the goods you need? 
YOUR idea of highest quality? 
Look over our line. 


Excelsior Rust-proof Fencing 


We are particularly proud of this 
branch of our line. It is advertised 
extensively in magazines of country 
life and home building. Furnished 
as bed guards, trellis, arches and 
tree guards as well as fencing. Wires 
are unweakened by bends or twists and 
seit our patent steel clamp at every 
oint. 


Fly Screening 

Our Black Cloth has _ smooth 
glossy finish that adheres stubbornly 
to the wires year after year. “Gal- 
vex’”’ Cloth is a handsome screening, 
finished by a new process. You can 
recommend our ronze Cloth 
under severe climatic conditions. All 
standard widths and meshes ready to 
be sent on short notice. 


Wire Co. 


New York 


An avalanche of orders is descending upon us. Wise merchants 
are laying in their stock of Excelsior products “while the laying is 
When the selling rush starts 
early buyers are already several laps ahead of their slower-mov- 
ing competitors who have trouble in getting enough goods to 
supply their customers. 


G;uaranteed Goods 
—every one of them 


Goods that embody 


Goods that are guaranteed to be wholly 
If your jobber cannot supply you, write 


We Also 
Make 


a complete line of wire clothes 
lines, picture cord, stove pipe 
wire, wire rope, wire staples, 
screens for sifting sand, coal, 
and gravel, and an interesting 
variety of wire specialties. 
Write today for our complete 
catalog. Make your selections 
early. 


WORCESTER, 
MASS. 


Philadelphia 


-San Francisco 
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SOU wouldn't exactly call The- 
odore Mix a backwoods type 
of hardware man. _ True, he 
had his own pet ideas on how 
to sell nails and nicknacks. He 
even boasted of a special skill 
in picking “‘sure thing” sellers. 





But this was, after all, a most promising 
trait in Theodore’s character. He kept his 
stock as clean as a whistle; his turnovers were 
frequent and most satisfactory. And while 
Jack Hardy across the street was selling out at 
a sacrifice, Theodore Mix was emptying his 
cash drawer and making out daily deposit slips 
in three figures. 


But alas and alack! One fine day our hero 
was approached by a jobber’s salesman from 
the city. A slick chap he was. Nabbed Teddy 
in a corner when he wasn't looking; took him 
completely by surprise and made him buy some 
screen cloth that he never heard about before. 


the Cart. 
Before the_H 




















ff 


‘‘Do you know, Theodore, I’m inclined 
to think you’re not up to pitch on this 
publicity game !”’ 


By the time Mix had gathered his scattered 
wits he realized that he had been inveigled into 
placing his John Hancock on the fatal dotted 
line. 


I] 
Well, the goods finally arrived, as promised. 


“They certainly look all right,"’ mused Mix 
as he unpacked the individual rolls and exam- 
ined the labels. ‘But that name! I never 
saw it before. The cloth may be O. K., but 
how do I know it? It’s a mighty long chance 
I'm taking. However, I'll have to make the 
best of it and see the thing thru.” 


And he did. Give Mr. Mix credit for that. 
He tried every which way to get rid of that 
screen cloth at a profit. Nevertheless the pub- 
lic would have none of it. “* It may be all right, 
but HOW DO WE KNOW?” There was the 
rub! 


Yes, Theodore was stung. He admitted it; 
he had to. And would the jobber make good 
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the loss? Not a bit of it! Why should he? 


The manufacturers granted him no concession! 


So finally, as a last resort, Theodore went 
to Mrs. Mix with his tale of woe. He told her 
all, sheepishly admitting his carelessness, and 
asking her advice. For you must remember 
that Mrs. Mix was a business-woman. 


Ill 
Three days after the admission, Mr. Mix, 


the Hardwareman, as he was locally known, 
closed shop at 5:30 as usual and wended his 
way homeward. “Howdy,” he called with arti- 
ficial cheerfulness as he greeted his spouse at 
the door. But before they could indulge in 
the usual smackings he had thrust a copy of 
The Saturday Evening Post under his nose. 
Then she tore loose. 


“Do you know, Theodore, I'm inclined to 
think you're not up to pitch on this publicity 
game,’ she commenced mildly enough, point- 
ing to an advertisement on ‘Pompeiian 
Bronze’ Screen Cloth which she had blue-pen- 
ciled, the better to be seen. 


‘“T’ve been doing a little sleuthing these last 
few days, and | know I'm on the right track. 
I've made some wonderful discoveries, Theo- 
dore—now I hope you won't think I'm trying 
to dictate on how to run your 





“Go right ahead,”’ broke in T. M., encour- 
agingly, “If you've any suggestions to offer, 
of course they're welcome.” 


“Well, the long and short of it is, Theodore, 
I have written the Clinton Wire Cloth Com- 
pany, the people who make ‘Pompeiian Bronze’ 
Screen Cloth. I told them that I had noticed 
their advertising in a lot of the big national 
magazines, such as ‘McClure’s,’ ‘The Saturday 
Evening Post,’ ‘Good Housekeeping,’ “The 
Literary Digest,’ ‘World’s Work,’ ‘Country Life 
in America.’ 


‘I knew, of course, that people don’t adver- 
tise for the mere love of spending money. I! 
knew that ‘Pompeiian Bronze’ must have real 
points of superiority over other screen cloths. 
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“I also knew that where there is national 
advertising on such an extensive scale as this, 
the sponsors of such advertising would stop at 
no halfway measures. 


‘So I asked them what they offered their 
dealers in the way of selling aids. And, Theo- 
dore, do you know what they agreed to do? 
Furnish free advertising electros. Tutor your 
sales force on the merits of ‘Pompeiian 
Bronze.’ Help you plan and carry on special 
Fly Time Campaigns. Yes, and send you any 
quantity of booklets imprinted with the name 


“THEODORE MIX." 


“‘Now that’s what I call real co-operation. 
Take my advice, Theodore, and go at this 
business the sensible way. Ask the company 


_to ship a small trial order. Naturally you don't 


want to take any more chances. But somehow 
I feel that this ‘Pompeiian Bronze’ is worth- 
while stock."’ 


IV 


To his credit be it said that Theodore Mix 
took all this with both ears. He lost no time 
communicating with said manufacturers con- 
cerning said screen cloth. 


No doubt you have already divined the re- 
sult. “‘Pompeiian Bronze’’ Screen Cloth gave 
him a new and lasting impression of what 
National Advertising really meant in dollars 


and cents. 


ae oe a 
If we have not made the moral of this mod- 


ern fable sufficiently clear, it is this: Don’t Try 
to Hitch Publicity Tail Foremost. 


*“Pompeiian Bronze’ Screen Cloth is a 
NATIONALLY ADVERTISED screen cloth. 
With fame preceding it, sales cannot help but 
follow. 


Our booklet, Mosquitos, Flies and Profits, 
tells all the whys and wherefores. Shall we 
mail it? 
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SENOUR’ 
FLOOR PAINT 


‘The Old Reliable” 

































your life away 
Use Senour’s 


We originated floor paint about 40 years ago. We sold more last year than in any previous 
year. We are going to increase our sales on it this year. Thousands of dealers from Coast to 
Coast and from the Gulf to Alaska, and even in far off Australia, who have pushed SE- 
NOUR’S FLOOR PAINT for from one to thirty-eight years are going to increase their floor 
paint business during 1916 with the aid of: 


The most effective floor paint field and fence signs 
And 
The most up-to-date house-wives’ floor paint promoting campaigns. 


We can use these to in- 
crease your business too 





} The finest floor paint store advertising, 


We have sample lots, containing respectively 18 and 50 
gallons of SENOUR’S FLOOR PAINT, assorted colors, 
with advertising and promoting helps included—also 
sampies. 


Send coupon for information. We can deliver the goods 
in your case. 


THE MARTIN-SENOUR Co. 


PIONEER'S OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG LINCOLN 
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SENOUR’S 
FLOOR PAINT 


The Fastest Selling Paint Specialty 
on the Market 
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Mr. Dealer: When you sell any particular brand of goods, whether it be 
saws, rubber hose, scythes, wire fence or FLOOR PAINT, your one idea is 
to make two profits: 


First: Direct profit—the immediate result of your sale. 
Second: Ultimate profit—the kind that comes from 
repeat sales to satisfied customers. 






If you want immediate profit on your floor paint sales, 
sell SENOUR’S FLOOR PAINT, the fastest selling 
paint specialty on the market. 


If you want ultimate profit from your floor 
paint sales, again we say sell SENOUR’S, 


‘The Old Reliable.’”” Why? Because selling 
it ensures come-backs. . 
® 
Send Coupon. WW 








PIONEER'S OF PURE PAINT 
CHICAGO MONTREAL WINNIPEG ‘LINCOLN 
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The Town Where the First Iron Pump Was Made 


Is Now the Town Where the Most Iron Pumps Are Made 


Back in 1845 a firm by the name of Wheeler, Briggs & Co., located 
in Seneca Falls, N. Y., produced the first iron pump manufactured 
in this country and, so far as we know, in the entire World. 
In 1848 this Company was succeeded by the firm of Downs, 
Silsby & Gould, which later was incorporated as The Goulds 
Manufacturing Company. 
It is significant that in the same town of Seneca Falls, the 
home of the iron pump industry, the concern which had 
most to do with the original development of the industry 
is still the Worid*s Largest Manufacturer of Pumps For 


Every Service. 


G FOR EVERY SERVICE S 


The three things which have kept this com- 
pany to the fore and insured its success dur- 
ing its 67 years in the pump business are 


High Quality 


Complete Line of Pumps 
For Every Service 


Fair Prices 





If you sell pumps these are 
points you should carefully 
consider. 


Catalog with prices and description 
of our complete line sent on request 


The Goulds Mfg. Co. 


Main Office and Works 


Seneca Falls, NY. 


Branch Houses: Bos- 
ton, New York, Phila- 
delphia, Chicago. 

District Offices: Pitts- 
burgh, Atlanta, Hous- 
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Handand 


: Power Pumps 





Deming ‘Atlas’? Power Pump for General Water Supply and 
Hydro-Pneumatic Water Systems. 


Se of her household duties,” says President 
Cook of the Mississippi Normal College. 





Experiments show that in many cases she lifts and car- 
ing their attention to this vital and iepestens question, 
with a result that a strong demand for water systems 
is developing. We can supply the pumps, hand or 
power, for hydro-pneumatic systems, or can furnish the 
complete outfit as desired. 


The “Atlas” pump is a winner for such requirements. 
Write for “Special Bulletin on Water Systems.”’ 


The Deming Company, Salem, Ohio 


CHICAGO: Henion & Hubbell NEW YORK: Ralph B. Carter Co. 
PITTSBURGH: Harris Pump & Supply Co. BUFFALO: Root, Nealy Co. 


Other Agencies in All Principal Cities 
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MURTA APPLETON & COMPANY 


Philadelphia, Pa. 
Dec. 17, 1915 
Bridgeport Wood Finishing Co. 
Still River, Connecticut 


Gentlemen — 


Last year, for the first time in the history of our business 
we, as you know, purchased a complete stock of Bridgeport Wood 
Finishing Co’s. products, including varnishes, shellacs, wood 
fillers, stains and waxes. We have found a ready sale for this line, 
and have been very much gratified by the volume of business, so 
much so that on January 1, 1916, we expect to put a salesman 
out on these goods alone. 


We have no other line which is put up in such clean and 
attractive packages and which is therefore as easy to handle, and 
on which we have so many sales helps supplied by the factory. 
The service rendered by your Company in this respect provides 
us with the most progressive and up-to-date pamphlet literature 
and general advertising which we have ever seen. 


Wishing you the compliments of the season, and hoping 
that our present business relations shall continue, we remain 


| Yours truly, 
HLA/P Murta Appleton & Co. 
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Hardware Dealers Push 





LANDA, 











one For Profit 


Read what a big hardware firm situated in the heart of Philadelphia 
says after their first year's experience with Bridgeport Standard Products. 


You know the profitable business on small knick knacks which the hard- 
ware dealer used to enjoy, now goes to the 5 and 10 cents stores. 


A bang-up good Paint Dept. makes up for this loss of business—increases your 
profits with little space and capital requirements. 

Think of the people who buy their building hardware from you, and their paints 
and wood finishes from the “other fellow.’’ Why don’t you get this additional 
business and profit ? 

There is a winning equipment that goes with Bridgeport Standard—real house trim 
—Morgan Doors and Upson Board—finished in all the newest, richest and most 
attractive ways. It’s creating a big “‘hit’’ everywhere. 


Make your request for particulars on a postal and let us put this matter straight before 
you. It won't obligate you in any way. 


The Bridgeport Wood Finishing Co. 


New Milford, Connecticut 
New York City, 6 E. 39th St. Chicago, IIl., 78 W. Lake St. Boston, Mass., 8 Portland St. 
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Paint and Wood Finishing Products 


You say a complete assortment costs too much, or takes up too much 
room. Not so with the Bridgeport Standard model stock. Note how 
small a space this stock occupies when the entire assortment is on the 
shelves.. And the investment is small. | 
With it we furnish an equipment that will fairly speak Bridgeport Standard quality 
to everyone entering your store. 

We've got a big book showing what leading firms throughout the country have 
accomplished with our proposition—told in their own words. 


Ask us to mail you a copy—and some concrete information about the above Modei 
Stock, our new equipment, and some of the actual possibilities that confront you on 
this timely subject. 


The Bridgeport Wood Finishing Co 


New Milford, Connecticut 
New York City, 6 E. 39th St. Chicago, Ill., 78 W. Lake St. Boston, Mass., 8 Portland St. 
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COPPER 


Alloys are not suitable 
for durable door and win- 
dow screen cloth. Knowl- 
edge of this is spreading 
rapidly. 


For other work have you considered 
Copper instead of Brass or Bronze for 
Wire Cloth? Many have thoughtlessly 
used the latter for years, when Copper 
would have been found more efficient, 
durable and less costly. JERSEY 
COPPER CLOTH, made of Roebling 
Wire, is quite different from other 
copper cloth. 


Makes 
Screen Cloth 
That Lasts 





The clipping above is from “THE IRON AGE,” a recognized authority on 


anything pertaining to metals and their use. 


Read it right through to the 


end. You'll notice that Mr. Flinn, Deputy Chief Engineer of New York 
City’s Board of Water Supply, unsparingly condemns alloys of copper such as 


brass and bronze. 


Now, of course, window screens are not subjected to the pressures which 
are encountered in such engineering works as the Catskill Aqueduct. But 
window screens are exposed to wind and weather, to fog, dampness, acid 


fumes in smoke, etc. 


That’s why we want to emphasize the desirability of 


Jersey Copper Wire Cloth 


For Door and Window Screens 


Jersey Copper Wire Cloth is made of un- 
alloyed copper wire that is made especially 
for us by the world-famous firm of John A. 
Roebling’s Sons Company. The fabric made 
of this wire compares favorably in stiffness 
and strength with any alloy anc in addition 
has the weather-resisting properties which 
copper alone possesses. 


When the telegraph and telephone com- 
panies wanted durable wire, they used pure 
copper. They still use it. Could you ask 
for better evidence or a better selling point? 

Jersey Copper Cloth is attractive in ap- 


pearance, furnished in either dark or bright 
finish. 


Let us tell you more about why it is better 
and sells more easily? 


THE NEW JERSEY WIRE CLOTH CO. 


TRENTON, N. J. 


627 MARKET ST., PHILADELPHIA, PA. 
93-95 PEARL ST., BOSTON 


MAIN OFFICE 





210 FULTON ST., NEW YORK 
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J Just a Reminder 


CE more we call your 
attention to the Ludlow- 
Saylor Standard of Excel- 

lence in the production of woven 
wire goods. We can say with- 
out fear of contradiction that 
our Poultry Nettings, Hardware 
Cloths and Window Screen 
Cloths are the finest of their 
respective kinds. You can 
heartily recommend every roll 
of goods bearing our label. 
Order from your jobber. He 
does business with the 


LUDLOW-SAYLOR 
WIRE 


Co. 
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Did You 
Send One 
of These? 
































Hundreds of dealers 
have filled out this 


post card—have you? 


Hundreds will get our BIG 
SPRING OFFER—will YOU? 


We told you it was coming—told you in the big “Swat the Fly” 
folder we sent you. Read that folder again, carefully. (If you’ve 
misplaced it we'll gladly send another.) And right now, clip the 
coupon and send it in. It will bring you a splendid offer on a 
wonderful screen cloth. 


Reynolds Rust-Proof AluminA 


AluminA is a big:seller. It commands a good price and a big profit. 
And it repeats—gives satisfaction on both sides of the counter. Here’s 
why: 

AluminA is electro-plated after weaving. It has 10 coats of purest zinc, 
built up layer upon layer, and a final coat of tough, transparent lacquer. 
There’s protection for you—a rust-proof armor that makes AluminA 
last more than twice as long as any “galvanized-before-weaving” cloth. 
AluminA’s ten coats are elastic—they don’t crack, flake off, and expose the fine wire 


to the hungry attack of rust. They are smooth and uniform—dense and tough—pure 
and durable. Besides, there isn’t another cloth on the market that has such a perfect 


weave under the galvanizing. 
Stick to AluminA—the Sun-Red Selvage Brand—and trade will stick to you. 


Don’t overlook the other Dixon Brands—all leaders: Noxide 

Bronze—the last word in screen cloth—90% pure copper; 

Rust-Proof Alumi-Namel—just like AluminA, only finished 
Ps. with special black enamel; and Sun-Red Selvage Black, the 
¢ best black painted cloth made, and the only one with a dis- 
tinctive trademark selvage—the Sun-Red Brand. 


Clip the coupon. Be one of the thousands 
of dealers who accept our Big Spring Offer 
and cash in this year. 





Reynolds Wire Co. 


ein Bi, “eke Quality Cloth 
mi ~N Since 1893 

112 River Street, 

DIXON, ILL. 
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Cortland 
New York 


Wickwire 
Brothers 


Inc. 





There's more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Ever 


e a Profit Maker 
for YOU 


N Wir 
MPANY 


VERY page in this big Fencing 
Masters Catalogue represents 
big profit possibilities for you. Every 
page contains descriptions and illus- 
trations of “Cleveland Cyclone” 
products that draw trade and hold it. 


This big catalogue should be in 
the hands of every merchant inter- 
ested in quality goods that will 
bring quick turnover and good profit. 
The Cleveland Cyclone Line of 
Fence, Gates, Flower Guard Decor- 
ations, Rubbish Burners and other 
woven wire products have unusual] 
trade possibilities. 


Send for this catalogue today and 
get our prices, discounts and confi- 
dential data. 


Remember ‘‘Cleveland Cyclone’’ is the 
Original ‘‘Cyclone’”’ 


Formerly The Cyclone Woven Wire Fence Co. 


1235 East 55th Street Cleveland, Ohio 


Thef‘LLEVELAN 






































CYCLONE 


TENGE” 
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The Price Is Right and 
So Is [his Tool 








No self-respecting farmer will kick when you 
ask a dollar for the Neverslip Fence Builder. Com- 
mon sense tells him that the price is just right. No 
serviceable wire stretcher can be bought for less. A 
more costly tool will not do the work better ; a little 
investigation proves this. 


One man can put up a fence with the Neverslip. 
Point out this advantage and you’ll cinch many sales. 


NEVERSLIP! The one man fence builder. Now it’s 
a wire stretcher pulling barb wire taut or stretching whole 
lengths of woven wire fencing from post to post, and to 
The Last Post. Now it’s holding galvanized wire in place 
to be stapled, gripping it firmly without injuring the gal- 
vanizing; now it’s tearing down fence; now it’s repairing 
fence, pulling out staples. 
\ 
G 





You'll enthuse, too, when you see this wonder-tool. 
Ask your jobber. 


Not a New Tool Thousands in Use Guaranteed 



































The Ra ‘Man Fence Buil 
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STURGES 
STEEL CHURN 


ALL STEEL—not a piece of wood 
about it; handsomely finished with en- 
amel paint in exact colors shown herein. 
Inside is heavily tinned; cork-lined cover; 
malleable iron trunnions. Steel welded 
frame, without bolts or rivets. 


The making of these STEEL CHURNS isan achievement never 


before accomplished, and promises to result in 
supplanting the wooden churn, just as steel cars 
and buildings have taken the place of wooden. 
A STEEL CHURN is sanitary; milk cannot soak 
into steel; there is no place for microbes to 
lodge; no seams to open up, or hoops to drop | 
off in the sun. Steel makes it long-lived, for with 
care it will last a life-time. 


DO NOT DELAY ORDERING SAMPLES—Be the first in 
line to show the latest: STEEL CHURNS. You will not have 
to talk to sell them; all you will have to do is to place them 
where they can be seen; they speak for themselves. 


MADE IN THREE SIZES (FOR FAMILY 
USE) FIVE, SEVEN and TEN GALLONS 

















Ce es iid 6d wk bee eee dues Yn to 2 gallons 
I ws ung 8% 6 dle ee ee eae eae eee 18 pounds 
ee ORL.) ik 5 a ao o's s Sows Bd eee eke 11 Inches 
Ee ere rr ee en ee CHURL 
RP TS 5 ao nan 0-0 ons hac beds husk $5.00 

Size No. 2—Seven-Gallon 
Pr oe Pane es | to 34% gallons 
NS UIE u's a 5 owls ocnels ble kb ee eee ae 30 pounds 
Se Oe NID 5. co oo we ee bn. ee ee eee 24 inches 
Se NGS 6 dls a WE oe HES Sr ON Re eee CHURCH 
Og REC POET TT CT oe er eee $6.50 

Size No. 3—Ten-Gallon 
Ce pbs eee beeen ae eae ns 1 to 5 gallons 
ees 4, ca ko bs Nike OS oe ea eee ae een 36 pounds 
en eR, so a se 00 We eee we ew 24 inches 
os dvd ea as ome eee eb ae eee eae CHUGGER 
IS 6 6s a's sae ad wae ae eee eee ee eee $7.25 








MANUFACTURED BY 


Sturges & Burn Mfg. Co. 


CHICAGO, ILL. 


50 Church Street, Hudson Terminal Bldg., New York City 





Nos. 2 and 3 
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What ts the 





Selling Magic 


in the Name 





HAT is it that makes the name “De Laval’ so 
effective in selling cream separators? Why does 


it mean so much to the cream separator prospect? 

It really is not the name that sells the machine; it is the reputa- 
tion of the machine itself. The name simply is a mark by which 
the farmer identifies and picks out the machine he has the most con- 
fidence in. He knows it is most extensively used and that those using 
it are thoroughly satisfied. It is the quality, service and value of the 
machine he has in mind, and he knows that back of the name “De 
Laval’ there is a record of good service that makes the safest buy. 


It might be easy to sell some other separator if it were branded 
‘“‘De Laval,”’ but it would not be easy to keep it sold. After the 
machine had been in use a while the name would not offset the poor 
work and annoyance that would follow. The good name would soon 
lose its force if the quality were not in the machine. It is what is 
back of the name that produces the result. 


The De Laval is the easiest separator to sell and the least trouble- 
some after it is sold; therefore, it is the most profitable one for you 
to handle. Your profit is clear. It is not eaten up by your having 
to be continually going back and patching up the sale. You can 
sell a De Laval with the same freedom from a come-back as you 
can a pound of nails. 


If you thnk we need a good agent in your locality 
and desire to lmk your good name with the good 
name “De Laval,” let us have your agency application 
at once. There will be profit and satisfaction for all 
concerned when you hang out the De Laval sign. 


THE DE LAVAL SEPARATOR COMPANY 


165 Broadway 29 East Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 
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WIRE SCREEN CLOTH 


Heavy Zinc Coated 
AFTER WEAVING 
12 Mesh—14 Mesh—16 Mesh—13 Mesh Extra Heavy 


: There are much wider varia- 
— 7 sitions off quality in the class of 
ma =6)ss-§- Galvanized - After - Weaving 


wire screen cloth than in any 


other grade. i Salt SCREEN ; 


; 


H. 


For many years OPAL has 
been the standard by which 





mit ‘aay ws ine im 
| (REI 
HESS) ] d 
‘teeta €«=—Ssaall others are judged. 


Hi . r «< ; ? 

a! RS cueee aceeg WEAK! 
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ORDER THROUGH YOUR JOBBER 


New York Wire Cloth Co. 


233 BROADWAY, NEW YORK WORKS—YORK, PA. 
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If It’s Chain— 
Bridgeport Has It 


Originator of the famous “TRIUMPH” pattern. Its 
STRENGTH COMMANDS ATTENTION. 





Triumph halters, dog leads, cow ties, kennel chains, etc., are 
models of the “motto.” Our various patterns and sizes of weld- 
less wire and flat metal chains renders it possible for us to offer a 
chain suitable for practically every requirement. 


Handle what the people want, not merely what you want to 
sell. Any one can cut prices, but it takes efficiency to make and 
sell a superior article. It proves capability, to have continuously 
manufactured chains for nearly half a century that DO produce 
business. The material, quality, workmanship and results have 
made Bridgeport Chain a recognized leader of satisfactory 
sellers. We solicit your inquiries. 


good 





Bridgeport Chain Co. 
Bridgeport, Conn. 





WG, 
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A half million dollars is the profit 
dealers will make this year sell- 
ing Goodyear Lawn Hose. 


This means 6,000,000 feet of hose. 
It is 378 miles more Goodyear 
Hose than was sold last year. 


But the size of these figures is not 
so important to you as the mean- 


ing behind them. 


Before a single make of hose can 
sell in such a large volume, the 
hose must earn a very definite 
reputation with the customer. 


It would be impossible to get this 
large volume if sales depended 
merely on dealers pushing one 
brand in preference to others. 


Dealers have not the time to 
“favor” brands. They have 
carried Goodyear-Akron Hose 
because they have found it well 
known to customers. 


Sell This 


Lawn Hose 
Satisfaction 











Sales were quickly made and cus- 
tomers permanently satisfied. 


And _ because Goodyear-Akron 
Hose has demonstrated its sell- 
ing as well as its wearing superi- 
ority, we are further increasing 
its popularity by advertising it 
more widely in national publi- 
cations than any hose has ever 
been advertised before. 


If it is large hose volume you want, 
with least selling expense, con- 
sider the Goodyear-Akron brand. 
There are six other Goodyear 
brands, ranging lower in price. 


When you sell Goodyear-Akron 
Hose you are selling a hose for 
which there is a very definite 
demand—a hose whose quality 
is established, whose guarantee 
is unquestioned and whose quick 
delivery is assured. 


We will gladly send you samples 
with prices on request. 


The Goodyear Tire & Rubber Company 
AKRON, OHIO 





LAWN 





HOSE 
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H.B. SHERMAN 
GOODS 
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No More Galvanized 
Hose Clamps for Me 
Give Mea 


Sherman Brass Hose Clamp 


Any galvanized steel clamp will rust; and it is not to be wondered at. 
A hose clamp is subject to extremely severe usage. It is dragged on 
the ground, gets bruised and the galvanizing wears and chips off. Then 
the trouble begins. Water attacks the steel clamp and makes short 
work of the clamp and the rusted article soils the hands. 

















Sherman Brass Clamps are brass clear through. Banging it, 
dragging it or giving it any kind of abuse which would soon put a 
galvanized clamp out of commission will not hurt the Sherman. It is 
the kind that will not get rust stains on your customers’ hands. Your 
jobber handles them. Order them. 


Made Only By 


H. B. Sherman Mfg. Co. 


Battle Creek, Michigan 
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3 PRIEST’S 
Horse and 
Toilet 
Clippers 


ORSES must be in fine fettle 
H this spring. They must be 
well-groomed for both com- 

fort and appearance. It has always 


been that springtime is the season 
for horse-clipper sales. 





Barbers, on the other hand, need 
clippers all year ‘round. Spring, 
summer, fall and winter are all hair- 
cutting seasons for them. There- 
fore, when considering the line of 
horse and toilet clippers give care- 
ful consideration to the Priest Line. 


In completeness the Priest Line has kept 
pace with the times. During the past 
year we have made many improve- 
ments that you and your trade will 
appreciate. For instance, we consider 
the “Single No. 7,”’ illustrated, the best 
one man power machine available for 
horse clipping. 


In our complete assortment of hand 
and power instruments you will always 
observe that the utmost care has been 
given to grinding, tempering, cutting 
and finishing. 


May we quote prices and send details? 


AMERICAN SHEARER 
MANUFACTURING 
COMPANY 
314 Main St., Nashua, N. H. 


Wiebusch & Hilger, Ltd., 
New York City 


SELLING AGENTS 
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POST HOLE 


AUGER 





PATENTED — IMPROVED 
Has Sharp Cutting Crucible Steel Blades 


The Iwan digs post holes faster than the man behind can 
set the posts and without hard, back-breaking labor. The Iwan 
is the original paterited post hole digger—backed by the positive 
guarantee of a reliable firm. 

There is a big demand for tools to dig post holes and wells— 
on over six million farms, by telephone and telegraph companies 
for electric lighting and electric railways, steam railways, ete. 

Iwan tools have been on the market for thirty-eight years 
e and their reputation for superior a is universally recognized 
is by many thousands of users and dealers. They sell on their qual- 
ity and reputation and are permanent trade builders because they give satisfaction. 


aT NG 
t-te ©. e- 








= ? Unscrupulous competitors have imitated Iwan augers and have even gone 

arning gm <o far as to place on the market imitations sold as “Iwan Pattern” augers. 

We wish to warn the trade that we will protect our trademark and patent 

rights against these uns¢rupulous imitators who are trading on our reputation. We earnestly ask the 

trade to help us t protect ourselves by refusing to buy or offer for sale imitations of the original Iwan 
Post Hole Auger. 

















“lwanPattern’ Augers offered byCatalog Houses are Imitations 


and are made by our competitors who supply both jobbers and catalog houses at the same price. 
You support catalog houses when you support manufacturers who supply them because manu- 
facturers cannot exist by catalog house trade alone but must have the trade of the reliable 
jobber and dealer. 

Do you want to become a party to unfair competition? Do you, Mr. Jobber or you, Mr. Dealer, 
want to favor the manufacturer who sells to the mail order and catalog houses rather than the 
old established concern that sells through reputable jobbers and dealers only? 


We Do Not Sell To Catalog Houses 
The Iwan Is Sold Through Jobbers and Dealers Only 


We believe therefore that we are entitled to the co-operation and support of reliable dealers in our fight against 
unscrupulous competitors. Our prices to the Jobber, Dealer and User are fair—we offer not only better quality, 
better value, and more reliable tools backed by our guarantee but :— 


Watch For Our Advertisements in the Big Farm Papers 


We are just starting a big advertising campaign in the leading Farm Papers, which are read by Millions of Farm- 
ers. That is the kind of co-operation that we believe is valuable to the dealer and jobber. 


The ‘‘Just as Good’’ imitation is not as good—it is not the same high grade quality 
as the Iwan—it cannot give the same satisfactory service or do as good work—and is not 
backed by the dependable Iwan guarantee. Which would you prefer to sell, the imita- 
tion or genuine? 


Ivan post hole diggers, sickle 


CCC EEE EEE EEE EEE SHS SSSSSSSSSSHHSHEHHEHE TEE H CECE HEEEEREDEOBEES 


IWAN BROTHERS 


10 Prairie Avenue, FEBS . v dntecevdsececcocccccessdsososcccdvocsoocooceosocoeseooeceeoss 
SOUTH BEND, INDIANA 


CSCS EES SSEEESESESEFTESEESSESEHSSSESESESHEESEEH EEE HHH HEE 

















awrite for Catalog whieh fuly BU EV MOT MC) am Or LET y 





eaged hay knives, ditching spades, IWAN EROS., 10 Prairie Avenue, South Bend, Ind/ana 
tile hooks, chimney tops, ventila- Send me complete catalog and quote prices on 
tors, etc, 
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Plymouth 


Products 


Are known for their stalwart 
quality. Whether you order 
our Cobbler Outfits, “Guar- 
anteed Perfection” Lasts and 
Stands, Heel Plates, Corn 
Shellers, Grist Mills, Rivet- 
ing Machines or Lawnmower 
Grinders, the quality is 
Plymouth Quality — the 
quality that sells the goods 
and will bring you repeat 
orders every time. 
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“IDEAL’’ LAWNMOWER 


*“UNIVERSAL’’ SHOE CLEANER GRINDER 


By all means, before placing your 1916 order, 
our catalog and prices on our entire line 


PLYMOUTH, OHIO 


N. Y. Agent: D. N. WINNER, 90 W. Broadway 


get 


The Root-Heath Mig. Co. 
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Is There Even One Lawn In Your Town? 


Then you have at least one possible 
customer for a “Spraco” Sprinkler 


Every owner of a lawn or garden is a possible customer for a 
really good sprinkler, well adapted to his needs. Here is the first 
complete line of lawn and garden sprinklers ever put on the 
market—so well made that quality “sticks out” all over—and it 
also will be the first line to receive the benefit of a well-planned 
advertising campaign to help the dealer sell it. 

Although our advertising in “Garden Magazine,” “Country 
Life in America,” “Country Gentleman,” etc., has barely started, 
we have received thousands of requests for our booklet ‘Moisture 
in Cultivation,” written to encourage the use of our sprinklers. 
The buying will commence early in the summer so that the 
retailer should be placing his order soon. 


So, Mr. Dealer, we want to’ introduce to you the line of 





Lawn and Garden Sprinklers 


The Spraco products are well known in engineering work, and 
we are putting our skill and experience into making these 
sprinklers equally high grade. Each sprinkler has a particular 
purpose. Among the uses for the sprinklers may be mentioned 
the spraying of lawns and gardens, tennis courts, golf links, 
parks, and cemeteries. 

Just now you will find our advertisements featuring our booklet 
mentioned above. Later in the summer we will push the 
individual sprinklers, referring inquiries to local dealers where 
possible. 

Every dealer should write for our booklet and price list 
describing the full line and explaining the particular purpose of 
each sprinkler. The unusual discounts will certainly appeal to 
you. Let us send you this information at once so that you may 
consider it and place your order in ample time. 
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A Business Editorial By The Acme White Lead & Color Works 
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What isa Paint Dealer? 


Bee paint business is changing. It is broadening. Not 
only is more paint being used, but more 4mds of paint are 
being used. The Acme White Lead & Color Works and 
other big paint concerns, through advertising, have aroused a 
country-wide interest in these different 4zmds of paint. 


The old-time dealer in “paints, oils and glass” or in “hard- 
ware and paint” is now a dealer in “home decorating accesso- 
ries.’ He has broadened his stock, his knowledge, his re- 
sponsibilities and his business. 


There has recently arisen a wide demand, chiefly among 
women, for various kinds of paints, stains, varnishes, enamels 


and wall coatings. 


Where are these Paints Bought ? 


When Mrs. Jones has been sold on the idea of painting her kitchen floor, she 
hunts out her neighborhood dealer and asks for paint for that floor. Many a dealer 
will simply hand her a can of exterior paint and punch the cash-register key. 
Mrs. Jones goes home and decorates her floor, and goes over to Mrs. Smith to 
discuss it. Mrs. Smith, perhaps, has been doing a little painting on her own hook. 
They compare floors and discover that Mrs. Smith used real floor paint, sold to 
her by an alert dealer. Mrs. Jones feels that her dealer has put one over on her, 
and next time she goes to Mrs. Smith’s dealer for paint and paint advice. 

This incident may appear to be overdrawn, but it really happens very often, 
and it’s time that paint dealers ask themselves if it applies tothem. If it does, they 
are losing business. Not only should they have the stock to supply all needs, but 
a better knowledge of painting requirements, also. “They should make a vigorous 
effort to go after this class of business, which may seem small, but which totals 
large, both in profit and advertising. “The Acme Quality Painting Guide 
Book” has proven to be a big help to customers in deciding which Acme Quality 
Finish to use and how it should be used. Keep it hanging in a convenient place—it 
saves much of your time in explaining and suggests greater purchases tothe buyer. 

When you consider the extent of the varieties of paints, stains, enamels, var- 
nishes and wall coatings put out by the Acme White Lead & Color Works you 
may appreciate the extent to which the paint business has widened and our ability 
to supply a paint for every need. 

The Acme Quality Line is of unquestioned quality, is well advertised 
and our dealers have the co-operation of the biggest paint makers in America. Let 
us tell you more about Acme Quality Paints and how to keep ahead in the 
paint game. Drop us a letter and tell us all about your paint business and the 
chances are we can help you. 


THE ACME WHITE LEAD & COLOR WORKS 
Dept. AQ, Detroit, Michigan, U. S. A. 


Boston Chicago Minneapolis St. Louis Pittsburgh Cincinnati 
Toledo Nashville Birmingham Fort Worth Dallas 
Topeka Lincoln Salt Lake City Spokane 


Portland San Francisco Los Angeles 





























February 10, 1916 HARDWARE AGE 357 





Le ag . , 2 Bt % PA aa i > i © HK ee Fy a ‘ Se ee : Pe a Vesey TO 
Mi Gs ss VOR ites Mniettiiens «gamit 
SoS Le oe 


P&L Ma 





gazine Advertising Brings the Buyers 
to this Dealer’s Store 


S if they literally stepped out of the pages of the 
magazines right into the store, is the experience 
of Mr. McMullin, Manager of the Paint Depart- 

ment of Asam Brothers, Philadelphia. Recently he 
was asked by a special writer of the ‘‘Painters’ Maga-¢& 
zine and Paint and Wall Paper Dealer’: ‘‘Do you ¥ 
really believe that all the national advertising which 
has been done by the manufacturers has benefited 
either jobbers or retailers??? Mr. McMullin 
replied: ‘‘Well, I'll answer that question from 
my experience in this store. After the Satur- 
day Evening Post or some other, large 
circulating medium has run an advertisement on Pratt 
& Lambert Vitralite, for example, we a/ways notice an 
increased demand — were we to market a brand of our f 


own and try to market it as a substitute for a nationally 
advertised product, we would have a hard time.”’ 


Make your varnish selling problem easier by 7 

handling Pratt & Lambert Varnishes, the 77, 
most widely advertised line of varnishes, 
proven by space used and money expended 


for magazine advertising. 

Write For Complete Pratt & PP 
Lambert Dealers’ Proposition. ‘1 at 
Pratt & Lambert-Inc. Lj 
114 Tonawanda St. “a A 


Buffalo, N. Y. IRE: S | 


Dratts ambert\ farnis Proposition 
QualityL. Sales ¥Profits | Repeats--- 


Factories: New York Buffalo Chicago Bridgeburg, Canada London Paris Hamburg 
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Desilvering Kettie—If silver is present in lead, it is an impurity. Even one ounce of silver 
in a ton of lead is removed before the lead is considered pure enough to be made into Dutch 
Boy white lead. 


Lead 99’..% Pure 


HE highest-grade white lead can be made only from the 
purest metallic lead. ‘Therefore, the care with which pig 
lead is refined determines, to a large extent, the desirable 
qualities that will be possessed by the white lead into which it is 


corroded. 


Before lead is cast into perforated discs for corrosion into white 


lead, it should be carefully assayed and its freedom from silver 
and other impurities determined. Only perfectly refined lead, 
99 9/10 per cent pure, is used in the manufacture of 


Dutch Boy White Lead 


The uniformly high quality of Dutch Boy white lead results, in part, from 
this extreme care that none but the best quality of lead is used. Modern 
methods and machinery, under the direction of experts in every process of 
white-lead manufacture, complete the solid foundation on which our white- 
lead business has been established. 


Many dealers have found that Dutch Boy white lead, the best-known and 
most widely advertised white lead, is a reliable corner stone on which to 
build a paint business: 


If business is a little slow, let us help you to speed it up. We shall be 
glad to send you details of our plans for co-operating with dealers. 
A postal to our nearest branch will start something for you. 


NATIONAL LEAD COMPANY 


New York Boston Buffalo Chicago 
Cincinnati Cleveland St. Louis San Francisco 
(John T. Lewis & Bros. Co., Phila.) 
(National Lead & Oil Co. of Penna., Pitts.) 
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One-Half Page Advertisement in Jan. 15th 
Issue Saturday Evening Post S ince 1850 


We have been manufacturing the 
highest grades of Varnishes and 
Enamels and relying for increase on 
the natural demand for quality 
goods. 


Result—a large flourishing business 
today. 


January 15, 1916 


we begin a “bigger business” cam- 
paign for you and for ourselves. 
And here’s the first shot. 








We’d appreciate a line from you 
About CALMA N Products saying you’re interested. 


, . - » days” before the Civil War, Emi , 
ACK in the old ‘‘hand-made days De _ e Civil War 3 mil IMIL CALMAN &CO. 
Calman began the manufacture of quality Enamels and Varnishes. ESTABLISHED IN 1850 
—_ —— : 100 William St., New York 


Ever since that time decorators all over the 
country have used Calman Products for their finest 
work. 

Ask the best decorator you know, about EBNAM- 
OLIN. 


He will tell you that it absolutely will make a 
white spot on any other white enamel—that it will 
not turn color, crack, peel or check, even under the 
severest teats. 











You can use it anywhere inside or outside your 
house. 





Enamolin for any white trim 
inside or outside 


If it gets soiled, scrub it, with soap and water, 
ammonia or cleaning powder exactly as you would 
china, and it will return to its original porcelain- 
like whiteness and gloss. 


Use ENAMOLIN on your yacht or motor boat— 
hot sun and salt water won’t hurt it, neither wil! 
oil or gasoline. 


ENAMOLIN flows like the finest carriage varnish. 
It will not show brush marks, laps or curtains. 


It’s just as effective and easy to apply on iron, 
cement, brick or stone, as it is on wood. 


Ask your favorite decorator about ENAMOLIN 
—HE KNOWS. 


We have a mighty interesting little 
book called THE WHITE SPOT that 
we will a send you; also a sam- 
ee. pane and a brushfal of ENAM- Enamel your yacht; hot eun and 
salt water won’t hurt it. 





TO PAINTERS TO DEALERS 
We have a very special proposition We have a ‘Better Business’’ propo- 
to make you—get in touch with us, sition for you—one that must interest 
please. rou. Please write. 





The very finest FLOOR FINISH—one which is worthy of use 
in the same room with ENAMOLIN—is 


ae 
FLOOR FINISH 





tthe, 


AML CALMAN & CO. 


EST. \BLISHED IN 1859 


100 William St.- New York 
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fee STEEL CHAINS | preMAX 


ALUMINUM, BRASS, GERMAN SILVER, ETC. 


COIL CHAIN 


Premax Special, Nos. 14-S, 16-S and 17-S, in Bright Steel, 
Nickel or Brass Plate. 

Premax, 12 sizes from No. 4/o to No. 8, Bright Steel. 

Small Premax Special, Nos. 22, 24 and 26, in Bright Steel, 
Nickel and Brass Plate, Aluminum, Brass, Oreide, German 
Silver and Nickel Plated Brass. 

Put up in Boxes or on Reels. 








HALTER CHAINS AND DOG CHAINS 


Made from all the above links and some others. 

Fixtures all of the highest grade. 

All made in two lengths, 46 inches and 6 feet. 

Finished in Polished Steel or Plated, or in Brass, Aluminum 
or German Silver. 



















ZENITH LOOP LEVER 









PREMAX DODSON Thi N L 

Simple Stronger - a g 
Work Easily. Can be hitched and in every hame chain is sim- 
Practical Never Yield, and unhitched in ple and rapid in 


operation, and the 
simplest and most 
convenient lever 
hame fastener ever 
made. 


Slip or Break. 
Always _ Reli- 
able. 


much less time 
than a leather 
hame strap. 





and Fixtures 


Stallion Chains, with Spring Snap as above or with Double Lock Snap, Nickel or Brass. 
Premax Special Spreader Chains, with or without Swivels, Nickel or Brass Plate. 

Premax Special Rein Chains, D Ring as above, Nickel or Brass Plate. 

Premax Spreader Chains, Light or Heavy, with Swivels, 10”, 12” and 15”. 

Premax Bit Chains, Light or Heavy, Round Rings, 10”, 12”, 15” and 18”. 

Premax Special Jockey Chains, with or without Swivel, 10”, 12” and 15”, Bright steel or plated. 

Cow Ties, Picket or Tie-Out Chains, Trace Chains, Hammock Chains, Shoulder or Carrying Chains, 
Cross Rein Chains, Chain Fish Stringers. Premax Breast Chains,. Dog Couplers, Dog Leashes, Chain 
Dog Collars, etc., etc. 


Key Chains, in Great Variety of Link, Material and Fixtures, All First Class 





HARDWARE SPECIALTIES FOR OTHERS ON CONTRACT 
Specialties stamped, punched and formed from sheet and plate steel, brass, tin, copper, zinc, and 
aluminum, and from steel and other rods, bars and wire. We do buffing, polishing and enameling, and 
electroplating in copper, nickel, brass and zinc. We make all the dies we use in our own business, and 
also make cutting, punching and embossing dies for others. 


ASK FOR OUR CENERAL CATALOG No. 25-HA. 





Niagara Falis Metal Stamping Works 


Manufacturers of Hardware Specialties 


241 Tenth Street, Niagara Falis, N. Y., U. S. A. : S-116 
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This Handsome Lithograph Cut-out, life-size 
in colors, free to every agent 


BOSTON VARNISH Company AYyaniz: 


Ke 


The Dealers’ Mint 
‘ey Selling Hints 


anize 





The Dealers’ Mint of Selling Hints 


Fiyanize Foor Fimnise 


eee, 
gnize @kyanize Rascr ti Ze 


* z Bae 
un Qa 
£: ’ ge 
ae ’ 
S 
with Rance sear oat 


“? ~Se@e Oat 
oe * 
a 





Lithograph Steel Cabinet Showing Colors 
on Wood, 32 inches high 





Is There a Kyanize 
Agent in Your Town? 


If Not—Then There Is a Chance for You 
to Get More Varnish and Enamel Business 


A Kyanize dealer controls the Var- 
nish Trade in his town . 


He can't help it. 


Not only is he selling the best var- 
nish that can be made—at the right 
price. 


He is backed by the livest varnish 
selling organization in the world. 


“The Dealers’ Mint 
Of Selling Hints” 


Here is the most remarkable paint-selling manual ever 
compiled. A copy should be in your files—ever handy 
to suggest a new business-building plan—to furnish a new 
window display idea—to give you a new thought on store 
and counter decoralions—to assist in making your store 
a more profitable institution in every way. It will be 
the means of helping Kyanize Dealers to a 
greater profit than ever during the next 
three months. We suggest you send for a copy— 


TODAY. 


The Varnish Line 
That’s aProfit Mine 


There is no limit to the co-operation we give our 
Dealers. 


When we appoint a Kyanize Agent we go right 
to work for him. 


We do as much for him in his store— with our 
never-ending succession of valuable sales helps— 
as we do for him outside his store with our Adver- 
tising to the public. 


If you are interested in a plan that should double 
your varnish and enamel business—and there is 
no Kyanize Agent in your locality—write at once 
for ‘““The Dealers’ Mint of Selling Hints’’—and 
full details of the Kyanize Exclusive Agency Plan. 


BOSTON VARNISH COMPANY 
Everett Station, Boston, U.S.A. 


Chicago Office and San Francisco Office and 
arehouse Warehouse 


519 W. Twelfth Street 311 California Street 














362 


HARDWARE AGE February 10, 1916 














As Narrow as this or 


18 Inches Wide 


Adjustability—that’s the 
big advantage of the Pull- 
Easy Garden Cultivator— 
the handiest little garden 
tool that ever sunk its teeth Te fae 
into mother earth. oa ww 





v 
The working width of the Pull-Easy Cultivator can be varied from 
7 in. to 18 in. by loosening two wing nuts. The middle tooth can be 
removed when desired so that the cultivator can straddle a row of small 
plants and cultivate two rows at once. 


Pull Easy Adjustable 
Garden Cultivators 


open up a new field. Show them in your windows—put the Pull-Easy 
display stand in a prominent place in your store. You'll be surprised 
to find how many people are interested in garden tools—interested to 
the point of buying. 

We'd like to tell you more. Will you write? Send for our special 
spring dealers’ proposition. 


The Pull-Easy Mfg. Co. 


120 Barstow Street Waukesha, Wisconsin 
































There’ll Be Continuous Demand Let Us Help You 
For This Continuous Length Hose ByjJ7 Business 


Dealers who stocked this hose for 1915 came back 


with PORE, orders for 1916, mae — ~ eee 
create an increased demand by te ing friends an deletes itis ativactivs Folders. 
neighbors about the unmatchable qualities of sind 

brilliant-colored poster stamps, 


store signs, copy for form let- 
ters and other Sales Helps. 





RINGMETER 


GARD EN HOSE Our Advertising Department 


Your trade will appreciate the durability and easy gliding has helped others to build up 
feature of RINGMETER, due to the tough ribbed cover and the big business. We are at your 
raised rubber rings; you will find the foot-apart rings most con- 
venient in making quick and accurate measurements. 

RINGMETER is furnished on reels in continuous length up 
to 500 feet; also two brands—YANKEE and WONDERFUL— 


with smooth: cover. 
|e 
Write for samples and prices on these three leaders of continuous-length Quaker City Rubber 








command. Tell us what you 
need ! 





and more than THIRTY brands of wrapped and multiple-ply garden hose. 
rer , Company 
ey PAT QUAKER ¢ ee oa meme eee ~ 0 ge maem 
—— & pe RUBBER CO, ene ubber Goods 
ny | jingmeter, y= ; 
emer ar oe oN a a OT ee Gr NEW YORK—207 Fulton Street 





— _ EE —s JSA > ee 


CHICAGO—182 West Lake Street 


Note the rings which appear at one-foot intervals; these PHILADELPHIA—629 Market Street 
facilitate quick and accurate measuring. PITTSBURGH—211 Wood Street 
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LAWN MOWERS HAVE 
VANADIUM CRUCIBLE STEEL BLADES ¢ 


THEY ARE THE BEST, BECAUSE the 
Workmanship is PERFECT, the Ma- 
terials are strictly HIGH GRADE, 
Principles are Mechanically CORRECT, 





Results areabsolutely SATISFACTORY ack = , — 
Case and Cage of Roller Bearings, made 4 throughout the world. . Lid \ oa js ‘m= =I 
eee Te SINDEPENDENCE,” They are endorsed by men WHO 3¥% rt Su Sa = 
' “QVERBROOK” = = KNOW. = 
-| They are the STANDARD of Excellence 


others try to imitate. “ GRAHAM,” All Steel. 
Practically Indestructible. 


PHILADELPHIA Roller 
Bearings are a distinctive im- 
provement over OLD Style 
BALL BEARINGS. 


22 Styles HAND 
AND 
6 Styles HORSE MOWERS 





SHIPMENTS PROMPT. 
PRICES SATISFACTORY. “K,” 5 Blades. 


Plain or Roller Bearings. 





Improved “EAGLE” Horse Mower: Flexible Frame 


LARGEST MAKERS OF HIGH GRADE LAWN MOWERS IN THE WORLD 





‘PHILADELPHIA 










THE PHILADELPHIA LAWN MOWER CO. 


3ist & CHESTNUT STS. PHILADELPHIA, PA., U. S. A. 














The “BEST” Stock Fountain 


(HOG WATERER) 
is made of the best materials throughout, is automatic in action, 
neat in appearance, strong in construction, moderate in cost, and 


is easily adjusted. 
We are now offering, for the first time, an ABSOLUTELY 
NEW method of packing—an exclusive “BEST” feature—one 





cis Vaden: we & conven. that puts the “BEST” STOCK FOUNTAIN in the class of 
SIX CARTONS IN A CRATE Ready-for-delivery packages and make it 


A SHELF PROPOSITION 


with instructions for installation and operation. This method of packing pleases your customer, cuts 
down your overhead costs, eliminates waste and conserves time for those handling the goods—not 
only when selling, but at the time of invoicing. If you require less than a crate (six fountains ) 
two or three cartons can be readily packed with any other goods from your Jobber. 
Sold by Jobbers everywhere. If yours does Zesrias) 

not handle them, order from us direct. 

WROUGHT /RON 
NIPPLE 


j THE “BEST” COAL CHUTE 


(Glass or Solid Door—Three Sizes) 





BARREL 














£.80W | 





= as “BEST” Chimney Caps 
— ae | reg 
1 33 : Revolving Chimney 


Tops 
Stud Sockets 


Cleanout Doors 







BRASS 
VALVE SEAT 








RUBBER 
BALL VALVE 










Cistern Covers 






STRAINER 





are articles of the “BEST” 


Line that would interest you. STERLING FOUNDRY CO. 


Let us tell you about them. 600 Wallace Street Sterling, Illinois 
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Townsend Wire Stretcher 


The Townsend Wire Stretcher is made with a wooden lever, or handle, 
three feet in length, to which is attached malleable iron pincers, into which 
are riveted corrugated steel grips; warranted not to slip. It is a substantial, 
and very durable implement. 


This Stretcher Has The Following 
Advantages 


The ease with which it is attached to the wire. The rapidity with which the 
wire is brought into a position for nailing. The one stretching the wire can 
nail it to the post from which he is stretching without assistance. It 
stretches to the last post at the end of the fence as well as to any other. 
It stretches woven wire with a large mesh much better than most of the 
stretchers which are made especially for this purpose as these are apt to be 
heavy and inconvenient, and it works equally as well on plain, twisted and 
barbed wire. It is also very convenient for tightening bands on large shipping 
boxes and crates. 


























The person operating this should not try to use it on every post, but should 
stretch from six to ten rods or more at a time. 


It will give your customers better satisfaction than any stretcher you can 
find for them. Do not fail to put it in stock. 





Manufactured by 





F. J. Townsend Painted Post, N. Y. 


















































The Meeting Place 
for Mr. Opportunity 


Every week in the Opportunity Ex- 





change you will find opportunities to 
invest capital—obtain a partner—buy 


a hardware store—sell a business—in 


- oe en ~ 


The Opportunity 


| Exchange Dept. fact, do anything that could be called a 
] Hardware Age é : 
1 239 W.39thSt,, N. Y. safe and sane business investment. 


— 


Let Us Tell You 
How! 


Wee 
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‘Granite State’? White Mountain 


The White Mountain is the outcome of careful study into the 
requirements—as well as the manufacture of Lawn Mowers. 


Lawn Mower 






In discussing Lawn Mowers with users we have found one com- 
mon trouble with all machines on the market, namely, lack of oiling 
facilities. 

In the White Mountain every 
bearing is fitted with Automatic 
Oilers which insure thorough lu- 
brication and prevent dirt from 
reaching the bearing surfaces. 


In addition, as new features, we 
have the Automatic Self-Adjusting 
Ball Bearings which are foolproof, 
and the Automatic Spring Adjust- 
ment for the stationary knife which 
provides for an even, uniform cut. 


The machine is strony and attrac- 
tive in appearance, yet light and easy 
to run. We recommend the White 
Mountain wherever a_ thoroughly 
good Lawn Mower is wanted. Other 


The New White Mountain with Automatic Oilers, Automatic Self- 
styles. 


Adjusting Ball Bearings, Automatic Self-Adjusting Bed Knife, 


Catalogue on application. Open Spoke Wheels, 5 Blades 


THE GRANITE STATE MOWING MACHINE CO. 


The Lawn Mower Specialists HINSDALE, N. H. 
13 South Clinton St., Chicago, Ill. 





































“THOU ART THE MANY’? 


This is the day of progressive farming. The through our extensive campaign of national pub- 
modern farmer or gardener isn’t satisfied with licity. But there is some live-wire dealer who 
results his father used to get. He seeks intensive must form the point of contact with the farmers 
methods. He is right in line for such up-to-date and gardeners in your community to produce buy- 


implements as Planet Jr. tools. He-is quick to 
see their time-saving, labor-lightening, crop-in- 
creasing advantages as soon as they are pointed 
out to him. 

We are doing our part to enlighten him 


Planet Jr 


It means satisfied customers, steady trade, an 
And selling is easy—more so than ever with new 
It means full cooperation from us. 


The sooner your customers 





ferred to the Planet Jr. dealer; he makes the sale, and retail profit. 


you will sell. So write us now for prices, terms, discounts and full information. 


Box 1207W 


ing results. There is some one with push who 
is going to show hundreds of suburban dwellers 
how easy it is to cultivate a small garden with 
Planet Jr. tools. 

Are you that man? 














d good profits for the dealer who sells Planet Jr. tools. 
tools added and new low prices on the line this year. 
Our advertising is national. Retail inquiries are re- 






see your display of Planet Jr. implements the more 





Lr. ALLEN & CO. 


PHILADELPHIA 
ESTABLISHED OVER 40 YEARS 


Manufacturers of 
One and Two Row ogg Cultivators, Orchard 
Cultivators, Wheel Hoes, ill and Drili Seeders, 
Two and Four Row Beet Cultivators, Horse Hoes, 
Celery Hillers, Potato Diggers. 
Warehouses 


Minneapolis 











San Francisco 
Los Angeles 





Milwaukee 
Detroit 





366 HARDWARE AGE February 10, 1916 





? : ef : 
a : ik . 
(ys. 0 Oe » Seen, eee . J edhe @ ee ro Rh eS ou Pe ee ee ee * aw ite abe oe nd ott in tk a)  _ “an ag 8 « Aety 


TRADE MARK REGISTERED 





























The Subsoil-Anchored 
Fence Supporting System 


You can’t compare Carbo Fence Supporting Systems with wooden, concrete or 
rigid steel posts. Wooden posts break off at the ground line when subjected to 
strain of 250 pounds or less. The average standard concrete posts give way at 
a cross-pull force of 300 pounds or less. Stiff steel posts fail at a pull of less 
than 300 pounds—even steel posts that weigh 15 pounds apiece! 


CARBO SPRING SUPPORTS are subsoil-anchored—guaranteed to average 
Over 30 years’ service. The interchangeable terminal unit makes permanent 
corner, gate and end terminals—also used for supporting implement sheds, 
garages, poultry houses, etc. Are you one of our 16,000 dealers? 
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CARD YOUR PRICES 


© Be ready for the next prospect—quote him 
BELLS on the spot from an adjacent Hardware Age 


Brass Bound 


Price Card 


and “close the sale.” 


lilfte 





Retall Cost | List 








An indestructible commodity in 9 sizes, made 
of tough, heavy cardboard, linen paper fac- 
ing on both sides, and an unobtrusive brass edging that does the trick. 


No. 103 in use 


10 per cent. discount on orders for 2 dozen cards—circular and sample on request. 


Hardware Age Book Dept. 7° WHT iryrinth Street 
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-1ts 


Ever since the day when the 
rattling, rusting shaft bolt was 
superseded by the quick-acting, 
firm-holding, silent 


Fernald Quick-Shift 


opportunity has been knocking 
at the hardware dealer's door. 
Wherever the knock has been 
heard a brisk, continuous quick- 
shift business has slipped in to 
boost profits. 


The buggy business is still 
swinging along in a mighty big 
way. lhe old joy-killing job of 
changing shafts and poles still 
stimulates a heavy, increasing 
demand for relief. 


The old reliable Fernald is still 
the last word in Quick-Shifts to 
all who drive. 


Don’t let this trade escape. 
Your jobber has the goods. The 
market is all around you. Get 
busy. 


Fernald Mfg. Co., Inc., 
North East, Pa. 





HARDWARE AGE 





367 




















GENUINE 


NEY 





HAYING TOOLS 


STANDARD FOR FORTY YEARS 


No. 150 (Patented) 


For one or two forks or slings. The only 


‘ carrier especially designed for taking in hay 


or grain at cable-end doors; consequently 
the most perfect carrier for this purpose. 


We manufacture the largest, most perfect 
and complete line of Haying tools on the 
market. 


SELL GENUINE NEY HAYING TOOLS, 
THEIR SUPERIOR DESIGN, SELECTED 
MATERIAL AND CAREFUL WORK- 
MANSHIP ASSURE PERFECT SATIS- 
FACTION. 


FULLY GUARANTEED 





No. 85 (Patented) Fork Carrier 
Write for Our New No. 22 Catalogue 


The Ney Manufacturing Co. 


Council Bluffs, Ia. 
CANTON, OHIO 


Minneapolis, Mirn. 
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HARDWARE AGE 


A Message to Men 
Who Have the Facilities and 


Experience Necessary to the 
Successful Handling of a Wholesale 


February 10, 1916 








, W HOLESALE 
RO ba 


/ 


i} 





TAEPKE-ZEPF PAINT CO. 
Detroit. Micn. 





BLUEFIELD HARDWARE CO. 
Biuefieid. W. Va. 





CHAPMAN ORUG CO. 
Knoxville. Tenn. 





The OWELLE-KAISER Co. 
Buffalo. N. Y. 


OR several years The 

Forest City Paint & 
Varnish Co. has enjoyed 
excellent distributing con- 
nections in various import- 
ant centers--near home. 


Two years ago with the in- 
troduction of “New Blood” and 
additional financial resources 
we set to work to make our 
proposition the most appeal- 
ing---in point of quality, prtee, 
sales-promotion service, and 
direct local advertising--that 
can be offered. 


We believe we have been 
successful. During the past 
twelve months we have added 
to our list some of the most 
important jobbing accounts in 
the country, and are ready to 
open other territories. 


We have prices as low as it 
is possible to make them con- 
sistent with first quality goods 
and a fair margin of profit. 


We give to our trade the 
benefit of specialists in adver- 
tising and selling campaigns; 
the personal assistance ofhigh 
grade salesmen; advertising in 
newspapers circulating local- 
ly; and intelligent mail cam- 
paigns promoting your entire 
business. 


To merchants big and broad 
enough to handle wholesale 
business in a large way--pre- 
ferab!y those who 
are conducting re- 
tail stores-we will 
gladly submit full 
details or arrange 
for a personal in- 
terview. 





L. M. DuCOMMUN, 
PRESIDENT 











THE DIXON LAWN 





16 in., 


14 1n., 
18 in. and 20 1n. 


Made in five sizes—I2 in., 


Patent Thrust, Ball Bearing, Guaran- 
teed in Every Way, and Dust Proof. 
Both the upper and lower knives are cru- 
cible steel. Wheels are 10 inches high 
and the gear is on the inside rim of the 
wheels, giving great power and speed. 
The real knife is 6% inches in diameter, 
has four blades. The lower bed knife 
is crucible lip steel fastened to floating 
knife bed. This bed knife bar rests on 
tie rod that holds the back ends of the 
mower rigidly together. 

Send for Agency. 


CLIPPER LAWN MOWER CO. 


DIXON, ILLINOIS 























FOREST CITY 
PAINTS @ VARNISHES 


Address all inquiries to Main Offices. Cleveland. O. 


Distributing Centers:—Albany. N. Y: Biuefield. W. Va: Buffalo. 
N. Y: Chattanooga. Tenn: Detroit. Mich: Grand Rapids. 
Mich: Indianapolis. Ind: Knoxville. Tenn: Lexington. Ky. 


_ See Our Exhibits—Michigan. Ohio. New York State Retail 
Hardware Association Conventions. 








Made only by 


Hunt, Helm, 
Ferris & Co. 





UO 


HARVESTER HAY TOOLS 


have taken the country by storm. Dealers 
everywhere setting new selling records 
with them. 

They are ’way over-size—built for heavy 
duty and with an advanced type of con- 





structiort. 

A complete line in both Fork and Sling 
types. 

Write for our Co-operative Selling Plan 
for 1916. 


HUNT, HELM, FERRIS & COMPANY 


42 Hunt Street - Harvard, Illinois 
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This Spring 
Sell the Ideal 


Every lawn owner is your pros- 
pect—the larger the lawn, the liver 
the prospect. Your parks, boule- 
vards, cemeteries, need the Ideal. 
You can make the sales. 


Ideal Power Lawn Mowers for 
1916 are newly designed—built bet- 
ter than ever. Simple, reliable 
clutch, automatic throttle control, 
gearless differential—among new 
features. 

Get our 1916 proposition—it in- 
cludes the best brand of sales co- 
operation we have ever offered. 
Remember you don’t have to push 
the Ideal—it pushes itself. 











THE IDEAL POWER 
LAWN MOWER CO. 
R. E. OLDS, Chairman 
409 Kalamazoo St. _ Lansing, Mich. 

























Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 











you sell 


















Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 














‘HAYES PUMP & PLANTER CO. 


CALVA , ILL. 


— 

















m Real Profit <& 


These specialties are 
already established in 
public favor. Every item 
is made right, priced right 
and serves a real need. 


Improved Perfect Clinching Hose 
Coupling and Menders 


4 , 
f 
# { 


peretuiael 


— 
———s 





Coupling Mender 


Just Bend Down Clamps for Perfect Joint 


Square Fountain Sprinkler 





Sprinkles a Square Area 


Superior Fly Traps 





Diameter, 11 Inches 
Best Large Capacity Trap Made 


Baby Superior Fly Traps 


7 a, 


——— 





a 





A Whirl Wind Seller at 10 cents 
Catalog on Request 


Stuber & Kuck Co. 


Peoria, Ill. 
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Do You Sell These 


A GOOD VARIETY OF STYLES 


Pr nse 


- 
No, 217——Transplanter 
A Most Handy Implement 





No. 300—Spading Fork 
Tines Polished and Enameled 
Blue. Polished Handle. 


“Viamfacuredty WILLIAM JOHNSON, Hedenberg Works, NEWARK, N. 








No. 2120—Socket—Long Handle No 
Blade Polished and Enameled Red 


No. 2500—Asparagus Knife 
Forged—Hardened and Tempered. Fine Finish 


ESTABLISHED A. D. 1830 


JOHNSON Garden Tools ? 


ONLY ONE QUALITY—THE BEST 





215—A Leader 
Finished in Blue Enamel 


Handsomest and best made implements on the market. THEY SELL ON SIGHT. 





No. 400—-Spading Fork 
Finished in Red Enamel 


Write Today for Booklet 
Showing 19 Styles 





jw Myf ; 400 


andle- 
Power Clear, 
White Light 
Attracts 
Customers 


Here’s a lantern that shines 
with a sales-winning glow; 





it over and there’s no dan- 
ger; storms won't blow it 
out; it is cheap to operate, 
and is known everywhere. 





American 
Dark 
Chaser 


Now equipped with instantaneous burner; lights with 
a match; greatest gasoline lantern ever put upon the 
market. It is a beauty to look at and is practically 
indestructible. Built of brass, heavily nickeled. 
Chimney is of mica. This lantern takes the eye 
of farmers. They are right keen for a safe, 
brilliant light for haymow and other danger- 
ous places in the barn and on the farm. 
News of the American Dark Chaser has 
been carried into the homes of your 
farm trade by our big farm paper ad- 
vertising campaigns. We have pre- 
ared the way for big sales. 
rite for our splendid profit 
offer to dealers. 


Write 
for Dealer’s 
Profit Mak- 


ing Proposition 


American Gas Machine 


609 Clark St.: Albert Lea, Minn. 





that is so safe you can knock 

















Clipper Lawn Mower Company 
DIXON (| ILLINOIS 








THE MOWER 


That will kill all the weeds in your lawn. If 

you keep all the weeds cut so they do not go 

to seed and cut your grass without breaking 

the small feeders of roots, the grass becomes 
thick and weeds disappear. 


THE CLIPPER WILL DO IT 


DEALERS SPOT CASH PRICES 


No. 1. 12-inch 
No. 2. 15-inch 
No. 3. 18-inch 
No. 4 21-inch 
Pony Mower, 24-inch 


send for agency. 











THE WORLD’S GREATEST JUDGES AT THE 
WORLD’S GREATEST EXPOSITION PRONOUNCE 


THE COLEMAN AIR-O-LITE 
_ THE WORLD'S GREATEST LIGHT 


Every light in the entire Coleman Light- 
ing System is wickless, sootless, smoke- 
less, odorless, harmless, white, bright and 
you can burn it unside down. 


FILL IT ONCE A WEEK— 
CLEAN IT ONCE A YEAR 








A PENNY MAKE Cuts the cost of lighting to one-thirtieth 
A NIGHT AND of electricity. Nationally advertised. 
BURN Sold under a_ five-year factory guaran- 

FOR T 
HE THEIR tee. Proved and pronounced by dealers 
FINEST their one best specialty. A constant 


stream of profit on individual Air-O-L‘tes 
LIGHT a, and Air-O-Lanterns; a large profit on 
lighting systems for stores, schools, 
churches, ete. 


THE COLEMAN LAMP COMPANY 


Wichita, Kansas Toledo, Ohio 
St. Paul, Minnesota Dallas, Texas 
Chicago Illinois 

















De Kalb Business Wagons 


We build business wagons for every class of trade, on 
guarantee each one to be exactly as represent 
Ask for free catalog with full details. 


De Kalb Wagon Co., 103 Garden St., De Kalb, Ill. 
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Crescent” Fountain 
Sprinkler 


A Ring Sprinkler that does all that any Ring 
& Sprinkler will do, and more. 

































ie f Heh if a EN | » 
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“24 ie tet) || S| ou ey Nee ae Te AN TEN FR NS 
ate {© pein fH] HH aed TAY WERE ROR, PL STIR PANDY ‘- 
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The 0 tyle ; Fee TIS SERIA, Oe Sve ee RAS Ne o ms Made - No. P gauge brass; 8% inches wide; 
He gets we (The Creseent—No need of shutting "ely finished and packed in’a display box. 





unless he \ it off to change iis position, Lm NELSON, Manufacturer, Peoria, Ill. 


shuts it off. | Send for Catalogie of Hose Accessories 














Every Farmer and Gardener is a Prospect 


THE WHOLE COUNTRY OVER for “NIOKRCROSS” Garden 


_  Cultivator-Hoes 
The Modern Tools for Garden and Flowers 


The “Norcross’’ is a “Quality” line. From 
the tip of the Handle to its Shovel Points, a ‘‘Nor- 














cross’’ shows its excellence. 

With all this, they cost but a 
trifle more than a common hoe, while 
in efficiency they rank with expensive 
wheel plows. 

Be it the Man or his wife who 
tends the garden—you have a size 
to suit their needs. Place a small 
order with your jobber at once— 
and determine your possible _ sales 
and profits on these popular tools. 
Catalog upon request. 


C. S. NORCROSS & SONS, Mfrs., Bushnell, Ill., U. S. A. 


























‘poco American Fence National Fence 
7 “s Ellwood Fence U. S. Fence 


Within the circle of Hard- A PRIZES Royal Fence Union Lock Fence 
ware Age subscribers are us” Anthony Fence Banner Fence 


many who desire to buy or 
sell hardware stores, who 
need “Help” or are look- 
ing for situations. 


For Farm and every other form of en- 
closure. These fences are well and favorably 
known all over the world and are the most 
effective, substantial and enduring fences 
made. For sale by dealers everywhere. 

Also, American Steel Gates in all stand- 
ard widths and varieties. 


If you are interested in 
reaching these people, an 
advertisement in the Op- 

. portunity Exchange Col- 
umns is the surest way. American Steel & Wire Company 


Chicago New York Cleveland Pittsburgh Worcester Denver 
Export Representative: U.S. Steel Products Co., New York 
Pacific Coast Representative: U.S. Steel Products Co. 

San Francisco Los Angeles Portland Seattle 



































Quick-Set Steel 


Drive Posts 





Our Biggest Ad 


In spite of the advance in 
raw material, we will ac- 
cept orders for 


McKinnon All-Steel Reels 


at last year’s prices. 


This, however, is subject to 
change without notice. NOW 
is the time to order for Spring : | _ 
delivery. | Sa 


nnn Seen See Buffalo Steel Co., Tonawanda, N. Y. 


BUFFALO, N. Y. 





These are some of the 
reasons why the demand 
for these sts is grow- 
ing: Cost less than wood 
or concrete, guaranteed 
for 35 years, a few blows - 
set them, adapted to any 
kind of wire fencing, 
wire strung easily and 
quickly. 


It will pay you _ to 
handle these posts. tae | 
appeal to farmers and all 
property owners. Send 
for our catalog. It is free. 
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The Hoe for Every 
Garden 


SCHOENER’S HANDY HOE AND 
GARDEN HAND PLOW 


It does what all other hoes will do. And it will do 
much more. 

Whether your customer has a large garden or a small 
one he actually needs this hoe. It plows. It breaks 
the ground, hills, cuts weeds and cultivates the soil and 
does the work in half the time required with the old 
style hoe. Not only that, but it does the work better 
and easier. 

Every person owning a garden needs this hoe. Show 
it to your customers. It will sell. Retails for $.75. 
Satisfaction guaranteed. 

If your jobber cannot supply you, write us direct 
giving your jobber’s name. 


SCHOENER MFG. CO. 
ST. CLOUD MINN. 


See our advertisement on page 72 














J 








Among your customers are many 

Poultrymen. Each is a live prospect for 
‘“Wilder’’ Incubator and Brooder Ther- 
mometers. Does he buy them from you? 





1052 
You dealers who do not stock and advertise these instru- 
ments are throwing away a highly profitable opportu- 
nity. Now is the time to order Incubator Thermometers 


CHARLES WILDER COMPANY 


Makers of Accurate Thermometers 


514 Fulton Street - « - TROY, N. Y. 











MCN 


il 





You can’t get away from it! 


It’s a snap to sell the snap that is 
for the driver to put on or take off, 
but impossible for the horse to get 
away from. It is the 


KLINGSNAP 


A twist of the wrist and the trick is 
done. Never wears out or gets out of 
order. Made for rope ties and for 
leather straps. Strong enough to hold 
an elephant. 

A Counter Display showing the Kling- 
snap in different sizes will start the 
money coming across your counter. 
Your jobber will supply you. 

For free sample address 


The National Safety Snap Co. (Inc.) 
Dept. H WILMINGTON, O. 


Sole manufacturers of the Kliingsnap and the 
Kling Hame Fastener. 
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Made by THE UNION HORSE NAIL CO. 
1506-1522 W. 22d St., CHICAGO, ILL. 











Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle ‘Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


Covert’s Saddlery Works 


INTERLAKEN, N. Y., U.S. A. 











ns ne =~ 


Edward Darby & Sons Company 


Incorporated 
MANUFACTURERS 


Brass, Copper, Steel, Iron and Galva- 
nized Wire Cloth. © Bronze, Galvanized 
and Fainted Window Screen Wire 


Cloth. © Galvanized Farm Fencing: and 


Gates and Poultry Netting. © Wire 
Feral aa baete te ae-Uilicleme-teleim a Aletcteh Melit tac te 


€ Wire and Iron Goods of every description. 


Send for Catalogues. 
Stores and Office: 233-35 ARCH STREET 


113-15 BREAD ST., PHILADELPHIA, PA 


»ctories: 





Well Established lLong Established 


| ‘ & B" 


is the pioneer brand of American 


galvanized nettings and wire cloths. 

NY Ete le by a house in continuous 

existence for nearly a century. 
THE GLLBERT & BENNETT 
MANUFACTURING COMPANY 
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NOTICE TO JOBBERS 


Every G-W ICE TOOL is warranted against imperfections 
in materials and workmanship and sold under Our 


Guarantee for Quality GIFFORD-WOOD CO. 


Stock Includes every Tool used in the Ice Business 
Catalogs and Display Cards on Request Works: HUDSON, N. Y. 
WRITE FOR PRICES NEW YORK BOSTON 
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CHICAGO 
















MICHIGAN WIRE CLOTH CO. 


ESTABLISHED 1864 


EVERYTHING IN WIRE CLOTH 


Pioneers in the manufacture of DOUBLE CRIMP WIRE CLOTH and WIRD SCREENING of 
every kind possible to weave, made of Steel, Iron, Brass, Copper, Bronze, Aluminum, German 
Silver, Pure Nickel, Galvanized, Tinned and Monel Metal Wire; also WIRE LATH, 
Also Drawers of Brass, Copper, Bronze, German Silver, Pure Nickel, Aluminum, 
Monel Metal Wire, Etc. 


517 HOWARD STREET, DETROIT, MICH. Write for Catalogue No. 26. 
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Imperial Lawn Edge Trimmer 
Gates 


See how easy it works. 





* ) ait G . f Sells on sight. 
Vowatatakteat - tannn (aka ako var I La Note the clean, even edge. No moving parts. 
P 2 wv 4 + —~) 7 wv rd @ ~ VY 
ARARAR'A (INARA 84) 404 een | Most jobbers will supply you. 
PreedT1 ee | IMPERIAL BIT AND SNAP CO., Racine, Wis. 
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cocscceseces & Wire Work |; 
ABASSASERLLE See ort) Ask for Catalog || 
<THE STEWART IRON WORKS CO. = Cincinnati, Ohie | 


THE VERY LATEST 


bargains in the way of hardware stores are 
offered for sale in the “Opportunity Ex- 
change” of this issue. They hold valuable 
investments for you. Why not look them 
up—now? 






































Townsend Gave to the World 
The Ball-Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 








The Worcester Lawn Mower Co. 
Worcester, Mass. 
Have their NEW CATALOG 


in COLORS ready for mailing. 
Ask for it. 






SELLING AGENTS: 
J.C. McCarty & Company, 21 Murray St., New York 

















“Easy Emptying” 
Grass Catchers 


“favorably known the world over’ 
now made with 
REINFORCED 

NON-SLIPPING BOTTOM 

Rigid—Light—Durable 
Many exclusive patented 
features and strong sell- 
ing points explained in 
catalog No. 14. 
Write for it. 


The Specialty Mig. Co. 
St. Paul, Minn., U. S. A. 


Jobbers 





Sold thru Hardware 














The New Idea In Lawn Mowers 


The King 
Cylinder 
Mowers 





Dealers, 
write for 
agency. 
Catalogues 
and price 


list sent on 
request. 


McGRIFF-KIMBERLY CO., ANDERSON, INDIANA 
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them all over and find 
not—an ad will let the 
know your want. 





A Good Position for You 


may be listed in one of the 
ads on this page. Better read 


Advertisements 


it. * If 
others 





Help Wanted and 
Business Opportunity 


—$1.00 minimum rate. 


Situations Wanted 
2c. per word—soc. minimum. 
Display rates on request. 
These Advertisements are Pay- 
able in Advance. 


These advertisements go to press 
every Friday at noon. 


2c. per word 


a part 





AKE IT A POINT 
every week 
read these pages. 


are paying for. 


to 
It is 


of the service you 








Help Wanted 


Help Wanted 


Situations Wanted 


Business Opportunities 





ee 


Original letters of reference should 
not be inclosed with replies to 
advertisements appearing in these 
columns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 





MANUFACTURER of full line 
household _ specialties wants local 
representative in all important cities 
to handle line on commission. De- 
partment stores, hardware dealers, 
instalment houses, premium con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,” care HARDWARE 
Ace, New York. 





GARDEN HOSE SALESMAN 
WANTED—AI1 salesman acquainted 
with hardware trade to sell complete 


line rden hose on strictly commis- 
sion basis. Advise territory you now 
cover and give references. Address 
Thermoid Rubber Company, Tren-|- 
ton, ‘ 





TRAVELING SALESMEN 
WANTED by long established con- 
cern manufacturing large line of 
high grade tools and specialties. To 
the right men, an additional line can 
be arranged for going to same trade, 
and the two lines together will pay 
well. Can use several men in the 
New England States, Middle States, 
Middle Western States, to begin 
anuary 1, 1916. Both lines wanted 
by all good trade in retail hardware, 

















housefurnishings, etc. References 
required, stating age, number of 
years and lines handled 


oclling, 
previously. nly men of experience, 
who can secure orders for complete 
lines, not single items, need apply. 
Prompt application necessary with 
home address for reply. ddress 
Ne Re care Harpware Ace, New 
ork. 





SALESMAN WANTED. 

For Ohio and Michigan; young, 
familiar with builders’ hardware 
trade. Experience reading blue 
prints, estimating special jobs of 
value. line is_well known, 
strongly advertised. This is a rare 
opportunity for you to connect with 


a fast prowms firm. ive age, 
lines sold, references in reply. Ad- 
dress “G. X.,”" care HArpwWarE AGE, 
New York. 





SALESMAN WANTED—If you 
are calling on department or hard- 
ware stores, we can offer you, on 
commission, a side line that is mak- 
ing $100 a week for others. In first 
letter give references, line now car- 
ried and territory covered. Natiorial 
Products Company, Owego, Tioga 
County, N. Y. 





SALESMEN WANTED — Com- 
mission salesmen calling on retail 
hardware, tile and mantel dealers, 
to sell dome dampers and other fire- 
place fixtures as a side line. State 
experience and territory. Refer- 
ences required. Prefer those cover- 
ing one State only who work their 
territory thoroughly. Address “I, 
J.,”"" care Harpware Ace, New York. 





WANTED—By a Chicago retail 
hardware house, a competent and 
ambitious builders’ hardware man; 
one who has had wide experience in 
that line. Answer giving age and 
full details of former ne tefpere 
also salary expected. Replies confi- 
dential. Address “H. A.,” care 
HaArpware Ace, New York. 


WANTED—Young man that can 
make harness, and that has had some 
experience in the hardware and im- 
plement business. Permanent posi- 


tion. State age, experience and sal- 
ary expected. Ira Abilgaard, Ox- 
ford, Kan. 





WANTED—A HIGH GRADE 
SALESMAN to represent a_ well- 
known manufacturer of small metal 
products sold to the hardware trade. 
One who has had experience in the 
jobbing trade of the Central West 
preferred. A full statement covering 
age, experience, salary and refer- 
ences is necessary to secure atten- 
tion. Address “ 
warRE AGE, New York. 


. C.,” care Harp- f 





GOOD PAYING STOVE LINE 
OF HIGHEST RANK a mis | un- 
usual possibilities open for North 
and South Dakota. If you call on 
the stove trade regularly in this ter- 
ritory and want a line for a leader, 
write us. Address “I. B.,” care 
Harpware Ace, New York. 





SALESMEN calling on hardware 
dealers, harness dealers and general 
merchant trade, find our order get- 
ting, trade holding, specialty line of 
whips a money-making side line. 
Big commission on orders and re- 


orders, an excellent proposition. 
State territory covered. Address 
“Manufacturers,” P. O. Box 383, 


Westfield, Mass. 








Situations Wanted 





A SUCCESSFUL SALESMAN, 
for the last ten years director of 
sales, would like to get in touch 
with manufacturers of hardware and 
kindred lines, desirous of increasing 
their .sales in Atlantic Coast terri- 


tory. Have been very successful in 
selling U. S. Government depart- 
ments. Exceptional references. Ad- 


dress “D. X.,’’ care Harpware AGE, 
New York. 





THE HIGH GRADE MAN 
LOOKING FOR A_ POSITION 
OR FINDING IT IMPOSSIBLE 
TO GO HIGHER UP WHERE 


HE IS, WISHING TO MAKE 
A CHANGE, WILL FIND THIS 
SECTION THE PLACE TO 


TELL HIS STORY. 





DISTRICT SALES AGENT of 
one of the oldest and largest New 
England Wire Manufacturers, who 
is selling their line to every Hard- 
ware and Woodenware Jobber in the 
Metropolitan District, can take, on 
commission basis, one or two other 
lines going to this trade. If inter- 
ested address “‘H. I.,”’ care Harp- 
WARE AGE, New York. 


TRAINED hardware man of wide 
experience desires to make a new 
connection, Am an experienced and 
successful executive and salesman, 
having grown up in the hardware 
and sporting goods business and 
proven a business getter from the 
start, advancing to manufacturer’s 
sales manager. Am a close observer, 
tactful and successful in construct- 
ive work. Am personally acquainted 
with the entire jobbing trade of 
United States and Ceandé, also the 
larger retail trade, know export con- 
ditions and am not a mere desk 
executive. Can be of unusual value 
to manufacturer or jobber. Will 
consider only an association with a 
uture. Address ‘“‘H. S.,”’ care 
HARDWARE AGE, New York. 





ARE YOU LOOKING FOR A 
CAPABLE, ambitious young man, 
four years’ qn on sales floor 
in wholesale hardware house, some 
special experience with farm imple- 
ments and builders’ hardware? Pre- 
fer road job, but willing to work 
inside with right people. Now em- 
ployed, but desire to change. Ad- 
dress *‘H. G.,” care HARDWARE AGE, 
New York. 





HARDWARE SALESMAN with 
large acquaintance with hardware 
dealers in the metropolitan district 
and exporters desires new connec- 
tion; would like to hear from re- 
liable concerns. Address “I. G.,”’ 
care Harpware Ace, New York. 





YOUNG MAN, 24, single, two 
years’ experience as clerk and stock- 
man, seeks a position with some Min- 
nesota or Wisconsin retail hardware 
where honesty and diligence count. 
Can furnish best of references. Ad- 
dress “I. A.,” care HARDWARE AGE, 
New York. 





A HARDWARE AND MACHIN- 
ERY MAN wishes position in hard- 
ware or machinery company. Ad- 
dress “I. H.,” care Harpware AGE, 
New York. 





WANTED—POSITION with con- 
cern seeking the services of an ex- 
perienced all around hardware man. 
Am expert on assembling agricul- 
tural implements, pumps, etc. Am 
also good man on internal com- 
bustion engines. Address “I. L.,’ 
care HARDWARE AGE, New York. 








YOU WANT MEN WHO 
WORK!—I want a position with a 
businesslike hardware merchant 
who also works. Am 26 years of 
age, single, two years’ experience 
in retail hardware, three years’ in 
construction materials and supplies. 
College graduate. Address “P. 
G.,”’ 1617 Steele St., Denver, Colo. 








ADVERTISING—YOUNG MAN, 
age 22, desires position with adver- 
tising agency or manager where 
knowledge of advertising can be ob- 
tained. Address “H. L.,’® care 
Harpware Ace, New York. 





EXPERIENCED HARDWARE 
SALESMAN desires a position; ca- 
pable of taking oa of store, coun- 
try town or small city preferred, 
anywhere in New England. Address 
“a gta care Harpware Ace, New 

Ork. 








YOUNG MAN, 27, 10 YEARS’ 
experience general hardware, mill 
supplies and sporting goods, desires 
connection with live firm; builders’ 
hardware my specialty. References. 
Good appearance. Address “H. R.,” 
care FIARDWARE AGE, New York. 


YOUNG MAN WITH 12 YEARS’ 
EXPERIENCE in _ hardware, tool 
and mill supply line; have experi- 
ence in managing, buying and sell- 
ing; have executive ability; would 
refer to work in or around New 
Vork City; am temperate and can 
furnish references to my honesty and 
ability. Address “I. E.,” care 
Harpware AcE, New York. 








YOU HAVE OF COURSE THE 
NEWSPAPERS IN YOUR CITY 
HAT YOU 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United 
States. Address “R. W. S.,” care 
Harpware AGE, New York. 


EASTERN JOBBING AND DIS- 
TRIBUTING HOUSE with live 
sales organization desires to repre- 
sent in New England a few more 
manufacturers of hardware and 
specialties. Address “C. R.,” care 
HARDWARE AGE, New York. 








OWNER OF A FILE FACTORY 
on account of ill health, desires to 
dispose of the business as a going 
proposition. Have enjoyed good busi- 
ness and made a superior brand. Ap- 

ly “E. C.,’? care HARDWARE AGE, 
New York. 





FOR SALE—Stock of hardware, 
stoves, paints and oils. Nice new 
clean up-to-date stock and fixtures, 
will invoice about six thousand dol- 
lars ($6,000), in good live town of 
1,000 inhabitants, in an A No. 1 
farming country. Must be cash, no 
trade considered. Unless you have 
cash and mean business, do not an- 
swer. Reason for selling—different 
manufacturing interests demand my 
entire attention. This proposition 
will bear thorough inspection and in- 
vestigation and will go quickly. Ad- 
dress J. E. Kercher, Wolcott, Ind. 





THERE SEEMS TO BE AN 


NOW HAT 
OPPORTUNITY ARE 





AFTER? WE RECOMMEND 
THIS SECTION FROM “PAST 
PERFORMANCES.” 

FOR SALE—300 dozen blind 
hinges, for wood buildings. Best 
ever made, at factory cost. New 


patent. ne set complete’ with 
screws and latches. Model and price 
given upon application. Address “G. 
Y.,”” care Harpware Ace, New York. 





FOR SALE — At Albuquerque, 
New Mexico. The sun is shining 
here to-day; temperature at 6 a. m. 
55 degrees. Population 20,000; alti- 
tude 5,000 ft. Old established hard- 
ware, plumbing and heating business, 
largest in city, doing about $100,000 
per annum, carrying about $50,000 
stock. Sale necessary to close an 
estate. Reasonable terms. Inquire 
D. K. B. Sellers, Albuquerque, New 
Mexico. 





iF YOU WANT A _ POSITION 


R.| WHY DON’T YOU SAY SO TO 


THE THOUSANDS OF EXEC- 
UTIVES THROUGHOUT THE 
HARDWARE TRADE WHO 
READ THIS PAGE? 





HALF INTEREST IN A GOING 
HARDWARE BUSINESS located 
in the most prosperous city in 
Virginia. If purchaser prefers, en- 
tire stock can probably be had; big- 
gest and best hardware store in city; 
most advantageously located on prin- 


cipal thoroughfare, enjoying high 
class trade; established eighteen 
years. Address “G. Z.,” care HARD- 


warRE Ace, New York. 





T CAN USE T 

OBTAIN A_ POSITION; BUT 
IF YOU WANT TO GO AFTER 
T IN A NATIONAL WAY 


USE THIS SECTION—IT MAY} 2 


A “LOWER” IN A 
“PULLMAN,” BUT IT WILL 
PROBABLY GIVE YOU A 
WORTH-WHILE “BERTH.” 


COST YOU 





FOR SALE—Hardware business 
in thriving New England city of 
2,000, in center of large and pros- 
perous farming community; $4,500 
cash’ will take it: no trade. f in- 
terested write “H. C.,” care Harp- 
WARE AcE, New York. 
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Business Opportunities 





ARE YOU DESIROUS OF IN- 
CREASING your business with the) 
hardware and woodenware jobbers in| 
the Metropolitan district? I have} 
been selling them for many years 
and, if your merchandise is equal to 
your competitors’, I can sell it, at 
an even price, to practically every 
‘obber in this territory. Only com- 
mission arrangement desired. Ad- 
dress “H. H.,” care HARrDwWare AGE, 
New York. 





FOR SALE—An established and 
successful retail hardware business 
in the Twin Cities, good location 
reasonable rent, prospects for a good 
year’s business never better; $15,000 
cash required to handle the deal suc- 
cessfully. Apply to the Hackett, 
Gates, Hurty Co., St. Paul, Minn. 





HERE !IS THE PLACE FOR 
YOUR MESSAGE, FOR _ IT 
AND READ 


TO WHOM YOU MUST SELL 
YOUR SERVICES. 





FOR SALE—A good clean stock 
of hardware in a_fine diversified 
farming country. Best of climate. 
One oil well about to be brought in 
and two other large companies with 
large leases to begin soon. Liberal 
discount if taken at once. III health 
reason of selling. Address “H. Q.,” 
care HARDWARE AGE, New York. 





FOR SALE — ESTABLISHED 
HARDWARE BUSINESS, $7,000 
stock, $20,000 annual sales. Stock in 
good shape. Good steady trade— 
mostly farming trade. Good small 
growing town, open to inspection. 
Outside reason for selling, want to 
sell before March Ist. Address “fH. 

* care HaArpware Ace, New 
York. 

MR. 
vestigate this mail box. 





MANUFACTURER — In- 
It has some 


prominent features of its own. It! [he effect was instantaneous and the 


is liked. We sold over two thousand 
in one city alone of only 45,000 in- 
habitants. Parties not too hampered 
for a substantial start or yearly in- 
crease in output, can have it right. 


Percentage or sole, either way. Pat- courage of the Captain's touch. 


ented 1910. 
Minn. 


G. Westelin, Pipestone, 





NEW PATENT -—A _e sanitary 
garbage can with locked lid, abso- 
lutely dog proof. Appeal is strong 
to the hcusewife on account of the 
simplicity in construction. A sure 
winner.. Will sell F peer outright, 
incorporate or would accept partner 
if he has money and can hustle. Ad- 
dress Box _A-93, care HARDWARE 
AcE, Park Building, Pittsburgh. 





BUSINESS LOCATION. 
Centrally located business prop- 
erty on broad and busy thoroughfare 
in section of Albany, Y., that is 
rapidly becoming a trade _ center. 
Splendid trolley service and best sur- 
roundings. Building approximately 


through to rear street. Structure|Credit him with courage and ability'| 


and location specially adapted for 
hardware business. 


Fear closes no contracts. How can 


Bettering Business by 
the Elbow Touch | 


| 
i 
i 


You may recall the story of the front 
line soldiers face to face with the 
The entire 


enemy in the present war. 
line had an instant of stage fright 
because everyone knew that the ma- 
jority would soon be dead. Seeing 
their state of mind the Captain reached 
out his elbow and touched that of the 
soldier next to him. The soldier 
understood the act, reached out his 
elbow and touched his neighbor, and 

















so they did all along that first line. 
men plunged forward thrilled with the 


In just this way business is bettered. 
One fellow with the nerve to reach out 
and do something touches elbows with 
the fearsome fellow next to him. 


the man who shrinks from advertising 
expect that advertisement readers will 





terms of lease, address A. Page| Which he does not possess? | 


Smith, 51 State St., Albany, N. Y. 





WANTED TO BUY, second hand 
Warren shelving in good condition. 
Lockridge & Ridgway, Mayfield, Ky. 





BOSTON SPECIALTY HARD-| sistent advertising far more profitable 


WARE jobbing business for sale. 
Cash required small; clean business, 
good profits; represent A-1 factories; 
good reason selling. Fine chance 
for hustling New York man or New 
York firm to cover New England. 
Communications confidential. Ad- 
dress “I, D.,” care HARDWARE AGE, 
New York. 











WE HAVE AN EXCELLENT! 
OPENING in a Southern city for! 
an active young man as general man-; 
ager in a small wholesale hardware! 
business; one who has some capital! 
to invest; no others need apply. Ad-| 
dress “‘Wholesale Hardware,” P. O.! 
Box 864, Charleston, S. C. 





ESTABLISHED MANUFAC, | 
TURERS’ AGENT, employing three) 
salesmen covering metropolitan dis-| 
trict, desires two or three new ac-| 
counts on commission basis. Can} 
carry stock. Address “I. F.,” care! 


TfARDWARE Ace, New York. 


Have you the nerve to reach out? 
Isn't the building of business by con- 


than waiting for something to turn up? 
In meeting the buying movement of 
1915 where will your courage place! 
you? | 

Let us tell you how Hardware Age’ 











can help you. 

















We Can't 
All Be 
Abe Lincolns 


More’s the pity. The re- 
nowned and revered emanci- 
pator did a service to mankind 
that may sometime be equalled 
but never duplicated. 


What we can do, though, is 
to take example from this good 
man’s ways of going about his 
business. 


If Honest Abe were 
a hardware salesman 
today, do you think 
he would ever try to 
“get arecund a cus- 
tomer” and sell him 
an inferior file when 
the best was obtain- 
able? Not much! He 
would go right to the 
heart of matters, ex- 
plain why the DELTA 
FILE is superior. 


Because of the 
sharp-edged teeth, cut 
at precisely the cor- 
rect angle. 


Because of the 
wonderful hardness 
of the Crucible Steel 
we use. 


Because ‘the name 
behind the product 
guarantees the qual- 
ity built into it. 


DELTA FILES are 


handled by jobbers 
everywhere. Order 
the ones you — need 
from your _ jobber. 


and be sure to specify 
DELTAS. 





— 





Delta File Works 


Philadelphia, Pa. 
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TUBULAR AND CLINCH RIVETS 


3 ee 
ies 3 OO 
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Co... BOSTON MASSACHUSETTS, U.S.A. 














Capewell Horse Nails 


“Capewell” nails are in constant demand—they give satisfaction and are 
widely known. The vast majority of shoers use this brand. 











No nail can be compared with “The Cape- ORDERS 
well” in quality or volume of sales. It REPEAT 
stands in the lead—in a class by itself. 


SELL 
BEST 




















Easiest to sell. You are not troubled with “come backs.” You get repeat 
orders and largest annual returns. 
Made by 


The Capewell Horse Nail Company, Hartford, Conn., U.S.A. 




















"W & B LAWN MOWERS 
Plain and Ball Bearing 


We manufacture Lawn Mowers to meet the 
demands of all classes of consumers. | 

Their superior Cutting Qualities, Handsome 
Finish and Durability make friends for Hard- 
ware Merchants. 


Send for catalog and literature showing the line in colors 


THE WHITMAN & BARNES MANUFACTURING COMPANY 


Years 


Esta 
GENERAL OFFICES AKRON, OHIO 


New York Office and Store, 64 Reade Street. Canadian Factory and Office, St. Catharines, Ontario. 











“The Bette Tae” See Benes any 


Drop Forged from High Grade Steel. Sizes 4 Inch to 15 Inch it Is the only Link as Strong as Same Size Chain 


C0 


PATENTED 


Just place the two halves to- 
gether and head over the rivet- 
pins. 

The interlocking lug and rein- 
forced hole make it twice as 
strong as any other link. It takes 
but a minute to insert it, saving 
expense, and much valuable time. 
Use this link; take no chances. 
Lose No Time in Repairs. 


An instant repair for broken 
chain; actually neater looking and 
stronger than the link. Steam 
Shovel Engineers, Drainage Con- 
tractors, Loggers, Mining Oper- 
ators, Railroads, in fact, anyone 
who uses chain ought to know of 
and use Missing Links. 





Send for illustrated catalogue showing 1500 articles of Marine Hardware, etc. 


THOS. LAUGHLIN COMPANY — = Portland, Maine 














e ee See Geek Bee ‘ee Bee Pee be A ne 4k lk 
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No Speculation When You Handle 


Double Service Automobile Tires 


Guaranteed 7000 Miles Absolutely Puncture-Proof 













Double Service Tires are made double the thickness of the best standard 
make tires. This 100% greater wearing surface naturally gives that much 
more mileage and service, thus increased sales for the merchant. The average 
of from_10 to 12 plies of tough fabric and 1 inch surface tread rubber make 
these tires absolutely puncture proof. 








These tires excel all others for use in the country over rough and rugged 
roads as well as on hard pavements. They are as easy riding and resilient 
as any other pneumatic tire—the air space and pressure being the same. 
They are the most economical and “care free” tires made and are used where 
tires must be depended on and tire troubles cannot be tolerated. Many 
Double Service style tires are in use in the U. S. government and European 
War service. 
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All Othet Sizes—Non-Skids 10% Extra 
Write for Illustrated Folder 










Our Special Exclusive Agency Proposition is a Big Money Maker 








' 
DOUBLE 
THICKNESS 
OF + TREAD 
AND RUBBER 
ABSOLUTELY 







Double Service Tire & Rubber Co. 


AKRON - “ - OHIO 
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What Fabric Means 


HARDWARE AGE 


to a Tire 








‘fabric covered with rubber.”’ The 
most expensive item entering into 
the construction of a tire is tire fabric. 


A TIRE might well be described as 


@ Tire fabric is a standard commodity—it 
has a current market price per pound, like 
sugar. If you buy a pound or a million 
pounds the price per pound is precisely the 
same. 
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@ There are approximately eight different 
grades of tire fabric and they may be divided 
roughly into three classes— 
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1—“cheap”; 2—“good”; 3—‘‘best”— 
varying in price from 22 cents a pound to 69 
cents a pound (current prices). 


¢ Now note the significant difference—the tensile 
strength of the ‘“‘cheap” fabric is, approximately, 
250 Ibs. to the square inch; that of the ‘‘good"’ 
fabric, about 400 lbs., while the tensile strength of 
the ‘‘best’’ fabric is 480 lbs. to the square inch. 
This latter, because of its great strength, invari- 
ably is used where special tires are built for rac- 
ing drivers. 


@ Only this fabric, the best fabric purchasable at 
any price, is used in building all 
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@ Consider, for example, a 37 x 5 REDWALL Tire, 
which contains 7 piles of fabric. The difference be- 
tween its tensile strength and that of a tire built of 


cheap fabric, even if the number of piles should be 
equal, is almost double and so, too. is the differ- 


ence in wear. 


q REDWALL Tires are guaranteed for 5000 
miles because the fabric used in their build- 
ing is good for that mileage—and a great 


deal more. 


If you have yet to experience 


complete satisfaction, unusual and unin- 
terrupted mileage, let your next tire be a 


REDWALL. 
Mietonal Fuller 
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To dealers who are big enough to handle the sole sale of our tires, tubes and rubber repair stocks 


in a territory, we have an exceptional proposition to offer. 


Write for details, discounts, etc. 


NATIONAL RUBBER COMPANY, Pottstown, Pa. 
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HARDWARE AGE 


Step in 
and Meet 


Opportunity 
Half Way! 


We offer you the ex- 
clusive agency. — the 
complete control in 

your territory—of the 

most efficient line of 

oil stoves on the mar- 

ket. Tried by test, the 

Boss Oil-Air Stove has 

proven that, equipped 

with the patented Oil- 

Air Burner, it can heat 

irons, cook, bake and boil quicker than any other oil stove. It 

burns less oil per hour because it burns nearly 1000 times as 

much air as oil. The mere saving in fuel will soon pay for 

the Boss. 

A nation-wide publicity campaign, starting in February, will tell | 
the Boss story in millions of homes every month. The demand 

for Boss Oil-Air Stoves is steadily increasing. Will you be 

equipped to furnish your customers when‘they ask for the Boss? 


OSS 


REG U.S PAT OFF 


STOVES and OVENS 


Five years of national publicity and guaranteed 
service have established the Boss Glass Door Oven 
in over nine hundred thousand homes. Itis made 
separate from the Boss Oil-Air Stove, and bakes 
equally well on any good oil, gas or gasoline stove 
Women all like it because they can watch the food 
bake and brown without opening a hot, heavy 
door. It cooks thoroughly. 

















Write Today for Dealer’s Proposition 


Get in, your line early. Prepare to meet the de- 
mand which will surely come with warm weather. 
We furnish everything, give you publicity and offer 
you a generous margin of profit. 


THE HUENEFELD COMPANY, Cincinnati, Ohio 


February 10, 1916 






























We 
furnish 
dealers free 
electrotypes 
of ads for 
use in local 


papers. 































